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National Liberty To 


Keep Own Staff In 
The Home Group 


Will Be On Basis Similar to Status 
of the City of New York 
Insurance Co. 


TOTAL ASSETS $179,000,000 


National Liberty Membership in 
Western Bureau Starts Talk of 
On- Organization 








Definite news made public last Friday 
morning that interests identified with the 
Home of New York group of fire com- 
panies had obtained a controlling inter- 
est in the National Liberty group is re- 
garded with widespread importance in 
fire insurance circles over the whole 
country. 
the <»sets of the Home group to close 
to $140,000,000, bringing it definitely to 
the +efront of all American fire insur- 
ance company units. To the nine com- 
panie. already associated in the Home 
group wil! be added three more, the Na- 
tional’ Liberty, Baltimore-American and 
the Peoples National Fire. 

The National Liberty companies will 
join the Home group on a basis similar 
to that of the City of New York In- 
surance Co., in that they maintain their 
own staff, equipment and _ services, 
whereas the other companies of the 
group participate in a joint staff, equip- 
ment and: Su -wices. 

Organization Affiliation Questions 

In addition to the transfer of control 
of the National Liberty group to the 
Home interest lies in the probable effect 
this combination will have upon the af- 
filiation of -various insurance companies 
with the company organizations now op- 
erating in different parts of the country. 
The Home companies are members of the 
Eastern. Underwriters‘ Association, the 
National and Eastern Automobile Un- 
derwriters’?’ Conference and the (West- 
ern) Union. On the other hand, the Na- 
tional Liberty companies, while belong- 
ing to the E. U. A., are affiliated in the 
West with the Western Insurance Bu- 
teau. In the automobile field they have 
been non-association. 

It is assumed that the National Liberty 
companies, under the management of the 
Home, will resign from the Bureau and 
become Union companies, and this raises 
the question of the formation of a single 
company organization in the West as 
now exists in the East and South. This 
matter has been agitated for some time, 
especially as many of the new fire com- 
panies are entering Bureau agencies in 
the West and competing with Bureau 
companies. The separation rule of. the 

nion acts as a deterrent to the entrance 


f had e e . 

°. "On-association or Bureau companies 
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m the Union agencies. 


(Continued on Page 28) 


This combination will increase 








PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 
Indemnity Company 
150 William Street, New York 

















John H. Scott Says: 
“THIS. IS HARVEST MONTH” 


Farmers don’t use the sickle any more in harvesting, they 
use modern machinery. During Harvest Month for life 
insurance use modern machinery. The Home Life Insu- 
rance Company issues the Preferred Life policy for better 
than standard risks; standard insurance and four classes of 
substandard insurance, up to 200% mortality. They in- 
sure women, Lt >th married and unmarried. Prompt service 


by a progressive Home Office in New York City. 
JOHN H. SCC TT, AGENCY 


Home Life Insurance Co. of New York 
177 MONTAGUE ST., BROOKLYN, N. Y. 

















Our Annual Servicing Period 


Penn Mutual representatives are having their annual concentration 
on Penn Weasel members from ‘November 1 to December 31. 
They have been supplied with a complete and first class kit of tools. 
And they will be able to offer Non;medical during four of these 
eight weeks—the Penn, Mtr! ence again lining up with advanced 
underwriting. se 

Home Office representatives, speciasists in Field work, have made 
preliminary Agency visits, supplying each General Agent and his 
large number of Special Agents with face to face instructions in the 
use of new material. 
* We have openings for men and women who are afire with en- 
thusiasm and desire to make life insurance their life’s work. 


Wm. A. LAW, President 
Wm. H. KINGSLEY, Vice-President HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 
a. 


Philadelphia Independence Square P 
: Founded 1847 
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Important Point To 
Be Decided By U.S. 


Supreme Court 


Involves Taxation of Life Insurance 
Proceeds Under Revenue 
Act 


FOLLOWS UP FRICK CASE 





Brown Case Brings To Issue ‘‘Seri- 
ous Question” Cited by 
Supreme Court 





Within the next few weeks the United 
States Supreme Court is expected to 
hand down a decision in a case involving 
the taxing of the proceeds of life insur- 
ance policies that is of the greatest im- 
portance. The case is that of the Chase 
National Bank and others, as executors 
of the estate of Herbert W. Brown, and 
involves an important point that was not 
decided by the Supreme Court in the 
Frick case. 

The insurance in the Frick case was 
taken out before the Revenue Act of 
1918 applied and the court held that the 
Internal Revenue Collector could not in- 
clude the insurance as a part of the es- 
tate of Mr. Frick in determining the tax. 
The act was not retroactive. 


“Serious Question” Now Up 


But the Supreme Court in its decision 
‘said: “We do not propose to discuss 
the limits of the powers of Congress in 
cases like the present. It is enough to 
point out that at least there would be a 
very serious question to be answered be- 
fore Mrs. Frick and Miss Frick could 
be made to pay a tax on the transfer of 
his estate by Mr. Frick.” In this case 
of the Brown estate, this “serious ques- 
tion” is up for decision because the in- 
surance was taken out after the Revenue 
Act of 1921, which is the act that ap- 
plies, went into effect. Furthermore, the 
language of both acts are identical. 


History of Case 


The history of the case is as follows: 
In September, 1922, Herbert W. Brown, 
who was a resident of Westchester 
County, N. Y., was insured by the New 
York Life under three policies for $200,- 
000. Each policy contained a change of 
beneficiary clause. Shortly after getting 
the policies, Mr. Brown changed the 
beneficiary of one policy from his wife 
to their two children, in equal shares. 
In April, 1924, Mr. Brown died. He 
left an estate, excluding the insurance, 
of $424,673. To this the Internal Revenue 
Commissioner added the insurance plus 
additions, amounting to $200,888, less the 
amount of the insurance exemption of 
$40,000, or $160,888. Upon this valuation, 
the estate paid a tax of $21,633.69, but 
under protest as to $9,146.76, because the 
estate tax was increased by that 
amount by the taxation of $160,888 life 


(Continued on Page 4) 
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SUCCESS SERIES 











This illustration and 
the character, Bob 
Brown, are borrowed 
from the Phoenix 
Mutual motion pic- 
ture, “Something 


Worth ‘Vhile’’ 


Bob Brown’s Silent Partner 


IKE all salesmen who attend the Home Office training 
school, Bob Brown was thrilled by his first visit to 
our Direct Mail Advertising Division. 

*‘Why,”’ he said, ‘“‘when I came into this business my 
friends pointed out enthusiastically that my income 
would be limited only by my own ability to sell. 

“But they fell short of the truth. How could they 
know, for example, that you would go so far to help 
me succeed ? 

‘You have already increased my sales ability by care- 
ful training. And now, instead of putting me entirely on 
my own resources, you have offered me an assistant—a 
whole flock of them, in fact.” 

2 ° e ° 
Since then, Uncle Sam has become Bob Brown’s valued 
and valuable silent partner. No week has ever been so 


PHO 


Home Office: 

















busy, no day so full of appointments that Bob Brown has 
been unable to make new contacts, to meet new prospects. 

The United States Mail, aided and abetted by National 
Advertising, is doing much of that for him. He is doubly 
effective. He has learned how to be in more than one 
place at once. Through his Direct Mail helpers, it is 
possible for him to be both selling and ‘‘prospecting”’ 
at the same time. 

Last year Direct Mail Advertising pointed the way to 
more than $16,000,000 of new business for our salesmen. 
In many cases, it led to more than 50% of the total 
they produced. The average was 25%. Small wonder then 
that such a “‘helper system’’ meets with universal ap- 
proval and results in outstanding success—or that Million 
Dollar Producers still find it profitable to be partners with 
Uncle Sam. 


IX MUTUAL 


Hartford, Conn. 
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56,000,000 On National 
City Bank Borrowers 


PERSONAL LOAN COVER PLAN 





Reynolds Pomeroy of Graybar Building, 
New York, Says This Insurance is 
Growing; His Career 





Reynolds Pomeroy, who heads the 
brokerage firm of that name with offices 
in the Graybar Building at Lexington 
avenue and Forty-second street, New 
York City, has written and paid for in 
excess of $3,000,000 of a business a year 
for the last three years. He has initiated 
some interesting ideas in life insurance, 
notably the personal loan insurance plan 
of the National City Bank of New York 
which went into effect last June. This 
business was placed through The Pru- 
dential. He was formerly an auditing 
man in Chicago. 

Under the personal loan insurance plan 
the bank requires from the person who 
desires a loan a note bearing the sig- 
nature of two co-makers. The borrower 
has one year in which to pay the loan. 
lf the borrower should die before his 
loan is repaid, the National City Bank 
provides protection for the co-makers 
and the family of the maker against loss 
by life insurance without charge which 
cancels the entire liability outstanding. 
This relieves the co-makers of any worry 
about such a hazard and also gives the 
maker added confidence in asking his 
friends to become co-makers on his note. 
Then, too, it gives a feeling of security 
to the borrower’s family. 


$6,000,000 Of Insurance 
That the personal loan business of the 
National City Bank has shown great 
growth since the establishment of this 
insurance plan is evidenced by the fact 
that already this year $6,000,000 of life 
insurance has been written on the lives 
of the borrowers. According to Mr. 
Pomeroy this is not group insurance. A 
separate policy is issued in every case 
where a loan is made. 
An Insurance Man Since 1914 


Mr. Pomeroy has been in the insur- 
ance business since 1914 when he joined 
the Equitable Society. His personal pro- 
duction for the first few years ranged 
from $100,000 to $700,000 annually. From 
1919 to 1924 he was in New York. Prior 
to that he was in Chicago. An inter- 
val was spent in the Royal Flying Corps 
of Canada. From 1919 to 1924 he was 
with the late Charles Jerome Edwards, 
well known Equitable general agent. 

From 1922 to 1924 Mr. Pomeroy was 
branch manager for the Equitable So- 
ciety with offices in the old Equitable 
building at 120 Broadway. This organi- 
zation averaged $6,000,000 of business a 
year. From 1924 to 1925 Mr. Pomeroy 
was general agent for the National Life 
of Vermont in Philadelphia. In 1925 
the present organization known as Rey- 
nolds Pomeroy & Co. was established. 
In March of this year the Pomeroy 
outfit moved to new quarters in the 
Graybar Building. The staff consists of 
seven men and two girls. The original 
quarters were located in the Real Estate 
Boar’ building at 12 East Forty-first 
Street, 

In addition to life insurance this brok- 
erage firm also writes fire, casualty and 
Marine business. This branch of the 
business is in charge of Norman Kley, 
Who has had fifteen years of experience 
in th: casualty business. Another prom- 
‘sing executive who has been with Mr. 
om roy since last February is Howard 
Wheale, who was formerly a vice-presi- 
dent of the Garrettson Ellis Lumber Co. 





INTERSOUTHERN LIFE SHARES 
The Intersouthern Life of Louisville 
will offer its stockholders 205,000 shares 
of the unsold shares of the company 
held in the treasury at $3 per share. The 


tatio will be one new share to five held. 








Here’s A Pillow 
For The 


Tired Business Man 


Too many business executives stay in harness 
in old age, when they should be enjoying the 
fruits of their labors. 


One of many factors— bad investment, 
business depression, unwise methods, 
etc. — may be responsible for the ne- 
cessity of staying at work. 


There’s a preventive available to every 

- man. It is the endowment at age 60 
or 65 Policy. Taken early in one’s 
career it is not expensive, and it 
makes CERTAIN sufficient funds to 
permit retirement and an enjoyable 
old age. 


The Prudential RECOMMENDS 
This Form of protection. 


The Prudential 


Insurance Company of America 


Home Office: Newark, New Jersey 
Epwarp D. Durrmtp, President 











Slain Gambler Was 
A Leading Life Agent 


ROTHSTEIN WROTE UNDERCOVER 





Many of His Policies Went In to Com- 
pany Through Another Man; 
Lured to Hotel 





Arnold Rothstein, internationally fa- 
mous as a master gambler on racing, 
prize fights and any other sport where 
money may be’ staked, was the silent 
partner for years in a prominent New 
York insurance agency, and wrote so 
much insurance that at one period he 
led a leading life insurance company at 
intervals. The life business did not go 
through under his own name but of that 
of a business associate, and, therefore, it 
was not generally known in the insur- 
ance fraternity that he wrote life insur- 
ance. His office upon several occasions 
led his company throughout the country. 
He owned considerable property and was 
active in the real estate world as well 
as in insurance. 

Rothstein was summoned to a meeting 
of his friends in a room on the third 
floor of the Park Central Hotel by a tele- 
phone call at 11 o’clock at night. At the 
time he was in Lindy’s Restaurant, 
Broadway and Fiftieth Street. He went 
to the hotel and was shot in the abdo- 
men. The police believe that the shoot- 
ing grew out of his refusal to pay $200,- 
000 on the ground that persons with 
whom he gambled had used marked cards 
in a stud poker game in which he lost 
$380,000 three weeks ago. Rothstein, re- 
puted to be a millionaire, had resources 
sufficient to meet the loss of $380,000 in 
cash or checks as soon as the game was 
finished. But he insisted upon giving 
I. O. U. memoranda for $200,000 of the 
amount. Police were told that his tele- 
phone in his Fifty-seventh Street office 
and his home had been ringing constant- 
ly for a week to call his staff to the 
telephone to answer persons who de- 
manded in constantly uglier terms “that 
Rothstein pay the $200,000. He refused. 

The office with which Rothstein was 
associated writes a general line of in- 
surance, controlling a number of large 
fire and casualty lines as well as doing 
a large life business. 





C. S. ROBBINS DEAD 





Assistant Cashier of Travelers With 
Company 49 Years; Spent Entire 
Career There 


Charies S. Robbins, assistant cashier 
of the Travelers, died last Saturday at 
Hartford. He had been in the employ 
of the Travelers for forty-nine years, be- 
ing the third oldest in point of service 
with the company. 

Mr. Robbins was born in Hartford in 
1862. When seventeen he began his.ca- 
reer with the organization as a shipping 
clerk. In 1882 he was made cashier of 
the new Philadelphia office. Later he re- 
turned to Hartford to take a home office 
position. In 1911 he became assistant 
secretary. ; 

J. Stanley Scott, secretary of the life 
department of the Travelers, who has 
been with the company for sixty years, 
is Mr. Robbins’ step father. 





HART AND BRAGG ON NOV. 13 

The Life Underwriters’ Association of 
New York is fortunate in having secured 
as the speakers for its meeting on Tues- 
day evening, November 13, two such out- 
standing insurance executives as Hugh 
D. Hart, vice-president of the Penn Mu- 
tual Life, and James Elton Bragg, Phila- 
delphia general agent for the Union Cen- 
tral Life. 

Mr. Hart is a scholar, a writer and 
has unusual ability as a public speaker. 
His subject will be, “The Use of the 
Imagination in Selling.” Mr. Bragg, who 
is well known for his practical selling 
talks, will have something of importance 
to tell the underwriter along these lines. 
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Myrick Tells Coolidge 
Of South’s Progress 
In Life Insurance 


GREAT PRODUCTION INCREASE 





Figures Show Larger Percentage Gains 
Than Are Found in Other Sections 
Of Nation 





President Julian S. Myrick of the New 
York State Life Underwriters’ Associa- 
tion, and also chairman of the executive 
committee of the National Association of 
Life Underwriters, has written a letter 
to President Coolidge in which he calls 
attention to the great growth in life in- 
surance production throughout the South 
especially in coOmparison with the bal- 
ance of the country. He wrote the let- 
er because in a recent speech President 
Coolidge neglected to mention life in- 
surance while outlining the growth and 
prosperity of the country. The letter 
follows: 

I regard the address which you made 
in dedicating the Fredericksburg and 
Spottsvlvania County Battle Fields Me- 
morial as one of the most impressive and 
valuable speeches which you have made 
since you have been President of the 
United States, and I have made it a point 
to read every one of your public utter- 
ances, going right back to the time when 
you were governor of Massachusetts. 

Of course, the wealth of the United 
States is so tremendous and the progress 
made has been so amazing that the full 
facts cannot be set forth in any one 
public address unless the speech were to 
run for hours. 


If I might be permitted to call atten- 
tion to one item which you overlooked 
because of shortness of time or fear of 
drawing out the data too extensively, it 
was the truly extraordinary progress 
which has been made by the South since 








GOOD J. A. STEVENSON START 





Home Office Agency of Penn Mutual, 
Philadelphia, Made Big Gain 
In October 


How is John A. Stevenson getting 
along in his new post as head of the 
home office agency of the Penn Mutual 
Life in Philadelphia? That’s a question 
frequently asked The Eastern Under- 
writer. The answer: 

The Home Office agency wrote in Oc- 
teber, 1927, $1,815,007. In October, 1928, 
it wrote $3,859,697, or a gain for the 
month in written of $2,044,690. The 
Home Office agency in October, 1927, 
paid for $1,592,767. In October, 1928, the 
agency paid for $2,725,897. 





Tax Point Coming Up 


(Continued from Page 1) 


insurance proceeds, as if it had been 
part of the estate. 


Chief Points of Argument 


Thus the facts of the case are such 
as to bring before the Supreme Court 
the points that constituted the “Very se- 
rious question” that was not decided in 
the Frick case. 

The main points are summarized as 
follows: The tax of $9,146 imposed un- 
der Section 402 of the Revenue Act of 
1921, is a direct tax, is not apportioned 
and is void. The insurance taxed was 
the exclusive property of Mrs. Brown 
and the children and was no part of Mr. 
Brown’s estate. The tax is a direct tax 
on property by virtue of its ownership 
and is void because not apportioned. The 
tax is not an “excise” tax within any 
definition ever suggested by the Supreme 
Court. 

Dallas S. Townsend and Henry W. 
Proffitt are attorneys for the plaintiffs. 
The case went to the Supreme Court; 
not on appeal, but on certificate from 
the Court of Claims. 


1900 in the business of life insurance and 
I take the liberty of presenting to you 
the story of that exhibit in brief statis- 
tical summary. 

Data of Legal Reserve Life Insurance 

Companies 

(The figures for United States com- 
panies include business both in and out 
of the United States. The figures for 
the Southern States include business of 
both United States and foreign compa- 
nies.) 


Public utilities 
Government securities 
Municipal securities, 
and other securities 
amount to fifteen billion dollars. 


These asset investments protect ninety 
billions of outstanding life insurance. 
This vast sum, along with the assets of 
savings banks and other financial insti- 
tutions, contribute to an underlying sound 
financial condition which is reflected in 


NEW LIFE INSURANCE WRITTEN 


By U.S. Increase Increase *InSouthern Increase Increase 
During Companies Over 1900 Over 1919 States Over 1900 Over 1919 
1900.... $ 1,973,611,066 a re $ 258,417,508 we ee 
1919... 8,314,350,030 321% Sas 1,490,435,359 477% ait 
1927 «5: 17,135,458,992 768 106% 3,417,511,607 1223 129% 

LIFE INSURANCE OUTSTANDING 

fn US. Increase Increase *In Southern Increase Increase 
Close of Companies Over 1900 Over 1919 States Over 1900 Over 1919 
1900.... $ 8,562,139,740 Bog Se $ 988,285,917 ee Ses 
1919....  35,880,126,583 319% pai 5,022,331 ,222 408% nae 
1927....  87,022,103,424 916 143% 12,761,787,613 1191 154% 


*Va., N.C. S.C, Ga, Fla., Ky., Ala., Tenn., Miss., Ark. La., Okla. and Tex. 


LIFE INSURANCE ASSETS 


Held by All —Increase Over— 
Close of U.S.Co.’s 1900 1919 
1900.. $ 1,742,414,173 — eta 
1910.. —6,742,175,790 286% Rees 
1927.. 14,391,850,583 726 114% 


This data is most striking, as it reaches 
the very roots of prosperity and illus- 
trates what has been done by Southern- 
ers in protecting their homes, old age, 
industry and business through the insti- 
tution of life insurance as compared with 
the balance of the nation. 

There is no greater stabilizer in the 
development of the economic protection 
of the country than that furnished by 
the life insurance payments for death 
claims, dividends and maturing endow- 
ments, 

Life insurance assets invested in: 

Loans on bonds and mortgages 
Railroad securities 


the larger development, growing pros- 
perity and increasing wealth of the coun- 
try. 

It is splendid to see the South taking 
such a large part in the sum total of 
the national progress and wealth. 





MYRICK AT AD CLUB LUNCH 


Julian T. S. Myrick, Mutual Life of 
New York, who is chairman of the sports 
day for the Cathedral of St. John the 
Divine, attended a luncheon-meeting at 
the Advertising Club of New York one 
day last week to discuss winter sports 
events at Madison Square Garden for 
the benefit of those two days. Others 
who lunched with Mr. Myrick were 
President Gilbert Hodges, of the Club, 
and Colonel J. S. Hammond of Madison 


Square Garden. 














52.01% 


in the Company. 





Once a Policyholder— 


Always a Prospect 
THE POLICYHOLDERS COMPANY 





of the new business paid 
for in The Northwest- 
ern Mutual Life Insurance Company of 
Milwaukee, Wisconsin, in 1927 was upon 
applications of members previously insured 





The Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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Does Average Agent 
Earn His Renewals? 


SHOULD KEEP UP CONTACTS 





Advantages of Cumulative System of 
Commissions and Obligations of 
Agent 





The advantages of the renewal system 
of commissions and the obligations of 
the agent were discussed recently by 
C. I. D. Moore, editor of the “Pacific 
Mutual News,” when he said: “A con- 
tact which gives the agent a reasonable 
first year commission and a small re- 
newal commission for a period of years, 
has long been considered the ideal con- 
tract, viewed from the standpoint of the 
agent. By enabling him to establish an 
income that is cumulative, an income the 
measure of which is his own industry, 


. a renewal contract offers him one of the 


strongest inducements to continue in the 
business. “Fifty and nine fives” has, 
since 1905, been the formula about which 
such contracts have been builded—that 
is, in life insurance. 

“One query, however, is: When does 
the agent earn his renewals? I wonder 
how many of our underwriters in the 
field have given serious thought to that 
question. If a renewal commission is 
paid on the supposition that the agent 
earns it by actual service to his com- 
pany and the client each year he draws 
his renewal, how many could have a clear 
conscience in that connection? And were 
the policyholders on our books to reply 
= a question, what would their answer 

e! 

“T venture the assertion that, notwith- 
standing the repeated urge from home 
offices to cultivate and serve the policy- 
holder, the majority of policyholders are 
orphans. I mean by that, the agents who 
wrote them never go near them. Such 
agents, even if still with their company, 
are theoretically dead. Of what use to 
an orphan is a dead father? And why 
should the companies compensate dead 
fathers? 

“It pays the agent well to earn his re- 
newals by continuous contact and serv- 
ice. Those renewals are only a part, and 
often a very small part of his. compen- 
sation. Service faithfully given brings 
other business and opens the way to still 
greater service. Is there any business 
builder that is greater in the results it 
actually secures? Ask the agent who 
faithfully uses it.” 





TRANSFERRED TO OKLAHOMA 





R. T. Shipley Sent to Western City For 
Penn Mutual; J. E. Roberts Suc- 
ceeds Him at Billings 

Robert T. Shipley, general agent for 
the Penn Mutual at Billings, Mont., has 
been transferred and placed in charge of 
the company’s office in Oklahoma City. 
Mr. Shipley had been a district manager 
for the Mutual Life in Billings, and upon 
joining the Penn Mutual was placed in 
charge of the western portion of Mon- 
tana. In his new position he will have 
full supervision of the state. Colin S. 
Campbell, for several years in charge of 
Oklahoma City, will give his entire time 
to personal production. 

James E. Roberts, for some time 4a 
member of the Billings agency, will suc- 
ceed Mr. Shipley, and Benjamin F. Mar- 
tin, whose personal production, in num- 
ber of lives insured each year, has for 
several years been at the top of the list, 
has been appointed associate general 
agent at Billings. 





I. L. GREGORY TO PORTLAND 

The Mutual Benefit Life has appointed 
Ira L. Gregory, general agent at |’ort- 
land, Ore., succeeding Stuart K. ising, 
who has been general agent there since 
1916, who retires on account of his health. 
Mr. Gregory has been general agen for 
the company at Providence, R. I., during 
the past seven years, and was formerly 
at Phoenix, Ariz. 
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More Companies Now 
Writing Juveniles 


ACTUARIES MEET AT CHICAGO 





Approval of American Men Table for 
Use Extending Among Actuaries; 
Prize Contest 





Discussion of juvenile insurance was 
one of the most interesting of the meet- 
ing of the American Institute of Actua- 
ries in Chicago last week, at which it 
developed that increasingly more compa- 
nies are writing this business. It was 
pointed out that the production inci- 
denial to writing this class was suffi- 
cient inducement to a company to write 
juveniles. 

A prize contest for the best paper on 
aly acttiarial subject prepared by any 
man who ranks as an associate by ex- 
amination in the American Institute, or 
any other recognized actuarial body, 
was announced. The contest, the prize 
for which will be $100, will close in 1932. 
The place of the annual meeting in June 
will be chosen by the executive body. 

Retirement funds for insurance com- 
pany employes were discussed by repre- 
sentatives of companies which have such 
plans and those who do not. It was 
agreed that to be attractive to the em- 
ployes they should be co-operative be- 
tween them and the employers. 

In the discussion of the American Men 
Table of mortality it was found that 
many more actuaries tcday are accept- 
ing its soundness as a basis for calcu- 
lation of premium income than when it 
was announced in 1919. The main de- 
terrent to its more general use is found 
in the state laws in some states which 
provide the American Experience Table 
of Mortality as the only basis on which 


rates and valuations can be computed. 

In the discussion of “Relation of ae 
penses to the Growth of a Company” 
was declared that to test the theory ina 
unit costs decrease as the size of a com- 
pany increases, a study had been made 
of unit costs of a group of companies 
over a long period of years whose 
growth had been typical, but that be- 
cause the period of the World War fell 
in the study period, the data compiled 
was thought to be unsafe on which to 
base accurate conclusions. 





MASS. MUTUAL EXPERIENCE 





President Sargeant Tells of Good Mor- 
tality Showing and Excellent 
Interest Returns 


Speaking before an agency gathering 
of Massachusetts Mutual Life represen- 
tatives recently, President William H. 
Sargeant said that the company’s mor- 
tality experience during the first eight 
months of this year was 4914%, a very 
satisfactory experience although slightly 
higher than for the same period last 
year, which is in keeping with the gen- 
eral experience of companies this year. 

The operating expense of the company 
is less than last year, President Sar- 
geant said, and that the interest return 
for the eight months investments was 
5.41%, making the total yield on invest- 
ments as a whole 5.52%. 





CONSOLIDATE AGENCIES 
Due to the resignation of A. Raymond 
Long as general agent at Harrisburg, 
Pa., the Connecticut Mutual has con- 
solidated its Harrisburg and Reading 
general agencies, the territory to be in 





Toombs Surrenders 
To St. Louis Court 


INTERNATIONAL HEAD BAILED 








Claims He Tried to Save Company; 
Wants Full Hearing on Company 
Collapse 





Roy C. Toombs, former president of 
the International Life of St. Louis, 
which was reinsured in the Missouri 
State Life, surrendered to the Circuit 
Court at St. Louis by prearrangement on 
Monday. He was immediately released 
on $30,000. bail. 

The indictment under which Toombs is 
held charges him and Dr. E. F. Mor- 
genstiern, vice-president of the com- 
pany, with appropriating assets of the 
International amounting to $538,000 in 
securities. Dr. Morgenstiern has already 
surrendered to the court and is out on 
bail, his case being due to come up this 
week. He was granted a separation so 
he will not be tried with Toombs. 

After his release Toombs issued a 
statement in which he made a complete 
denial of all the charges brought against 
him in connection with the collapse of 
the International Life and the disap- 
pearance of $3,563,000 of its assets. He 
again charged “certain persons” with 
wrecking the company contending that 
every transaction he undertook was le- 








MANAGER AT INDIANAPOLIS 
The Phoenix Mutual Life has appoint- 


gitimate and for the purpose of protect- 
ing the policyholders and stockholders. 
He said that he purchased the Interna- 
tional Life in good faith, relying upon 
reports made by the Insurance Depart- 
ment of Missouri and other states, co- 
operating in an Insurance Commission- 
ers Convention examination completed in 
February, 1927, but later found that it 
would take heroic efforts to save the 
company. He added that he came to St. 
Louts at the earliest moment possible to 
answer the charges, having been held in 
Chicago by the Federal Court and that 
he desired a full and fair hearing on the 
entire matter and an impartial trial of 
the charges against him. 





BUSINESS INSURANCE COURSE 





Schedule of Remaining Lectures in Pro- 
gram of University Life Underwrit- 
ers’ Ass’n of New York 
The schedule of the meetings and 
speakers for the remainder of the busi- 
ness insurance course that is being spon- 
sored by the University Life Underwrit- 
ers’ Association of New York with their 

tentative subjects is as follows: 

November 22—Gustav C. Wuerth and 
Horace H. Wilson. Case Analysis. 

December 20—Ralph G. Engelsman— 
Sales Demonstration of Cases Prepared 
by Previous Speakers. 

January 17—C. Alison Scully. Treat- 
ment of Business Life Insurance in Con- 
nection with the Trusteeing of a Man’s 
Estate 

February 21—Leon Gilbert Simon. The 
Saving of a Portion of Tax Assessments 
by the Intelligent Treatment of a Case. 


charge of John R. Keen, present gen- ed as its manager at Indianapolis, Lewis Phe gg 28—Dr. Griffin M. Lovelace. 
eral agent at Reading whose headquar- G. Ferguson, who was for many years ~ ole Ownership. 
ters will be at Harrisburg. Mr, Keen’s general menoger for the Rock Island April 25—Vincent B. Coffin. Partner- 
experience as general agent well quali- Plow Co. and was for several years gen- ship Insurance. 
fies him to supervise the enlarged terri- eral sales monager for the Orlando Or- May 23—J. M. Riehle. Corporation 
tory. ange Grove Co. Insurance. 
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of Kean, Taylor & Co. 


ILLIARD R. GAGE’S experience was in the banking and 

brokerage field before he took up the writing of life insurance. 
For several years he was connected in an: executive position with 
the Irving National Bank. He saw servicé in the world war and 
after being mustered out in 1919 went with the investment house 
Three years ago he decided that the life 
insurance field offered a splendid opportunity to sell an investment 
which is the best in the world. 


Mr. Gage has found also that life insurance yields splendid and 
ever-growing returns on the time that he invests in selling it. He 
specializes in monthly income insurance. 


HILLIARD R. GAGE 


J. ELLIOTT HALL AGENCY 


THE PENN MUTUAL LIFE INSURANCE CO. 
50 Church Street, New York 


What Mr. 
training, men of similar qualities can accomplish. 


Gage has accomplished under our 





See our advertisement in 
Evening Post next Tuesday and Thursday. 
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BANKERS JOIN ANCHOR LIFE 





Three New Officers. of Tulsa Company; 
Harry H. Rogers President; To 
Enter More States 


Harry H. Rogers, president of the Ex- 
change National Banks of Oklahoma, has 
been elected president of the Anchor 
Life of Tulsa. H. L. Standevon and E. 
W. James, vice-presidents of the bank 
system, have been elected vice-president 
and treasurer, respectively, of the life 
insurance company. 

Following the election of these officers 
the company announced that it would 
enlarge its operations to write in states 
other than Oklahoma and Arkansas, 
where it is. now entered. 

William Hargis Walker, former presi- 
dent, will continue as vice-president and 
general manager. Other officers include 
Earl Sneed. vice-president; E. C. Klima, 
secretary; T. J. McComb, consulting ac- 
tuary, and Dr. L. A. McComb, medical 
director. 

The Anchor Life was organized as a 
legal reserve company two years ago. 
In addition to the usual policies, the 
company writes a creditor loan policy 
which is used by banks to protect their 
borrowers and a policy which protects 
credit buyers and personal borrowers. 








MISSOURI STATE CHANGES 





New Policy Forms, Revised Rate Book 
and Adjusted Disability Rates 
Now Effective 
The Missouri State Life has made a 
number of changes in policy forms and 
has issued a new and revised rate book 
which became effective November 1. A 
new $5,000 participating form at low 
gross rates has been issued with a maxi- 
mum line of $100.000. Term policies will 
be issued on a five and ten vear basis 
and will be non-renewable. The modi- 
fied life plan will have a minimum of 
$2,000 placing it on the same basis as 
term, New child’s policies, fifteen and 
twenty year endowment, are added. Ex- 
perience on total disability insurance h1s 
necessitated an increase in these rates. 





MANHATTAN LIMITS 
Manhattan Life has increased its 
limits. On standard, male and female 
lives, the company hereafter will ‘gn- 
sider for its own retention and coverage 
the following amounts: 
Males Retention 


The 


Coverage 


Ages 10 to 17... $5,000 $ 15,000 
Ages 18 to 21... 10,000 30,000 
Ages 22 to 25... 15,000 50,000 
Ages 26 to 50... 20,000 100,000 
Ages 51 to 60... 15,000 50,000 
Ages 61 to 65... 7,500 25,000 
Females Retention Coverage 
Ages 10 to 17... $5,000 $ 15,000 
Ages 18 to 21... 7,500 25,000 
Ages 22 to 50... 10,000 50,000 
Ages 51 to 60... = 7,500 25,000 





W. F. GRANTGES WEDS 

Dr. and Mrs. Francis Eugene Rohan 
of St. Louis, Mo., have announced the 
marriage of their daughter, Henrietta 
Geraldine to William F. Grantges, also 
of St. Louis, will take place the morn- 
ing of Wednesday, November 7, at the 
Church of St. Roch. Mr. Grantges is 
now director of agencies for the North- 
western National Life of “Minneapolis. 
For several years he was vice-president 
and general manager for the Interna- 
tional Life. 

















STATE ‘MUTUAL LIFE 


ASSURANCE COMPANY 
OF 
WORCESTER, MASSACHUSETTS 








ANNOUNCES 


AS OF JULY 1, 1928 
A CLEAR CONCISE 


DOUBLE INDEMNITY 
PROVISION 











Incorporated 1844 
Eighty-Four Years of Service 




















Some Penn Mutual Stars 




















Hugh D. Hart, John P. Davies, Frank H. Davis, Alexander H. Patterson, John 
A. Stevenson, Robert Dechert 


Some of the most discussed men in 
the life insurance business at the present 


“atime are in the group pictured above, 


and all are with the Penn Mutual Life. 
The photograph was taken during a re- 
cent convention of the company in 
Michigan. Reading left to right are 
Hugh D. Hart, agency vice-president; 
John P. Davies, general agent of the 


Penn Mutual in Oakland, Cal.; Frank 
H. Davis, general agent, Chicago; Alex- 
ander H. Patterson, who is to open here 
“cold” with a new general agency of the 
Penn; John A. Stevenson, who is now 
running the home office general agency 
in Philadelphia; and Robert Dechert, 
vice-president and general counsel of the 
company. - 


‘placed by this new material, 


NEW UNDERWRITING BOOk 





Material Designed to Help New Ag: :ts 

Prepared by Educational Directc 

of Equitable Life of Iowa 

The Equitable Life of Towa annou.: es 
in the current issue of its official orsan 
“The Equiowa,” that it is about to jn- 
troduce a new method in its life incur. 
ance training course, and that it is «lad 
to offer to its field force a new + iece 
of educational material called“ The 
Agent’s First Week,” which has cen 
prepared by its educational director, \ ar] 
E. Smith. 

The book consists of twenty-two «le- 
mentary lessons in life underwritiny. It 
is believed that this book will be of 
great service to the new agent in pre- 
paring him for his work, and that it will 
also prove a valuable aid to the general 
agent and manager in their tasks of 
training men for the business. The com- 
pany’s training course is not to be re- 
: but will 
continue to function for the benefit of 
the agent after he begins his field work. 





INTERNATIONAL CASE UP 


Trial of Dr. Morgenstiern Set For 
November 19; Granted Severance 


From Toombs Case 


Circuit Court at St. Louis has set No- 
vember 19 as trial date for Dr, FE. F. 
Morgenstiern, former vice-president and 
personnel director of the International 
Life, on indictments charging him with 
grand larceny in connection with the dis- 
appearance of assets of the company, 
which was reinsured in the Missouri 
State Life. Dr. Morgenstiern was grant- 
ed a severance of trial from Roy C. 
Toombs, president of the International, 
who has so far successfully resisted the 
efforts of the Missouri authorities to 
bring him back from Chicago on charges 
of the withdrawal of about $3,500,000 of 
the assets of the company. 








GOOD DIRECT MAIL RESULTS 





Bankers Life Has More Than $21,000,000 
Paid for on Such Prospects in 
Seven Months 

During the first seven months of 1928, 
more than $21,000,000 of paid-for busi- 
ness was written on the lives of Bank- 
ers Life Direct Mail Advertising pros- 
pects. 

This total marks an increase of ap- 
proximately 75% over the examined pro- 
ductions for the same periods of the 
two preceding years. The totals, on an 
examined basis instead of paid- for, for 
the first seven months of both 1926 and 
1927, were about $12,000,000. 

Increased use of ID. M. A. by Bank. 
ers Life salesmen is responsible. Ih 
1926's first seven months, 365,000 letters 
were mailed to prospects. That tot! 
grew to 395,000 in 1927, and in the sevett- 
month period of 1928 that ended July 31, 
455,000 letters were mailed, 





COLLEGE HEAD A GUEST 

That life insurance salesmanshiy has 
been placed on a professional basis, with 
floaters and the inefficient rapidly being 
eliminated, was the theme of an adiress 
by Lowell T. Boyd of Kokomo, Ind, 
guest of honor at a luncheon of the As 
sociation of Life Underwrtiers of Lafay- 
ette, Ind.. at thet Memorial Union build 
ing at Purdue University. Pres‘dent 
Edward C. Elliott of Purdue and } )avill 
E. Ross, former president of the univer; 
sity, also were guests. | 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 





Tel. RECtor 7500 





MANAGERS 


INSURANCE (0. = 








HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 





\\ 


Ca 


(b 
be t 
case. 


2 
will 
In Ci 
case: 
shou 
to t 
dutic 
by 1 
pren 
mer¢ 
satis 
neig’ 
mail 
than 


3. 
Club 
and 
of e 
with 
sand 
limit 
visio 
porti 
fund 
num 
ceed 
take: 
each 
gran 
woul 


(c) 





November 9, 1928 


—_—_— 








Page 7 








Canada Company’s New. 
Rates About Aviation 


MANUFACTURERS’ LHFE RULES 





Commercial Aviators and _ Instructors 
Each Treated On Merits; Extra Pre- 
miums for Aero Club Members 





The Manufacturers Life of Toronto 
has sent to agents its attitude with re- 
gard to insuring aviators. A brief outline 
follows: 

1. Passengers—(a) Applicants who in- 
tend to limit their participation in aero- 
nautics to occasional trips over well-rec- 
ognized air-lines operated on definite 
schedules betwen the larger centres by 


qualified pilots may be considered at 
standard rates. Attention is drawn to 
these points: 


(1) that the air-line must be between 
larger centers; 


(2) that flights taken 
scheduled flights; 


(3) that the number of trips taken be 
relatively small. 
If an applicant contemplates tak- 
ing more than six flights per year, 
as above, an extra premium will 
be required. 


are regular 


(b) Passengers other than above will 
be treated strictly on the merts of the 
case. 


2, Commercail Avators—Each case 
will be considered strictly on its merits. 
In completing the questionnaire in these 
cases, aS much information as possible 
should be secured not only with regard 
to the actual nature of the applicant’s 
duties but also with regard to the firm 
by which he is employed. The extra 
premium which will be charged for com- 
mercial pilots operatng under the most 
satisfactory conditions will be in the 
neighborhood of $25 per thousand. Air 
mail pilots will usually be charged more 
than $25 per thousand extra. 


3. Aero Clubs.—(a) Members of Aero 
Clubs who are not yet qualified pilots 
and who are flying under the supervision 
of competent instructors will be accepted 
with an extra premium of $20 per thou- 
sand. In cases where a member takes a 
limited number of flights per year, pro- 
vision will be made for the refund of a 
portion of the extra premium. No re- 
fund will be made in cases where the 
number of flights taken in a year ex- 
ceeds ten. Where the number of flights 
taken is less than ten a refund of $2 for 
each flight under this figure will be 
granted, e. g., only six flights taken 
would mean a refund of $8. 


(b) Members of Aero Clubs who at 
the time of application are qualified pi- 
lots will have the extra premium deter- 
mined on the merits of the case. The 
extra will be in the neighborhood of 
$20, being greater or less, depending on 
the circumstances peculiar to the case. 


(c) Instructors—Each case treated 
Strictly on its merits. 


4. Aviators engaged in stunting will 
be declined. 

Policies issued on the lives of persons 
coming under the classification men- 
tioned in this letter will in most cases 
be limited in amount, this limitation de- 
Pending on the amount of aviation haz- 
ard and the definiteness of the informa- 
tion available. 
conclusion I would emphasize the 
necessity of having the questionnaire 
completed carefully in all cases and that 
the information given be supplemented 
wherever possible, in order that as com- 
plete a picture as possible of the case 
May be given. 


a 
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It has been demonstrated that men 
who will accept quotas earn two and a 
half times as much as those who will 
not, says the National Life or Vermont. 


HISTORY OF NOVEL CASE 





Jurist’s Monthly Income Policies Turned 
Out Better than He Planned 
in Phoenix Mutual 

An instance of the liberal construc- 
tion of life insurance contracts as prac- 
ticed by the companies and returns to 
policyholders beyond expectations, is 
cited by the Phoenix Mutual Life. A 
quarter century ago an eminent jurist 
took out monthly income policies in that 
company for his three daughters pro- 
viding for payment of $1,000 to each 
every year of their lives and payment 
was to be made for twenty years whether 
they lived or not. There were six poli- 
cies of $500 each. 

Those were the days when companies 
issued both participating and non-parti- 
cipating insurance and two of the poli- 
cies were participating and four were 
non-participating. In 1910 the judge died 
and the payments of $1,000 annually to 
each began. Then surplus interest was 
declared on the participating policies 
and the directors of the company ruled 
that it would be equitable and just to 
apportion to these non-participating poli- 
cies a share of the surplus interest that 
was earned. 

And now for eighteen years the com- 
pany has paid $1,000 each year to each 
of these daughters and in addition di- 
vidends on the participating policies, 
which have amounted to $1.961.80, and 
under the above liberal ruling has appor- 
tioned surplus interest to the non-par- 
ticipating policies amounting to $1,874.72, 
or to each policy $468.68. To date the 
total paid under these policies is 
$57,836.52. 





PENNELL TO SPEAK 
Frank Pennell, New York general 
agent for the State Mutual Life, will ad- 
dress the Life Underwriters Association 
of Washington, D. C., on November 9. 


STOCK OPERATOR AD 





Sun Life Tells Speculating Public How 
It Can Copper Rivet and Make 
Permanent Its Winnings 
Over in Philadelphia the Sun Life of 
Canada, Eugene Jordan, manager, is run- 
ning some advertising in daily papers. 
One run last week bore the caption, 
“How a prominent stock operator ‘dug 
in.’” It went on to say that having 
won and lost a dozen fortunes in mar- 
ket speculations this stock operator now 
has determined to copper rivet and make 
permanent a good part of his winnings. 

The ad continued: 

He accordingly reinvested them to a 
substantial extent in annuities—a par- 
ticularly stable form of sound invest- 
ment. 

Annuities provide a safe haven for sur- 
plus, the Life Annuity, Principal Sum 
Payable at Death, being especially desir- 
able. For a deposit of $105,000 the com- 
pany will issue a contract providing: 

A guaranteed annuity during lifetime 
of assured of $3,500 per annum and the 
sum of $100,000 at death. These guar- 
antees are supplemented by interest divi- 
dends declared yearly. 

The current interest dividend equals 
2% of death benefit, increases rate of 
annuity payments to 544% per annum 
or from $3,500 to $5,500 when annuity 
is payable annually. Rates and results 
for amounts greater or less than $100,- 
000 are pro rata. Premium is uniform 
for all ages. Guarantee by assets of 
over four hundred million dollars. 





BURNET TO TALK IN BOSTON 

The November meeting of the Bos- 
ton Life Underwriters Association will 
be heid at the City Club, November 22, 
when Philip Burnet, president of the 
Continental American Life, will give a 


talk on “How An Average Salesman 
Can Build An Income of $25,000 a 
Year.” 








A PLAIN STATEMENT 


While gratified by the large increase in its new business, 
this Company is primarily interested in the carrying out 
of a well defined, long time program of development 


consisting of— 











1st--Specializing on the larger and more desirable 


risks through its Preferred Life Plan and offer- 
ing to this group the unusual savings to which 
this plan of operation entitles them. 


2nd—The building of a high type of sales organi- 
zation capable of dealing with the business and 
professional men who make up this Preferred 


group. 


3rd —The training through personal instruction and 
group conferences of its Managers and General 
Agents in the essentials of sales management so 
they may successfully recruit and train this 
better class of salesmen. 


We believe this program will not only secure the con- 








tinued sound growth of the Company but will create 
a most unusual opportunity for those associated with it. 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low, Pres. 


James A. Fulton, Vice-Pres. 


256 Broadway, New York 


———————————— 


Pittsburgh Has Second 
Largest Association 


IT HAS MORE THAN 900 MEMBERS 





Lining Up Key Members In Various 
Offices; Lee D. Hemingway Offers 
A President’s Cup 


The Pittsburgh Association of Life 
Underwriters is making considerable 
progress in its membership campaign. A 
committee of nine young insurance men, 
headed by Nat Degen, mostly of either 
the young or general agent or the sal- 
aried supervisor type, has spent much 
time in this organization effort. To each 
associate chairman is assigned about sev- 
en offices, and in each office is placed a 
key man, who handles that office. As 
a result there are really about sixty-sev- 
en men doing active work in the agen- 
cy association and putting things over. 

It is not generally known that the 
Pittsburgh Association of Life Under- 
writers is second in the United States 
in membership. The slogan this year is, 
“1,000 members or bust.” At the pres- 
ent time there are 900 members and a 
number more to be added. 

President Lee D. Hemingway has of- 
fered a “President’s Cup” which is to be 
held by the agency which contributes 
most to the success of the association 
in 1928. It is offered on a basis per- 
centage of membership in the agency, 
persistency of paid members, attendance 
at underwriters’ meetings, and, finally, 
miscellaneous contributions to the gen- 
eral welfare .of the underwriters as -a 
whole. There seems to be quite a bit 
of friendly competition among the agen- 
cies to get the award. 


HIGH CHILD MORTALITY 

Large Number of Youngsters Among 

Those Killed Each Year in Auto Ac- 

cidents; Summer Months Bad 

According to the Metropolitan Life 
Statistical Bulletin for September, no 
other phase of the problems connected 
with automobile fatalities is giving so 
much concern to those interested in pub- 
lic health and public safety as the high 
proportion of children among persons 
killed in auto accidents. Says the writer: 
“The proportion of automobile accidents 
that falls upon children is subject to pe- 
culiar seasonal variations. For exam- 
ple, the total automobile fatalities, at all 
ages, among Metropolitan Industrial 
policyholders, in 1925-1927, was nearly 
the same in the month of April (686 
deaths) and December (652 deaths). But 
in the spring month nearly one-half of 
these 686 cases (46.8%) were deaths of 
children; in the winter month, on the 
other hand, exactly one-quarter were 
deaths of children. The late summer 
months, August and September, are, for 
obvious reasons, extremely fatal, with a 
death roll of 964 and 936 respectively, 
for persons of all ages. Among children, 
too, there is an absolute maximum here, 
with 340 and 343 deaths respectively. 
But although the maximum thus occurs 
in the same season for all ages as for 
children, the proportion of the deaths of 
children to the total is relatively low at 
this time of the year, namely, 35.3 and 
36.6%.” 





PASSOVER RELIEF FUND 


Yorkville Joint Passover Relief Fund, 
Inc., New York City, has been chartered 
by the Secretary of State, Albany, as 
a membership corporation without capi- 
tal stock. The objects stated in the 
certificate are “To render voluntary as- 
sistance, comfort and encouragement to 
poor and needy persons and families of 
the Jewish faith to and in the observance 
of the Jewish Passover holidays, in ac- 
cordance with the Mosaic Law, by fur- 
nishing them with funds, supplies and 
other essential material, moral, and spir- 
itual help.” 
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Tuberculosis Deaths 
Lowest Ever Recorded 





1928 VERY FAVORABLE YEAR 





Dr. Dublin of Metropolitan Life Shows 
Mortality Statistics Low for 
Many Causes 





That this year will mark the lowest 
mortality ever recorded for tuberculosis 
among wage-earners in the United 
States, was the statement of Dr. Louis 
J]. Dublin, statistician for the Metropoli- 
tan Life. Dr. Dublin based his estimate 
on the remarkably low death rate of 
72.1 per 100,000, which was registered for 
tuberculosis among the more than 16,- 
000,000 white industrial policyholders of 
his company and their dependents during 
the first nine months of 1928. 

“This prediction can be safely made,” 
said Dr. Dublin, “because the season of 
the year has passed when the maximum 
mortality from tuberculosis invariably 
takes place. It is highly improbable that 
any condition will arise during the final 
quarter to bring the death rate for the 
year up to the former minimum. The 
rate of 72.1 per 100,000 represents a de- 
cline of 6.8% over last year, of 13.7% 
over two years ago and of 42.3% since 
1920.” 

While this experience has beech among 
the industrial policyholders of his com- 
pany, Dr. Dublin states that in past years 
the mortality rates of this large group 
have invariably proved to be reliable in- 
dices of conditions in the population as 
a whole. 

The general health conditions in the 
United States and Canada have been 
more than satisfactory during the first 
nine months of the year, according to 
Dr. Dublin. In only two prior years— 
1927 and 1921—has this year’s health rec- 
ord for any January-September period 
been excelled. The death rate among 
the Metropolitan’s white industrial pol- 
icyholders was 8.3 per 1,000. The record 
for the same period in 1927 and 1921 was 
8.2 per 1,000. 

“The year 1928 probably will register 
the lowest death-rate for conditions as- 
sociated with maternity ever recorded 
among women in the industrial popula- 
tion,” said Dr. Dublin. “Still another dis- 
ease, tpphoid fever, seems destined to 
show a lower mortality for the year than 
ever before. At any rate the mortality 
was well below any previous figure for 
the corresponding period of the year. 

“The cancer death rate has shown no 
improvement, and mortality from diabe- 
tes is showing an increasing tendency 
among American and Canadian wage- 
earners. 

“The alcoholism death rate shows lit- 
tle change, being 3.1 per 100.000, as com- 
pared with 3.2 in 1927. Deaths from 
cirrhosis of the liver, most of which are 
of alcoholic origin, increased from 865 
in 1927 to 884 in 1928.” 
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1929 AGENCY PLANS 


HE Continental Life Insurance Company, St. Louis, Mo., is now 

making its agency plans for the New Year and has openings in key 

cities of highly productive territory for high-class Life Insurance sales- 
men—men who can produce business. 


If open for a new contract you are invited to join our successful organ- 
ization, now entering upon the biggest drive in Continental history. 


Make your arrangements now for 1929, or start to work at once, as 


Write today to the 
CONTINENTAL LIFE INSURANCE CO. 


Continental Life Building 


MISSOURI 

















LITTLE BETTER THAN NONE 


tory of Man Who Knew He Should 
Have Protection But Waited to 
Take Big Policy 


An instance that came to the atten- 


tention of the New York Life  illus- 
trates the folly in that reasoning so 


often encountered, in which the pros- 
pect admits he should have protection 
but insists that he will take no insur- 
ance until he can take out a big policy. 
A little over a year ago a young dentist, 
just married and _ starting practice, was 
solicited for life insurance. He could 
not afford to take the amount of insur- 
ance he felt he needed and refused to 
start with a smaller amount. “Come 
around in a couple of years,” was his 
fixed decision. 

About a vear after a child was born, 
and the father was the happiest of men. 
The agent again urged insurance, point- 


ing out that in case death should over- 
take him before he had made enough 
money for their support, the mother 
would have the child to provide for in 
addition to herself. 

The doctor listened carefully, and even 
appeared to consider doing as advised, 
but finally said, “No, I feel my physical 
condition warrants putting that money 
into equipment to help me in my pro- 
fession instead of holding off on the 
appliances and putting that sum in life 
insurance premiums.” He was at this 
time in splendid health and his practice 
was growing nicely. 

Six months after this doctor contract- 
ed typhoid-pneumonia, and in three days 
was dead. He left a widow, an infant 
six months old, no estate and no life 
insurance. Did he take the chance or 
did he throw the chance on the help- 
less wife and baby whom he said he 
loved best of all things on earth? 


—— 


Shepard Month With 
Lincoln National L fe 


AGENTS TO PAY HIM TRIB?'TE 





Vice-President of Company Was “ince 
An Agency Manager in This 
City 





Agents of the Lincoln National Life 
are paying a tribute this month to \W\al- 
ter T. Shepard, vice-president in charge 
of production. A gossipy two-page: ar- 
ticle, bearing the caption, “Shep,” is a 
leading feature in the company’s current 
agency publication. It was written by 
H. L. Askey of the Home office agency. 

Mr. Shepard was a dentist in Newark, 
N. J., and his father was sales manager 
of Colgate & Co., makers of soaps and 
perfumes. He decided that he would go 


. into life insurance and closed his dental 


office. His first position was New York 
manager of the old Provident Savings 
Life. The company at the time was 
changing over from the old assessment 
plan io legal reserve. Later the firm 
of Church & Shepard was formed as 
managers for the New Jersey metropoli- 
tan district. The company was later re- 
insured by the Postal Life. 

Mr. Shepard went with the Security 
Mutual, becoming field superintendent 
for Michigan, Indiana, Illinois and some 
other states. 

With Company Twelve Years 

His next move came after contact with 
Arthur F. Hall of the Lincoln who was 
looking for an agency man. Mr. Shep- 
ard decided to go with the Lincoln. That 
was twenty years ago. 

“T came to Fort Wayne at just half the 
salary I was receiving with the Security 
Mutual,” said Mr. Shepard. “My title 
was assistant superintendent of agencies. 
The entire force of my department was 
Miss Mollie Shreve and I believe the 
business on the books was something like 
$3,000,000 instead of $560,000,000, which it 
is at present. I well remember when we 
were shooting at $100,000 a month of new 
business and thought we had accom- 
plished wonders when we reached that 
mark. Glancing back over that twenty 
years I wish I might adequately express 
my personal regard and admiration for 
Arthur Hall. He was the first Lincoln 
National man I met and in all these years 
we have never had a sharp word or a 
serious disagreement with him.” 





LATEST J. V. REILLY GROUP 


The Trunk Line Association, New 
York City, has placed a contract of 
group insurance on the lives of its 525 
officers and employes with the Travelers 
through the Joseph V. Reilly Insurance 
Agency, New York. 

He has covered several railroads with 
plans of insurance of group nature and 
is a specialist in life and accident insur- 
ance for railroad men. 





riends of the Company everywhere. 


Massachusetts Mutual 


More Than a Billion and 








FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


Many years 
They find enthusiastic 


alf of Insurance in Force 
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Pennsylvania 














Provident Mutual 


Life Insurance Company 9f Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 
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Penn Mutual Stars 
Form “Autaors Club” 


IT HAS SURPRISING NUMBER 





Pres dent W. A. Law, With Two Books, 
t.e.ds Company Writers; Vice- 
President Hirt’s Idea 





Th. Penn Mutual family, both at the 
home office and in the field, contains a 
surpr'sing number of authors and Vice- 
Presilent Hugh D, Hart conceived the 
idea of forming the “Penn Mutual 
Authors Club.” The company organiza- 
tion contains a surprising number of 
writers. The object of this club is to 
encourage the publishing by Penn Mu- 
tual men and women of books on life 
insurance that shall be helpful to all 
in the business. Among the founding 
members are men of high reputation as 
life insurance authors, and their coun- 
sel will be available to prospective Penn 
Mutual authors. 

These are some Pennmutualists whose 
books the publ.c cye has seen and read, 
some of the books having a continuous 
and widespread sale in the fraternity: 


President Law Heads Writers 


President William A. Law is the 
author of “Cotton,” descriptive of cot- 
ton raising and marketing and of its 
status in the economic fabric of the 
country. And “How to Build Up a 
Bank’s Business” is very well known in 
the banking realm. 

Vice-President Hart has published a 
book, which was an instant and persist- 
ing success—“Life Insurance as a Life 
Work.” 

John A. Stevenson has published five 
books on life insurance selling, one of 
them, “Selling Life Insurance,” having 
had one of the largest sales of any busi- 
ness book in America. “Constructive 
Salesmanship,” is a volume dealing with 
general salesmanship. He may be re- 
garded as the founder of present-day 
book literature for field use. These are 
his volumes: “Selling Life Insurance,” 
“Meeting Objections,” “Education and 
Philanthropy,” “Constructive Salesman- 
ship,” “Problems and Projects in Sales- 
manship,” “Project Methods in Teach- 
ing Farm Projects.” 

John B. Duryea, the Penn Mutual’s 
general agent at San Francisco, has been 
known for years aS one of the master 
teachers of life insurance salesmanship, 
and his several books have a heavv and 
increasing circulation. “What to Know 
About Life Insurance,” “How to Solicit,” 
“What to Say,” “When to Stop Talk- 
ing,” “How to Use Suggestion in Selling 
Life Insurance,” “First Lessons in Life 
Insurence,” and “The Study of the 
Psychology of a Sale” are Mr. Dur- 
yea’s titles. 

Ralph G. Engelsman, one of the com- 
pany’s general agents in New York, who 
is als. an instructor in life insurance at 
New York University, is the author of 
“M-king Sales Contacts,” put on the 
market a few months ago, and he has 
another volume in preparation. 

E. aul Huttinger, head of the com- 


pany’. research, department, and a tax 

» xder: of wide repute, is the author of 
“The Taw of Salesmanship,” one of the 
books in the series edited by Dr. S. S. 
Huebver dealing with “Life Insurance— 
Its Economie and Social Relations.” 


Carroll Frey, of the company’s edi- 


torial department, is an authority on 
olden days in Philadelphia, and two years 
ag0 ce wrote for the company, as its 
Contr bution to the Sesquicentennial Ex- 
Positiin, “The Independence Square 


Neighorhood.”. He is also author of 


- Bibliography. of Henry L. 
Menct-en, 

J. Elliott. Hall, the widely known 
Monthly income advocate, a_ general 
agent 


: of the company in New York City, 
'S preparing a book dealing with that 
timely and important subject. 

John P: Davies, the company’s gen- 


eral agent at Oakland, Cal., has a field- 
man’s volume in preparation, to be is- 
sued shortly. 

Vincent B. Coffin, the company’s di- 
rector of education, while not yet hav- 
ing issued a book, is the author of 
“First Steps,” and of many salesmanship 
treatises which have been made avail- 
able to the life insurance fraternity 
throughout the country. 

Herbert Adam, assistant counsel of the 
Penn Mutual, who is also professor of 
insurance law at Temple University in 
Vhiladelphia, is preparing a volume on 
insurance law. 

Stewart Anderson, manager of the 
company’s bureau of field service, is the 
author of a book of instructions for 
toastmasters. And he is editor of the 
senNT ” 

News Letter,” the company’s agency 
publication. : 


Announcement to the Penn Mutual 


field of the formation of the Penn Mu-. 


tual Authors Club is expected to bring 
to light other author members of the 
organization, 
J. P. HANCOCK INJURED 

John P. Hancock, Niagara Falls insur- 
ance man, received a slight concussion of 
the brain and severe bruises when he 
was thrown from his horse last week. 
He is resting comfortably and his con- 
dition is not believed serious. 


T. P. MORGAN, SR., PASSES AWAY 





Vice-President Sargent of Mutual Life 
Paye Tribute to Former Washing- 
ton Agency Supervisor 

Thomas P. Morgan, Sr., of Washing- 
ton, D. C., formerly agency supervisor 
for the Mutual Life of New York, died 
on November 2. Mr. Morgan began his 
career with the Mutual Life in 1889 as a 
solicitor in its Baltimore agency. On 
January 1, 1901, he was appointed man- 
ager in the Washington, D. C., agency, 
and in 1909 he was appointed agency su- 
pervisor with headquarters in the home 
office. 

In a letter to the company’s managers, 
Mr. Sargent speaks of Mr. Morgan as 
follows: “His career as solicitor in the 
field, agency manager and agency super- 
visor is well known to our field forces. 
His loyal and devoted service was re- 
flected in the building of the company’s 
present agency system. His dignity and 
devotion to high ideals inspired and im- 
pressed those fortunate to enjoy his ac- 
quaintance and privileged to work with 
him. 

Mr. Morgan retired from active serv- 
ice in September, 1923, under the com- 
pony’s retirement plan. 











LIMITS INCREASED | 


In keeping with its plans of | 
expansion, the Manhattan Life | 
announces the following im-| 
portant changes in under- 

: writing practices: 


1. Limit on one life, $100,000 
2 Disability Benefits on $25,000 


3. $50,000 on one examination 


The Manhattan Life Ins. Co. 


Madison Ave. at 60th Street 
New York City 


Organized 1850 


THOMAS E. LOVEJOY | 


President 

















AHEAD OF QUOTA 
C. Hope Kederich’s agency, New York 
office, has produced $18,000,000 of busi- 
ness so far this year. He expects to do 
$20,000,000 of business by the end of the 
year. This is much in excess of his quota. 











Men of 


management. 


Capitalist 


Company 
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JAMES E. CALDWELL 
NASHVILLE, TENNESSEE 
President Fourth @& First National Bank 
President Nashville Trust Company 
Chairman of Board Southern Bell Telephone Company 
Chairman of Board Missouri State Life Insurance 


HARVEY C. COUCH 
PINE BLUFF, ARKANSAS 
President Arkansas Power & Light Company 


THEOBALD FELSS 
CINCINNATI, OHIO 
President Felss Flour Milling Company 


NORMAN R. MORAY 


DES MOINES, IOWA 
President Southern Surety Company of New York 


ACCIDENT - - 


Wide Experience 
Direct Missouri State Life 


ase spirit of progress which characterizes the Missouri State Life and which is 

responsible for its remarkable growth is the result of broad vision and wise 
The men who control the Company are men of wide experience, men 
who are accustomed to big-scale business. 


BOARD OF DIRECTORS 


W. S. BRANSFORD 
NASHVILLE, TENNESSEE 


ROGERS CALDWELL 
NASHVILLE, TENNESSEE 
President Caldwell & Company 
President Bank of Tennessee 


Over $1,140,000,000 of Insurance in Force 
Over $125,000,000 of Admitted Assetts 


Missouri State Life Insurance Company 


Hillsman Taylor, President 


E. D. NIMS 
ST. LOUIS, MISSOURI 
President Southwestern Bell Telephone Company 


DR. BRUCE RYBURN PAYNE 
NASHVILLE, TENNESSEE 
President George Peabody College 


THOMAS M. PIERCE 
ST. LOUIS, MISSOURI 
Vice-President and General Counsel 
Terminal R. R. Association of St. Louis 


CHARLES S. SARGENT 
NEW YORK and BOSTON 
Kidder, Peabody and Company 


J. SHEPPARD SMITH 
ST. LOUIS, MISSOURI 
President Mississippi Valley Trust Company 


HILLSMAN TAYLOR 
ST. LOUIS, MISSOURI 
President Missouri State Life Insurance Company 


F. O. WATTS 
ST. LOUIS, MISSOURI 
Chairman of Board First National Bank 


Home Office, St. Louis 


HEALTH 


GROUP 
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Underwriters Answer 
Beha’s Stand On Sec. 97 


SEE NO NET COST REDUCTION 





State Association Committee Predicts 
Effects Adverse to Public Welfare 


in Amendments 





The special committee of the New 
York State Life Underwriters Associa- 
tion, headed by Julian S. Myrick, who 
is also president of the association, has 
sent out to members a letter and de- 
tailed reply to the memorandum of Su- 
perintendent Beha on the proposed 
amendments to Section 97 of the New 
York insurance law. 

The provisions of the proposed law 
will permit lower gross premiums than 
the Armstrong Law permits, the let- 
ter says, but that Superintendent Beha 
assumes that such reductions will lessen 
the cost of insurance to the public. In 
the opinion of the committee the 
amendments will result in a lowering of 
gross premiums, but they deny that they 
will have the result of lowering net cost. 
The committee refutes emphatically the 
inference that their opposition to the 
changes is contrary to public welfare 
and the interests of the policyholder. On 
this subject the committee says: 

“It is the opinion of your committee 
that these decreased gross premiums will 
not lower the ‘net cost,’ but will cause 
a great disturbance in the conduct of 
our business and ultimately affect the 
public welfare adversely. No one has 
more to lose through an increase in net 
cost to the policyholder than the under- 
writer, and the history of the business 
has been one continuous urge on his 
part, for a reduction in net cost con- 
sistent with safety. 

Position of Underwriters Defined 


“The State Association has been ac- 
cused of opposing the proposed legisla- 
tion because of a selfish desire to keep 
commissions from being reduced. This 
is a challenge of our good faith, which 
we resent, because it is untrue. The 
issue of commissions has been injected 
into the discussions by the insurance de- 
partment. We are assured by the de- 
partment that their object is not a re- 
duction of commissions. We _ accept 
their statement at its face value, but we 
are convinced that their lack of prac- 
tical knowledge of the business is mis- 
leading them in this deduction, just as 
it is in their deductions on other fea- 
tures of their proposed legislation. Un- 
fortunately, there are, in life insurance, 
too many examples of the difference be- 
tween theory and practice to permit 
your committee to accept, without a 
question, the department’s assertions. 

“The question of commissions having 
been raised, it seems to your commit- 
tee that a little straight thinking and 
plain talking will not be out of place. 
lf we underwriters are not interested in 
commissions, and in their maintenance at 
a proper level, who would be? It has 
been said that ‘the laborer is worthy of 
his hire.” We believe that our function 
in adapting the benefits of insurance to 
the individual’s needs, and in making 
that individual support the insurance 
company, is vital to the growth and per- 
petuation of the institution of life insur- 
ance. If that is to be done in a broad- 
minded manner, the ranks of the under- 
writers must be recruited from indi- 
viduals of character, vision and ability. 
Such individuals can only be attracted 
to our work if it holds out to them a 
reward measureably consonant with kin- 
dred economic activities. 


Company Opinion Differs 


Continuing the committee says: “The 
proposed laws not only embody govern- 
ment regulation of acquisition costs, but 
a regulation more minute than the Arm- 
strong Committee thought proper for the 
Legislature to attempt. It is stated that 
the department has studied the problem 
for several years; that is tantamount to 


saying that their opinion has not been 
hastily formed. It doesn’t prove that the 
department is right in its conclusions. 

“On page 7 of the department’s printed 
memorandum of August 14, the state- 
ment is made that the proposed amend- 
ments have actually been tested out; and 
that the department is not proposing the 
amendments as a matter of theory, but 
only after seeing what the results would 
be in actual practice. Manifestly, these 
amendments: cannot have been tested out 
in actual practice because no company 
is or has conducted its business in ac- 
cordance with them and even though the 
amendments had become a law and had 
been passed at the last session of the 
legislature, it would probably take sev- 
eral years to interpret them and test 
them out. 

“What was done was to address a 
questionnaire to the companies last 
May, asking them to take their annual 
statements for the years 1926 and 1927 
and change the various items to con- 
form with the proposed law. Some of 
the expense items of these years the 
proposed law aims to eliminate. Some 
items must be transferred from acqui- 
sition to administration expense; some 
from total to first year. Of necessity, 
it became largely a matter of estima- 
tion and individual company judgment 
how many of these items were treated; 
and probably no two companies treated 
all of these items alike. At best, these 
returns did no more than indicate that 
under the proposed law the companies 
would probably have had sufficient mar- 
gins to enable them to continue busi- 
ness. Whether, if the companies had 
actually been operating under the pro- 
posed law, they would have had suffi- 
cient margins, is a matter of specula- 
tion. 

“In the department’s memorandum is 
the heading: ‘Company officials support 
amendments almost unanimously.’ The 
department gave to your committee the 
opportunity of examining the question- 
naires above referred to. In addition to 
the figures, there were several questions 
propounded. In spite of the manner in 
which these questions were phrased, 
several companies stated absolutely that 
they were opposed to the proposed law 
and a number of companies gave only 
qualified approval. 

“Through individual members of your 
association, your committee has  cor- 
responded with practically every com- 
pany doing business in the state. These 
letters must be treated as confidential 
communications as we have no intention 
of precipitating a discussion between the 
department and any company. These 
letters, with the exception of a few from 
officials of companies that are particu- 
larly benefited by some of the proposed 
changes (other than Section 97) do not 
indicate an unanimaus support for the 
proposed law. Those that approve give 
at best but negative approval, i. e., they 
have no particular objection. A num- 
ber of the letters frankly oppose the 
proposed law. 

“One such letter from a prominent of- 
ficial of a prominent company has been 
published and as it is typical of the at- 
titude of several companies we are quot- 
ing it in part: ‘First: An unnecessary 
interference with the detailed manage- 
ment of a life insurance company. Sec- 
ond: As unsound legislation in that it 


assumes aS acquisition costs certain 
necessary expenditures having no rela- 
tion whatever to the production of new 
business. Third: As being uncertain in 
operation, because it involves propor- 
tions of all plans of insurance taken by 
new insurers which are radically vari- 
able one year compared with another 
year, and which variableness may be so 
great as to upset any and all calcula- 
tions and over which proportions the 
corporation has no control. Fourth: And 
unscientific in that expenses are not 
based upon the elements in the pre- 
mium calculation for the purpose of 
meeting expenses, to wit, loadings and 
mortality savings.’ ” 





WHY MEN FAIL 


Faulty characters. 
. Habits detrimental to 
body. 
Lack of fixity of purpose. 
Laziness, mental and physical. 
Inadequate foundation-laying. 
Failure to find joy in the job. 
Putting pleasure before work dur- 
ing formative years. 
Impatience, shiftlessness. 
Lack of guts. 
. Poor judgment, born of ignorance. 
Fear of shouldering responsibili- 
ties. 
12. Untrustworthiness. 
13. Swelled-headedness. 
14. Failure to look ahead, think ahead, 
plan ahead—to exercise foresight. 
15. Jealousy. 
16. Rubbing others the wrong way, 
tactlessness. 
17. Too much or too little self-confi- 
dence. 
_ 18. Not learning to be a self-starter. 
19. Inability to impress others favor- 
ably—usually because there’s a rea- 
son. 
20. Unwillingness to do more than 
paid to do, 
21. Passing the buck. 
22. Faith in luck rather than in self- 
help. 
23. Stubbornness: refusal to acknowl- 
edge being wrong. 
24. Get-rich-quickism. 
25. Extravagance. 


26. Failure to keep abreast of the 
times through reading, research, 
helpful contacts. 

27. Lazily taking too much for grant- 
ed instead of seeking and sifting 
the facts. 

28. Overindulgence in vaulting day- 
dreams without keeping feet on 
the ground and an eye on the bal- 
ance sheet. 

29. Lack of organizing ability. 


30. Consciousness of not deserving to 
succeed: fear. 
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CONTINENTAL LIFE TO BUILD 


The Continental Life of St. Louis 
through its architect, William B. Ittner, 
is taking bids on the construction of the 
twenty-story office and banking build- 
ing to be erected on Olive street just 
west of Grand boulevard. Actual con- 
struction will get under way at a very 
early date. The building will cost about 
$1,500,000 and will become the permanent 
home of the Continental Life. 





105-107 Fifth Avenue 





ORGANIZED 1850 


THE UNITED STATES LIFE INSURANCE COMPANY 


in the City of New York 


Non-Participating Policies Only 
Over 76 Years of Service to Policyholders 


Good territory for personal producers, under direct 
contract 


HOME OFFICE 


New York City 








| | 
A Unique Featu . 
of Management 
CTIVE direction 
by a compact 
body of men of large 
affairs is one of the 
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Of special import- 
is the fact | 
that the Board, 


through its executive 


ance 


and finance commit- 
tee of six members 
which meets each 
week, makes all 
the Company’s in- 
vestments and close- 


ly supervises its 























progress. 
| BOARD OF 
sail — 
DIRECTORS 


*F. A. CHAMBERLAIN 
Chmn. Exec. Com. First National Bank 
—Total resources over $150,000,000, 


with affiliated banks. 


*E, W. Decker 
Pres. Northwestern National Bank 
—Total resources over $1 19,000,000, 


with affiliated banks. 


*C. T. Jarrray 
President “Soo” Railway 
— Over 4,400 miles of track. 


*THEoporE WoLp 
Vice-Pres. Northwestern National Bank 
— Formerly Governor, Ninth District 

Federal Reserve Bank. 


E. L. Carpenter 
Pres. Shevlin, Carpenter €& Clarke Co. 
— Wholesale lumber throughtout the 
country. 


A. F. Pittspury 
Treas. Pillsbury Flour Mills Co. 
— Known all over the world. 


*T. F. WaLLAcE 
Pres. Farmers & Mechanics Savings Bk. 
—Largest savings bank between Cleveland 
and San Francisco. 
FRANK T. HEFFELFINGER 
Pres. F. H. Peavey & Co. 
— Largest grain firm in the world. 


*O. J. ARNOLD 
Pres. Northwestern National Life 
*Member executive and finance committee 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


Minneapolis.Minn. i 
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R 
sura 
that 
“Col 
whe! 
him 


him: 
lear 


insu 
him 




















3ank 


strict 


Co. 
the 


November 9, 1928 


—_—_ 












<2 


y} 








— 


Page 11 








) 


SE eS 


Practical Suggestions fo Help the Man With the Rato| 
Book Increase His Income and General Efficiency 





“Whenever you 

Let find that your pros- 
Prospect pects start hunting 
Talk around to find objec- 


tions to taking in- 
surance, you can make up your mind 
that you ‘have him going,’” says the 
“Columbia News.” It continues: “So 
whenever objections start coming—let 
him talk. Don’t stifle him. Let him talk 
himself out. By the time you have 
learned what his objections really are, 
he will probably have talked himself out 
of them. 

“Many an application has been lost 
by pushing too hard when you had the 
prospect selling himself. 

“Every man will sell himself on life 
insurance if you'll let him, Just start 
him going. Show him what life insur- 
ance will do for him and what will hap- 
pen to his family without it and let 
that sink in—and nine times out of ten 
he will sell himself if you don’t stop 
him—or leave him! 

“Usually all objections are based upon 
the unwillingness to make a present sac- 
rifice for the sake of a future gain. 

“He would naturally rather have a 
good time now! 

“But you can get your prospect out 
of that frame of mind. Show him the 
need for action. 

“Don’t argue. Talk action. Show the 
results of action and the dangerous re- 
sults of inaction. Pretty soon your pros- 
pect will think in terms of action. He 
will be ready to do something and that 
is the time to get the application signed 
and collect your first: premium. 

“Don’t exaggerate the importance of 
objection. They are only important if 
you permit them to remain so. Keep 
right on canvassing for that application 
and in most cases you will get it.” 


x * * 
One of the compa- 
How State nies which follows 
Mutual Follows through intensively 
Through in keeping after pol- 
icyholders who are 


lax in their premium payments and show 
a tendency to lapse is the State Mutual. 
A :epresentative of that company ex- 
plains its system as follows: 

“\Ve do our best in this company to 
conserve our business. We have not got 
volumitis, but do try to have conserva- 
tlonitis, 

_"“\Ve send out to every policyholder, 
Iron. the general agency in charge, a 
prenium notice fifteen days before the 
Premium due date. We send out a sec- 
ond notice approximately ten days before 
the expiration of the grace period. Fur- 
ther, the agency is expected to get in 
telphonic communication with the pol- 
cyholder—if he has not paid—at least 
thrve or four days before the expira- 
tion of the grace. If the days of grace 
slip by we send a third notice with a 
health certificate. After the thirty days 
Ot erace have expired we allow thirty 
more for restoration by premium pay- 
ment and a personal health certificate, 
Without medical examination. If the pol- 


icyholder pays no attention to that third 
notice, sent him after the days of grace 
have expired, we send a fourth notice 
with another personal health certificate 
a week to ten days before the expira- 
tion of the thirty days on top of the days 
of grace. Further than that, telephonic 
communication or a personal visit by one 
of the agency is expected. 

“In brief, we send out four notices be- 
fore there is a real lapse, plus using the 
telephone and if necessary, personal calls. 
Then after that we have a special Con- 
servation Department that seeks to re- 
store after a medical certificate becomes 
necessary.” ; 

* * * 

In response to a re- 
A Book quest as to his read- 
Which Helped ing habits, L. A. Cerf, 
L. A. Cerf, Jr. Jr. Mutual Benefit, 
New York, = sends 
Eastern Underwriter the following let- 
ter about a book which has helpéd him 
a lot. It is “The Selling Process,” by 

Norval Hawkins. Mr. Cerf says: 

“This -has. nothing whatsoever to do 
with file insurance, but deals in a very 
thorough and systematic way with the 
qualities and duties of a salesman in 
any standard line of business. Perhaps 
the most outstanding feature of the 
book is its analysis of the sale begin- 
ning with the preparation and carrying 
right through to the follow up. 

“Mr. Hawkins dwells at great length 
upon the qualities of mind and char- 
acter necessary for success and analzes 





HAlcut, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 


Omaha Kansas City 














PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 
For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 

New York City ] 

Beeknian 5058—6691 

















in Iowa, its home state. 





Gerard S. Nollen, President 
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Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 


DES MOINES, IOWA 























each step of the sales procedure in a 
thoroughly scientific manner. One of 
the things that has stayed in my mind 
is the analysis of ‘buying motives’ and 
I believe that this has been very help- 
ful in selling life insurance. Nothing 
can be truer than Mr. Hawkin’s state- 
ment, ‘A man’s’ emotions,’ not his 
thoughts, control his desires. No pros- 
pect was ever reasoned into buying and 
arguing causes antagonism and failure.’ 

“TI feel that for the man who has been 
in life insurance for a comparatively 
short time it is unquestionably the most 
worthwhile book that he can read on 
this subject of salesmanship. 

“T made an outline of each important 
point and arranged the material in se- 
quential order, thereby: extracting the 
meat from every chapter and enabling 
me to get a birdseye picture of the en- 
tire volume and would suggest this as 
the best method of absorbing and mas- 
tering the vital facts.” 

* * * 


IVES & MYRICK’S OCTOBER 


Ives & Myrick paid for $3,343,000 in 
October as compared with $2,980,752 in 
1927. The agency’s total paid for the 
first ten months of the year is now 


$36,757,727. 


FOUR HUEBNER LECTURES 


Definite plans have been worked out 
for a series of four lectures by Dr. Solo- 
mon §. Huebner, professor of insurance 
and commerce, of the University of 
Pennsylvania, under the auspices of the 
National Bank of Commerce in New 
York. These lectures will be held in the 
Great Hall of the Chamber of Commerce 
on Liberty street at 4:15 o’clock. The 
dates and titles of Dr. Huebner’s lec- 
tures follow: 

January 3—“The Mission of Life In- 
surance and the Mission of the Banks 
and Trust Companies” (with special ref- 
erence to family). January 10.—“Busi- 
ness Life Insurance Trusts.” January 
24—“Business Life Insurance Trusts” 
(continued). February 7—“The Profes- 
sional Concept and the Educational Re- 
quirements.” . 





CAN’T SIGN INSURANCE PAPERS 


Attorney General Oscar E. Carlstrom, 
of Illinois, in an opinion furnished to 
Roy Ide, director of the State Depart- 
ment of Public Welfare, has held that 
inmates of state institutions for the in- 
sane and feeble-minded may not sign 
insurance papers or other legal docu- 
ments. 














in America then and there. 


are invited to apply to 


DAVID F. HOUSTON 
President 


34 Nassau Street 
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Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 


The Mutual Life Insurance Company 
of New York 


Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February Ist, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 


The Mutual Life began 





GEORGE K. SARGENT 


2nd Vice- President and Manager of Agencies 


New York, N. Y. 
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German University 
Insurance Lectures 


COVER WIDE RANGE OF SUBJECTS 





Social Insurance Is Leading Topic; Pro- 
fessor Alfred Manes One of 


Leading Lecturers 





University lectures in Germany for the 
winter term 1928-9 show a preponderance 
of Social Insurance topics. Some of the 
lectures and those who will deliver them 
follow: 

University of Berlin: Professor Alfred 
Manes—lInsurance economics, Advanced 
practical insurance problems, Law of ex- 
change and commercial paper, Private 
insurance law. Prof. Lass—Social Insur- 
ance law; Prof. Burger—Legal insurance 
medicine; Prof. Reckzeh—Accident, in- 
validity, private insurance. 

Berlin (Commercial Academy) : 
Manes—General introduction to 
ance; Prof. Manes—Social insurance, 
insurance practices; Prof. HagenThe 
argument for transportation insurance 
including motor car insurance (accident- 
al damage); Prof. Ziegel—Insurance 
arithmetic. 

Berlin (Technical University): Prof. 
Koehne—The argument for social insur- 
ance; Prof. Stubler—Insurance mathe- 
matics. 

Bonn (U niversity) : 
Securities, in particular drafts and 
checks; navigation and insurance law. 

Bonn (University): Single lectures on 
social welfare. Prof, Muller-Hess—The 
significance of social legislation for na- 
tional health and welfare; Prof. von 
Beckerath—The significance of social in- 
surance for national economy. The sig- 
nificance of social insurance for preser- 
vation of the ability to work. Prof. 
Muller-Hess—Social. insurance, invalid- 


Prof. 
insur- 


Prof. Schreuer— 





ity—z y—law and sickness in- 
surance; Prof. Horn—Insurance medi- 
cine, selected chapters. Instruction to 


independent work in the branches of ac- 
cident and invalidity insurance. 

3onn-Poppelsdort (Agricultural Acad- 
emy): Prof. Horn—Social insurance. 

3reslau (University): Prof. Buchner 
—Introduction to insurance — science. 
Prof. Groenouw—Social legislature in its 
relation to opthalmology. Social medi- 
cine: Prof. Sternberg—Introduction to 
probabilities applied to insurance mathe- 
matics; Prof. Sternberg—Problems on 
probabilities. 

Erlanven (University): Prof. Stucken 
—Practical course on insurance science; 
Prof. Sehling—Recapitulation of the 
laws of commerce, exchange and insur- 
ance; Prof. Schneller—Selected parts of 
social medicine. 

Frankfurt a.M. (University): 
Patzig—Introduction to 1 
ence. 

Frankfurt a.M. (University): Prof. 
Hanauer—Social medicine of 
Practical course on social medicine. In- 
surance mathematics. Prof. Patzig—In- 
surance arithmetic for mathematicians 
and non-mathematicians. Problems in 
financial mathematics. Prof. Cahn—The 
argument for German social insurance. 

Freiburg i.Br. (University): Prof. Au- 
rin—German_ social insurance; Prof. 
Koenigsfeld—Insurance medicine and so- 
cial welfare. 

Giessen (University) : 


Prof. 


insurance sci- 


Prof. Botticher 
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What is The Lincoln National 
Life Automatic Quota? 


The Honor Roll;—An effective, stim- 
ulating plan which agents like be- 
cause 


means extra profits to them. 


THE LINCOLN NATIONAL LIFE INSURANCE CO. 
“Its Name Indicates Its Character” 
FT. WAYNE, INDIANA 
INSURANCE IN FORCE 


it works—and because it 


Just ask us. 


MORE THAN $560,000,000 




















youth. 











Underwriting Methods 


that are 


Sound—Liberal— Modern 


New England Mutual Life Insurance Co. 


87 Milk Street, Boston 








—Labor law including social insurance 
law, and labor jurisdiction. 

Gottingen (University): Prof. Olden- 
berg—Political economics of insurance 
(introduction to private insurance) ; 
Profs. von Gierke, Mirbt, Oldenburg— 
Practical courses on insurance; Prof. von 
Cierke—Private insurance law (general) ; 
Prof. Lochte—Social medicine; Prof. 
Lochte—Legal insurance medicine; Prof. 
Bernstein—Insurance arithmetic; math- 
ematical theory of inheritance. 

Greifswald (University): Prof. Kogge 
—The argument for social welfare and 
social insurance. 

Halle-Wittenberg (University) : 
Ruth—Practical course on commercial 
and insurance law; Prof. Finger—Public 
(social) insurance law (sickness-accident 
—invalidity—insurance). 

Hamburg (University): Prof. Bruck— 
Private insurance law including marine 
insurance; Prof. Bruck—Problems on 
private and public insurance law. Prac- 
tical course on insurance law: Scientific 
-problems on private and public insurance 
law. Prof. Laun—Administrative law; 
Prof. Riebesell—Introduction to higher 
mathematics for scientists, insurance 
mathematicians and political economists. 
Financial mathematics. 

Heidelberg (University): Prof. Groh 
—Private insurance law; Prof. Gumbel— 
Theory of Probabilities; Prof. Bopp—In- 
surance theory and its historical develop- 
ment. 

Jena (University): Prof. Josephy— 
The theory of insurance; Prof. Kottgen 


Prof. 


—Labor law II (social insurance includ- 
ing securing employment and unemploy- 
ment insurance); Prof. Albrecht—Social 
insurance. 

Kiel (University): Prof. Landmann— 
Problems on organization and economics 
insurance; Prof. Ziemke—Practical 
course on forensic and social medicine. 

Koln a.Rh. (University): Prof. Mol- 
denhauer—Practical problems on private 
insurance. Practical course on insurance. 
Social insurance in Germany. Recapitu- 
lation of parts of social insurance. 


Koln (University): Prof. Schmitt- 
mann—Social insurance and welfare; 
Prof. Meder—Medical law and _ social 


medicine; Prof. Druxes—Political mathe- 
matics (financial mathematics, com- 
pound interest, probabilities and others 
with practical problems). 

Konigsberg (University): Prof. Wol- 
gast—Social insurance law; Prof. Goron- 
cy—Practical course on insurance law. 

Leipzig (Institute for insurance sci- 


ence): Prof. Grosse—The theory of in- 
surance (individual branches of insur- 
ance). Prof. Grosse—Recapitulation of 


private insurance. Instructions to solve 
problems on insurance independently). 
Profs. Rehme, Jacobi, L. Richter, Lorey, 
Grosse—Joint. practical course on insur- 
ance; Prof. Lorey—Selected chapters on 
financial and insurance mathematics with 
problems. 

Leipzig (Commercial Academy): Prof. 
Worner—Theory of insurance technic; 
Prof. Doring—Reparation for damages 
in fire insurance; Prof. Beyrodt—The 








theory of life insurance technic w th 
mathematical consideration of social : 
surance. 

Practical course on insurance act ,j- 
ties: Assist. Prof. Lisowsky—Salesm 
ship in-insurance business; Prof. W \;- 
ner—Social law II: Social insurance |: wy, 
Practical course on social law. 

Mannheim (Commercial Academ.): 
Prof. Koburger—The general and jar- 
ticular theory of insurance princip 
Prof. Koburger—Introduction to sc-jal 
insurance. Practical course on pri\xte 
and social insurance. 

Marburg (University): 
brand—Social medicine. 

Munich (University): Profs. Kir-ch 
and Silberschmidt—Private insurance 
law; Prof. Dvroff—Social insurance |:\v: 
Prof. Sittmann—‘“‘Reich” insurance recu- 
lations; Prof. Bohn—Introduction to or- 
ganization and technic of social insur- 
ance 

Munich (Technical University): Prof, 
Schneider — Agricultural management 
with consideration of agricultural insur- 
ance; Prof. Schneider—Introduction to 
fire insurance; Prof. Schmachtenberyer 
—Introduction to political arithmetic 
(finance and insurance); Prof. Faber— 
Probabilities. 

Munster i.w. (University): Prof. Hal- 
lermann—Private insurance law; Prof. 
Tobben—Social medicine I. The prob- 
lem of destitute children, and the med- 
ico-social significance of measures to 
cope with it; Prof. Besserer—The physi- 
cian and sickness insurance. 

Tubingen (University): Prof. von 
Kohler—Social insurance law; Prof. Sa- 
leck—Labor insurance with selected 
chapters of industrial hygiene; Prof. 
Peter—Problems on mathematical statis- 
tics for political economists as begin- 
ners. 

Wurzburg (University): Prof. Fischer 
—Practice in the institute for forensic 
and social medicine. 


Prof. Hilde- 





OUT FOR $2,000,000. 





Gardiner Agency, John Hancock, Makes 
November Drive for Additional 
Business; Monthly Figures 
The Harry Gardiner Agency, John 
Hancock Life, paid for $1,621,500 of busi- 
ness during the month of October and 
has also paid for $13,344,500 of business 
so far this year. This figure represents 
an increase over a similar period in 

1927 of $2,282,200. 

The Gardiner organization is putting 
on a special campaign for additional busi- 
ness during the month of November. 
Their goal is $2,000,000 for the month 
and they expect to make it. 

This agency has recently written some 
good group cases which include the em- 
ployes of the American Gas Association, 
about sixty-five in number; also the em- 
ployes of the Edgar Plastic Kaolin Co. 
and its affiliated companies, the Edgar 
Bros. Co., and the Lake County Clay 
Co. of Methuchen, N. J. This latter case 
was written on the non-contributory ba- 
sis. 





VIRGINIA SUPERVISOR 


Carroll T. Scott has been named su- 
pervisor of the Virginia department of 
the Reliance Life with headquarters at 
Richmond. He was formerly district 
manager and agency organizer for the 
company at Newport News. Mr. Scott 
is a graduate of Hampden-Sidney 
College. 








1851 


agent. 


happiness of its representatives. 





Pittsfield, Massachusetts 





BERKSHIRE LIFE INSURANCE COMPANY 


In establishing connections with a life insurance company, the personal 
equation of its official family is of paramount importance to the prospective 
The Berkshire Life Insurance Company of Pittsfield, Massachusetts, 
has a well-earned reputation for a co-operative spirit between the Home 
Office and the Field Force that is of inestimable value to the success and 


“Ask any Berkshire Agent” 
BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 


1928 — 








FRED. H. RHODES, President 











George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 
Give Agents Unusual Money Making Opportunities. 


OFFICERS 
E. J. Heppenheimer, President 


Home Office—Jersey City, N. J. 


E. C. Wise, Treasurer 
S. R. Brown, Secretary 
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Supt. Beha Summarizes 
Section 97 Changes 


NO FURTHER HEARING PLANNED 


New Total Expense Limit Affects Few 
Companies at Present Time; 


Other Changes 





Superintendent of Insurance James A. 
Beha sent out to the life companies this 
week a letter déscribing the proposed 
amendments to Section 97 and related 
sections of the New York insurance law. 
This calls special attention to the 
changes made in the draft of April 12. 
These are as follows: 

i. Subdivision 2 of Section 97—The 
total expense limit has been changed so 
as to calculate it on the basis of the 
sum of the first year expense limit and 
a percentage of renewal premiums, such 
percentage being calculated on the basis 
of the first year’s loading. The purpose 
of this change is to make the provision 
entirely equitable in its application to 
yarious companies issuing or delivering 
participating policies in this state and to 
strengthen the requirement for adequate 
premiums on participating policies, This 
change probably will affect very few 
companies at the present time, inasmuch 
as the alternative maximum limit will 
still apply in most cases, as under the 
draft of April 12, 1928. 

2. Subdivision 5 of Section 97—The 
proposal to reduce the collection fee 
after the fifteenth policy year has been 
withdrawn, leaving the fee at 3% as 
heretofore. 

3. Subdivisions 9 and 10 of Section 
97—Subdivision 10 of the draft of April 
12, 1928, has been numbered 11. Sub- 
division 9 of the draft of April 12, 1928, 
has been amended and a new subdivision 
10 has been added. The purpose of the 
amendment to subdivision 9 and the ad- 
dition of the new subdivision 10 is to 
cover the writing of monthly premium 
business which is in the nature of indus- 
trial business but which does not come 
within the legal definition of industrial 
life insurance. 


4. Section 88—The draft of April 12, 
1928, has been amended so as to permit 
the use of 130% of the American Men 


Ultimate Table (instead of 100% of the © 


American Experience Table) in calculat- 
ing extended term insurance. A special 
provision has also been added covering 
the calculation of extended term insur- 
ance on substandard policies. 


Comments by Beha 

Commenting on the changes, Superin- 
tendent Beha says: “It will also be 
noted that proposed amendments to Sec- 
tion 84, covering a change in the mini- 
mum valuation standard for annuities, 
and amendments to Sections & and 
10l-a, suggested by the companies that 
write group life insurance, are to be 
given further consideration. 

“I do not anticipate that there will be 
any material changes in the proposed 
amendments as outlined in the enclosed 
draft. I think they are in satisfactory 
form for submitting to the legislature. 

“It would seem that there is no need 
for another public hearing on the pro- 
posed amendments before they are sub- 
mitted to the legislature. Nevertheless 
I shall be very glad to receive any fur- 
ther suggestions that any company rep- 
resentatives or others may wish to make; 
or to hold another public hearing if 
there should appear to be sufficient de- 
mand for it.” 





JACOBS ELECTED 
Delegates to the Tenth District In- 
ternational Advertising Association 
M cting at Wichita Falls, elected Lorry 
Jacobs, director of public relations for 
the Southland Life, of Dallas, vice-presi- 
dent of the tenth district. Jacobs is a 
member of the Insurance Advertising 
onterence. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





Pioneering 


Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “go before 
and remove obstacles for those who follow.” 


In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Andsoit 
must have pioneers. The New York Life 
has always recognized this obligation. 


Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


After a long and intensive study of declined 
cases, it found that special rates could be 
calculated, permitting, with safety, the ac- 


ceptance of many risks which previously had 
been rejected. 







On July 1, 1896, the Company issued its 
first sub-standard policy. Since then, the 
writing of insurance on impaired lives has 
been a part of the New York Life’s regular 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 





aan 





one 


To-day, Nylic Agents are en- 
abled to obtain insurance 
for approximately three 
out of every five clients 
who otherwise would 


be declined. 








NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY 


President 





New Home Office Building now being 
erected on the site of the famous 
old Madison Square Garden 
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Bankers National Is 
Having Ist Birthday 


HAS 8000 POLICYHOLDERS 





Insurance in Force for First Year Over 
Ten Millions for New Jersey 
Company 





November 3rd closed the first year of 
Bankers National Life of New Jersey. 
The first policy was written on Novem- 
ber 4, 1927, and final figures show a 
total of business in force amounting to 
$10,506,206, representing a total of 8,000 
policyholders. These figures are not 
only interesting and significant for a 
new company but appears to be a rec- 


R. R. LOUNSBURY 


ord never before equalled or surpassed. 
Total outstanding business to date is 
$13,000,000. Starting in virgin territory 
with but a home office nucleus, the com- 
pany has established representation in 
eighteen states and agency plants oper- 
ating in fifteen, a total representation of 
over 300 agents. A few of the cities 
from which a substantial volume of busi- 
ness has originated are as follows: Jer- 
sey City, Newark and Paterson in New 
Jersey; Chicago, Springfield and Rock 
Island in Illinois; Indianapolis, Ind.; Bay 
City, Mich.; Philadelphia and Wilkes- 
Barre, Pa.; Baltimore, Md.; Providence, 
R. I.; Louisville, Ky.; Toledo and Cin- 
cinnati in Ohio; Charleston, W. Va., and 
northern part of Maine is well repre- 
sented. Within the next year a very 
promising agency is being planned in 
many other localities throughout the 
states, in which the New Jersey com- 
pany is licensed. 

This remarkable showing is confined 
almost exclusively to ordinary business— 
the company not writing any industrial 
business—with a comparatively small 
amount of group and special “borrowers’ 
protection” insurance. The major part 
of the business written is on the ordi- 
nary or straight life basis and long term 
endowment. A_ special contract with 
flexible features known as “modernized 
syStematic savings” plan has been one 
of the most attractive contracts with a 
very large resultant sale. 

The average sized policy (ordinary 
only) is over $3,400, which also is very 
favorable for a one year old company. 
The policy of the company is one of 
loyalty, co-operation and service to the 
field and public, which has proven to 
be attractive to the producers and re- 
sulted in a very fine type of representa- 
tive agent who appreciate the progres- 
sive make-up of the company. 


Company Aids 


The officials of the company include 
president, Judge Richard H. Lee an at- 
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torney of renown and well known finan- 
cier; also chairman of the finance com- 
mittee; R. R. Lounsbury, executive vice- 
president and one of the founders of the 
company, as well as Bankers National 
Life of Jacksonville and Bankers Na- 
tional Life of Denver, the sister com- 
panies of the New Jersey company, 1s 
also president of the two last named 
companies. 

Supervising the field forces, is Assis- 
tant Superintendent of Agencies George 
Ramee, a former Mutual Life of New 
York representative and experienced 
life insurance man. Col. H. G. Austin, 
vice-president and agency head in charge 
of the Chicago branch office, and for- 
merly president of Old Colony Life of 
Chicago; F. F. McGinnis, former presi- 
dent of Agricultural Life, and acting in 
the capacity of superintendent of agents 
of the western division. The treasurer 
of the company, J. M. Webb, of many 
years’ experience with Connecticut Mu- 
tual Life, has contributed greatly to the 
upbuilding of this company and has aided 
in practicing the policy of whole-hearted 
understanding of the field man’s prob- 
lems. Mr. S, H. Williams represents the 
company as southern supervisor as does 
Mr. Hugh Branson, located at Columbus, 
Ohio, both of whom are doing their 
part in establishing and organizing their 
field forces, which are expected to be of 
considerable magnitude before another 
year is over. 

The three companies of the Bankers 
National Group show a _ very rapid 
erowth and have increased the total 
business in ferce from $17,250,000 at the 
opening of 1928 to a total of over $35,- 
000,000 approximately to date. The Den- 
ver company had in force as of October 
31, 1928, $14,372,000. Jacksonville total 
in force ending October 27, 1928, $11,- 
157,000. 


TAX CHANGE ON ANNUITIES 


Matter of Conflict in Revenue Bureau 
Decisions Now Under Review at 
Washington 
In calling attention to a recent decision 
of the Internal Revenue Bureau on the 
taxability of income received from an- 
nuities, or similar policies, sometimes 
called “life income” and “investment an- 
nuities,” in which it was held that such 
income was taxable, Vice-President Ba- 
ker of the Pacific Mutual Life points 

out to the agency force that: 

“On November 8, 1927, the Internal 
Revenue Bureau ruled that the income 
payments made to the purchasers of con- 
tracts similar to our “Life Income Policy 
with Principal Sum Payable at Death” 
are annuity payments and, as such, ex- 
empt from Federal Income Tax until the 
amount received exceeds the premium 
paid on the policy; also that the amount 
received under such a contract by reason 
of the death of the purchaser is exempt 
from such tax. 

“Within the past few days the In- 
ternal Revenue Bureau, appears to have 
reversed this decision, holding that such 
payments are not tax exempt as previ- 
ously ruled. 

“In view of this new ruling, it is very 
important that you immediately advise 
all agents to carefully refrain from mak- 
ing any statements whatsoever as to the 
exemption of the income or principal sum 
of these contracts from the Federal In- 
come Tax. 

“While the rulings above referred to 
do not specifically consider the taxability 
under the Federal Estate Tax law of the 
amount payable under the contracts in 
question by reason of the death of the 
purchaser, it is deemed advisable that 
you instruct your agents to make no 
statements whatsoever in respect to such 
taxability.” 





FIDELITY BUYS BUILDING 
The Fidelity Life of America has pur- 
chased the building at Calvert and Pres- 
ton streets, Baltimore, for its own occu- 
pation. The building is four stories tall 
and was bought for $17,000. 


Address, 











PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent cennection with an old 
well established company with a progressive management and an un- 
equalled dividend record, it will be to your interest to investigate our 
proposition. 


PERMANENT, 
Care of The Eastern Underwriter, 110 Fulton Street, New York City 











Presentation For 
Educational Plan 


TRIPLE HAZARD TO BE FACED 








J. Bruce Thompson Presents Plan On 
Basis of Hazards That Must Be 
Protected Against 





An interesting presentation of educa- 
tional insurance has been prepared by 
J. Bruce Thompson, general agent at Al- 
bany, N. Y., for the Mutual Benefit Life, 
based on a life accumulation plan policy. 
This presentation is as follows: “Is it 
your intention to give your daughter the 
advantages of a college education? If 
so, I would like to discuss with you the 
simple, double and triple hazards which 
might prevent your daughter from re- 
ceiving the opportunities of higher edu- 
cation. 

The Simple Hazard 

“Tf you, your wife and daughter were 
all living at the time your daughter was 
ready for college you might encounter 
the simple hazard of the event arriving 
at an inconvenient time in so far as your 
personal finances were concerned. A de- 
lay in arranging the necessary funds 
would mean that your daughter might 
have difficulty in her entrance require- 
ments and she might even be delayed a 
year or two. The plan that J have here 
would furnish sufficient cash to take care 
of at least the first two years and give 
you the opportunity during this time of 
arranging for the remainder of her col- 
lege term. 


The Double Hazard 


_“Tf only your wife and daughter were 
living the young lady would still have 
the guidance of her mother but would 
now need sufficient funds to cover the 
entire college term as she would not have 
your, income to depend upon and she 
may dislike to use the estate you had 


arranged for the comfort of her mother. 


Should the contract become a claim pre- 
maturely, the plan T have would furnish 
a small monthly income until she en- 
tered college and then distribute more 
than . a over four years with pos- 
Silly a-$sc...<< balance at Age 25. 
The Triple Hazard 

“If only your daughter were living she 
would be denied the guidance and ad- 
vice of both father and mother and 
would then, in addition to the cash re- 
quirements mentioned above, also need 
a definite program with an urge in it to 
start and continue her in college. Should 
the contract become a claim prematurelv, 
the plan [ have would not only furnish 
the cash requirements mentioned above, 
but would require that evidence be fur- 
nished the comnany from year to vear 
that vour daughter is then enrolled in 


a college or university. Should she fail 
to reenroll in college any year, she would 
not be privileged to further draw upon 
the principal but would then receive only 
the interest on her money and the re- 
mainder of the principal would be avail- 
able to her at Age 25. This is practical, 
for it would mean that she must continue 
in college in order to have the larger in- 
come; otherwise she would have to wait 
until Age 25 before receiving the balance 
of the principal fund. This arrangement 
is all covered under a special agreement 
drawn by the Law Department of the 
company and can be arranged to fit your 
exact problem.” 





W. B. SMITH GOES TO BUFFALO 
Succeeds Edward Garnett Who Retires 
After Twenty Years With New 
‘York Life 
Warren B. Smith, formerly of the 
New York Life Binghamton office, has 
succeeded Edward Garnett as director 
of that company’s Buffalo agency, Mr. 
Garnett retiring November 1 after 
twenty years’ service. A luncheon was 
given on that date for Mr. Garnett who 
was given an easy chair by those asso- 
ciated with the Buffalo agency. James 
Briggs, eastern division inspector of 
agencies, was the principal speaker at 
the luncheon. Three other agency di- 
rectors were among the guests. They 
are C. N. Clarke of Syracuse; Fred C. 
Ketcheson of Toronto, and George Shaw 

of Rochester. 





HOME OFFICE EDUCATION 


In summarizing the functions of a 
home office educational department at 
the Life Insurance Sales Research Bu- 
reau meeting in Chicago last week, Vin- 
cent B. Coffin, director of education of 
the Penn Mutual, stated that he felt 
there were three major functions in- 
volved. First, to make training so suc- 
cessful and attractive that it will draw 
men to the life insurance business. Sec- 
ond, that it will enable the new agent to 
come into production promptly, earning 
money if possible during his very first 
week. Third, that it shall stimulate and 
develop the experienced agent, render- 
ing him progressive and forward-look- 
ing in his attitude. Mr. Coffin further 
said he believed in training from the 
top down rather than from the bottom 
up. 





25TH ANNIVERSARY 


Agent Albert M. Van Nostrand of The 
Prudential is celebrating his twenty-fifth 
anniversary of continuous service with 
the company. He entered the business 
as an agent in 1903 and was assigned 
to Matawan, N. J. In 1906 he was trans- 
ferred to Red Bank, N. J., where he has 
remained ever since. 











The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 
Exceptional opportunity ts offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 














MARRIAGE OF W. F. GRANTGE; 





Now In East On Honeymoon; Will R 
side in Minneapolis; Will Divide 
Agencies 
William Fidelas Grantges, former first 
vice-president and general manager jj 
the International Life, now an officer 
in the agency department of the Nori! 
western National Life of Minneapo)'s, 
Minn., married Miss Henrietta Geraldine 
Rohan of 5132 Waterman avenue on N )- 

vember 7, at St. Louis, Mo. 

The wedding ceremony took place at 
a nuptial mass said by Rev. Father Jolin 
P. Spencer, pastor of St. Roch’s Catholic 
Church. After the ceremony the bridal 
party had breakfast at the Forest Park 
Hotel, following which the couple de- 
parted by automobile for a honeymoon 
tour of the East. 

After their wedding trip Grantges and 
his bride will make their home in Min- 
neapolis, where he will assume his duties 
as director of agencies for the North- 
western National Life. 

Miss Rohan is the daughter of Dr. and 
Mrs. F. E. Rohan of Joplin, Mo., but has 
been living in St. Louis with a sister. 





PENN MUTUAL’S INCREASE 

The paid business of the Penn Mutual 
for October was 39% larger than that of 
October in last year. The paid increase 
of the company for the first ten months 
of this year is 17% over the same period 
of last year, compared with an average 
increase of about 5% for all the com- 
panies. Ordinary and limited payment 
life account for 83% of this year’s is- 
sues, 13% is term, and the remainder en- 
dowment. There has been no drive for 
new business, this larger volume having 
come as a result of the company’s em- 
phasis on building man power rather 
than boosting volume. The company an- 
nounces with a particular gratification 
that the home office agency under the 
first month of John A. Stevenson’s man- 
agement, October, showed an increase in 
paid business of 79%. 





GRAVENGAARD RAN SCHOOL 

H. Peter Gravengaard, general agent 
for the Aetna Life at Columbus, O., and 
president of the Columbus Life Under- 
writers’ Association, was instructor at a 
life agency school held recently under 
the auspices of the Columbus associa- 
tion. 

The school, one of the most successful 
ever held in Ohio, continued for one full 
week with an average attendance in ex- 
cess of 110. As a result of the school, 
membership in the Columbus Life Un- 
derwriters’ Association was increased 
15% and an added increase is expected 
before the end of the year. 

Mr. Gravengaard, who was elected 
president of the Columbus association 
during his second year of residence in 
Ohio, is widely known as a life insur- 
ance writer and lecturer. 





CONVENE AT CAPITAL 

Superintendents and assistants of The 
Prudential, representing more than 60) 
agencies throughout the East, held a two 
day convention last week at the Wash- 
ington Hotel, Washington, D. C., Presi- 
dent Edward D. Duffield presiding at 
both sessions. Agency problems were 
discussed in length. In addition to Mr 
Duffield, those from the home office in 
attendance were Vice-Presidents George 
Munsick and Franklin D’Olier, Executs¢ 
Secretary George F. Potter, Assistant 
Secretaries Frederick A. C. Baker and 
George H. Chace and twenty departmc: 
heads and subordinates. 





INTERSTATE LIFE FORMED 
The Interstate Life of Chicago his 
been organized as a legal reserve co! 
pany with a capital of $100,000. A ' 
cense to operate was issued by the I! 
nois department this week. 





REINSURES GLOBE MUTUAL 
The Globe Life, a legal reserve co! 
pany of Chicago, has reinsured ti: 
Globe Mutual Life, which was an assess- 

ment association. 
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Beha Comments On 
Acquisition Cost 


ANSWERS COM. DUMONT’S PAPER 





Section 97 Should Be Brought Up To 
Date, Says New York 
Superintendent 





When the National Convention of In- 
Commissioners met in Rapid 


surance 1 
City, S. D., in September, Superinten- 


dent of Insurance James A. Beha, of 
New York, was compelled by urgent 
busin . to leave before Commissioner 
John R, Dumont, of Nebraska, read a 
oor on “Acquisition Costs of Life In- 
suratice,”” which was also discussed by 
Commissioner Dunham, of Connecticut, 
and Commissioner Wells, of Minnesota. 
With the permission of ‘the Convention 
Super! intendent Beha now submits an 
- to Commissioner Dumont’s paper, 
has been sent to the various in- 
commissioners. 

Commissioner Dumont’s 
that acquisition cost 
was not a matter for control by legisla- 


answ 

which 

surance 
In general, 


§ tion and could more properly be left to 


publicity and competitive influences in 
“a business; that the incidental pub- 
licity had more effect than any statute. 


Some Companies Close to Expense Limit 
“The average ratio of first year ex- 
penses to the first year expense limit 
under section 97,” says Superintendent 
seha, “has not varied greatly during the 
nineteen year period and is approximate- 
ly 86% for the entire period. This in- 
dicates that section 97 has been a real 
factor in keeping down acquisition ex- 
penses. This fact is made even more 
apparent from a study of the figures for 
individual companies, There has hardly 
been a year since the enactment of sec- 
tion 97 that one or more companies has 
not been very close to the limit of ac- 
quisition expenses. This is true at the 
present time. One of the largest com- 
panies has a very small margin. The 
ratio per cent of its 1927 first year ex- 
penses to first year expense limit was 
98.7%. The ratio per cent for another 
of the largest companies was 95.9%. The 
1927 ratio per cent for each of eighteen 
of the forty-seven life companies author- 
ized to do business in the state of New 
York was in excess of 90%. The ratio 
per cent for each of eight of these eight- 
een companies was. in excess of 95%. 
Occasionally a company has gone over 
its first year expense limit and remedial 
measures have become necessary. 

“It is my opinion that the Armstrong 
laws were largely instrumental in mak- 
ing possible the development of compa- 
nies in the west and south. If for some 
Finconceivable reason the expense limi- 

Stations of the New York law should be 
Sbroken down, I do not doubt that an 
cra of competition for agents would be 
Slong in returning. The greed for vol- 
Hume would again develop without re- 
straint. In the resulting mad rush for 
Bbusiness, the smaller companies would 
be seriously handicapped in competition 
Bwith the large and long established 
y compan ie s,’ 
H Commissioner Dumont thought that 
Bthe control of acquisition costs and ex- 
pense limits could be left to existing 
agencies, like the actuarial societies. On 
sthis Superintendent Beha said: “Of 
course, the knowledge of the theory and 


Practice of life insurance is of great im- 
portance, but such knowledge alone is 
Not sufficient to deal with many com- 
Petitty conditions, and certainly not to 
contr acquisition costs. Action of a 
very positive nature is required for the 


cont: 


of such costs. 
missioner Dumont states he is 
‘Urprised to find that in my published 


¢’ amendments to section 97 are not 
radics’ and that they do not change 
_the fundamentals of this section. 
T rea‘irm my statement that the pro- 
Pose’ amendments do not involve radical 


its. IT have claimed that the pro-- 











ON NOVEMBER 4, 1927 
First Policy Issued 





ON NOVEMBER 3, 1928 
$10,506,000 of Paid For Insurance 
Outstanding 








Do you realize what that record indicates? 


There must be something attractive about 
the Bankers National 











If you are not as well situated as you 
would like to be 


Write To-day, in confidence, to 


BANKERS NATIONAL 


Life Insurance Company 
Trust Bldg., Journal Square, Jersey City, N. J. 














changes in the law. They do involve a 
radical change in the measure of ex- 
penses. The present measure of ex- 
penses is out of date. It is based on a 
mortality table and certain arbitrary as- 
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THE EUREKA - MARYLAND ASSURANCE CORPORATION 
BALTIMORE, MARYLAND 
Incorporated 1882 


Issues all modern forms of Life ber including Industrial, Ordinary 
roup 


J. N. WARFIELD, President 


sumptions which do not represent, even 
approximately, the present day experi- 
ence of the companies. The fundamental 
and most important principle of section 
97 is the limitation of acquisition ex- 
penses.” 














back of every door bell. 


Independence Square 











Interested in Replies from Pennsylvania and Delaware. 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 


INCORPORATED 1899 


PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
THERE IS NO COMPANY LIKE THE HOME 


Philadelphia, Penna. 














On the matter of dividends in early 
years, Superintendent Beha comments 
as follows: “In his comments on Com- 
missioner Dumont’s paper, Commissioner 
Wells brings up the subject of the pay- 
ment of dividends in early policy years. 
I cannot agree with Commissioner 
Wells’ statement that such dividends 
should be considered part of the acquisi- 
tion costs of the business. He states 
that these dividends are not actually 
earned in the early policy years. The 
fundamental question at issue is whether 
or not companies should be permitted to 
spread the acquisition costs over several 
years in making up their dividend 
schedules. Commissioner Wells does 
not criticize the non- participating pre- 
mium rates which are not sufficient in 
the early policy years to cover the cost 
of insurance, acquisition costs and the 
reserve liabilities. The non- participating 
companies expect to make up in later 
policy years the excess expenses and 
losses incurred during the first policy 
year. 

“Both participating and non-partici- 
pating companies should be placed on 
a fair competitive basis. What is fair 
for one class of companies should be 
fair for the other. 


“In my opinion, there is sound theory 
for spre ading the acquisition costs over 
several policy years. Of course, a par- 
ticipating company’s dividend scale and 
scale of surrender charges should be so 
adiusted that the company does not lose 
either in case of the lapse of a policy 
or in case of its continuance.’ 


Limitation Has Come to Stay 


In conclusion Superintendent Beha 
said: “During the past twenty-five years 
a large majority of the life insurance 
business has been subject to laws con- 
trolling acquisition expenses. During 
this period the development of life in- 
surance has been truly remarkable. 
There have been many forces at work in 
accomplish'ng these results. There is 
sufficient credit for all that have aided 
in this splendid accomplishment. But I 
think that the limitation of acquisition 
costs and the other provisions of section 
97 have constituted one of the major fac- 
tors in this progress. 


“I think that the principle of legal 
limitation of life insurance expenses has 
come to stay, and that any attempt to 
abolish such limitations would be a se- 
rious mistake. 

“The problem that confronts the state 
of New York is not whether or not ac- 





quisition cost regulation should be 
adopted—the law has recognized this 
principle for twenty-two years—but 
whether this regulation should be 


brought up to date so as to meet the new 
and changed conditions. 

“It is my opinion that section 97 is 
beginning to become ineffective for the 
accomplishment of the fundamental prin- 
ciple laid down by the Armstrong Com- 
mittee, namely, the limitation of acqui- 
sition expenses. It is my further opinion 
that the law should be amended so as to 
preserve and strengthen this principle.” 





STABLER WITH STATE TITLE 


Walter Stabler, former comptroller for 
the Metropolitan Life, now consultant 
with the real estate mortgage firm of 
Kenneth Slawson Hobbs, Inc., has been 
elected a director of the State Title and 
Mortgage Co. of New York, and made 
a member of the committee which ap- 
proves all mortgage loans made or guar- 
anteed by the State Title or guaranteed 
by the General Surety. 


TED REINHARD LEADS 

Ted Keinhard, of the J. E. Flanigan 
Agency of the Bankers Life of Des 
Moines, led the entire field organiza- 
tion of that company in the fourth of 
its “Better-Than-A-Million” weeks. In 
that week the company reported about 
$1,500,000 and Mr. Reinhard wrote seven 
applications for $70,000. 





Page 16 





























THE EASTERN UNDERWRITER 





Owned and published every Friday by The Eastern Underwriter Co., a New York 


Corporation. 


CLARENCE AXMAN, President 


Office and place of business, The Eastern Underwriter Building, 
Fulton Street, New York, N. Y. Telephone Beekman 2076. 


110 


W. L. Haptey, Secretary 





Editorial Division * 


CLARENCE AxMAN, Editor 
Epwin N. Eacer, Associate Editor 


A. L. Gior, W. H. Cotuins, Assistant Editors 


JEROME PuHiLp, Managing Editor 
W. L. Criapp, Associate Editor 
C. V. Linptey, Editorial Assistant 


A. V. Gross, Editorial Secretary 





Business Division 
W. L. Haptey, General Manager 
G. P. Reap, Office Secretary 





Subscription price $3.00 a year. 
for yg = be added. 
should be added 


Entered as peers class matter April 1, 
of March 3, 1879. 


Single copies 25 cents. Canadian subscriptions, $1.00 
Other countries outside of Canada, $1.50 for postage 


1907, at the post office of New York City under the act 








ANNOUNCEMENT 
William L. Hadley, who has been sec- 
retary and business manager of The 
Fastern Underwriter Co. for some years 
and who has also been a stockholder in 
the company, this week purchased the 
stock in the company held by Benjamin 
F. Hadley, who was one of the founders 

of The Eastern Underwriter. 





CHANGING LONDON’S SKY LINE 

L. S. Amery, Secretary of State for 
Dominion Affairs, paid a tribute to the 
importance of Canadian institutions in 
the business world of the British Empire 
when he formally opened the new Sun 
Life Company of Canada 
building in Cockspur street, Trafalgar 
square. 


Assurance 


The Sun Life Assurance Company of 
Canada’s building dominates an 
island site at the heart of the Empire, 
and, with its massive and majestic pro- 
portions, has completely altered the sky- 
line of Trafalgar square. The architects’ 
problem of planning a building which 
should combine the last word in effi- 
ciency with an immediate impression of 
strength and dignity was complicated by 
the irregularity of the site. There is 
not one right angle in its boundaries. It 
is, therefore, all the more remarkable 
that the architects should have contrived 
to secure, above all else, an effect of 
regularity both inside and outside the 


new 


building. 
There was, however, one great ad- 
vantage in the site, and that was its 


central position in the island which is 
bounded by Trafalgar square, Pall Mall 
East and Cockspur street. 

It was possible to erect a much higher 
building than either end of the site would 
have allowed. It was possible also to 


secure an agreeable massing of the 
whole. And this has been triumphantly 
done. 

The Canadian Government building 


flanks the company’s premises on the 
east, and a comparatively new structure 
stands on the west. Consequently the 
architects were not permitted any origi- 
nality of style, and for this reason 
they have followed largely the classic 
tradition exemplified by Sir Robert 
Smirke, the architect of the old Union 
Club house which, with few modifica- 
tions, now stands as the Canadian Gov- 
ernment building. 

The building has many appliances new 
to London. It has been planned with 


vision, and will most likely be the ad- 
ministrative offices of the company in 
the British Isles for a century to come. 

The new building marks the result of 
thirty-five years’ successful business in 
Great Britain. The company was the 
first of Canadian origin to come to Eng- 
land, and, when it opened an office there 
in 1893, a step was taken which was 
thought at the time to be extremely 
bold. England was the birthplace of 
modern life insurance, and the advent 
of a comparatively insignificant “Colo- 
nial” company was a challenge to the 
giants on their own ground. 

The company’s arrival in London was 
the outcome of an intensive policy of 
foreign business development. A broad- 
er field than that offered by Canada it- 
self had for long been sought. The be- 
ginnings were small, almost experimental. 
An office was opened in Barbados in 
1879. It was immediately successful, and 
the company was inspired to continue 
wholeheartedly with its policy. Now it 
is one of the largest assurance compa- 
nies in existence—certainly the largest 
in the British Empire writing ordinary 
business—and has branches in all parts 
of the world. It operates under twenty- 
three flags in forty-three countries and 
on five continents. 





UP TO COMMISSIONER LINNELL 


It is now squarely up to Acting Insur- 
ance Commissioner Arthur E. Linnell as 
to what rates will be effective in the 
writing of compulsory automobile insur- 
ance in Massachusetts. 

By decision of the Supreme Court’s 
full bench on Friday last Mr. Linnell 
must “forthwith” issue an order estab- 
lishing motor car insurance rates for the 
coming year. The court, 
fuses to compel Mr. 
former Commissioner 


however, re- 
Linnell to accept 
Monk’s schedule, 
but gives him full discretion in choosing 
between three measures, namely,—he 
may put through the Monk increased 
schedule; he may maintain unaltered the 
1928 rates, or he may fix for next year 
a new rate schedule of his own devising. 

Mr. Linnell had a lengthy conference 
with Governor Fuller Saturday, when 
the Governor told him of the court de- 
sion. He had another conference with 
Attorney General: Warner on November 
4 following which a statement was is- 
sued to the newspapers to the effect 
that Mr. Linnell had asked the Attorney 
General if he should hold a public hear- 























Blank & Stoller 
SAMUEL BIRD 








Samuel Bird, head of Talbot, Bird & 
Go: 
of the Universal of Newark, is now in 
England and will be over there for an- 
other month or more. He makes at 
least two trips to Europe every year in 
connection with marine underwriting 
contracts. The Universal established a 
branch office in London early this year 
and is making steady progress both over 
there and in this country. Mr. Bird is 
one of the leading New York marine in- 
surance executives. 

P * 

Ogden H. Hammond, ambassador to 
Spain, and formerly an insurance broker 
in New York, took a prominent part re- 
cently in the inauguration of the new 
trans-Atlantic wireless telephone service 
between New York City and Madrid. 
President Coolidge and King Alfonso ex- 
changed greetings and Mr. Hammond 
talked with Acting Secretary of State 
Clark of the State Department, Wash- 
ington. 

* * x 


Harry H. Pace, president of the North- 
eastern Life of Newark, spoke in Hart- 
ford last week on “The Negro in Mod- 
ern Life.” Mr. Pace also is president 
of the National Negro Insurance Asso- 
ciation, which is composed of twenty-six 
companies similar to the Northeastern. 


J. H. Shale, vice-president, Commercial 
Casualty, who has been ill for the past 
two months, is ‘on the road to recovery. 
He will return to his office in about a 
month. 

x * x 


Clyde B. Smith of Lansing, Mich., 
new chairman of the executive commit- 
tee of the National Association of In- 
surance Agents, was reported in these 
columns as having at one time been spe- 
cial agent of the Hartford Fire. This 
was incorrect insofar as the company 
mentioned should have been the Nation- 
al Fire of Hartford, for which he was 
special and state agent over a period 
of nearly ten years. 








ing before issuing new rates. 

Mr. Linnell said that he is to study 
the compulsory automobile statistics, es- 
pecialiy the losses, and in so far as is 
consistent with the law he is in sym- 
pathy with Governor Fuller’s idea that 
rates should be kept as low as possible. 


marine underwriters, and president. 


Major-General Sir John Hanbury Wij. 
liams, a director of the General Ac¢j- 
dent, is now on a visit to this country 
attending the wedding of his sin to 
Princess Xenaida Cantazucene at S¢t. 
John’s Church, Washington, {) ¢ 
Major General Williams made mumer- 
ous friends here several years ago while 
attending a convention of General \cci- 


dent representatives in Philadelphia, 
a ae 


Arthur Berg, for several years presj- 
dent and manager of the Bishop Insur- 
ance Agency, Ltd., Honolulu, T. H., has 
resigned from the firm and will hereaf- 
ter be connected with the agency only 
in a consulting capacity. R. C. Scott, an 
experienced surety man and_ formerly 
secretary and treasurer of the agency, 
has succeeded Mr. Berg. . 

x ok x 


Carl Schreiner of the Pilot Reinsur- 
ance Co. was host at a dinner given 
last night at the Waldorf-Astoria, at- 
tended by some of the most prominent 
insurance men of New York. The guest 
of honor was Heinrich von Tyszka, the 
distinguished German insurance manand 
head of the German air insurance pool, 
who came here as a passenger on the 
“Graf Zeppelin.” 

* * 

E. Leslie Spence, Jr., of Richmond, 
whose agency represents the United 
States F. & G., considers as one of his 
most cherished possessions a hat which 
his father, a member of the Twelith 
Virginia Regiment, wore at the famous 
Confederate surrender at Appomattox. 
The top piece, bought in Richmond a 
few months before this event, cost ex- 
actly $120 in Confederate money, al- 
though it would probably retail today 
for less than $3. The elder Mr. Spence 
went into insurance following the war, 
having represented the American Surety 
and Fidelity & Deposit in Richmond in 
1894. Three years later he resigned 
these companies to connect with the 
United States F. & G. Young Mr. Spence 
associated with his father about this time 
and has continued to carry on the agency 
since his father’s death which occurred 
twenty years ago. 

ee ® 

Frederick B. Hollister, who has been 
selected as the branch manager of the 
newly formed Alliance Indemnity in New 
York City, has had a career in the bus: 
ness covering more than fifteen years 
Metropolitan casualty men have a high 
regard for his ability as an underwriter 
and he is popular with them. Before 
joining the Alliance Mr. Hollister was 
assistant secretary of Minner & Yoost, 
one of the biggest New York City ager 
cies in charge of its casualty business. 

x * x 


Sir Ernest Bain, we!l known Londot 
broker, who was at one time ge 
of the Corporation of Insurance Brok- 
ers, 
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was recently given the degree off 


Doctor of Laws by Leeds University. Hel 
is a K.B.E. and was mayor of Harrogate fl 
ee = 


William H. Schwarzchild, president “ 
the Central National Bank of Richmond 
Va., has been elected a director of the 
Atlantic Life of Richmond. 





Beha to Leave Insurance 

Rumor has it that James A. | 
perintendent of insurance, New Y 

State, will leave the insurance busines 


when he retires from the department @ 
a date not long distant. This means the 
he has definitely turned down all th 
positions he has been offered }» inst 
ance companies and insurance o*ganlz# 
tions, which have included th: pre 


dency of three companies. 


rol 
the 
In 
nter 
lac; 





ice 


1 | Siig 4 
by insta 


















Le 
28 THE EASTERN® 
pe November 9, 1928 UNDERWRITER Page 17 








-_ 


















nerly 
ency, 
insur- 
given Sumner Ballard Intermediary 
e Bees It is strictly in accordance with the 
pre: fitness of things that the intermediary 
a, the Bin the biggest financial transaction the 
anand Fe pysiness has ever known, the change in 
7 ee Fcontrol of the National Liberty group, 
iia should be none other than Sumner Bal- 
lard. For years no reinsurance deal in 
mond, [fire insurance of any importance hap- 
United FP pened without Mr. Ballard having a 
pe jhand in it—often the principal hand. He 
welith jwas instrumental in reinsuring fifty com- 
famous |epanies or parts of the business of fifty 
nattox. Hicompanies. Then for a time he retired 
ond 4B in the background. But it is impossible 
. = pior Ballard to be in the background. His 
“today services in big matters requiring tact, 
Spence iliplomacy and understanding are too 
le Wal, much in demand. And so the almost 
heer Horgotten line, “Sumner Ballard was the 
esioned emtermediary in the negotiations,” ap- 
ith the peared in the daily papers on Friday of 
Spence Blast week. 
pede | Although the negotiations through 
ceased icommittees had been going on _ for 
months nothing much leaked out until 
‘Wednesday of last week when the deal 
as been began to be gossiped about the street. 
ae C. A, Ludlum of the Home and George 
he bus: FU. Tompers of the National Liberty 
1 years Bwere swamped with telephone messages 


a high 
( rwriter 
Before 
ter was 


, Yoost, 


from newspapers. Tompers refused to 
discuss the matter, either Yes or No. 
Ludlum kidded the reporters, saying he 
vishel he had enough imagination to 
comprehend such tremendous totals as 


es 









shies vould be involved in the deal. When 
Wressed for a denial or an affirmation 
_ppudlum said: “I refuse to deny or to 
Londot confirm.” The reporters hung up dis- 
big @ressed, but unable to print the story 
‘a sate vithout corroboration. On Thursday 
Bee tk he deal was officially closed. 
eo Mr. Ballard received the usual con- 
arrogat i litions in his characteristic way. 
|, said nothing, and walked away 
sident 0 |, from the congratulator. 
ichmoné : 
| 


Ballard’s entrance into the Na- 
Liberty picture dates some time 
Several years ago Ralph Jonas 
\Ianufacturers Trust bought a big 
f National Liberty stock. It was 
ding of Joseph S. Blume, a well- 
insurance broker and a personal 
of Mr. Ballard. On top of that 
| Mr. Jonas bought some addi- 
‘onal stock, his brother Nothan also 
uyiic into the company. Some time 
ater the Jonas interests negotiated 
Bhrouch Sumner Ballard for the stock 
mwnec by M. J. Averbeck (then in con- 
_the National Liberty) and some 
. ther “rectors, and purchased the same. 
presi In September of this year the Jonas 

Merests decided to sell control and 

lace’ their interests in the hands of 


of 
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‘cha, st fe TOW 


rien’ 
T ack 

Yor old 
usines 
nent a 
ns tha! 


all the 




















Mr. 


Sumner 
Ballard got into touch with the Home 


Ballard for negotiation. 


interests. A committee of Home direc- 
tors and a committee of National Lib- 
erty directors were then appointed. Com- 
mittees in’ such mergers are not rare. 
They have the advantage of permitting 
negotiations to be conducted through the 
smallest number of channels, so that too 
many people are not en courant with 
the machinery of a contemplated merger. 
Most of the negotiations were held in 
the home of Mr. Ballard in Seventy- 
ninth street, just off Fifth avenue. 
o. ay 


Passing From Insurance Of 
George U. Tompers 


The passing to the Home group of 
the control of the National Liberty 
group removes from fire insurance cir- 
cles one of the most interesting person- 
alities which has come into the business; 
in other words, George U. Tompers, 
president of the National Liberty and 
subsidiary companies. Despite the im- 
portant position Mr. Tompers had in the 
business his acquaintance was exceed- 
ingly limited. Only a handful of execu- 
tives of other companies have ever met 
him. 

If he had remained in the business 
until next May he would have been a 
fire insurance man for five years only. 
His entrance into fire insurance was in 
1924 when the Financial and Industrial 
Securities Corporation and its affiliated 
interests took over the National Lib- 
erty organization, but it was not until a 
few months ago that Mr. Tompers 





CHARLES L. TYNER 
President of Home 


moved up to the head office of the Na- 
tional Liberty in Sixth avenue at Forty- 
first street. His quarters up to that 
time had been a suite of offices in a build- 
ing on lower Broadway. There Mr. 
Tompers directed not one but numerous 
corporations, a number of which had 
been purchased from the Alien Property 
Custodian by interests which Mr. Tom- 
pers represented. One of them even in- 
cluded a piano factory. 

He is a tall, distinguished-looking man 
with the Roman senatorial type of face 
and one of the fastest working brains 
with which this writer has ever come 
into contact. There are few men in the 
financial district who can visualize an 
enterprise as speedily and correctly. He 
can read a corporation’s financial sheet 
an entire page long with one glance and 
take in the salient data. 

When Mr. Tompers was first spotted 
by insurance reporters he refused for a 
long time to authorize any story about 
him, based on two theories. One was 
that the new administration of the Na- 
tional Liberty should show results be- 
fore any personality stories were printed 
and the other was that he did not re- 
gard it as desirable that a personality 
story of a president of an insurance com- 
pany should be written about a man who 
had so many varied interests. 

It did not take Tompers long to catch 
the insurance drift and put his hand on 
the weak points as well as to recognize 
the strong points of a fire insurance or- 
ganization. No one better knew the im- 
portance of a company making progress 
or the necessity of watching the expense 
items so that growth should not be ac- 
companied by  exhorbitant expense. 
When he and the interests he repre- 
sented turned over the reigns to the 
new control he had the satisfaction of 
knowing that the record made by the 
National Liberty and allied companies 
was quite extraordinary. For instance, 
the premium value of 1928 shows the 
largest percentage of increase in the his- 
tory of the company. At the same time 
the expenses reached a rock bottom fig- 
ure. Tompers regarded the triumph of 
these two items as more important than 
the fact that the value of the stock on 
the market went up amazingly since 1924. 

Throughout the National Liberty Tom- 
pers did a lot to improve morale, to 
Stimulate co-operation in conference. 
Good use was made of the club, round 
table and dinner idea. 

Incidentally, friends of Mr. Tompers 
were not a bit surprised when he de- 
cided to cut down on his activities. It 
was a case of one man doing too much. 
Even a financial and business genius 
with powers of immediate rapid-fire de- 
cision must let up on the grind; must 
find some time for leisure. 





GEORGE U. TOMPERS 
Who Retires from Insurance 


Agent Writes a Book on Shakespeare 

They say that when men have hobbies 
they are happy, and I have never met a 
man happier than Nathan Kaufman of the 
Massachusetts Mutual Life in this city, 
who for many years has been a devotee 
of William Shakespeare. Mr. Kaufman 
has just had a book published about the 
bard of Avon which is an estimate of 
the many-sided genius of Shakespeare by 
“a business man, a lifelong student.” It 
ably portrays Shakespeare’s human side 
and understandingly explains his literary 
genius. The book is published by George 
Dobsevage of 11 West 42nd Street, N. Y. 
Many interesting illustrations are printed. 

It was in Hannibal, Mo., the town of 
Mark Twain’s boyhood, where Mr. Kauf- 
man spent his earliest years. His first 
contact with. Shakespeare was through 
the Fourth Reader which he studied. 
This contained a poignant scene in “King 
John.” Next he read the trial scene in 
“The Merchant of Venice,” and finally 
“Hamlet.” And when he read ‘Hamlet” 
he formed that admiration for the poet- 
dramatist which has compelled him to 
spend so many of his spare hours in 
communion. From the days when Mary 
Anderson played Juliet and Modjeska 
acted Lady Macbeth he has seen every 
one of the Shakespearean actors, his 
favorite being Edwin Booth. By the time 
Nathan Kaufman was sixteen years old 
he could quote at great length from 
Shakespeare by heart. The book has re- 
ceived good notices from the British lit- 
erary papers and from such dailies as the 
London “Times.” 

* * 


Charles D. Hilles And Will Rogers 


Charles D. Hilles, New York state 
manager of the Employers Liability, and 
vice-chairman of the Republican National 
Committee, was spotted by Will Rogers, 
star of “Three Cheers,” at the Globe 
Theatre, New York, at 11:30 o'clock on 
Friday night, at which time he intro- 
duced the insurance man to the audi- 
ence. “Hilles and I were the two last 
to give up the ship and renounce our 
allegiance to Coolidge for the Presiden- 
tial nomination,” he said. Then, noting 
Adolph Ochs of the New York “Times” 
sitting behind Hilles, he introduced the 
“Times” publisher, After the applause 
died down he said: “I wonder if you two 
birds know each other? If not, I'll in- 
troduce you.” Hilles and Ochs shook 
hands and the show continued on its way. 
Rogers has an acquaintance with public 
men which is amazingly large, and if 
any of his friends are in the audience he 
introduces them. The show is really a 
big family party and it is not unusual for 
it to string along to the midnight hour. 
Even commuters remain to the finish. 

* * * 


Insures Kansas City Camel 

An insurance policy of $1,000 against 
injury to a camel has been issued by the 
Kansas City, Mo., office of the Aetna 
Life and affiliated companies. The ani- 
mal is the property of the Kansas City 
Zoo, and is to be taken by the Shrine 
of Kansas City to Olathe, Kans., to ap- 
pear in a parade of the order in that city. 
This is the second time on record that 
the life of a camel has been insured. 

The insuring of the animal marked 
the second unusual policy written by the 
Aetna Company’s Kansas City office dur- 
ing the same week. A burglary policy, 
providing $60,000 inside and outside hold- 
up for the charity drive workers in the 
annual campaign for $1,115,000, was also 
issued by the same office, 

* * * 


Believe This Or Not 


According to Phillips Carlin, broad- 
casting details of the final World Se- 
ries baseball games in St. Louis, all plate 
glass windows opposite Sportsman’s 
Field were insured by the Cardinal man- 
ager against breakage by possible home 
runs. Plate glass insurors are left to 
decide whether or not the story was 
quite true, but such coverage would have 
been a comfort, as five homers were 
made in the game, three of them by 


Babe Ruth. 
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Claims Separation 
Favors Mixed Agencies 


AGENT WRITES TO E. U. A. CO. 





Says Mixed Offices May Continue to 
Write for Resigned Companies 
While Others May Not 





One of the reactions of the separation 
movement now being conducted by 
the Eastern Underwriters’ Association 
against members of the Firemen’s of 
Newark group of companies in so-called 
“clear” agencies in Eastern territory is 
the criticism expressed by a number of 
local agents against alleged discrimina- 
tion in favor of the mixed agencies. The 
essence of the complaint is that the 
mixed agencies which never favored the 
E. U. A. by writing only for Associa- 
tion companies are allowed to continue 
representation of their Firemen’s com- 
panies while the clear agencies must sur- 
render the Firemen’s units or lose all the 
E. U. A. companies, there being no per- 
mission granted for such agencies to 
change their status from clear to mixed. 

The Craft & Genge agency at War- 
ren, Pa., well-known in that section of 
the state, is one office voicing this com- 
plaint and it is resigning one of its 
E. U. A. companies, while also return- 
ing the supplies of a member of the 
Firemen’s group, because the E. U. A. 
company is allowed to remain in a 
mixed agency in Warren where the Fire- 
men’s group is represented. 

Following is the letter of V. F. Genge, 
written to a New England company, 
stating his position on the comparative 
competitive position of clear and mixed 
agencies on separation: 

“We have your letter of October 10 
relative to the Eastern Underwriters’ As- 
sociation agency agreement, together 
with similar letters from all of the com- 
panies represented in this agency. This 
office has for sixty years been a stead- 
fast Union office, in the sense of repre- 
senting only such companies as were 
members of the Eastern Union or of the 
Eastern Underwriters’ Association. On 
September 10, 1927, we purchased an- 
other agency and fell heir to the repre- 
sentation of a company which, we under- 
stand, has recently resigned from the 
Eastern Underwriters’ Association. 


Calls E. U. A. Inconsistent 


“First, we wish to advise that we do 
not intend to depart from our estab- 
lished principle of representing Associa- 
tion companies only, and that we are 
therefore giving up the agency of this 
company which is no longer a mem- 
ber. However, after giving this propo- 
sition considerable thought, we cannot 
help but feel that the Association’s 
method of protesting their disapproval 
of the:resigned company is inconsistent, 
as far as ‘clear’ agencies such as ours 
are concerned. 

“Throughout the years that we have 
been loyal to the organized Association 
companies, we have been in competition 
with so-called ‘mixed agencies’ who rep- 
resented both Association companies 
and non-members who paid much higher 
commissions than we were enjoying. 

“Now, we realize that we signed an 
agreement to represent member compa- 
nies only, and as we understand the mat- 
ter we would not now be given an op- 
portunity to abrogate this agreement and 
return to the status of a so-called 
‘mixed agency,’ even if we desired to 
do so. This would be quite agreeable 


to us, were it not for the fact that the 
‘mixed agencies’ who did not sign the 
agency agreement are permitted to rep- 
resent both the resigned company, non- 
member companies, and also a company 


in your fleet, which is demanding that 
our office shall not represent non-mem- 
ber companies. In short, you are permit- 
ting the agencies who have never par- 
ticularly, favored the Association com- 
panies an advantage over the agencies 
which have been loyal to you. 

“Our records show that your com- 
pany or a member of the same fleet is 
represented in a ‘mixed agency’ in War- 
ren, and will continue the representation 
in that agency side by side with the very 
company which you are asking us to ex- 
pel, and believing this plan to be incon- 
sistent and contrary to the principle of 
fairness, we have decided that under 
these circumstances we cannot longer 
represent your insurance company. 

“In fairness to all concerned, we wish 
to state that we are advising all our com- 
panies who are not now represented in 
‘mixed agencies’ that if in future they 
desire to enter ‘mixed agencies’ within 
the territory where we do business, that 
we will willingly relinquish our contracts 
with them.” 





HANOVER STOCK INCREASE 





Stock Dividend Approved and New 
Shares Will Be Offered to 
Agents of Company 


Stockholders of the Hanover Fire 
having approved the recommendation of 
the directors that the capital be in- 
creased from $2,500,000 to $3,000,000 by 
a stock dividend of $250,000 and the sale 
of 25,000 new shares of $10 par value 
and having waived their rights to pur- 
chase this new stock, the company has 
offered its agents an opportunity to pur- 
chase these 25,000 shares at $70 a share. 

This offer is open to agents and im- 
mediate members of their families, but 
the company urges them not to buy 
unless they intend to hold the stock for 
at least five years. It will not consider 
orders for shares which they seek to 
buy for others. The opportunity to sub- 
scribers is open to agents up to Novem- 
ber 22. When the allotments are made 
at that time, those who subscribe for 
cash will be notified as to the number 
of shares alloted to them and they are 
to forward $70 a share. Those who sub- 
scribe on the instalment plan are to pay 
25% when notified of their allotment and 
execute instalment notes for the balance, 
payable in five equal quarterly instal- 
ments with interest at 5%. Stock cer- 
tificates will be issued in the names of 
the instalment buyers and deposited as 
collateral in the banks holding their 
notes, 





LICENSE REVOKED 


The license of Wm. M. Smith, Inc., 81 
Roosevelt avenue, Jackson Heights, L. I., 
has been revoked by the insurance de- 
partment. 
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THE ALLIANCE INSURANCE COMPANY 
OF PHILADELPHIA 


Head Office: 1600 Arch Street, Philadelphia 





STOCK IN UNADMITTED CO. 


Stock in the Fire Fund, Ltd., of Lon- 
don, a fire insurance company, is being 
offered to local agents in this country, 
it is reported, by the company direct and 
through an agency with offices in Wil- 
mington, Del., and Montreal, Canada, 
even though the Fire Fund is not li- 
censed yet to do business in any state 
in the United States. The proposal is 
to create a capital of $200,000 and sur- 
plus of like amount through the sale here 
of 32,000 shares. The company offers 
special agency arrangements to share- 
holders and tells agents that they can 
earn enough commissions to justify the 
investment. It is claimed that the Fire 
Fund will soon be licensed in Delaware 
and other states but it has not been ad- 
mitted in this country as yet and agents 
are reminded of this status. 











STANDARD 


INSURANCE COMPANY 


OF NEW YORK 





J. A. KELSEY, President 


Head Office: 80 John Street, New York 
G. Z. DAY, Vice-Pres. and Secretary 





CAPITAL le i «tk 
PREMIUM RESERVE . 
OTHER LIABILITIES . 
NET SURPLUS .. . 
TOTAL ASSETS. . . 





Statement December 31, 1927 


eee ee @ 


- $1,000,000.00 
-  1,098,796.26 
. 196,660.00 


1,786,197.15 - 
4,081,653.41 


. 
. 
. . 
. . 
. 

















FRANCIS X. COLEMAN DEAD 

Francis X. Coleman of the firm of 
Coleman & Coleman, local agents of 
Newark, N. J., and New York City brok- 
ers, died at his home in Caldwell, N. J, 
on Tuesday, following an illness of sev- 
eral months. He was about thirty-eight 
years old and had been in the insurance 
business twelve or thirteen years. The 
funeral will be held from the family 
home, 119 Mountain avenue, Caldwell, 
this morning at 9 o’clock, with high mass 
of requiem at St. Aloysius Church at 
10 o’clock. Mr. Coleman was unmart- 
ried. He is survived by his parents and 
five sisters, two of whom , M. B. and 
Anne Coleman, were his business part- 
ners. 

TO ADDRESS EXAMINERS 

Clinton T. Bissell, associate consulting 
engineer of the National Board of Fire 
Underwriters, will be the speaker at the 
meeting of the Examining Underwrit- 
ers’ Association of New York at the St 
George Hotel, Brooklyn, on the evening 
of Thursday, December 6. His subject 
will be “Building Construction and the 
Fire Hazard.” 








PICKING AGENTS’ COMMITTEE 

Clyde B. Smith of Lansing, Mich, 
chairman of the executive committce 0! 
the National Association of Insurance 
Agents, is at the headquarters in this 
city conferring with R. P. Devan o 
Charleston, W. Va., president of the as 
sociation, on the makeup of the exect- 
tive committee for the coming year. 





WILLIAM A. MILES HERE |. 
William A. Miles, foreign manager 0 
the Western and British America As 
surancé companies of Toronto, is here 
from London. 
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Bennett’s Viewpoint 
On South Carolina 


SURVEYS’ LITIGATION THERE 





Commissioner and Firemen’s Have Four 
Suits Pending to Test Control of 
Agents’ Licenses 





alter H. Bennett, secretary-counsel of 
the National Association of Insurance 
Acents, who recently returned from a 
trip to South Carolina where he made a 
suvey of the legal battles between the 
insurance commissioner and the Firemen’s 
of Newark over bank agencies and the 
costitutionality of the licensing and resi- 
dent agency laws, has given out a state- 
ment giving a resumé of the points at 
issue. Because of the National Assocta- 
tivi's stand against bank agencies this or- 
ganization is interested vitally in the out- 
come of the pending law suits. Mr. Ben- 
nett outlines the positions of both parties, 
staling that the outcome cannot be fore- 
told with any degree of accuracy, as 
follows: 

Kirst-hand observation in the state of 
South Carolina brings increasing evi- 
dence of the conviction of Insurance 
Commissioner Sam B. King that his bank 
agency ruling is in the interest of sound 
public policy and that in its issuance he 
kept well within the supervising author- 
ity vested in the office of insurance com- 
missioner; of strict adherence by the 
Firemen’s of Newark to its policy of ap- 
pointing bank agencies, and of the de- 
termination of both parties to test the 
question once and for all time up to the 
courts of last resort. 

There are now four cases pending in 
the state and Federal courts, separate and 
distinct, but nevertheless interlocking. 
When these four cases finally shall have 
been decided, the questions of the con- 
stitutionality of the resident agents’ law, 
the state licensing law and the degree of 
authority of the insurance commissioner 
will have been settled. 

Obviously, members of the South 
Carolina Association are interested deep- 
ly in the outcome of the suits—the state 
has been a storrh center of bank agency 
controversy ever since former Commis- 
sioner John J. McMahan issued his first 
ruling against them. The agents wel- 
come the test in the courts. 


Cannot Foretell Outcome 


Like all litigated questions, the out- 
come cannot be foretold with any degree 
of accuracy. However, the questions in- 
volved are interesting ones, and their de- 
termination may have a considerable ef- 
fect on the even conduct of the busi- 
ness in the future. 


The present litigation grows out of a 
ruling made on May 12, 1928, by Insur- 
ance Commissioner King, the gist of 
which is stated in the first paragraph of 
an extended opinion on the subject and 
is as follows: 

“lL have become thoroughly satis- 
fied that agencies operated, either 
directly or indirectly, in connection 
with banking interests are not in 
keeping with the best insurance 
methods, and that the necessary ten- 
dency of such agencies is to create 
conditions of favor or advantage over 
other agencies.” 

a he statement above quoted is sup- 

rted by the citation of the statutory 

public policy of that state. 

|he commissioner of South Carolina 
‘pproves the stand taken by the Na- 
tional Association of Insurance Agents 
aud the National Board of Fire Under- 
writers that: 

“It is detrimental to the best in- 

rests of the insurance business and 

ll connected therewith further to 
‘xtend company representation by 

nancial institutions or individuals 

nected therewith who are in a po- 
ition to influence premiums by ex- 
ring the power of credit, or when 
he earnings of the insurance de- 
partment or individuals accrue di- 


rectly or indirectly to such institu- 

tions.” , 

After the Commissioner expressed his 
opinion on the matter by the ruling in 
question, it was discovered that an em- 
ploye of a bank at Spartanburg was is- 
suing policies for the Firemen’s Insur- 
ance Co. without a license. The Com- 
missioner after an extended hearing, 
participated in by the president of the 
Firemen’s and its state agent, among 
others, revoked the license of the Fire- 
men’s to do business in the state and 
the agency license of the state agency 
of the company. Litigation then ensued 
and there are now pending in South 
Carolina the following law suits: 


Four Law Suits Pending 


1. A law action brought by the state of 
South Carolina against the Firemen’s 
Insurance Co, to recover a statutory 
penalty of $500.00 on every policy is- 
sued by the unlicensed bank agent 
(something like eighty policies were 
so written). 


2. An equity suit brought by the local 
bank agent against the Insurance 
Commissioner asking that the Com- 
missioner be mandamused to issue to 
the agent a license. 


3. A similar suit brought by the state 
agent of the Firemen’s asking that his 
license be reinstated. 

4. An injunction suit brought by the 
Firemen’s in the Federal District 
Court seeking to enjoin the Commis- 
sioner from interfering with the Fire- 
men’s operations in South Carolina. 


Among other issues to be determined 
by the courts in South Carolina is the 
constitutionality of the licensing law of 
that state. That is whether a statute 
giving the insurance commissioner the 
authority to issue licenses to insure 
agents and to exercise some supervisory 
regulations in reference thereto is or is 
not constitutional. Every state in the 
Union has some form of license law at 
the present time and it is hardly likely 
that the courts of South Carolina will 
now hold that the legislature of that 
state has not the power to enact such 
legislation, Another question involved 
is the legality of the resident agents’ 
law; and the right of a foreign insur- 
ance company to transact business in 
that state except through a regularly ap- 
pointed, commissioned and licensed agent. 


Present Injunctions Temporary 


So far only temporary orders have 
been issued in any of these cases and 
the final result must await the perma- 
nent hearings in due order when the 
cases can be reached by the courts. 


These four suits present two distinct 
issues. One is the penalty incurred by 
a foreign insurance company when it 
proceeds to operate in the state through 
an unlicensed agent; the other is the 
power of the commissioner to refuse to 
license a man as an insurance agent 
because of his connection or affiliation 
with a bank. The South Carolina law 
vests in the insurance commissioner the 
power to determine whether or not the 
applicant for an agent’s license “is a 
fit and proper person.” 

The commissioner in the first instance 
hos decided by his ruling that agencies 
operated either directly or indirectly in 
connection with banking interests are 
not fit and proper persons, insofar as 
the business of insurance is concerned, 
to be licensed as insurance agents. This 
second question raises, of course, the 
reasonableness or unreason~bleness of 
the commissioner’s determination. 


The public policy of the state vests 
in the insurance commissioner a discrim- 
inatory power to be exercised, naturally, 
in the interests of the insuring public. 
This issue, therefore, will turn on the 
questicn of the power, or potential 
power of bank agents to influence insvr- 
ance or their opportunity to confer any 
special favor or advantage, cr any valu- 
able consideration or indreement not 
specified in the contract of insurance. 
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in FIRE and ALLIED LINES 
andin CASUALT Yand SURETY 
PROTECTION 

















Os Po, 
nity See 
a ae 
(FIRE) SO cad 


INSU RAN CE COMPANY 


THE WORLD FIRE & 
MARINE INSURANCE CO. 


THE CENTURY INDEMNITY C2 











Page 20 





November 9, 192 





Stock Speculation 
Aids Registered Mail 


MORE INSURANCE IS CARRIED 





Continental Finds Profitable Develop- 
ment in This Inland Marine Side- 
Line; Tips to Agents 





The country-wide speculation in se- 
curities that has resulted in a record 
turnover on the New York Stock Ex- 
change and in other financial markets 
has also caused a notable increase in the 
volume of stocks and bonds shipped by 
registered mail, according to Vincent L. 
Gallagher, secretary of the Continental, 
which insures such consignments through 
its inland marine department. 

Most of these shipments are made by 
banks and brokerage houses to corre- 
spondents in various sections of the 
country and Mr. Gallagher estimates that 
this year the Continental and other 
members of the “America Fire” group, 
together with a group of associated com- 
panies, will handle, altogether, approx- 
imately 3,300,000 packages of securities 
and currency with a value of about 
twelve billion dollars. 

“A feature of registered mail ship- 
ments this year,” said “Mr. Gallagher, 
“has been the increasing use of airplanes 
in the effort to achieve greater speed in 
transit and to save interest charges, Un- 
fortunately, a number of the mail planes 
have recently met with accidents that 
have resulted in the total incineration of 
their cargoes. One mail plane crashed 
in Indiana several months ago and the 
fire that ensued burned up nearly a mil- 
lion dollars worth of securities; in Penn- 
sylvania, another air carrier with a some- 
what smaller treasure met with a similar 
fate—to mention but two cases. 

Use of Airplane Growing 

“Of course the great majority of se- 
curity and currency shipments to domes- 
tic points go forward by rail, but the 
airplane is obviously a factor of growing 
importance. Fire is the chief Hazard in 
connection with air transport whereas 
with the older and more common car- 
riers, it is theft. Fortunately, the elimi- 
nation of the Chapman gang of mail 
thieves has in recent years improved the 
situation to an appreciable extent. 

“As indicated by the estimated total 
of twelve billion dollars of securities and 
currency to be insured for bankers and 
brokers this year, the figure being based 
on our eight months’ actual showing, 
million dollar shipments are quite com- 
mon, and individual consignments often 
run as high as two and a half million. 

“The present average premium for reg- 
istered packages of securities and cur- 
rency is approximately $7.50 for the in- 
surance of $10,000 in value, while for 
carriage by plane it is $15 for the same 
amount. 

“When’ insured losses take place, the 
shipper is promptly reimbursed, the in- 
suring company giving the surety bonds 
necessary to obtain replacement of de- 
stroyed securities. In the case of de- 
stroyed U. S. government bonds or-cur- 
rency, replacement is impossible except 
by act of Congress, which involves many 
delays and difficulties. These, of course, 
are shouldered by the underwriters set- 
tling the claims. 

“It is customary for banks to obtain 
blanket policies and to report to us daily 
the numbers and amounts of their ship- 
ments of valuables, and loss settlements 
are made from Such data.” 





WANT FRELINGHUYSEN TO RUN 


The members of the Jersey City 
Women’s Hoover Club are urging form- 
er U. S. Senator Joseph S. Frelinghuysen 
and president of the Stuyvesant Fire, to 
enter the senatorial race in 1930. The 
club expects to remain in existence and 
take an active part in all election cam- 
paigns and will redouble their efforts in 
1930 when a successor is to succeed Sen- 
ator Edge in New Jersey. 





Ship Gome Thro 
-‘j Locks of the Panama Canal 


Wik no particular ceremony the control of the 

Panama Canal was taken over by the United 
States in 1904, immediately after payment of ten 
million dollars provided for in the treaty. 

Wallace, Stevens and Colonel Goethals in some- 
what rapid succession, but all under the dynamic. 
administration of President Roosevelt, carried the 
canal through to a glorious finish. 

This vital artery of ocean traffic was achieved by 
bringing in the concerted forces of the United States 
Army and Navy. President Roosevelt determined 
it should be accomplished by men “trained to go 
where the work was to be done and stay there until 
recalled.” 

The Home, now celebrating its Seventy-fifth An- 
niversary, has accomplished its three quarters of a 


century of advancement because of a somewhat simi- 
lar determination. 
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S. T. Brown Vice-Pres. 
Of Glens Falls Cos. 


NEW YORK AGENCY WILL MOV: 





Closer Relations Established Betwee:: 
Up-State Companies and Agency 
Handling Fire Co. for 51 Years 





For the purpose of giving brokers an 
assureds better service, the Glens Falls 
and the Glens Falls Indemnity will, on 
January 1, 1929, open branch offices i) 
New York at 84 William Street. Samu:! 
T. Brown, of T. Y. Brown & Co., be- 
comes vice-president of both companie: 
and his partner, Archibald B. Mills, wii! 
act as manager. This is a development 
that has long been in mind, but the in 
creasing business of the fire company, 
plus the rapidly developing business of 
the indemnity company, has brought it 
to culmination sooner than was expected. 

The new offices will occupy parts of 
the first, second and third floors at &4 
William Street and the entire staff of the 
present Brown Agency will be moved to 
these quarters as will the staff of the 
Glens Falls Indemnity now located at 
80 Maiden Lane. 

Speaking of the change, E. W. West, 
president of the Glens Falls companies, 
said “Under this new arrangement there 
is more closely cemented the long asso- 
ciation between T. Y. Brown & Co. and 
the Glens Falls. Fifty-one years ago, 
Col. Cunningham, then secretary of the 
Glens Falls, appointed T. Y. Brown as 
New York agent. During that half-cen- 
tury, the business has grown and pros- 
pered to the extent that the present move 
has resulted, and Samuel T. Brown, son 
of the founder of T. Y. Brown & Co. 
assumes new and enlarged responsibilities 
because of his proved fitness therefor.” 

T. Y. Brown & Co. will continue, as 
heretofore, to represent the New Hamp- 
shire, Svea, Granite State and Hudson, 
and the business of these companies will 
be transacted from the new location, 
where every kind of insurance, except 
life, can be bound in the local, suburban 
and nation-wide field. 





N. Y. REGIONAL MEETING 

The New York State Association of 
Local Agents held a_ regional meet- 
ing Tuesday, October 30, in the Hotel 
Woodruff with the Insurance Agents’ 
club of Watertown as host. Insurance 
agents of Jefferson, Lewis, St. Lawrence, 
Franklin and Oswego counties were in- 
vited. Following the luncheon President 
Albert Dodge of the state association, 
Eugene A. Beach, chairman of the ex- 
ecutive committee, and William Richards, 
chairman of the membership committee, 
spoke. Among the subjects discussed 
were, “The Proposed Agents’ Qualifica- 
tion Law,” and, “The Effect of Auto- 
mobile Clubs on the Insurance Business.” 
The committee in charge of the meeting 
was A. T. Matthews, chairman; J. F. 
Bourcey, J. A. Stephens, F. J. Joynt, 
R. L. Joy and H. L. Brownell. 





INDIANA INSURANCE DEP’T 

Increases in the personal service ap- 
propriation for the Indiana state insur- 
ance department the next two years, 
have been asked in the budget filed with 
the state budget clerk by Clarence ( 
Wysong, state insurance commissione! 
Among those for whom Mr. Wyson: 
seeks salary increases were Zell ‘ 
Swain, deputy commissioner. Mr. W3 
song asked that Swain’s pay be increase(| 
from $3,600 a year to $4,000. Money fer 
the employment of two additional inve 
tigators at $2,000 a year also was aske 
For each year in the coming bienntui, 
Mr. Wysong asked appropriations t 
taling $79,930. In the last fiscal year ‘! 
was set out, department expenses totalt 
$60,014.59. He estimated that revenu 
for each of the coming two years woul 
amount to $2,175,000. 





BRONX FIRE IN KENTUCKY 
The Bronx Fire of the Corroon & Rey 
nolds group has been admitted to «do 

business in Kentucky. 
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LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ; 
JANUARY 1ST, 1928, STATEMENTS 





ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY SURPLUS 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 


THE GIRARD F. & M. INSURANCE COMPANY 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 














ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
- $4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 
OF PITTSBURGH, PA. 
$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 








ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


, CONCORDIA FIRE INSURANCE CO. 
; OF MILWAUKEE, WIS. 
; $5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 





ORGANIZED 1886 


CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. H. 











$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 
$27,594, 166. 15 a — $25,684,495.78 
N New J 
SE gece le ag PACIFIC DEPARTMENT 
ecg veal CANADIAN DEPARTMENT 0: tunene Suen 
Chicago, Illinois SEU-A0T Ey Seven San Francisco, California 
H. * been Manager Toronto, Canada ; 
io ae MASSIE & RENWICK, Limited, W. W. & E. G. POTTER, 
JAMES SMITH. ” “JOHN R. COONEY _ Managers Managers 
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Compares Firemen’s 
and E. U. A. Payments 


FINDS 





LITTLE DIFFERENCE 





President Sargeant of New Hampshire 
Urges Agents to Retain the Flat 
Commission of 20% 





President Frank W. Sargeant of the 
New Hampshire Fire of Manchester, N. 
H., informs the agents of his company 
that he does not believe the graded com- 
mission scale offered to ordinary terri- 
tory agents in the East by the Firemen’s 
of Newark group will average more than 
about 21% even though commissions of 
30% and 25% are paid on many types of 
risks. Mr. Sargeant bases his opinion 
upon the business written by the New 
Hampshire in its home state during 1927, 
and concludes with the statement that he 
is of the view that local agents will be 
more pleased with the 20% flat scale 
offered to clear agents by the Eastern 
Underwriters’ Association companies. 


Mr. Sargeant’s communication on the 
rate situation follows: 
“In view of the offer so recently 


broadcast by a certain prominent fleet of 
companies to pay commissions graded 
from 30% down to 15% we have thought 
it advisable to ascertain just what ef- 
fect such an arrangement might have 
on the business of an average agency. 

“Our statistical department was in- 
structed to classify the entire business 
written by this company in the state of 
New Hampshire for the year 1927 and 
to determine the average rate of com- 
mission which would have been produced 
by the graded scale above referred to. 

“The premiums so classified amounted 
to $375,782.84. 

“With this very material volume of 
premiums to work upon the test was an 
eminently fair one from the viewpoint 
of the agents, because we believe’ that 
this company has on its books more than 
the average amount of business in this 
30% class in New Hampshire. 

“The result shows that the graded 
commission classification of 15%, 20%, 
25% and 30% first above referred to 
would have produced for the agents an 
average rate of only 20.725%, therefore, 
we believe that agencies generally will 
agree with us, that a flat commission of 
20% is a much more desirable arrange- 
ment than the graded scale which we 
have used in this compilation, and that 
no agency should be tempted to adopt 
this graded scale with its lengthy for- 
mula and many complications in the 
place of a flat commission of 20% for 
a meager difference of three-quarters of 
1% or less. 

“We are pleased to place in possession 
of our agents this positive demonstration 
of the fact that the flat commission of 
20% adopted by all members of the 
Eastern Underwriters’ Association and 
so generally accepted by the agents is 
not only fair but liberal.” 





A. R. CATHCART DIES 

A. R. Cathcart, who was formerly 
president of the American Fire Insur- 
ance Co., died on Tuesday in Baltimore, 
Md., at the age of eighty-one years. He 
also served for many years under both 
Republican and Democratic administra- 
tions as president of the City Board of 
Fire Commissioners, taking the Fire De- 
partment out of politics and modernizing 
its fire-fighting methods. A widow and 
daughter survive. 





APPROVE CAPITAL INCREASE 


Stockholders of the North Carolina 
Home of the Great American group on 
Monday approved the recommendation 
of the directors that the $100 par value 
shares be split into shares of $10 each, 
that the capital be increased from $500,- 
000 to $1,000,000 by the issue of new 
shares at 160% of par, thus adding $300,- 
000 to the net surplus, and that the new 
capital and surplus be paid in by De- 


cember 5. 


ITALIAN AMERICAN FORMED 





Company Is Incorporated; Plan to Have 
$1,000,000 Capital and 
$2,300,000 Surplus 

The Italian American Fire Insurance 
Co. of New York has had its charter ap- 
proved by the New York state attorney 
general and the company is now incor- 
porated. The capital will be $1,000,000, 
divided into 100,000 shares of $10 par 
value each.* It is understood that the 
stock will be offered at $33 a share, thus 
providing a surplus and reserve of $2,- 
300,000 in addition to the capital. R. H. 
McKelvey & Co., Inc., will act as under- 
writing managers to develop-the fire and 
marine end of the business. The com- 
pany will establish an office in Italy and 
it is believed that there will be developed 
a large marine insurance premium in- 
come based on foreign trade between the 
United States and Italy. Following is a 
list of those already appointed to the 
board of directors: 

Vincent C. Peppe, Peppe & Bro., real 
estate and insurance, director, Alentaur 
Realty Co. 

G. Granata, importer, former president, 
Italian Chamber of Commerce. 

Jose Richling, consul general of Uru- 
guay. 

John J. McKelvey, of McKelvey & 


Kennedy, lawyers. 




















Insurance. 


line. 





available to its agents. 





She FRANKUINFIRE INSURANCE COMPANY 


Ernest Valentini, journalist. 

E. Petrosemolo, importer. 

Jerome Kennedy, of McKelvey & 
Kennedy, lawyers. 

Alexander S. Banks, C. P. A., of Les- 
lie, Banks & Co., auditors, and member 
advisory board, director, Chemical Na- 
tional Bank. 

A. M. Caridi, lawyer and insurance. 

A. Q. Orza, real estate and insurance. 

Robert Ferrari, lawyer. 

R. H. McKelvey, of R. H. McKelvey 
& Co., Inc. 


John J. Freschi, lawyer, former Judge 
of New York Supreme Court, director, 
3anco Di Sicilia Trust Co. 

Joseph J. Montresor, importer. 

D. A. Trotta, real estate and insur- 
ance. : 

F. M. Ferrari, banker. 

George C. Stevens, of Cornwall & 
Stevens, insurance. 





AGENCY INCORPORATES 


The Victor-Orens Co., general insur- 
ance agency of Newark, has been incor- 
porated with a capital of $100,000. The 
incorporators include Herbert E. Victor 
of South Orange; Percy G. Orens, of 
Brooklyn, and Christine Smith of New- 
ark. 


= 


COMMERCIAL UNION CAPITA... 





New York Company Directors Ask In. 
crease from $200,000 to $1,000,000. 
Part in Stock Dividend 


The directors of the Comme: cial 
Union Fire of New York have rec m- 
mended to the stockholders of the ¢ m- 
pany that the necessary steps be taken 
to increase the capital of the com) ny 
from $200,000 to $1,000,000. This is to 
be accomplished by the issuance of 5,00 
shares at $100 each, producing $504) 100, 
The balance of $300,000 will be provided 
for by a 150% stock dividend. 

At the directors’ meeting held on Oc- 
tober 29 this program was unanimously 
adopted, subject to the consent of the 
New York State Insurance Departient. 
A meeting of the stockholders of the 
company will shortly be held for the 
purpose of ratifying the action of the di- 
rectors. When this has been accom- 
plished the company will have a cayital 
of $1,000,000 divided into 10,000 shares 
of $100 each. 





UNIVERSAL IN S. C. 


The Universal of Newark has been li- 
censed to do business in South Carolina 
and will write through Ratteree-Haw- 
kins & Co., Inc., general agents at Greer, 


Sr 
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The Franklin Fire Insurance Company has a 
folder on Airplane Property Damage Insurance 
It will help you solicit this 


Send for a supply. 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 


CASH CAPITAL $1,000,000 


A HOLE IN ONE 


Maybe it isn’t good form to use a golf term to describe the havoc caused 
by a falling plane when the hole is made in a house. 
a plane to land that way. 

Most of them don’t—some do. Also, property and landscape are destroyed 
at times when planes take off and do not rise quickly enough. 


But it isn’t good form for 


You cannot stop this growing hazard from the skies, but you have the ability 
to protect your cliénts against the financial loss possible. 
Airplane Property Damage Insurance. 

Every fire client on your list, every windstorm client, in fact, every property 
owner in your locality is a logical prospect for Airplane Property Damage 


That protection is 


With the passing of the years there will be more and more planes in the 
air—the hazard will increase—the need for insurance protection will grow. Now 
is the time to go after this form of coverage. 
premiums to you but your prospects will realize that you keep up with the times, 
offering insurance safety according to the growing needs. 


Not only will it bring more 
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Let’s talk 
® Turkey @ 


November —as well as heralding 
the advent of Thanksgiving and 
turkey also gives notice of the 
approach of the year’s end. 








Are you going to find yourself 
giving thanks for the condition of 
your business? Will the end of the 
year show an increase in premium 
which gives satisfactory evidence that 
you are not stagnating? 


LP 5 AS 


Those agents who have found that 





Business Interruption, Rent, Rental 
Value, Windstorm, Personal Effects 
and Parcel Post Insurance are almost 
untouched sources of premium 
income, can answer yes. They are 
not worrying about premium 
income—they will have something 
to be thankful for. 





Che CONTINENTAL 


INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, ACY. 


CASH CAPITAL: FIFTEEN MILLION DOLLARS 





WEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 


“AMERICA FORE” 


“The Continental Commands Confidence” 
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DeVan Upholds Right 
To Define Membership 


TALKS TO ILLINOIS AGENTS 





Calls For Adherence to Milwaukee Dec- 
laration and Loyalty to Companies 
Backing Principles 





Speaking before the annual meeting 
last week at Springfield, Ill, of the Il- 
linois Association of Insurance Agents, 
President RK. P. DeVan of the National 
Association of Insurance Agents again 
brought home the question of proper 
membership, adherence to the Milwau- 
kee Declaration and how the latter 
should be made effective. In their swing 
around the circle of state association con- 
ventions President DeVan and other 
leading members of the National Asso- 
ciation have made the matter of loyalty 
to companies supporting the principles of 
the agents’ associations a leading sub- 
ject of discussion. : 

“I believe it most important to review 
at this time the action taken at the 
West Baden meeting of the National 
Association referring to the Milwaukee 
Declaration and the pronouncement 
against the National Union Fire of Pitts- 
burgh. ‘The reaffirmation of the Mil- 
waukee Declaration by a unanimous vote 
of the executive session of the associa- 
tion has convinced me that the agents 
are now determined to enforce the prin- 
ciples of the association against those 
companies which have deliberately and 
continuously violated them. An analysis 
of the Milwaukee Declaration shows that 
it states two positive and definite things. 

“First: ‘Our members owe their alle- 
giance to those companies whose loyalty 
to our principles is unquestioned.’ 

“Second: ‘It is inconsistent and un- 
desirable for our members to represent 
any company, the practices of which are 
intentionally and continuously in viola- 
tion of our principles.’ ; 

“Certainly no one can disagree with 
the statement that we owe our allegiance 
to the companies which have continu- 
ously practiced the principles we set 
forth and loaned their full co-operation 
and acknowledgment of them. 


Inconsistent To Write For All 
Companies 

“Again it cannot be denied that it 
would be most inconsistent for us to set 
forth a set of principles, receive the 
support of a majority of the companies 
on them and then to continue to repre- 
sent ccmpanies which do not and will 
not acknowledge them as the proper 
method of conduct of the business. 

“At the Milwaukee meeting of the as- 
sociation this resolution was adopted 
providing a platform for the future and 
in no way applied to the practices of 
any company in the past. It was a state- 
ment upon which the association hoped 
to bring all companies to a mutual un- 
derstanding and every company was 
given the opportunity to conform to 
these principles and acknowledge their 
justice, 

“There can be no question, however, 
that if any association of men, in frater- 
nities, in lodges, in trade organizations 
or in social organizations gather together 
as an organization for legal purposes it 
has a right to say who shall and who 
shall not belong to that association. The 
courts have upheld this right through- 
out the country wherever it has been 
tested. Therefore any State Association 
of Insurance Agents has the right to 
set forth its standards of membership 
and a right to reject the application of 
any person or party who does not meas- 
ure up to the prescribed standards. 

“The National Association has for 
some time recommended a standard form 
of application for membership, upon 
which the applicant states he does not 
represent a company whose practices 
violate our principles. Should an appli- 
cant sign this statement he qualifies him- 
self as a member and the same applica- 
tion should be used for membership re- 


newals at the beginning of each fiscal 
year. Therefore every state association 
has an unquestioned right to say that 
men possessing certain qualifications 
shall belong and those who fail to meet 
the test of qualification cannot get in 
their organization. This, I think is the 
proper and legal way to handle the quali- 
fication of membership. 


National Ass’n Not Trying to Dictate 


“It should not be construed by the 
Illinois Association that the parent or- 
ganization is in any way attempting to 
dictate or to force them to take an ac- 
tion against their will. It is my under- 
standing that you have amended your 
Constitution and By-Laws according to 
the standards I have heretofore set torth 
and it only remains for you to concur in 
the action of your National Executive 
Committee on the National Union case 
by your executive committee’s taking a 
similar action in order for you to be in 
accord with the Declaration against this 
company. It is my firm belief that every 
consideration should be given to mem- 
bers who have to make the decision 
whether they shall join their fellow 
agents in the support of their organiza- 
tion, or whether they shall decide to rep- 
resent such companies that are in viola- 
tion of our principles. Had there been 
an unanimous action of the agents of 
these violating companies there prob- 
ably never would have been any further 
violations that could not have been set- 
tled in conference. Just so long as the 
agents of this country continue to give 
business to those companies which are 
not in accord with our principles, just so 
long will they continue to violate them. 

“It is a poor sign of appreciation for 
us not to support enthusiastically and 
with all our premiums those companies 
who have so loyally stood by our organi- 
zation. We should not lose sight of the 
fact that we have entered into an agree- 
ment through the National Board of Fire 
Underwriters on the proper interpreta- 
tion of certain of our principles, which 
agreement has been ratified by a large 
majority of the companies. This agree- 
ment involves an obligation on our part 
to practice certain things in our relation 
with the companies and definitely states 
our obligation and we should endeavor 
to keep our agreement in the same spirit 
in which we expect the companies to 
keep theirs. In addition to this, the Na- 
tional Association is also on record as 
opposed to the payment by the compa- 
nies or acceptance by the agents of a 
differential in commission in the same 
agency. 

“The National Association has also 
stated that it believes clear agencies 
should not be disturbed. Until this po- 
sition is rescinded or changed we should 
accept it as a solemn obligation and 
cannot expect the support and respect of 
our friendly companies on our principles 
unless we are willing to show a spirit of 
co-operation in the practice of those 
things which the companies believe are 
correct on our part.” 





NEW N. F. P. A. BULLETINS 


The National Fire Protection Associa- 
tion has issued the first of a new series 
of bulletins telling of activities success- 
fully used by fire prevention committees 
of chambers of commerce and _ safety 
councils. The first number is titled, “A 
Home Fire Inspection Contest.” 





PLYMOUTH PLAN BROKERS 


Plymouth Plan Brokers, Inc., New 
York City, has been chartered at AlI- 
bany with capital of 200 shares non par 
value stock to engage in the business of 
insurance agents brokers and adjusters. 
George Prentice, Robert L. Levine and 
Harry Kraf, are directors and subscrib- 
ers. 





MOVE TO LARGER OFFICES 
The National Guaranty Fire and the 
Independent Bonding & Casualty of 
Newark, have moved to more commodi- 
ous offices at 29 Cedar street, Newark. 




















































Causing Bankers to See Need of 
(insuring Against Air Craft 
Property Damage. 


That damage liable to be done to buildings 
by airplanes presents a new problem was the as- 
sertion of Robert J. Rendall, President of the 
Hudson County Savings Bank, at the Annual Con- 
vention of the Bankers’ Association, May 19, 1928. 

After describing risks which have come with 
changing conditions, he pointed out the danger from 
aircraft collision, saying: 

“Another risk that is in its infancy, but will 
grow from year to year, is the aircraft risk. Two 
craft sailing in the air and coming together over 
one or two apartments, where a bank has loaned 
about $50,000 on each of the apartments, might 
mean considerable insufficiency when settlement 
takes place, and this risk at the present time may 


be covered for a very small premium.” 
(Jersey Journal) 


o¢——__ +e 


Long ago this Company (realizing this new hazard had come to 
stay and the rapidly increasing use of aircraft must 
multiply losses hitherto unknown) began to write 


Aircraft Property Damage Cover 


on private residences, apartment houses, hotels, 

theatres, mercantile structures and public utility 

plants—sometimes in amounts of millions of dollars 
of indemnity. 


o——_#—_-__6 


New Aircraft Property Damage Illustrations are 
in Our Agents Hands. 
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PUBLIC FIRE EXPANDS 





Assumes Control of States Security Fire 
of Baltimore; to Get Coverage 
on Mortgages 

The Public Fire of Newark, organized 
early this year with a capital of $1,000,000 
and surplus of $4,000,000, has assumed 
a contract to take over the underwrit- 
ing and financial management of the 
States Security Fire of Baltimore, which 
is not yet operating. The latter com- 
pany is controlled by men associated 
with the Mortgage Security Co. of 
America of Norfolk, Va. The capital 
and surplus of the new fire company will 
be raised to $500,000 each and it will be 
entered in the states in which the Pub- 
lic Fire operates. 

The Mortgage Security Co. of America 
has $50,000,000 in mortgages outstanding 
and has over 200 loan agents, many ot 
whom are established insurance agents. 
[The Public Fire expects to place the 
States Security Fire with these loan 
agents and also with the local repre- 
sentatives of other affiliated mortgage 
concerns having about $20,000,000 in out- 
standing mortgages. It is believed that 
with the money lending facilities which 
the mortgage companies offer agents 
they will be able to secure a fair share 
of the insurance business of these agents 
in addition to the insurance protecting 
the properties on which they make loans. 

While the Public Fire started writing 
only last May it has already entered 
thirty-one states and appointed over 450 
agents. Up to October 31 its net pre- 
mium writings amounted to $1,824,425. 
With the capital and surplus of the 
States Security Fire the group will have 
a surplus to policyholders of approxi- 
mately $6,000,000. President Dargan of 
the Public Fire says that the States Se- 
curity Fire will not write any insurance 
on mortgaged properties direct, but only 
through its agents. 





BOSTON BOARD NOMINEES 





John H. Eddy Slated for President; 
Samuel B. Reed Named for Vice- 
President; Committee Choices 


The following have been nominated 
for offices of the Boston Board of Fire 
Underwriters for the coming year to be 
balloted on at the November meeting: 
For president, John H. Eddy; for vice- 
president, Samuel B. Reed of Obrion, 
Russell Co.; secretary-treasurer, 
James Davis; manager, William H. 
Winkley; assistant manager, Isaac Os- 
good; executive committee, William H. 
Rogers of Russell & Fairfield; Fred M. 
Johnson of Field & Cowles; James H. 
Carney of Kales, Carney & Liffler Co.; 
H. T. Hugard of Rosencrantz, Hugard & 
Co, and H. F. Jordan of Jordan, Read 
& Co. 

For advisory committee, Royal Insur- 
ance Co., Holyoke Mutual Insurance Co. 
and Arthur K. Pope of Cyrus Brewer 
& Co. For brokerage committee, John 
W. Cahan of Hamilton & Co., Charles 
C. Powers of the Travelers, and Samuel 
T. Emery of Gilmour, Rothery & Co. 
for hand book committee, William H. 
Hilling of Paul Burrage & Co. 





NEW BROKERAGE OFFICE 
James A. Price, manager of the fire 
and marine departments of Henry W. 
Ives & Co., has resigned. He, together 
with associates, will organize a general 
brokerage office with temporary head- 
juarters at 75 Fulton street, Manhattan. 





NEW INSURANCE OFFICE 
Henry P. Nelson, formerly manager 
f the Capital Theatre in Elizabeth, N. 
[., has branched out into the fire insur- 
ance business and opened an office in 
that city at 1139 East Jersey street. He 
will also handle some real estate. 


The Anchor Insurance Co., of Rhode 
{sland has applied for admission into 
Oklahoma. 





GUARDIAN FIRE CAPITAL 





Stockholders Vote Increase From $1,000,- 
000 to $1,500,000; Par Value Cut 
From $25 to $10 a Share 
Stockholders of the Guardian Fire As- 
surance of New York have voted to re- 
duce the company’s $25 par value shares 
to $10 par value and exchange the stock 
on the basis of two and one-half new 
for each share of old. The directors 


have also voted to increase capital from 
$1,000,000 to $1,500,000, to consist of 
150,000 shares of the par value of $10 


each. Stockholders will pass upon the 
plan at a special meeting called for No- 
vember 12. 


If the plan is approved, stockholders 
of record on November 12 will receive 
the right to subscribe at $20 per share 
in the ratio of one new share for each 
two $10 par value shares held on that 
date; rights to expire at noon Decem- 
ber 15. Arrangements will be made for 
the underwriting of the offering, which 
aggregates $1,000,000, without expense to 
the company. One-half of this amount 
will be applied to capital account and 
the balance to surplus and reserve funds. 


FIDELITY-PHENIX AGENTS 
C. W. Sparks & Co., Inc., of 90 Maiden 
Lane, New York City, have been ap- 
pointed automobile agents of the Fidel- 
ity-Phenix for the metropolitan district. 
This well-known agency writes fire lines 
for the same company, the Merchants 
Fire Assurance and the International 
and casualty lines for the Fidelity & 
Casualty. ; 

BURGARD LEAVES AGENCY 
John C. Burgard has retired from the 
San Francisco general agency of Henley, 
Scott & Burgard. He is expected to en- 
ter another line of business. The firm 

name has reverted to Henley & Scott. 











Are you riding along with 


the Hartford or just rocking along on your own? Better get 


aboard. Hartford’s special advertising service issues free 


transportation on request. 
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HARTFORD FIRE INSURANCE 


HARTFORD, CONN. 
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How Newspaper Ads 
Can Be Made To Pay 


LONGNECKER TALKS TO AGENTS 





Tells Illinois Ass’n. Each Agent Must 
Put His Own Personality Into 
All Paid Publicity 





A strong defense of local agency ad- 
vertising was made last Thursday at 
Springfield, Ill, by John W. Longnecker, 
advertising manager of the Hartford 
Fire, speaking before the annual meet- 
ing of the Illinois Association of Insur- 
ance Agents. He took the position that 
merely to insert a notice in a newspaper 
to the effect that a man is an insurance 
agent is not advertising in the true 
sense. For an agent to make his paid 
publicity pay he must put his own per- 
sonality into his advertisements, he 
should time their appearance so as to 
capitalize news events and he must have 
a regular, well-prepared program of ad- 
vertising. Mr. Longnecker devoted his 
comments on advertising to telling the 
local agents how to get interest and at- 
tractiveness into their newspaper dis- 
plays. His talk, which made a big hit 
with the listeners, follows in part: 

Whether you are one man or an or- 
ganization, there is only so much ground 
that a human unit can cover in a work- 
ing day. While you are talking to one 
man, there are any number of men that 
you cannot be talking to. Any one of 
them might be a more desirable pros- 
pect than the one you have on the string, 
but you do not know it; you cannot 
know it until you have made the rounds 
of the others. But there is a device by 
which you can talk to the waiting hun- 
dred, or the waiting thousand, not only 
while you are having your interview with 
your first prospect,-but all day long, and 
in the evening after the office is closed, 
and on Sundays and on_ holidays—and 
that way is advertising—your advertising. 

The agent who does not use the col- 
umns of his own newspapers to tell 
people who he is and what he has to 
sell, is overlooking and neglecting the 
most powerful device for creating favor- 
able impressions of his business that our 
modern industrial civilization has de- 
veloped. That sounds like a rather strong 
statement. It is meant to be. Today 
advertising has more worth than it ever 
had. The public has become advertis- 
ing-minded. It expects to learn things 
from advertising. The advertisement is 
a natural means of communication be- 
tween you and your prospects. 


Ads. That Are Worth While 


Somebody said that newspapers were 
invented to save money for advertisers. 
They do more than that. An advertise- 
ment in your home paper rides along 
with the news. the local happenings. If 
it is properly written, it is a part of the 
news. Advertisements can be so writ- 
ten as to become a feature of the news- 
paper. Readers soon spot them as some- 
thing worth while. The advertising 
gets a following. “Let’s see what Win- 
ters, the insurance man, has to say to- 
night. He’s good!” It has been done— 
is being done every day. 

There is one thing that any one you 
can do, however, you can pick out a field 
and dominate it, be that field big or 
little. You can choose your method of 
attracting, or capturing attention and 
follow that method until it becomes iden- 
tified with you and you with it. You 
can select a medium of self expression 
and perfect yourself in the employment 
of it to a superlative degree. You can 
keep everlastingly at the system you 
take to be your very own and thus have 
more then a chance that it will help you 
accomplish your purpose, and no matter 
what you call your activity it will be cap- 
turing attention ,for only by capturing 
attention can you or any local agent 
multiply his personality and develop the 
contacts so essential to an improved 


public relation and a better, bigger, more 
profitable business. 

One of the most difficult things in ad- 
vertising is to be interesting. Take in- 
surance. The agent who sits down to 
write his own advertising has a tough 
task ahead of him. He can, of course 
(and usually does), announce that he is 
in the insurance business and let it go 
at that. But letting it go at that isn’t 
the job. The job is to interpret the 
agency to the public—to explain it—to 
somehow create a feeling of friendliness 
toward it on the part of the public. 


Personality in Publicity 


Agencies are as different as the men 
who run them. That is another way of 
saying that every agency has a person- 
ality, and it is this personality that must 
shine out from the advertisement. 

Remember the absent-minded business 
man who started his prayer: “This is 
Mr. Jones speaking”? Personality. It 
doesn’t help in your prayers but it turns 
a dull, lifeless advertising message into 
a crisp, human, appealing one. The best 
rule for those who write advertising is 
not to write advertisements, but instead, 
write talk—your talk—the kind you use 
when there is a prospective client on the 
other side of your desk trying to find 
out what agent he should select as his 
insurance counsel. 


Advertising! Campaigns! Not a card 


in the paper now and then. Not an oc- 
casional announcement, when he had 


time to write it. Nobody ever won the 
public with an every-little-while adver- 
tising policy. The agent out in front is 
a hard-hitting, keep-it-up advertiser. He 
plans his campaigns by the year. He 
knows in advance what he is going to 
spend and what he has to sell. His ad- 
vertising appears with clock-like regular- 
ity. Everybody knows he is in business, 
and what is more to the point, every- 
body knows he wants business and if he 
gets it he will handle it expertly. 

The cumulative effect of advertising is 
enormous. An occasional advertisement, 
however good in itself, means nothing. 
It is like a strang of rope, breaking 
under the slightest strain. But take a 
hundred such strands, twist them into a 
cable, and you have something that will 
enable you to hold your place against 
the combined pull of competition. 

What the agent about to launch into 
public relations work needs most of all 
is direction. For even a small campaign 
it is necessary to chart a course of ac- 
tion and stick to it. The easiest way in 
the world to waste advertising money 
is to pursue a policy of indecision, to 
roam around, trying this and that, shoot- 
ing at moving targets, starting some- 
where and stopping on the way, decid- 
ing to go somewhere else. 

It seems a simple matter to select an 
objective and see that every advertising 
move is made in that direction. When 
vou get into vour Chevrolet and start 
for Prospectville on a live lead, vou stick 
to the main highway. You don’t turn 
off at the first inviting crossroad, think- 
ing there might be some one down there 
who might want something in your line. 

It’s the same with advertising. De- 
tours are costly. Changing your mind as 
to where you are going is costly. Get- 
ting off your course without knowing 
it is costly. Experimenting, unless car- 
ried far enough to get a result, is costly. 


Why Some Ads. Aren’t Successful 


The agent who thinks he cannot af- 
ford to add adv ertising to his many other 
agency expenses, is pretty sure to be 
the agent who has been advertising in a 
costly way. He has been trying to use 
advertising in impossible ways; to over- 
load it, to spread it too thin, to limit 
its chance to make good. 

The advertising boat needs a firm and 
experienced hand at the helm. Once a 
course is determined upon, nothing short 
of a typhoon should be allowed to in- 
terfere. 


As a general proposition, two agencies 
in a given locality are just about alike. 
Both understand insurance, both repre- 


sent good companies, both are pleasing 
personalities, both have friends, both en- 
joy good reputations. 

The difference, when there is a dif- 
ference, is in the mental attitude of each 
towards his business and his public. One 
wonders why in the world people are so 
indifferene about so vital a thing as in- 
surance. The other doesn’t wonder 
about such a situation. He recognizes 
it, sees in it an obstacle to his success, 
and puts advertising to work to break 
it down. And this breaking down of re- 
sistance or arousing of interest—it’s the 
same thing—is no evening’s chore, nor is 
it a three months’ job. It takes years. 

So the aggressive agent runs his ad- 
vertising as he runs his business. They 
go along together, day after day, and 
he’s no more thinking of stopping one 
than the other. 





BROKERS TO HOLD DINNER 

The Brownsville & East New York 
Brokers’ Association will hold their third 
annual dinner on Wednesday evening, 
December 12, at the De Luxe Palace, 
565 Howard avenue, Brooklyn, N. Y. 
A. S. Fink is chairman of the committee. 





HEADS BOWLING LEAGUE 
The Merchants Mutual team is holding 
first place in the Buffalo Business House 
Bowling League, with sixteen games won 
and five lost. It has high single game 
total of 972 pins and high three game 

count of 2,791, both league records. 





RICHMOND FIRE LOSS 
Losses from fire in Richmond, Va., in 
October totaled only $4,299, according to 
fire department statistics. Commenting 
upon this low figure, Chief Joynes re- 
marked that the public is evidently learn- 
ing something about fire prevention. 





C. H. JONES AN ADJUSTER 
Carroll H, Jones, formerly with the 
automobile claims department of the 
Fire Association fleet, has opened an in- 
dependent adjuster’s office in the Drexel 
building, Philadelphia. 





Seaman & Ryder, Inc., Hempstead, L. 
T., has been chartered at Albany with 
$10,000 capita! to engage in the general 
insurance business. Walter W. Ryder, 
Charles P. Seaman, Garden City, and 
Vercy E. Griffin, Hempstead, are direc- 
tors and subscribers. 





218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 
FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
hicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Ste, 
San Francisco, Cal. 
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HARRY C. FRY, Jr., President 








; 307 FOURTH AVENUE PITTSBURGH 
| LOGUE BROS. & CO., Inc. 
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INSURANCE STOCKS 


POUT iis 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Hanover 1176 























J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 
Wide Experience Prompt Service 
Moderate Charges 
Tel. 221-4 Washington 
Warren, Conn. Cornwall Bridge P. O. 








THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 

New York City 
Howie, Jarvis & Wright, Inc., 
General Agents 
Metropolitan District 
99 John Street, New York 




















O. J. PRIOR, President 








INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 








W. M. CROZER, Secretary | 


























Royal Exchange Assurance 
THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 


(New Hampshire Corporation) 
CAR & GENERAL INS. CORP., Ltd. 
The First Company Organized to Insure Automobiles 
95 Maiden Lane, New York 
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W. A. Rattelman With 
Cosmopolitan Fire 


ASSISTANT TO J. A. BLAINEY 
M. L. Weegee Bosnnes Chief Ac- 
countant of New Company; Enters 
Additional States 





The Cosmopolitan Fire of New York 
jis now Organizing a home office staff 
under the direction of James A. Blainey, 
vice-president and managing  under- 
writer. The company has now been li- 
cens'd in New York, Massachusetts, II- 
jinois, Missouri and Maryland and will 
enter other states shortly. W. A. Rat- 
telmin, who has been with the National 
Liberty for several years, will become 
assisiant to Mr. Blainey and M. L. Fitz- 
patrick, who has been with the J. S. Fre- 
linghuysen organization, has been ap- 
pointed chief accountant. 

For the time being the Cosmopolitan 
is receiving its business solely from the 
Hancock Agency in New York, which 
does a nationwide business in insuring 
hotels and theatrical property, and from 
Corroon & Reynolds, Inc., its metropoli- 
tan general agents. The Hancock Agency 
will occupy offices on Platt street ad- 
joining 92 William street where the Cos- 
mopolitan has its headquarters. Agents 
will soon be appointed in the large cities 
where the company is entered and from 
these centers the agency plant will be 
enlarged. ; ; 

Mr, Rattelman was at one time special 
agent of the Home in western Pennsyl- 
vania and later became a special for the 
National Liberty. With this latter com- 
pany he came to the home office in New 
York as superintendent of agencies, su- 
pervising successively the Middle States, 
New England, the Middle West and the 
Pacific Coast. During the World War 
he served overseas with the rank of ma- 
jor of infantry. 

Mr. Fitzpatrick was for several years 
with the United States Government, do- 
ing a large amount of accounting work. 
When he turned to insurance accounting 
he was with the Meserole group for 
ebout six years before he joined the 
Frelinghuysen office. 


LOUIS 0. KOHTZ IS DEAD 





Veteran General Agent of Aetna Fire in 
Western Department Passes Away; 
Inland Marine Specialist 

With the passing of Louis O. Kohtz, 
at his late home in Chicago, on Friday, 
November 2, the colorful career of one 
{ Chicago’s veteran insurance men is 
ended. Mr. Kohtz was born in Saxony 
in 1844 and came to the United States 
at the age of thirteen. He served in the 
Civil War as a private in the Sixteenth 
Wisconsin Volunteers, being detailed for 
special service in the adjutant general’s 
fice at Vicksburg, Miss. After the war, 
he remained in the army until 1866, and 
‘wo years later entered the insurance 
business as policy clerk for the Aetna 
Fire) in Chicago. He remained in the 
active employ of that company for 
hearly sixty consecutive years, 

, Mr. Kohtz became the company’s 
ookkceper and cashier in Chicago in 
1875, and ten years later was made as- 
‘stan’ general agent. In 1911 he was 
‘ppomted general agent for the inland 
marin’ department, and when the com- 
bany's Western department was trans- 
rived from Cincinnati to Chicago, Mr. 
Nohtz was appointed assistant general 
agent in charge of the Cook county de- 
“attment: later he was given the title 
;, Scrcral agent. It was largely due to 
th Personal efforts that the Aetna owes 
he high standing of its Cook county de- 
birtment today. On January 1, 1924, he 


ILLINOIS RESOLUTIONS 





Four Fire Companies Condemned for 
Violating Principles; Public Utilities’ 
Support Sought 

Resolutions declaring four fire insur- 
ance companies to be in violation of 
agency principles were adopted and a 
protest against public utility companies 
becoming self-insurors or doing business 
with reciprocals or mutuals, was made 








retired as Cook county general agent, 
but retained his general agency for the 
Western marine department until May, 
1920, when he retired and was placed 
on hte company’s reserve list. He 
served for many years as superintendent 
of the Inland Marine Lumber Pool, made 
up of a number of companies handling 
marine insurance on the Lakes. 





at the annual convention of the Illinois 
Association of Insurance Agents at 
Springfield last week. The meeting was 
the most largely attended in the asso- 
ciation’s history, over 250 agents regis- 
tering, to say nothing of the large num- 
ber of company executives who were 
present. 

The companies declared in violation 
were the Firemen’s of Newark; Girard 
Fire & Marine; Northwestern National 
and National Union. The first two were 
said to be “intentionally and continuous- 
ly” in violation of the principle oppos- 
ing appointment of financial institutions 
as agencies; the Northwestern National 
was said to be in violation of the prin- 
ciple of agency ownership of expirations, 
and the National Union was said to have 
violated the rule against multiple agency 
appointments and the appointment of 
financial institutions. 





ILLINOIS ASS’N OFFICERS 

The Illinois Association of Insurance 
Agents last week elected the following 
officers at the annual meeting: president, 
R. W. Troxell, Springfield; first vice- 
president, W. A. Schneider, Kankakee; 
second vice-president, A. J. Treninga, 
Chicago; third vice-president, F. J. Bu- 
delier, Rock Island, and secretary-treas- 
urer, Shirley E. Moisant, Kankakee, re- 
elected. Retiring President James M. 
Newburger was elected chairman of the 
board of directors. 





TO MOVE TO NEW OFFICES 
The National Guaranty Fire and the 
Independent Bonding & Casualty, its 
casualty mate, removed on October 29 
from the Military Park Building, New- 
ark, to new and enlarger home offices 
at 29 Cedar street, Newark. 
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Home Gets Control 
Of National Liberty 
Group Of Companies 


(Continued from Page 1) 

The Home group has been composed 
of the Home Fire, the Franklin Fire of 
Philadelphia, the City of New York, the 
New Brunswick Fire of New Brunswick, 


N. J.; the Halifax Fire of Nova Scotia; 
the Carolina of Wilmington, N. C.; the 
Harmonia Fire of Buffalo, N. Y.; the 


Homestead Fire of Baltimore, Md., and 
the Georgia Home of Georgia. The Na- 
tional Liberty group has consisted of the 
National Liberty of America, the Balti- 
more American of New York and the 
Peoples National Fire. 


Stock Dividend Authorized 


The directors of the National Liberty 
authorized a declaration of a 300% stock 
dividend out of its surplus, while the 
directors of the Baltimore American and 
the Peoples National authorized split- 
ups of their stocks, changing their shares 
from $10 to $5 par value, thereby putting 
all the securities of the National Liberty 
group on a $5 par value basis. 

The Home Security Corporation or- 
ganized recently by Home Insurance as 
a holding company, will acquire a block 
of shares in each of the companies of 
the National Liberty group for its own 
account and will offer to the sharehold- 
ers, agents and employes of Home In- 
surance and its present associated com- 
panies and of the National Liberty group 
an opportunity to purchase stock of the 
latter group on the basis on which it will 
effect its purchases. 

3ased on these figures, National Lib- 
erty stock will be offered at $32.50 a 
share, Baitimore American Insurance 
stock at $50 a share and Peoples Na- 
tional Fire stock at $37.50 a share. These 
prices will be effective after the 300% 
stock dividend has been paid National 
Liberty stockholders and the par value 
of Baltimore American and Peoples Na- 
tional shares has been reduced from $10 
to $5. 


Price of Subscriptions 


Those receiving rights may subscribe 
to units consisting of ninety shares of 
National Liberty stock, five shares of 
Baltimore American stock and_ five 
shares of Peoples National stock at $3,- 
362.50 a unit. There is to be no sched- 
ule of participation and all orders will 
be filled after November 12 in the order 
received. The Security Corporation re- 
serves the right to reject or scale down 
subscriptions in accordance with what- 
ever over-subscription it receives. 

The Home was organized in 1853 and 
has assets of more than $96,000,000. The 
National Liberty was organized in 1859 
and has assets of more than $37,000,000 
and will add to the Home group other 
assets and more than $50,000,000. 

Management of National Liberty was 
taken over by interests affiliated with the 
Financial and Industrial Securities Cor- 
poration in January, 1924, and at that 
time ranked twenty-eighth in size 
among the fire insurance companies. To- 
day it ranks as the eighth largest com- 
pany in the United States. 

Negotiations for the proposed consoli- 
dation have been in progress for months 
among President Charles L. Tyner and 
Vice-President Wilfred Jonas, chairman 
of the Financial and Industrial Securities 
Corporation, and E. M. Rebstein, execu- 
tive secretary of the National Liberty 
group, for the latter organization. A 
special committee dealing with the mat- 
ter on behalf of the Home was composed 
of Clarence H. Kelsey, president of the 
Title Guarantee & Trust Company; 
Charles G. Meyer of the Cord Meyer 
Company and Edwin A. Bayles of Wil- 
liamson & Bayles. A committee repre- 
senting the National Liberty group con- 
sisted of President George U. Tompers, 
Vice-Presidents Norman T. Robertson 
and Charles H. Coates, Secretary Benja- 
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SURPLUS TO POLICY 
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INSURANCE ASSOCIATION 

CAMDEN, NEW JERSEY 
HOLDERS $5,548,708 
ASSETS OVER $12,200,000 


A PERSONAL, HELPFUL AGENCY COMPANY 
WITH TRADITIONS OF AGE AND FAIR DEALING 
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min B. Weaver and Controller Alfred J. 
Barrett. 
New Officers of Companies 

Mr. Tyner is to become president of 
each company in the National Liberty 
group. Mr. Tompers, preferring to be 
relieved of his active duties, will remain 
as a director of the companies. Mr. 
Kurth, Clarence A. Ludlum, Frank E. 
Burke and Vincent P. Wyatt of the 
Home will be elected vice-presidents of 
the companies in the National Liberty 
group, and some of the directors of the 
Home will be elected to their boards. 
Sumner Ballard, president of the Rein- 
surers Underwriting Corporation, was 
the intermediary in the negotiations. 

The companies in the National Liberty 
group will come under the Home man- 
agement, while agents of both groups 
will be enabled to take larger lines. In- 
creased efficiency of management and de- 
creased expenses of operation are ex- 
pected. 

The National Liberty will rank second 
in size to the Home in the group. Fig- 
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follow: 
Assets Capital Surplus 

Home - $96,300,766 $18,000,000 $25,799,242 
Nat. Lib.. 37,410,076 10,000,000 15,758,100 
Franklin 

Fire ... 12,381,940 1,000,000 3,943,488 
Balt.-Am- 

erican 7,668,136 1,000,000 4,151,670 
City of New 

York 6,434,603 1,000,000 1,981,453 
People’s 

Nat, ...  5S:363,705 1,000,000 2,217,568 
New Bruns- 

wick 3,923,977 1,000,000 1,417,659 
Harmonia 

Fire ... 2,395,947 500,000 873,850 
Carolina. . 2,208,278 500,000 686,060 
Halifax 

Fire ... 1,872,855 1,000,000 655,000 
Homestead 

Fire ... 1,418,049 500,000 437,047 
Georgia 

Home 986,280 200,006 154,653 

Total ..$178,164,617 $35,700,000 $58,075,798 
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Security Valuations 


The securities of the Home fire ¢ 
and of the National Liberty group 
been especially popular in the last 
years. An indication of this popu! 
is evidenced by the fact that stock o: 
Home Securities Corporation, which 
offered the Home stockholders Se; 
ber 17, 1928, at $15 per share sold y 
thirty days at 200% advance—$45.(x 
share within thirty days of the off; 

When the Home took over the :an- 
agement of the Halifax Fire the stock of 
that company was selling at $20 a shar 
and rose promptly to $55 per share. 

The management of the Georgia I ome 
was taken over by the Home this year. 
The stock of the Georgia Home sold 
shortly before the Home of New York 
took over the management at $90 per 
share. It sold at $275 per share when 
the Home took it over, and sold recently 
at over $400 per share. 

The net surplus of the National Lib- 
erty on January 1, 1924, was about $3- 
000,000; on January 1, 1925, the net sur- 
plus of that company was $4,003,663; on 
January 1, 1926, $5,552,501; on January 
1, 7927, $7,064,683, and on January 1, 1928, 
$14, 689,493. 

The National Liberty stockholders dur- 
ing that time received a 33 1/3% stock 
dividend, and later a privilege to sub- 
scribe for additional stock on the basis 
of $50 per share, in addition to which 
the National Liberty paid 65% in cash 
dividends during the current year. 
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CHARLES E. MATHER DEAD 





Prominent Philadelphia Fire and Marine 
Agent and Broker Passes Away 
at Age of 78 Years 

Charles E. Mather, head of the promi- 
nent Philadelphia fire and marine agency 
and brokerage firm of Mather & Co, 
died at his home in Haverford, Pa., on 
Wednesday of last week following a 
paralytic stroke which seized him earlier 
in the day. He was seventy-eight years 
of age. Mather & Co. have branch firms 
in New York and Chicago. Funeral serv- 
ices were held on Sunday at Haverford. 

Mr. Mather founded his firm in 1873 
and remained at the head of this and the 
allied firms up to the time of his death. 
For the last three or four years he has 
not been fully active in business on ac- 
count of impaired health. His specialty 
was marine underwriting and he was 
considered the dean of Philadelphia 
marine men. 

Born at Langhorne, Pa., February 10, 
1850, Mr. Mather entered the office of 
the American Fire as a boy and in 1873 
established Mather & Co. now ranking 
third among the oldest agency firms in 
Philadelphia. Mr. Mather was also presi- 
dent of the Transportation Mutual and 
the American Shipbuilders’ & Ship- 
owners’ Mutual of Philadelphia and vice- 
president of the Cotton Marine & Fire 
of Philadelphia. He was also a director 
of the American & Foreign of New York 
and associated with the American Bu- 
reau of Shipping and a member of the 
American Committee of Lloyd’s Register 
of Shipping. 

Mr. Mather was a great sportsman 
and a member of many of the leading 
clubs of Philadelphia and New York. His 
wife died in 1908 and he is survived by 
two sons, Victor C. and ‘Gilbert Mather, 
and two daughters, Mrs. Thomas P 
Harney and Miss Josephine C. Mather. 
Two sisters also survive him. 





ELECTED TO P. F. U. A. 

The Empire State of Watertown, the 
Pennsylvania Indemnity Fire Corpora 
tion of Philadelphia, and the Trinity 
Fire of Texas, have been elected mem- 
bers of the Philadelphia Fire Under 
writers’ Association. 





CAROL SINGERS DANCE 
The Carol Singers of One Hundred 
William Street will give a dance in the 
rooms of the Insurance Society o/ New 
York on Monday evening, December 4 
from 6 until 10 o’clack. ' 


com] 
$1,00 
fecte 
surp) 
and | 
par, 

a sui 
of O\ 
$250), 
taker 
1910 
surp| 
milli 
mark 
cffice 


Th 
get | 
the f 
ment 
Vis, 
firm 
Surar 
State: 
the . 
Ville 
Ject 
creas 
tucky 
great 
and 
duce, 
Main 





aking 
ns in 
presi- 
| and 
Ship- 
vice- 
Fire 
-ector 
York 
1 Bu- 
rf the 


cister 


tsman 
-ading 
k. His 
ed by 
ither, 
as 


‘ather. 


n, the 
I pora- 
frinity 

mem- 
nder- 


indred 
in the 


si New 
nher ‘ 


November 9, 1928 

















Page 29 

















Recent Fire Insurance Decisions 





In an action by an insured and a 
mor:gagee on a fire policy over a dwell- 
ing house, reformation of the policy was 
sought for mutual mistake, on the 
ground that it was the intention of the 
insurance company’s agent and the in- 
sured and the mortgagee that the con- 
trac’ should protect the mortgagee’s in- 
tere:t without being contingent on the 
liability of the company to the insured, 
but _hat by mutual mistake or fraud of 
the insurance company only a policy with 
a loss payable clause was written. 

It was admitted that the insured has 
sold the property prior to the fire, so 
that the policy was not then in force, 
and uo recovery could be had on it un- 
less it was properly reformed. The mort- 
gagee testified that he thought the agent 
knew he had a mortgage on the prop- 
erty, but apparently he thought his in- 
terest was protected by the loss pay- 
able clause. 

The agent testified that the insured 
told him to write the policy with a loss 
payable clause, that he did not explain 
to the mortgagee the difference between 
that clause and the standard mortgage 
clause, although he knew that the mort- 
gazee had an interest he wished to pro- 
tect and supposed it was a mortgage, 
and also that he had a standard mort- 
gage clause in his office. 

The mortgagee, recalled, testified that 
he did not know the property had been 
sold before the fire. The policy, when 
executed, was delivered to the mort- 
gagee. 

Text of Court’s Opinion 

After stating the general rules as to 
the reformation of insurance policies, the 
Kentucky Court of Appeals said, Aetna 
Ins. Co. v. Steele, 299 S. W. 1091: 

“It is at once apparent that the evi- 
dence of fraud or mistake does not come 


up to the required standard. Neither 
Mitchell (the mortgagee) nor Jones (the 
insurer's agent) testified that it was 
agreed between them that the contract 
should insure and protect the interest of 
Mitchell without being contingent on the 
liability of the company to Steele (the 
insured). There was no evidence of any 
agreement that any change in the title, 
inierest or possession ot the property 
should not affect the company’s liabikity 
to Steele. 

“There was no evidence that it was 
agreed that the standard mortgage clause 
should be attached to the policy and that 
by mutual mistake the loss payable clause 
was attached. Even Mitchell’s evidence 
goes no further than to say that he un- 
derstood and believed that when the pol- 
icy was delivered to him it would pro- 
tect his interest in the property. 

“As a matter of fact, his interest was 
protected in the usual way, even if he 
had gone further and stated that it was 
his understanding and belief that his in- 
terest would be protected without re- 
gard to any act on the part of Mitchell, 
the mere understanding and belief of 
one of the parties to a contract is not 
sufficient to show that by reason of fraud 
or mistake the contract, as executed, did 
not conform to the real agreement be- 
tween the parties. Construed as a whole, 
the evidence shows that the agent is- 
sued, and Mitchell accepted, a_ policy 
with the usual loss payable clause, with- 
out any agreement whatever that a dif- 
ferent policy should be issued. We are 
therefore constrained to the view that 
the chancellor erred in reforming the 
policy.” 

Judgment for the plaintiffs was re- 
versed and the cause remanded, with 
directions to enter jndgment in confor- 
mity with the opinion. 








MASS. F. & M. CAPITAL 





Will Be Increased From $500,000 to 
$1,000,000 by Stock Dividend and 
Sale of New Stock 
The directors of the Massachusetts 
Fire & Marine have recommended to the 
stockholders that the capital stock of the 
company be increased from $500,000 to 
$1,000,000 and that this change be ef- 
fected by the transfer of $250,000 from 
surplus to capital as a stock dividend 
and $250,000 in new stock to be issued at 
par. The Massachusetts F. & M. had 
a surplus at the beginning of this year 
of over $1,150,000 so that the transfer of 
$250,000 to capital account will be easily 
taken care of. The company started in 
1910 with $500,000 capital and $500,000 
surplus. Putting the company into the 


million dollar capital class will be of 


marked advantage it is believed by the 
cfficer S. 





KENTUCKY FIRE RATES 


The only way that Kentuckians can 
get lower insurance rates is to reduce 
the fi'e losses in this state, is the state- 
ment during the week by Harry V. Da- 
vis, ir. of Louisville, member of the 
frm { the H. V. Davis Company In- 
suran-e Agency. The occasion of the 
State: ent was an entertainment given by 
the merican Business Club of Louis- 
ville t which Davis talked on the sub- 


Ject i insurance. He said that the in- 
‘reas: in the fire insurance rates in Ken- 


tucky of 12'44% was made because of the 

seat losses that the companies sustained, 

sl nat the rates would never be re- 
cer 


as loss at the insurance losses re- 
Maincd so large. 


CONDITIONS IN SOUTH 


Louis P. Jersey, agency superintend- 
ent for the Continental group, returned 
to his headquarters in New York this 
week tollowing a trip through southeast- 
ern territory. Stopping over for a day 
or two in Richmond, Va., in his way 
back to New York, he commented upon 
business conditions in the territory tra- 
versed by him. He found business not 
so good in Florida and the southern part 
of Georgia. In north Georgia business 
was picking up as it was also in North 
Carolina and portions of Virginia which 
he visited. He found conditions in South 
Carolina anything but good, due to floods 
which visited that state during the sum- 
mer. Mr. Jersey formerly supervised 
Virginia for the Fidelity-Phenix, one of 
the Continental group, having been pro- 
moted to his present position a few 
months ago. 





EASTON LOCAL BOARD 


A new local board has been formed 
by fire and casualty insurance agents at 
Easton, Pa. The temporary officers are: 
President, Henry McKeen, Jr.; vice- 
president, Charles B. Brunner; secretary, 
William H. Lindeman, and_ treasurer, 
George N. Beisel. Field Secretary C. H. 
Doscher of the National Association of 
Insurance Agents and Secretary F. D. 
Moses of the Pennsylvania Association 
assisted in the formation of this board. 





NOW IN NEW QUARTERS 


Lippman & Lowy, Inc., general insur- 
ance agents, have moved to the'r new 
quarters in the Military Park Building. 
The new quarters will also be the home 
office of the Ajax, Essex Fire and Essex 
Fidelity, of whith Lippman & Lowy are 
general managers. The Sussex Fire, of 
which the firm is also general agents, 
will remain at the old office located at 
44 Clinton street. 








JOHN HANCOCK SERIES 


KNOCKING at the 
AGENT’S DOOR 


Are You Missing Opportunities 
to Write Group Insurance P 





AN AGENT had written various lines of insurance for 
several employers. 


Each employer had in his employ a sufficent number 
of men to warrant an interest in Group Insurance. 


The Agent had never mentioned Group 
to these Policy holders. 


He talked things over with our Group experts and 
made contracts for them with this list of prospects. 


We did the rest and the agent received full com- 
mission for the business. 


The clients were satisfied and so was the agent. 


Let us tel you how we can do it for you. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SIXTY-FIVE YEARS IN BUSINESS 














Great American 
Insurance Company 


= New Pork sz 


Company 
INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12.500,000.00 


RESERVE FOR ALL. 8! LIABILITIES 


23,.422,855.21 


NET SURPLUS 


2 1.060,1 19.35 
56,982,974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 
310 South Michigan Avenue, Chicago, Ill. 
CG. R. STREET, Vice-President 
PACIFIC DEPARTMENT 
233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww.H. ma gp rg ns Agents, | 11 So. William Street 
SAN FRANCISCO—George L. ger, 233 S Street 
CHICAGO—Wam. H. McGee & Co. abr 1 Agts.. insurance Exchange Bld¢. 





AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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Aircraft Damage 
Pushed To The Fore 


PUBLIC NOW IS_ AIR -MINDED 


Boston and Old Colony Companies Feel 
This Will Be One of the Leading 
Fire Sidelines 





Aircraft damage insurance is the most 
widely talked about fire insurance sideline 
today. Nearly every fire company writing 
any kind of aircraft coverage is featuring 
this form of protection. Ray C. Dreher, 
editor of the “Accelerator,” the monthly 
publication of the Boston and Old Colony 
companies of Boston, who himself is -an 
experienced aviator, publishes some excel- 
lent sales material on aircraft damage in- 
surance for the benefit of the agents of 
those two companies. He says the pro- 
gressive local agent is talking to prospects 
avout this new line of coverage. It serves, 
he says, as an entering wedge to persons 
who have given their fire insurance to 
ether agents. All in all, aircraft insurance 
is a first class tool in an agent’s selling 
kit. 

Extracts from the sales points of the 
“Accelerator” follow: 

Swift, right-on-time mail planes; great 
three-motored transport planes; com- 
fortable passenger planes carrying busy 
executives to distant appointments; pol- 
ished business planes with every-where- 
at-once sales managers; battered in- 
struction planes wth clinched hands of 
students on the “stick” trying to keep 
the nose on the horizon; pleasure planes 
taking their owners away for week-ends 
—advertisng planes with electric signs or 
writing some blurb in smoke; trim, ef- 
ficient Army and Navy planes with their 
striped rudders and their insignia flash- 
ing on their wings! 

World Getting Air-Minded 

The world is gettng air-minded! 

If you live in a city or town whose 
population is familar wth aircraft—and 
what insurance man does not—you'll see 
a real opportunity for making money 
and getting fine advertising in the latest 
addition to the many forms of insurance 
we wrote: aircraft damage insurance. 

This coverage is written to meet the 
demands of our agents from coast to 
coast who have had urgent calls for the 
coverage due to the increased use of air- 
craft, the intensive building of airports, 
and, most important of all, the number 
of buildings destroyed or damaged by 
falling aircraft. 

You don’t have to know a thing about 
“propeller-pitch,” “alerons,” “angle of in- 
cidence,” “gliding angle,” “R. P. M.,” or 
“drift,” to sell aircraft damage insurance, 
because your prospects are not flyers but 
are property owners. 

Aircraft damage insurance is a neces- 
sity to all property owners within gliding 
distance of airplanes. It does not take 
much imagination to picture what would 
happen to a dwelling if a three-motored 
transport, or even a single-seater plane, 
crashed onto it. 

Rates For This Form 

We are writing aircraft damage insur- 
ance at a minmum rate of 8 cents for 
one year or 20 cents for three years, per 
hundred, with a minimum premium of $5. 
Realizing that the simpler we make the 
policy and the fewer restrictions we have, 
the easier it will be for you to sell it, we 
have discarded the co-insurance clause 
and made no deviation from the rates in 
cases where the property insured is lo- 
cated near an airport. This will sim- 
plify selling. 

















There is Sprinkler 


and Parcel Post Insurances. 


lines. Go after them now. 


for representation. 


ine In 


Right about now business is in full swing, 
going good and promising better. 
ness holds several very good opportunities for 
you. There is Business Interruption Insurance, 
of inestimable value should fire or windstorm 
stop operations of store or factory. 


Leakage Insurance. 
Sprinklers sometimes freeze or become over- 
heated due to lack of proper care, or some 
accident may cause breakage in the pipe. And 
according to your community, there are other 
risks that may be insured against—Riot and 
Civil Commotion, Explosion, Water Damage 


Business Forms Are 
Worth Going After 


And busi- 





These are valuable lines for you to get— 
valuable not only in premiums when sold in 
large numbers, but valuable as leads to bigger 


In localities where this Company is not repre- 
sented, reputable agents are invited to apply 


a a 


naunince Company 
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The most recent figures available are 
those from January to June, 1927, for 
miscellaneous flying in the United States, 
as published by the Department of Com- 


merce. They are: 
Per 
No. Cent. 
Fatal accidents due to error 
iN MNOHNS 6.065 seca cone 13° 52 
Fatal accidents due to power 
hy cl ae (1 | 2 arr 3 12 
Fatal accidents due _ to 
weather conditions ...... 2 “8 
Fatal accidents due to struc- 
ftitat Hattte 6c. docs esas 7 28 


Why This Cover Is Needed 


The above statistics show that acci- 
dents to aircraft do happen, but the need 
for aircraft damage insurance is further 
emphasized when we take into considera- 
tion that these figures cover fatal acci- 
dents only. Think of the great number 
of accidents in which the pilot is not 
killed but other damage occurs. Oil lines 
break, perhaps, over a city, and the pilot 
must pick a landing space within his 
gliding range. He may over-shoot the 
field or he may flatten out his glide, in 
an endeavor to make the spot and an- 
other airplane may pile up. If it hits a 
building, there will be a loss. Rain or 
fog may make a pilot fly low and per- 
haps force him down. In that case, he 
has little chance of finding a landing 
field. Wings have had their fabric ripped 


off and there have been cases where a 
wing has fallen off or a plane caught on 
fire. In these cases the pilot takes to 
=< *chute and the plane falls where it 
will. 

The advertising possibilities of aircraft 
property damage insurance are unlimited. 
Every one is talking flying. Household- 
ers here and there are setting their 
clocks by the mail planes, and it takes 
more than an airplane doing straight fly- 
ing to attract the attention of those on 
the ground. 

Perhaps you can start: off your selling 
campaign by calling on the editor of your 
local newspaper and convincing him that 
he needs an aircraft damage policy. He 
may see the news angle in the policy 
and break the news to his fellow towns- 
men on the front page as a news story, 
or on the editorial page as a tribute to 
the progressiveness of an insurance man. 
You cannot equal that for real advertis- 
ing. Then you can mail out a circular 
to your policyholders and prospects and 
follow them up with personal calls. If 
you would like our advertising depart- 
ment to suggest such a letter for you, all 
you need to do is to let us know. 


HEADS COMMERCIAL CHAMBER 


Thomas M. Welsh, insurance man and 
realtor of Greeley, Colo, has been 
elected president of the Greeley Cham- 
ber of Commerce. 


Credit Managers 
Insist on Insurar ce 


CHECK UP ON - COVERAGES 





Credit Men of Big Corporations Tell 
Various Sidelines They Require 
Buyers to Have 





Credit managers of big corpora‘ions 
doing business with a multitude of lirge 
and small buyers insist upon adecuate 
insurance on all credit transactions, 
‘these credit departments recognize the 
absolute necessity of full protection and 
question all new accounts relative to the 
amount and scope of insurance carried, 
‘This safeguards the corporations (ving 
the selling and at the same time brvad- 
ens the markets for the local agent. The 
latter is in the position of knowing that 
many tradesmen in his community are 
obligated to buy full insurance when 
they receive shipments from wholesalers, 

In the latest issue of “Credit Month- 
ly,” the official publication of the Na- 
tional Association of Credit Men, there 
is a collection of statements from credit 
managers of large companies telling of 
their insurance requirements. Frank D. 
Kock of Armour & Co., president of the 
National Association of Credit Buyers, 
gives these as the rules of his company: 

“This company works largely through 
salesmen both on credits and collections. 
We require all salesmen to furnish us 
with reports on new accounts with their 
application for credit, and on other ac- 
counts as requested; and a part of the 
very essential information that we re- 
quire is something definite regarding the 
fire insurance that is carried by the 
prospective risk. If the salesman fails 
to furnish this we try to get it through 
other channels, or send back after it. 

Inadequate Insurance a Poor Risk 

“This is a very distinct factor in de- 
termining a credit risk. Any risk that 
does not carry adequate insurance is al- 
ways to be regarded as an extended or 
unusual, and in many cases, depending 
upon the circumstances, an unwarranted 
risk. 

“In a company as large as ours, an in- 
surance department is usually main- 
tained which places special, or detailed, 
or blanket insurance on all properties or 
stocks of merchandise, etc., etc., wher- 
ever they may be located throughout the 
country, 

“It has always been the policy for our 
credit department to work closely with 
the manager of our insurance depart- 
ment to the end that through him we 
might obtain information regarding a 
customer’s insurance if we could not get 
it direct. 

“Furthermore, in the event of trouble 
and especially if the risk is regarded as 
a more or less dubious one, the first 
step taken in our company is to verify 
the insurance record on the customer. 
If it is disclosed that we did not have 
a record, or if we were not certain of 
it up to date, our representative would 
be instructed to ascertain, immediately, 
and in as diplomatic a way as possible, 
the names of the insurance companies 
and the amount carried with each. ‘This 
would put us in a position to pri rtect 

our interests promptly in case of al: irm.’ 

Boosts U. & O. 


E. D. Ross, Irwin-Hodson Co., |ort- 
land, Ore., says: 

“I often have occasion to urge a «i. btor 
merchant to keep his merchandise /rop- 
erly insured against fire and to suxgest 
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that he have his property surveyed by 
a tire insurance expert. In this way he 
car be sure he is receiving the lowest 
possible rate a standard approved board 
car. make. He will also find out if his 
rate can be lowered by eliminating haz- 
arvs in his place of business—hazards 
which could be removed at a nominal 
expense, or changes made provided low- 
eriig of the rate would justify it. 

“{ always make sure that the broker 
places his business with thoroughly re- 
lia! ile insurance companies. 

‘\ buyer of fire insurance, should, if 
it be fora manufacturing or distributing 
plant, study the question of use and oc- 
cupancy. Sometimes it is wise to use 
this form of protection even if one has 
to cut down on the main fire insurance 
line to do it.” 

Brace Bennitt, 
Wichita, says: 

Dangers of Cheap Insurance 

“The first insurance contract that our 
firm has with its customers is, of course, 
when the account is opened. Proper 
coverage against fire, hail, wind storm, 
tornado, or burglary is as important an 
item as any other data on the prop- 
erty statement which we ask for when 
opening an account. 

“We make it a point to caution cus- 
tomers against cheap insurance just as 
we would advise them against cheap 
store equipment. Cheap insurance is not 
only very costly but often amounts to 
no protection at all. Some customers 
have tried to equalize their insurance 
premiums by part insurance in a good 
firm and part in a cheap firm. Our ad- 
vice is to leave off the cheap insurance 
altogether. 

“We try to have all of our personnel 
that come in contact with the customers 
well posted on insurance. For instance: 
our salesman may notice a change in the 
building structure around one of his cus- 
tomers’ stores which may tend to reduce 
or increase the rate. The location of a 
store often is the deciding factor as to 
the necessity of burglary insurance. Ex- 
plosion insurance should be carried on a 
store located near industrial plants or oil 
refineries such as we have in this Kan- 
sas territory. Use and occupancy insur- 
ance we recommend in cases where war- 
ranted.” 

Creditors Lost $300,000 

“We had a very good customer in 
Miami who lost his all through the fact 
that he had allowed his tornado insur- 
ance to lapse and his creditors lost $300,- 
000 through this fact—a fire loss would 
have been the same. Before the storm 
he was worth $350,000; after the storm 
he was worth nothing. We should 
know whether a credit risk is insured 
against fire and tornado. 

“Virtually all financial statement forms 
that I have ever had anything to do with, 
have contained questions, asking the 
amount of fire insurance carried on mer- 
chandise, buildings and machinery. For 
some years past the cash surrender value 
of life insurance has appeared on a large 
Percentage of balance sheets. On some 
forms, occupancy, indemnity and credit 
insurance appear. 

“No one can well afford to operate 
a business without insurance and this is 
Particularly true of fire insurance. In- 
surance on the lives of the principal of- 
ficers of a corporation, members of firms, 
particularly if these are what is famil- 
larly spoken of as a ‘one man concern’ 
IS -rowing rapidly. 


Fox Vliet Drug Co., 





GEORGE G. WILLIAMS DEAD 


Ccorge G. Williams, Wisconsin state 
agcnt of the Liverpool & London & 
Gl ve from 1900 until late in 1927, died 
iis home in Milwaukee on Novem- 
ber 1 after a long illness. He was sixty- 
nine years old. For the last year he 


hal been working as an independent ad- 
juster, 





"he Automobile Assurance Agency of 
renton, N. J., has been incorporated 
with 1,000 shares. The incorporators are 
Thomas B. Usher, Anna H. Usher and 
se L. Perlman. 


AMERICAN ALLIANCE CAPITAL 





Directors Recommend Increase from 
$2,000,000 to $3,000,000 and Cut in 
Par Value to $10 a Share 


Directors of the American Alliance 
has recommended to the stockholders 
that they authorize an increase in the 
capital of the company from $2,000,000 
to $3,000,000 and change the par value 
of the shares from $100 each to $10 each, 
thus changing the share capital from 
20,000 shares of 300,000 shares, It is pro- 
posed to issue the new stock at par. A 
special meeting of the stockholders will 
be held on November 20 to act upon 
these recommendations. If both are 
adopted, present stockholders will be 
privileged to subscribe for five of the 
new $10 shares for each of the present 
$100 shares now held. The subscription 
rights are to be exercised on or before 
January 17, 1929, thus the increase in 
capital will not show in the statement 
of December 31. 

Notifying the stockholders of the di- 
rectors’ action, President William H. 
Koop says concerning the proposed 
change in the par value of the shares: 

“The proposed change in par value of 
shares is also recommended by the direc- 
tors, because of the fact that the mar- 
ket value of the present shares makes 
it difficult for persons of moderate 
means to invest in the stock of the com- 
pany. It is believed that a wider dis- 
tribution of the stock is likely to re- 
sult if it is divided into a greater num- 
ber of shares of smaller par value and 
that such wider distribution will be to 
the advantage of the business of the 
company. The result of such change 
would be that the present stockholders 
would receive ten shares of the par value 
of $10 each in exchange for each share 
of the par value of $100 now held.” 





NEW AGENCY FORMED 


Announcement is made of the forma- 
tion of a general insurance business at 
Williamsville, N. Y., under the firm name 
Witmer & Witmer. The partners are 
Glen and John Witmer, sons of A. L. 
Witmer, who was a pioneer insurance 
man of western New York until his re- 
cent death, 





NEW BOSTON OFFICE 


Woodford, Wright & Nash, Inc., has 
been organized in Boston to do a gen- 
eral insurance agency, brokerage and 
adjustment business. The members of 
the firm are Dwight R. Woodford of 
Winchester, president; Saida B. Wright 
of Boston, treasurer; Stewart A. Nash 
of Boston, vice-president, and Joel W. 
Eastman of Boston as clerk. 
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Fire Reinsurance Treaties 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, eens 1, 1928 


CAPITAL PAID IN 
RESERVE FOR ALL ‘LIABILITIES. . 
NET SURPL' 


eer eres eeseseseereee 


US 
yt ata RESERVE FUND......... 


ASSETS eee 
TOTAL SURPLUS TO POLICYHOLDERS..............0+5 


H. A. Smith, President F. 
€. * ie Secretary ae | At > 
CE. Miller, Secretary Cc € 


R. C. Alton 


eee meee er eee eee eesereeseseseseseseees 


eee reese seseeses 


Layton, Vice-President S. 

owee, Secretary 

Hewitt, Secretary F. B. 
Assistant Secretaries 

L. C. Breed (Automobile) 

V.I. G. Petersen (Marine) 


$ 3,000,000.00 
26,549,875.91 
14,525,817.16 
1,@00,000.00 
44,075,693.07 
18,525,817.16 


T. Maxwell, V.-Pres. & Sec’y 
R. M. Anderson, Secretary 
Seymour, Treasurer 


H. B. Collamore 
































Brevoort 


Madison Street, east cf LaSalle 
CHICAGO 


DOWNTOWN, near 
eg al stores, 
usiness 
houses and theatres, 
the Brevoort is pre- 
eminent among Chi- 
tago hotels for qual- 
Ity of service at 
moderate cost. 


E. N. Mathews, 
President. 


R. E. Kelliher, 
Manager. 




















NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


A Company with a continuous 


and unblemished record of over 


a Century in protecting the 


interests of policyholders and 
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MARINE & AUTOMOBILE DEPARTMENT 








Reinsurance Rules 
Adopted By ''he Union 


TEXT OF THE NEW AGREEMENT 


Dispuies To Be Settled by a Court of 
Arbitiators Wiihout Kkecourse to 


Legal Tribunals 
In the report of the recent Baden- 
Jaden Conterence of the International 


Marine tnsurance Union, it was an- 
nounced that the amended rules tor dis- 
putes arising out of reinsurance contracts 


would soon be forthcoming. ‘The tol- 
lowing is the text: 
Article 1 


Disputes arising out of reinsurance 
contracis aie 1 ve settled by a Court 
of Arbitration without recourse to legal 
process. ‘lhe Wartics renounce their 
right of legal process beiore the ordi- 
nary tribunals accorded them by the 
laws of their respeciive countries and 
agree that a decision ot a Court of Ar- 
bitration creates a right of action by the 
party in accordance with the terms of 
the decision of the Court of Arbitration 
and apart from the Ke.nsurance Con- 
tract itself. 

This arbitration agreement is an-inde- 
pendent contract between the parties 


and continues in force even if the rein- 
surance contract should otherwise be 
void ab initio. The Court of Arbitra- 


tion is, therefoie, also competent to de- 
cide the question of the invalidity of a 
reinsurance contract and the  conse- 
quences thereof. 

If the reinsurance contract does not 
contain any express stipulation to the 
contrary, the law to be applied shall be 
that ot the domicile of the ceding party. 

Article 2 

The Court of Arbitration shall be com- 
posed of three arbitrators. Each party 
shall appoint an arbitrator. The two ar- 
bitrators appointed by the parties shall 
choose the third arbitrator, who shall act 
as chairman of the Court of Arbitra- 
tion. If the arbitrators appointed by 
the parties cannot agree as to the choice 
of the third arbitrator, he shall be ap- 
pointed by the chairman of the execu- 
tive council of the International Union 
of Marine Insurance or, if he is inter- 
ested in the dispute, then by one of the 


deputy chairmen in turn, according to 
the order of their representative au- 
thority, or, if they are also interested 


in the dispute, 
of the 
order). 

The two arbitrators appointed by the 
parties shall be managers or under- 
writeis or late managers or underwriters 
of transport (marine) insurance compa- 
nies or transport (marine) reinsurance 
companies. 


then by another member 
executive council (alphabetic 


Article 3 

If in the course of the proceedings 
an arbitrator is unable to carry on his 
duties, the proceedings shall be contin- 
ued and another arbitrator shall be ap- 
pointed in his place in the same manner 
as the arbitrator was if unable to carry 
out his duties. 

Article 4 

If one of the parties desires the set- 
tlement of a dispute by arbitration, he 
shall give written notice thereof to the 
other party, stating at the same time 
the arbitrator appointed by him, and 
that if within a month after receipt of 
the notice the other party does not ap- 
point his arbitrator, the appointment of 
same will be trarisferred to the chair- 
man of the executive of the International 
Union of Marine Insurance. If the other 
party fails to nominate his arbitrator 
within the said time by notice in writ- 
ing, the chairman of the executive of 


the International Union of Marine In- 
surance or his deputies—in the order 
provided for in Art. 2—are authorized 
and required to appoint an arbitrator on 
behalf of the defaulting party. 

Article 5 

Fither party has the right to object 
to an arbitrator within fourteen days 
after having become aware of the con- 
stitution of the Court of Arbitration or 
of the ground for such objection, 

(a) if the arbitrator is himself a party 

to the dispute; 

(b) if there is sufficient ground to jus- 
tify suspicion as to the impartiality 
of the arbitrator. 

The objection to the arbitrator shall 
be referred, without recourse to legal 
process, to the decision, which shall be 
final, of the chairman and vice-chairman 
of the International Union of Marine In- 
surence. The decision shall be given by 
a simple majority of votes, and if the 
votes are equally divided the chairman 
shall have a second or casting vote. 

Article 6 

Fach party shall present to the Court 
of Arbitration a statement of his case in 
writing together with such documents, 
if any, as he thinks fit, and the parties 
if they so desire shall be heard orally 
before the court. In-‘all other matters 
the procedure before the court shall be 
in the absolute discretion of the court, 
which shall also fix the time within which 
e ch party shall present the statement 
of his case and any other documents to 
the court. 

The Court of Arbitration is authorized 
to fix the costs of the proceedings and 
to require a payment in advance in re- 
spect of such costs. 

Every decision of the Court of Arbi- 
tration shall be by a majority of votes, 
but the chairman alone shall fix the 
place where the arbitration is to take 
place. 





Article 7 

The decision of the Court of Arbitra- 
tion shall be delivered in writing and 
the reason for same shall be given. 

As a rule the decision of the Court 
of Arbitration shall be signed by the 
three arbitrators, but the signatures of 
the chairman of the Court of Arbitra- 
tion and of one other arbitrator shall 
suffice to make the decision valid. 

It shall be the duty of the chairman 
of the Court of Arbitration to see that 
the decision of the court is delivered and 
to take the measures required to make the 
decision of the Court of Arbitration le- 
gally valid. 

In a review of the rules, the Journal 
of Commerce (Liverpool), says: 

The Law and Reinsurance Treaties 

“The most important of these Rules is, 
of course, the first, and before consider- 


ing its import, it is necessary to remem- 
ber that there is at the present time 
grave dissatisfaction with regard to the 
law which applies to reinsurance treat- 
ies in England. It would be better per- 
haps to say the law which does not ap- 
ply to reinsurance treaties, for actually it 
would seem that, save in a few excep- 
tional cases, such treaties are illegal. The 
law requires all policies of marine in- 
surance to be stamped in accordance 
with the provisions of the Stamp Act. 
The law has held that a treaty of ma- 
rine insurance is a policy of marine in- 
surance. Unless this treaty can be 
stamped in accordance with the Stamp 
Act it is, therefore, invalid in law, and 


action cannot be taken on it in the 
courts. 
“It is, however, essential to modern 


marine insurance practice that reinsur- 
ance treaties should be used. They are 
the only means by which underwriters 
can protect themselves against excessive 
losses in respect of liabilities which they 
cannot control except within certain 
limits. For instance, in order to obtain 
adequate premiums underwriters must 
accept large maximum lines on open 
covers and open policies. 
that this maximum is reached, so that 
in the ordinary way an underwriter’s 
commitments in respect of his open con- 
tracts are reasonable. 

“From time to time, however, declara- 
tions of 100% are received on open cov- 
ers, and if it so happens that several 
large shipments coincide on one vessel, 
an underwriter may receive, under dif- 
ferent open covers, a very considerable 
liability in respect of a voyage by that 
vessel. Then again, there is the ques- 
tion of liabilities received through agen- 
cies to be considered for it may be that 
an underwriter will accept lines in his 
office and subsequently find that he is 
heavily interested in the same_ risk 
through lines accepted by his agents. 
There are other circumstances in which 
underwriters find themselves saddled 
with heavy liabilities, but enough has 
been said to show how essential it is 
that they should have some means by 
which protection can be obtained against 
these excessive liabilities, and this means 
is, of course, the reinsurance treaty. 

“Now Mr. Schues admitted at Baden- 
Baden that no solvent British company 
had ever attempted to repudiate its lia- 
bilities under a treaty by sheltering be- 
hind the unsatisfactory law which re- 
quires a stamped policy before action 
can be taken. Nevertheless, this course 
is always open, because since it is im- 
possible to determine before hand the 
total of the risk which will be accepted 
under a treaty, it is impossible to stamp 
that treaty in accordance with the re- 
quirements of the Stamp Act. 

“This all sounds very complicated, but 
the situation becomes more apparent 
when it is remembered that in the case 
of the English Insurance Company v. 
the Liquidator of the National Benefit 
Assurance Company, which was fought 
up to the House of Lords, it was de- 
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cided that the English Company cold 
not enforce its claim under treaties wth 
the National Benefit Company becavse 
those treaties were not stamped in «c- 
cordance with the Stamp Act. Th re 
was, however, another. case in the Biit- 
ish courts, that of the Norske-Atlas, in 
which the courts upheld the award of 
an arbitrator despite the fact that this 
award was made in respect of a reinsir- 
ance treaty which was not stamped in 
accordance with the requirements of «he 
Act.’ 





TRADING WARRANTIES BOOK 





New Volume Published by the Interna- 
tional Union of Marine Insurance; 
Given in Four Languages 

The International Union of Marine In- 
surance from Berlin has published a new 
volume on trading warranties, including 
those applying to British North America, 


northwest America, the Baltic, Arctic 
Ocean, East Asian waters, Antarctic 
Ocean, west coast of Africa, east coast 


of Africa and the Black Sea. These war- 
ranties are printed in the English, 
French, German and Scandinavian lan- 
guages and cover fifty pages. Included 
also with this book is a map of the 
world showing trading warranties for one 
country only and warranties for two and 
more countries. 





111 JOHN ST. BUILDING 

G. L. Ohrstrom & Co., Inc.,.a New 
York irivestment house, is offering at 99 
and interest a $2,500,000 issue of first 
mortgage 6% sinking fund gold loan cer- 
tificates on the 111 John Street Building, 
now under construction. The issue is 
dated August 1, 1928, and will run for 
twenty years. Over $200,000 of gross 
annual rentals are already assured by 
signed leases covering approximately 69,- 
284 square feet of space. The average 
term of these leases is more than twelve 
years, and none of them expires in less 
than five years. The tenants under these 
leases include the Indemnity Insurance 
Co. of North America, Standard Acci- 
dent, Geery, Guthrie & Co., Inc., Lewis 
& Gendar and Owens & Phillips. The 
building will be twenty-six stories in 
height. 





GREAT LAKES GRAIN 


Marine interests on the Great Lakes 
face a big late season movement of grain 
and other commodities. Consequently it 
is expected they will keep their steam- 
ers in operation just as long as ice in 
upper lake channels will permit them to 
do so, and will pay the high rates de- 
manded for underwriting late cargoes. 
The Canadian marine department has in- 
timated it may withdraw its aids to navi- 
gation on or about December 7 which 
would tend to prevent major operations 
after that date although insurance will 
be available up to December 15, accord- 
ing to present plans of the underwriters. 





RECOVERING CONVERTED CARS 


The Automobile Protective & Inior- 
mation Bureau is the Chicago division 
of the National Automobile Theft [u- 
reau, an organization maintained by ‘he 
insurance companies for the purpose of 
listing and tracing stolen cars insured 
by these companies. E. L. Richards, 
manager of the Chicago division, writing 
to the National Association of Finance 
Companies said: 

“We believe that no finance comp iny 
or party interested in mortgaged «ars 
has ever met with much success in !iav- 
ing the various police departments co- 
operate with them to the extent of p:ck- 
ing up converted cars, except in cuses 
where the party endeavoring to elicct 
recovery of such a car holds a warrant 
for the purchaser’s arrest. This, of 
course, protects the recovering offi -er, 
whereas if he were to seize or arest 
a party driving it without a warrant he 
would be subject to court action at the 
hands of the purchaser.” © 














kes 
‘ain 
y it 
im- 

in 
1 to 
de- 
oes. 
in- 
avi- 
rich 
jons 
will 
yrd- 


ters. 


RS 
for- 
sion 
u- 
the 
c of 
ured 
irds, 
ing 
ance 





November 9, 1928 








Nt ASTID OR ei ARORA, 


AS 





RE ERA RNS 





UNDERWRITER 


Page 33 





























- CASUALTY ann SURETY NEWS 











Roosevelt To Be Next 
Governor Of New York 


VICTORIOUS IN CLOSE RACE 





His Distinguished Political Career Well 
Fits Him for High Office; Is Vice- 
President of F. & D. 





Franklin D. Roosevelt, Democratic 
nominee for Governor of New York 
State and in business life a general vice- 
president of the Fidelity & Deposit in 
New York, beat Albert Ottinger, the 
Re} ublican nominee, for the Governor- 
ship on election day in one of the closest 
contests ever recorded in the state. So 
keen was the race between them that the 
final result was not known until late 
this week. 

Mr. Roosevelt’s victory was hailed en- 
thusiastically by Democratic leaders ev- 
erywhere and was acclaimed by editorial 





Marceau Studios 


FRANKLIN D. ROOSEVELT 


writers as a marvelous accomplishment. 
In the opinion of the New York “Sun” it 
makes Governor-elect Roosevelt the big 
figure emerging on the Democratic side 
in the national election. This paper said 
editorially: “Carrying New York State 
when a vote-getter of Smith’s amaz- 
ing reccrd went down to defeat 
here, places Mr. Roosevelt in a strong 
Straicgic position as one of the men of 
the democracy to be reckoned with in 
the next four years.” 
F. & D. Rejoices 


There was much rejoicing in the New 
York office of the Fidelity & Deposit and 
offic s of the company elsewhere this 
week when it became definitely known 
that Mr. Roosevelt had been victorious. 
Telecrams of congratulations poured in 
and «veryone wore a happy smile on his 
face. “Daddy” James M. Hoye, the gen- 
tlemen who, with a Chesterfieldian man- 
ner «reets all visitors at the door, 
dancd a jig in spite of his seventy-four 
years. This enthusiastic rooter for Mr. 
Roos velt said that he had sent his con- 





gratulatory telegram to the next Gover- 
nor, expressing the hope that he might 
live to see him serve his term as Gover- 
nor and then as President of the United 
States. 

Prior to his nomination by the Demo- 
cratic party, Mr. Roosevelt had been the 
center of an unusually delicate political 
si.uation. Because of his health Mr. 
Roosevelt had several times refused to 
run for the Governorship but the party 
leaders, especially Governor Smith, 
would not accept his refusals as final, 
The wires between Governor Smith and 
Mr. Roosevelt were constantly kept busy. 
There seemed to be no serious danger 
to Mr. Roosevelt’s health at Albany but 
the doctors had told him that if he avoid- 
ed cold temperatures for two more years 
his walking would be much improved. At 
present he- wears braces and is able to 
get around with the assistance of two 
canes. When he finally accepted “for 
the sake of his old friend Al Smith” 
there was much rejoicing in the Demo- 
cratic camp. 

His Political Career 


Undoubtedly, Mr. Roosevelt is prob- 
ably the best known personality affili- 
ated with the business of insurance, so 
far as the general public is concerned. 
In fact, he has often been called ‘the 
most distinguished man in insurance.” 

He is a member of the famous Roose- 
velt family, but is on the other side of 


the fence from the others politically. A. 


g.aduate of Harvard with tne degree of 
A.B. and of Columbia University Law 
School, he was admitted to the New 
Yo.k bar in 1907 and practiced with Car- 
ter, Ledyard & Milburn. Since 1924 he 
has been a member of the law firm of 
Roosevelt & O’Connor. His first political 
experience was as a member of the New 
York Senate, from which he resigned in 
1913. He was appointed assistant secre- 
tary of the Navy in 1913, serving in that 
office in Washington for several years. 
In 1920 he was nominee for vice-presi- 
dent of the United States. He was 
chairman of that Democratic Con- 
vention at Madison Square Garden, 
where there was the deadlock between 
Smith and McAdoo, which finally was 
broken with the nomination of John W. 
Davis. He also nominated Smith this 
year. 

Mr. Roosevelt is one of the most mag- 
netic men who ever entered public life 
in America. It can be accurately said 
of him that he has no enemies. He has 
constantly been sought to take the chair- 
manship of committees having to do with 
humanitarianism, social welfare and pa- 
triotic activities. In the past few years 
considerable of his time has been de- 
voted in that direction. He was a mem- 
ber of the Hudson-Fulton celebration, 
the commission of the Plattsburg cen- 
tennial and of the National Commission 
of the Panama-P. I. Exposition. He is 
an overseer of Harvard University and a 
trustee of Vassar College, the Woodrow 
Wilson Foundation and of the Seamen’s 
Institute. He is president of the Boy 
Scout Foundation of New York City and 
of the American Construction Council. 

From July to September, 1918, he was 
in charge of inspection of the United 
States naval forces in European waters, 
and in January-February, 1919, directed 
demobilization in Europe. 


(Continued on Page %) 
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FIRE AND LIFE 


2. ASSURANCE CORPORATION, Lid. 


FREDERICK RICHARDSON, United States Manager: 

















Bank of U.S. Deal 
Interests Casualty Men 


INVOLVES CITY FINANCIAL CORP. 





Officials of Both Institutions Are Back- 
ers of Proposed $20,000,000 
Consolidated Indemnity 





The proposed union of interests of the 
Bank of United States with the City Fi- 
nancial Corporation as reported in the 
daily newspapers this week aroused con- 
siderable interest in casualty-surety cir- 
cles inasmuch as the officials of both 
organizations are now actively engaged 
in the formation of the Consolidated In- 
demnity & Insurance Co., a $20,000,000 
company which was recently examined 
and approved by the New York Insur- 
ance Department. 

When the plan goes through (and 
there is every likelihood that it will as 
50% of the stockholders of both institu- 
tions approve of it), it will give the two 
organizations combined resources ex- 
ceeding $210,000,000, of which approx- 
imately $58,000,000- represents capital, 
surplus and undivided profits. To the 
new Consolidated Indemnity this un- 
doubtedly means unlimited financial 
backing, especially since the entire initial 
stock issue of the Consolidated Indem- 
nity has been underwritten by the City 
Financial Corporation, rights to purchase 
part of which are to be offered to the 
stockholders of that company. Every 
holder of two shares of City Financial 
stock is to be entitled to purchase one 
share of the insurance company’s stock] 

Bernard K. Marcus, president of the 
Bank of the United States, is the prime 
mover behind the merger of the two in- 
terests, together with Saul Singer, ex- 
ecutive vice- president of the institution. 
They were responsible for the organiza- 
tion af the City Financial Corporation 
in 1927 and its career has been most 
profitable. Similarly, Messrs. Marcus 
and Singer are the backers of the Con- 
solidated Indemnity and if their past 
achievements mean anything at all a 
bright future is in store for the new 
indemnity company. 





DECLARE DIVIDEND 
A quarterly dividend of 5% has been 
declared by the Commercial Casualty, 
payable December 1, to the stockholders 
of record of November 20, according to 
an announcement made last week by W. 
Van Winkle, secretary of the company. 


G. D. Moore Comptroller 
Of Standard Surety 


TO LEAVE ROYAL INDEMNITY 





Has Been Its Actuary and Ass’t. Secre- 
tary for 14 Years; Active in Cas- 
ualty Actuarial Society 
George D. Moore, for more than four- 
teen years connected with the Royal In- 
demnity as actuary and assistant secre- 
tary, has resigned to take up the duties 
of comptroller with the Standard Surety 
& Casualty, a recently formed carrier in 
New York which is affiliated with the 
Standard Fire and the Tokio Marine & 


Fire. Mr. Moore starts his new work 
on Lecember 1, 1928, and will work in 
close co-operation with Charles’ E. 


Heath, vice-president of the company, 
having charge of the accounting, statisti- 
cal and actuarial departments. 

Mr. Moore started his insurance ca- 
reer in the actuarial department of the 
Mutual Benefit at its home office in 
Newark, after earning his B. S. degree 
in Cooper Union by working his way 
through college at night. After ten 


‘years with that company he resigned to 


become statistician of liability lines for 
the Fidelity & Casualty. In 1914 he as- 
sociated with the Royal Indemnity as 
statistician and soon won promotion to 
the post of actuary and assistant secre- 
tary. When the Eagle Indemnity was 
formed he was also appointed to the 
same offices in that company. 

Mr. Moore was one of the charter 
members and founders of the Casualty 
Actuarial Society and is now one of its 
vice-presidents. He is also president of 
the Association of Casualty & Surety 
Accountants & Statisticians. Mr. Moore 
has served as a member of the actuarial 
and statistical committee of the various 
rating boards and bureaus in the East 
and as such has a thorough knowledge 
of the fundamentals of the business. 





MAY MOVE TO ST. LOUIS 

It has been learned from an apparent- 
ly reliable real estate source that the 
Southern Surety of Des Moines, Iowa, 
has found a downtown location in St. 
Louis, Mo., for its home offices and will 
probably move to this city within the 
next thirty or sixty days. The Southern 
Surety employs about 500 persons in its 
home offices and it is probable that a 
large number of these workers will come 
to St. Louis with the company. 
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Organized Safety New 
Theme in Compensation 


E. I. FIERY’S ILLINOIS TALK 





Declares Knowledge of State Laws Pre- 
requisite; Old Argument of Stock 
vs. Mutual Gone Forever 





E. Irving Fiery, of Bowes & Co., Inc., 
declared last week before the 
annual meeting of the Illinois Associa- 
tion of Insurance Agents that the pre- 


Chicago, 


requisite in selling and servicing work- 
men’s compensation insurance these days 
is to have a thorough knowledge of the 
provisions of the state compensation law. 
He declared that this will enable the 
agent to assist his company in a fair and 
equitable adjustment of all claims, with a 
subsequent assurance of satisfaction on 
the part of the employer that justice 
been done to his employes. Mr. 
felt that was an 
important line that could be solicited and 
he said no other branch of the business 


has 


Fiery compensation 


afforded so great an opportunity for con- 


structive salesmanship and _ intelligent 
servicing. 
The Hidden Cost 


The situation as” he 
far too many 


that 
solicitors find themselves 
upon the threshold of indecision as to 
just where their loyalty lays—as to the 
company or their client—but if by an un- 
derstanding of the law the offer of the 
company is in accordance with its re- 
quirement, there should be no hesitancy 
in recommending its acceptance by the 
emplover, and especially since anv pay- 
ment in excess of that provided for by 
the compensation law, merely adds to 


sees it is 


the total of payments chargeable to the 
experience of the employer for the year, 
and is directly reflected in his rate in 
years to come by the application of the 
experience rating plan. 

Mr. Fiery further contends that argu- 
ments of ten years ago will not sell com- 
pensation insurance today, such as stock 
vs. mutual. He simply will not recognize 
such competition in his solicitation for 
the reason that he is selling a service 
which no mutual can offer. 

Discussing the disclosure made recente 
ly by one of the largest casualty com- 
panies that there was a hidden cost to 
the employer in every accident sustained 
in connection with his operations, Mri 
Fiery said: 

“The question naturally arises, what 
can be done to eliminate this hidden 
cost? The answer is ‘organized safety,’ 
Accidents can be prevented. 

“Your insurance company offers you a 
corps of trained safety engineers, whosé 
services are available to you at all times 
to serve your clients in the preventiori 
of accidents. If the company which you 
represent discourages the use of engi+ 
neers, get rid of it, since its retention 
will only retard your progress in acquir- 
ing worthwhile accounts and make com- 
petition more difficult for you, if you are 
working against representatives of com4 
panies, who are progressive and awake 
to the necessity of modern methods. , 

1348 
Importance of Trained Engineer 

“The trained engineer must be used in 
the formation of a safety and welfare 
organization, which should number 
among its members an executive of the 
company, as well as_ superintendent, 
foremen and welfare men. The welfare 
men should be selected from each de- 
partment. and should be above the aver- 
age intelligence and able to command 
the respect of associates. 

“This committee should meet frequent- 
ly, at which time there should be pre- 
sented for discussion a complete list of 


all unsafe physical conditions and prac- 
tices, which of themselves might be the 
cause of further accidents unless imme- 
diately corrected. There should also be 
a record of all accidents which have oc- 
curred during the previous week or 
month as the case may be, which should 
be investigated by the committee in an 
effort to determine whether caused by 
the negligence of the employes or defec- 
tive machines or materials, and imme- 
diate steps taken to prevent the recur- 
rence of similar accidents. 

“Many plants have installed a card 
fecord system, which will clearly indi- 
cate the number of accidents that have 
occurred on any particular machine, also 
another set of cards, one for each em- 
ploye, which will indicate the number 
of accidents suffered by each empoye in 
the past. When new machines are pur- 
crased, card records are checked in an 
effort to determine whether the particu- 
lar type of machine is one which causes 
accidents. The employer’s cards are pe- 
riodically checked for the purpose of 
continuously suffering accidents. If any 
are found they are summarily dismissed. 

“A further function of this committee 
is to suggest the installation of bulletin 
boards, safety bulletins and to suggest 
and foster friendly competition among 
departments, and see that suitable prizes 
are given to departments progressing 
through the month without lost time ac- 
cidents.” 

The speaker urged the agents present 
to attend such meetings wherever pos- 
sible as further evidence of the fact that 
they believe in them, as well as td gain 
all possible knowledge of accident pre- 
vention methods to be used by agents in 
other plants which they may be attempt- 
ing to interest in compensation insur- 
ance. He said it was important to keep 
the head of the industry fully advised as 
to what the agent and his company are 
doing along safety lines. 

Mr. Fiery’s parting advice was: “Se- 
cure a compensation line and service it 





LEGAL NOTICE 














LEGAL NOTICE 
STATE OF NEW YORK 
INSURANCE DEPARTMENT 
ALBANY 
I, James A. Beha, Superintendent of In-un 
ance of the State of New York, hereby cerify 
pursuant to law that the PACIFIC MUT" AL 
LIFE INSURANCE COMPANY of Califo: nia, 
Los Angeles, California, is duly licensed to 
transact business in this state and in its s'ste 
ment filed for the year ended December 31, 7527, 
shows the following condition: 
Aggregate amount of . admitted 
SOE LET TT $133,226,325.81 
Aggregate amount of liabilities 
(except capital and surplus) in- 


cluding reinsurance ........... 123,048,4! 5.70 
Amount of actual paid-up capital. 4,000,05.00 
Surplus over all liabilities....... 6,177,919.11 
Amount of Income for the year... — 6,871,498.01 
Amount of disbursements for 

GORE sé ciisssiwa bos seaes eve euees 





5,284,964.89 





TAKES OVER FRAUD BOND 


The National Bureau of Casualty and 
Surety Underwriters has agreed to as- 
sume jurisdiction over the rating of the 
fraud bond at the request of the New 
York Insurance Department. This is in 
line with their recent decision to exer- 
cise jurisdiction over the merchants pro- 
tective bond. This agreement was reach- 
ed on October 5. The Towner Rating 
Bureau had previously rated these lines. 





NEWSPAPER MERGER 


“The Adjuster,” oldest insurance jour- 
nal on the Coast; “The Magazine of 
Western Finance” and “Finance and 
Trade,” have been merged. The name 
of the new paper is “Western Finance 
and Trade.” 





for a year intelligently and humanely, 
and you will have built to yourself a 
monument, upon which not only your 
posterity, but those of all employers will 
point with pride.” 























Position Securing Bureau, Inc. 


206 Broadway New York 


“Central Insurance Employment Bureau” 


cAnnounces that it is entering its seventh year of service 
to insurance companies, agents and brokers (all lines) 
supplying qualified insurance employees, both male and 
female, from the highest executive down to the office boy. 


Established in 1922 and placed to date approximately 


16,000 insurance employees local and out of town. 





CORTLANDT 7850 





G. L. STONE 


President 


Formerly employment manager National Surety Company. 
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Rich Fields Ahead 
In Insurable Values 


—_ 


PREDICTION OF L. D. EDSON 





Zurich Man Suggests to Illinois Agents 
to Analyze and Concentrate on New 
Lines For Personal Profit 





I. D. Edson, manager of the accident 
department of the Zurich General, in a 
recent address before the Illinois Asso- 
ciation of Insurance Agents at Spring- 
fiel’, referred to the astonishing expan- 
siot which has taken place in the insur- 
ance business during the last fifteen 
years and disclosed opportunities of in- 
terest to all agents. He said in part: 

“In the past fifteen years the expan- 
sion in the insurance business has been 
enormous. It has been so great that it 
cannot be accounted for on the basis of 
increases in population, prosperity, na- 
tional wealth or general business activ- 
ity; and if you content your mind with 
such explanations you are missing a point 
of vital importance to you. 

“The true reason for this colossal ex- 
pansion has been that new insurable val- 
ues and interests have been discovered, 
recognized and seized upon by capable 
agents for the purpose of creating a sub- 
stantial premium and commission. 


Q 


Analogy in Life Insurance 


“For example, there was a time not so 
very far back in the history of life in- 
surance when the big majority of policies 
were for $1,000 or $2,000 and when the 
agent landed a $5,000 it was a genuine 
achievement. It is a certainty that the 
billions of life business written in, recent 
years, and the millions in commissions 
made by capable agents, have not been 
due to a continuance of the $1.000 and 
$2.000 policy with the infrequent $5.000. 

“On the contrary, this development has 
been due to the introduction of new in- 
surable values and interests. You are 
now familiar with these; you have seen 
how new insurable interests have been 
disclosed to men of affairs, affecting their 
estates, their businesses and their obliga- 
tions so that they have been impelled to 
buv policies of from $100.000 up to $1,- 
000.000 and often more. You have seen 
how the investment aspect of life insur- 
auce has shown tremendous vigor as a 
creator of premiums. You have seen the 
average man come to realize his insura- 
ble duty, adequate provision for his fam- 
ily after death. so that he has forsaken 
the $1,000 or $2,000 policy and is buying 
$10,000 or $25,000 or more. You have 
witnessed the rise to power of a score 
or more of new insurable values, inter- 
ests and duties in the life insurance busi- 
ness which have made a great deal of 
money for life agents. 

“So far as concerns large commissions 

to be made by the agent, and I am sure 
no subject could be more interesting to 
you, you know well enough that in other 
lines, life, fire, casualty, surety and lia- 
bility, the development of new insurable 
values has been translated into commis- 
sions most quickly and most substantially 
among substantial persons, men of af- 
fairs, successful firms and corporations. 
ir insurable interests are important, 
thev have the intelligence to understand 
and ‘he money with which to buy. 
\nd because I want to stick to my 
subject of new agency profits in person- 
al coverages, and point out to you in a 
Drac‘ical way how you can begin procur- 
ing ‘hose profits at once, I am going to 
confine myself to those sources just men- 
tion | from which the quickest and most 
subs antial results can be had. 

\zency ranks today are full of alert, 
resourceful brains. They are canable of 
teal thinking. Let them look for new 
Inst-able values and interests; let them 
See ‘hem, recognize them, analvze them, 
«xpin them to important clients and 
Profit by them. No insurance line, not 
ever life insurance, is so intimately per- 
sons! as that which deals with injuries 


and disease. No interests, therefore, are 
so vital or so appealing, and from a sell- 
ing standpoint you have just about every- 
thing your way if you touch upon the 
right chord of insurable value. 


Workmen’s Compensation Problems 


“Here is another new insurable inter- 
est producing premiums frequently run- 


‘ning into several thousand dollars. Go 


to the head of some successful industrial 
firm or corporation whose operations re- 
quire the services of important and well- 
paid employes such as managers, engi- 
neers, chemists, buyers, expert salesmen, 
executives, superintendents. You will 
there encounter a problem awaiting a so- 
lution. This problem is that workmen’s 
compensation insurance is almost wholly 
inadequate to the requirements of the 
firm with regard to these highly paid em- 
ployes; first, because of the very small 
weekly benefits; and, secondly, because 
only occupational accidents are covered 
and these very employes are the ones 
least exposed to occupational injury. 

“Why is this a problem to the head of 
that firm? Because with regard to im- 
portant highly-paid men he is compelled, 
by custom and ethics and to retain the 
good will of all such employes, to con- 
tinue for a long time the salary of anv 
of them becoming disabled. When a $150 
a week man is drawing $15 a week com- 
pensation and the balance of $135 a week 
is coming out of the firm, the problem 
is obvious. If the injury is non-occuna- 
tional and no compensation is payable. 
the problem is still more obvious. If 
the injurv proves permanent or fatal. the 
problem is accentuated because the firm 
has wholly lost the services of a valued 
employe. 

‘Tell the head of that firm that you 
are prepared to supplement workmen’s 
ccmpensation and solve his problem; that 
without taking individual applications you 
will schedule and insure in one policv the 
men he selects for indemnities pavable to 
the firm and at its disposal; that you 


will pay the firm the amount of each 
man’s salary during temporary disability, 
and that if the case proves permanent or 
fatal you will pay the firm a lump sum 
of $25,000 to $100,000 as desired. The 
firm, for good-will purposes, can con- 
tribute part of this to the employe or his 
family, and have left a substantial sum 
to compensate the firm for the loss of 
a valuable man’s services. 


“Few heads of firms will fail to agree 
with you that workmen’s compensation 
needs supplementing as concerns highly- 
paid employes, and the cost of same dis- 
tributed by insurance so that firms can 
know in advance yearly what their good- 
will practices are going to cost them. Get 
vour company’s rates and forms at once 
for this sort of undertaking and within 
one week from today you will be able to 
prove to yourself the profit to be derived 
from this new insurable interest.” 





MORE DUTIES FOR AMES 


William M. Ames, who has for some 
years past handled automobile under- 
writing for the Central West Casualty, 
has been given the additional respon- 
sibility of the accident and health de- 
partment, succeeding Franklin W. Hus- 
sey, resigned. Mr. Ames has been in 
the business for about twenty years and 
has seen service with the Fidelity & 
Casualty, Globe Indemnity and the Mich- 
igan Automobile Insurance Co. 





APPOINT PHISTER AGENCY 


The Phister Insurance Agency, hav- 
ing offices in both Kansas City and St. 
Louis, has been named by the Massa- 
chusetts Bonding as its general agent 
for the states of Missouri, Kansas and 
southern Illinois, This agency recently 
resigned as general agents of the Mary- 
land Casualty. Laurance H. Phister has 
been elected a resident vice-president of 
the company. 











OU have to sell insurance .... 
and that takes good insurance to the field; 
sell. ... and more! 
tlement of claims, 
writing, sound financing, liberal poli-conditions of their territory; an Ad- 
cies, and resources adequate to han-vertising Department ever ready to 


dle the largest contracts are not 
enough. You need the tools that 
will make selling easy. 

The Union Indemnity Company 
owes its outstanding position in the 
casualty and surety world to its wil- 
lingness to give extra service. Special 
agents ready and willing to lend you 








Northwestern Casualty 
& Surety Company 
Bankers & Merchants Fire 
Insurance Company 





their years of experience gained in 


Prompt set-perienced in all classes of contracts, 
efficient under-with a thorough knowledge of the 


Union Invemniry Company 


Exec. Offices: Union Indemnity Bldg., New Orleans 


skilled underwriters ex- 


co-operate closely with you in the 
preparation of advertising based on 
your ideas .... extra services, all 
offered by the Union Indemnity 
Company to help you sell. 

If you have been looking forward 
to such a connection we will be glad 
to go into details. 


Eastern Dept:100 Maiden Lane, N. Y. 
La Salle Fire Insurance 
Company 
Union Title Guarantee 
Company, Inc. 

















Fireman’s Fund Mer. 
Raps Mass. Venture 


GOODWIN WARNS OTHER STATES 





His Article in “Record” Predicts Worse 
Is Yet To Come When Car Owners 
Apply For 1929 Plates 





Calling the Massachusetts compulsory 
venture as one of the saddest events in 
the entire history of the state and urg- 
ing other states to proceed cautiously 
in any program touching similar legis- 
lation, Assistant Manager R. H. Good- 
win, of the Eastern Department of the 


‘Fireman’s Fund, has directed a message 


to the field force of the company in its 
house organ, the Record, which hits vig- 
orously at the outstanding defects of the 
Bay State Law. Mr. Goodwin’s article 
follows in part: 

The compulsory automobile liability act 
was adopted by the Massachusetts legis- 
lature against the advice of the best 
minds in and out of the insurance busi- 
ness. The evils of ignorance, selfishness, 
stubborn insistence on unsound principles 
and political influence which were con- 
templated have been disclosed and all 
have combined to show that it has been 
a disastrous experiment. In fact, it is 
difficult to perceive any evidence of the 
benefits which were so vociferously pro- 
claimed by its proponents at the time 
it was adopted. 

The number of accident, fatal and non- 
fatal, has not been reduced. The so- 
called irresponsible operators are still le- 
gion. The expense of enactment and 
administration has been exceedingly 
heavy and must ultimately be passed on 
to the citizenry already complaining bit- 
terly of the high cost of compliance with 
the law. 


No Benefits For Companies 


To say that the insurance companies 
have benefited in any way from this 
legislation is successfully refuted by their 
experience which, when filed with the 
commissioner of insurance as required by 
law, indicates conclusively the need for 
material increase in premium levels all 
along the line. It was a foregone con- 
clusion that such increases would follow 
the obligation imposed upon the compa- 
nies to insure all classes and risks offered 
to them. 

Increased rates were considered rea- 
sonable and necessary by the commis- 
sioner who, on the eve of announcenient 
day, felt obliged to resign his office be- 
cause of the pressure of political expe- 
diency. 

The commissioner’s resignation effec- 
tively forestalled the increased rate pro- 
mulgation on September Ist, but it is 
yet to be determined what rates will be 
charged in 1929. The so-called organiza- 
tion companies have asked the Supreme 
Court to review the situation and afford 
them relief, contending that it was the 
duty of the commissioner of insurance 
to promulgate rates for the ensuing year 
on or before September Ist, and, hav- 
ing failed so to do, there is a question 
as to what, if any, rates are binding for 
1929. 

Meanwhile, time passes and_ there 
seems good cause to contemplate the 
worst condition yet developed when the 
car owners in the state make application 
for their next year ’sregistration plates. 





MARTIN SUCCEEDS CARR 

Joseph E. Martin is the new manager 
of the New York Plate Glass Survey 
Bureau, succeeding Charles E. Carr, who 
recently resigned this post to become 
resident manager of the New York 
branch of the Massachusetts Plate Glass. 
Mr. Martin has spent his entire busi- 
ness career in the bureau, having joined 
the organization in 1916 as an inspector. 





TO MEET NOVEMBER 23 


The Casualty Actuarial Society will 
hold its annual meeting and election of 
officers on November 23 in New York 
City. 
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Von Tyszka Sure Of 
Airship’s Stability 


CORRECTS ERRONEOUS REPORT 








Hopes That Underwriters’ Hesitant 
Attitude on This Type of Risk Will 
Soon Disappear 





Heinrich von Tyszka, head of the Ger- 
man aviation insurance pool, who was a 
passenger on the western trip across the 
ocean of the “Graf Zeppelin,’ and who 
had charge of arranging the insurance 
on the big dirigible, feels that some of 
the American papers have conveyed an 
erroneous impression as to the stability 
of the air ship in newspaper reports 
which have appeared since the return 
trip of the “Graf Zeppelin” to Fried- 
richshafen. To offset this impression 
Mr, Tyszka has contributed the follow- 
ing statement to The Eastern Under- 
writer which predicts that the hesitant 
attitude of underwriters in regard to the 
assumption of airship risks will gradual- 
ly disappear. His remarks follow in full: 

The speech made by Dr. Eckener on 
the occasion of the reception dinner in 
honor of the crew and passengers of the 
airship “Graf Zeppelin” following its ar- 
rival at Friedrichshafen has been some- 
what misinterpreted in the American 
press. 

In a correction which appeared in the 
November 3 edition of the “New York 
American,” Dr. Eckener unqualifiedly 
attests to the airworthiness of the “Graf 
Zeppelin” on the basis of the ship’s be- 
havior in the heavy weather over the 
tvewtoundland banks. Indeed, he an- 
nounces his intention to make another 
Atlantic crossing with the same vessel. 

Speed the Strongest Weapon 


Inasmuch as I was a passenger on the 
wesiward flight of the “Graf Zeppelin” 
and have expressed myself from the 
standpoint of the underwriter at various 
times in the daily and trade press on the 
question of the insurance of vessel, pas- 
sengers and crew, I would like to add 
here the following remarks to my previ- 
ous statements : 

The safety of the ship is primarily de- 
pendent upon its speed. Speed is the 
airship’s strongest weapon in its fight 
against storms and all other attacks of 
the elements and speed gives the possi- 
bility of running away from or of side- 
stepping the storm. 

It is consequently erroneous to say 
that there existed danger of a breaking 
apart of the ship by reason of excessive 
strain on its structure. Dr. Eckener 
would never have exposed the ship to 
such risk if it actually had been present. 

The damage to the horizontal port 
stabilizing fin which the ship suffered 
on its western trip is absolutely incon- 
sequential. The airship building com- 
pany, Zeppelin in Friedrichshafen, has 
to .daie built 127 ships, none of which 
has ever sustained damage of a similar 
kind. The investigations into the cause 
of the accident have not as yet been 
concluded and-all surmises in that re- 
gard are merely guesses. The possibility 
that the fabric may have been defective 
or that some mistake may have been 
made in attaching it to the framework 
cannot, of course, be denied. 


To Utilize Experience 


The experience gathered on the last 
Atlantic voyage will, of course, be util- 
ized in future ships. That means in the 
first place, further extension of the 
weather reporting service and improve- 
ments in the radio apparatus which will 
not only guarantee a greater dependabil- 
ity upon the radio reception but also 
facilitate the navigation management. 

At the dinner given in honor of Dr. 
Eckener and his crew by the Chamber 
of Commerce of New York he said: 
“The airship is not as yet a fulfillment 
but only a promise.” These words should 
be kept in mind. We are coming nearer 
and nearer to the fulfillment though I 
do not by any means contend that this 
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will be obtained with the next ship to be 
built. Underwriters may conclude from 
this that the risk will become more fa- 
vorable with each new ship and I would 
like to hope that the hesitant attitude of 
the underwriters with regard to the as- 
sumption of this risk will gradually dis- 
appear, the more so since the increasing 


number of ships will produce a better 


average. 
Predicts Greater Interest 


I firmly believe that the American 
market will in the future take a much 
larger interest in the insurance of air- 
ships. 

American underwriters are just now 
interesting themselves in the much more 
unfavorable hazard of airplane insurance. 
Why should they remain in the back- 
ground in so far as the much more fa- 
vorable airship insurance is concerned? 

In conclusion, | would like to state 
that prior to as well as after the war, 
airships engaged on regular air routes 
have found insurance protection in Ger- 
many. Not the smallest amount of dam- 
age has ever been reported in connec- 
tion with airship risk. From this it 
might be seen how erroneous it is to 
place airship and airplane insurance on 
the samc basis. 





MAJESTIC IND. STARTS JAN. 1 





Approval to Sell Stocks in N. Y. State 

Granted by Insurance Department; 

J. V. Lutz Its Chairman 

The Majestic Indemnity, a recently or- 
ganized New Jersey company, has re- 
ceived permission from the N. Y. Insur- 
ance Department to offer its stock for 
sale in this state. The company, headed 
by Jean V. Lutz, a casualty man of long 
experience, will start with an authorized 
capital of $1,000,000 and a similar surplus 
Inasmuch as the personnel of its board 
of directors is strong enough to absorb 
its present stock issue, it is not known 
at this time whether there will be a pub- 
lic offering. 

The company plans to start about Jan- 
uary 1, 1929, writing casualty and surety 
with especial emphasis on auto- 
mobile liability and security. It will 
nct be a cut rate company, according to 
Mr. Lutz. Its home office is located at 
505 Orange street, Newark, with New 
York offices at 80 William street. 

Officers and directors are as follows: 

Jean V. Lutz, chairman of the board and gen- 
eral manager; J. Franklyn Bouker, president; W. 
Howard Demarest, vice-president; Frederick W. 
Parker, treasurer, and William Langley, secre- 
tary. 


lines 


The board of directors consists of the follow- 
ing in addition to the officers: 


Wilmot FE. Fanning, president, Bensonhurst 
National Bank, Brooklyn; Harry C. Baker, presi- 
dent, Harry C, Baker, Inc., New York; Alfred 
N. Baum, secretary of the Criterion, the Traders 
and the Auto Trade Building & Loan Associa- 
tions, Newark; Arthur J. Foley, director Utica 
National Bank & Trust Co., counsel, Utica Gas 
& Electric Co., Utica, N. Y.; Clark T. Brown, 


Insurance, New York. 


Also Michael H. Cahill, president, New York 


State Bankers’ Association, president Plaza 
Trust Co., New York; Joseph V. O’Leary, gen- 
eral counsel for the company, member of Mc- 
Intyre & O’Leary, attorneys, New York; George 
L. Grobe, director and counsel, Claud Neon 


BANK BURGLARY RATES JUMP 





Increases Made Effective in 14 States 
on Nov. 5 by National Bureau; 
Loss Ratio Excessive 
Several rate adjustments in bank bur- 
glary and robbery insurance were made 
effective on November 5 by members of 
the burglary department of the National 
Bureau of Casualty & Surety Under- 
writers, due to the increasing bank rob- 
bery losses and the excessive loss ratio 

in this line. 

The states that will take an increase 
are: Alabama, Arkansas, California, 
Colorado, Idaho, Indiana, Missouri, 
Michigan, Montana, Nebraska, New 
Mexico, North Dakota, South Dakota 
and Texas. On the other hand Illinois, 
with the exception of Cook, Dupage, 
Lake, St. Clair and Will counties, has a 
favorable experience and a reduction has 
been made. 

_A review of the bank robbery expe- 
rience in places of less than 1,000 popu- 
lation shows that the loss ratio is very 
bad. Apparently the banks in these 
small towns are the easiest to rob and 
full advantage of this fact is taken. In 
order to allocate a greater proportion of 
this burden to the proper banks it was 
decided to increase the rates for such 
banks 20%. 

_In the bank burglary line the situa- 
tion is a little different and some reduc- 
tions were made in the states of IIli- 
nois, North Carolina, Ohio and West 
Virginia. On the other hand the state 
of Tennessee was increased. 

_In places of less than 1,000 popula- 
tion a somewhat similar situation exists 
in the bank burglary line and the rates 


for banks in such places were increased 
10%. 





E. M. ALLEN HOST 


Edward M. Allen, executive vice-presi- 
dent of the National Surety, figured 
prominently in the social columns of the 
daily papers on Wednesday when he 
gave a luncheon at Pierre’s for his 
daughter, Miss Martha Kay Allen, and 
Miss Jane Porter Breed, both of whom 
will be formally introduced to society 
at a dinner dance to be given at the 
Ritz-Carlton Hotel, January 1. Among 
those present were Mrs. Spencer Welton, 
Mrs. Edward, A. St. John and Miss Jane 
Rathbone. 





CALLS PUBLIC HEARING 


Arthur E. Linnell, acting insurance 
commissioner of Massachusetts, has 
called a public hearing on November 14 
in the Boston state house for the pur- 
pose of considering the classifications of 
risks and schedule of premium charges 
which shail be fixed and established for 
1929 on compulsory automobile liability 
business. 





The Bankers Indemnity has beer li- 
censed in Alabama. 








Displays, Inc., Buffalo; Arthur McCausland, at- 
torney, New York; Stephen Guardino, Rinelli 
& Guardino, ship contractors, director, Banco di 


. Sicillia Trust Co., New York; George S. Wing, 


Montclair, N. J., of Wing & Wing, attorneys, 
New York; Ralph M. North, Phelps, Dodge 
Corp, formerly president, Verona Trust Co., 
Verona, N, J. 
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STODDARD’S CHICAGO REPORT 





Czlls Rules Only a Gesture; Comps nies 
Making No Effort to Keep Goo:} 
Faith With Each Other 

Colenel Francis R. Stoddard’s survey 
of Chicago surety conditions, as sul nit- 
ted recently to the National Agency ¢om- 
mittee and later sent to the compa ies, 
reveals that the rules are being gen-ral- 
ly disregarded, with no real effort | cing 
made by the companies to keep ood 
faith with each other. 

Says Colonel Stoddard in part: ‘The 
rules are regarded as a gesture. One 
local representative told me thai he 
‘would lose his job’ if he obeyed the 
rules. Another local representative told 
me that when the rules were pro:nul- 
gated he was told to do the best he could 
under them, but to hold his business. Not 
a single representative of those inter- 
viewed told me that he had been directed 
definitely and clearly to obey the rules, 

“The company representatives feel 
that they have not been supported by 
their companies when they have tried to 
correct local conditions. I was impressed 
that the lack of agreement by the com- 
panies in the conference has damaged 
the morale of their representatives in the 
field. 

“Violations of the rules are general. 
Everyone seems to assume that every- 
one else is violating the rules. Many 
companies have as many general agen- 
cies as they desire and as they can get, 
irrespective of the rules. These general 
agents are paid at least 30% commission 
and no one except the immediate per- 
sons concerned know how much is paid. 
Office agents, local agents and_ brokers 
are paid excess commissions, sometimes 
as high as 30 to 35%, and possibly high- 
er. I cannot over-emphasize the waste 
of money by the companies in permit- 
ting such a situation to continue. 

“The home offices are primarily re- 
sponsible for the situation in Chicago. 
How can there be any agreement in Chi- 
cago if the home offices are not really 
agreed. We are wasting our time in 
trying to correct the Chicago situation 
without the sincere support of the home 
offices of the companies. I place the re- 
sponsibility for the condition in Chicago 
squarely upon the lack of co-operation 
of the home offices with each other.” 





NEW GENERAL AGENCY 


The United States Casualty has ap- 
pointed the Daily agency in Denver as 
general agents in three states. The 
president of this agency is also president 
of the Capitol Life Insurance Co., Den- 
ver. 





F. D. Roosevelt 


(Continued trom Page 33) 


At the request of the National Council 
of Boy Scouts, he started to form an 
association of the different borough 
councils in this city. There were five 
different boy scout organizations here 
and his job was to tie them together. 
He also was active in the raising of 
$750,000 to buy 11,000 acres in Sullivan 
County for a great up-state boy scout 
camp. 

Recovers From Illness 

For some years Mr. Roosevelt has 
walked on crutches as an aftermath of 
an attack of infantile paralysis. He has 
pretty much recovered from this a‘tack 
and is doing everything he can to help 
similar victims, which accounts for his 
interest in the Georgia Warm Springs 
Foundation organized last year wit! the 
aid of some of the orthopaedic surgcons 
who are infantile paralysis experts. This 
is a philanthropic movement where ‘reat- 
ments are given at cost at Georgia \arm 
Springs 

Mr. Roosevelt is also chairman o° the 
commission supervising park dev:lop- 


ment in four counties between here an 
Albany. . 
Mr. Roosevelt went with the Ficclity 
& Deposit as vice-president in charge 0 
the New York office several years ag0 
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Urges Federal Agency 
To Study Accidents 


SENATOR SHORTRIDGE’S’ BILL 





To Be Considered at Next Session of 
Congress; Provides Long Needed Ma- 
chinery for Collating Statistics 





Casualty executives were interested 
this week in a bill to be considered at 
the coming session of Congress, intro- 
duced by Senator Shortridge of Califor- 
nia, which will provide for a Federal 
agency for the collection and interpreta- 
tion of statistics on industrial accidents. 
The bill has been reported from the 
Committee on Education and Labor with 
the recommendation that it be enacted 
without amendment. 

The committee, in its report to the 
Senate, draws attention to estimates that 
there are 2,500,000 industrial accidents 
each year, resulting in permanent inju- 
ries to more than 100,000 persons and 
costing $200,000,000 a year in payments 
to workmen or dependents. 

The bill, in its original form as H. R. 
12263 of the Sixty-ninth Congress, had 
extended hearings before the House 
Committee and also had hearings be- 
fore the Senate Committee. The one 
that is now reported is similar to the 
amended bill reported by this commit- 
tee in the Sixty-ninth Congress. It has 
the approval of the Secretary of Labor 
and he has on several occasions urged 
that it be adopted. 

The bill provides that the Bureau of 
Labor Statistics shall collect statistics of 
industrial accidents, shall collate and 
analyze these statistics, shall investigate 
plans for the prevention of such acci- 
dents and shall make public the results 
of this work. Furthermore, it grants the 
Bureau of Statistics the necessary au- 
thority but with the restriction that the 
work done by other departments of the 
Government shall not be duplicated. 


Lack of Uniformity 


During the hearings before this Com- 
mittee in the last session of Congress it 
was shown that there was no uniformity 
in the states where statistics on acci- 
dents are collected, that in several states 
no statistics are collected and that, gen- 
erally speaking, there is no agency either 
in the Federal Government or in the 
state governments which compiles these 
statistics, analyzes, them and puts them 
to work. The Department of Labor re- 
ported that it had been doing what it 
could with the statistics it could gather, 
but insisted this legislation was needed 
to give support and strength to its ef- 
forts. 





NEW MICHIGAN COMPANY 





Labor Men Forming Lincoln Liability; 
$200,000 Stock Automobile Carrier; 
E. J. Brock Its President 


A new casualty carrier looms up in 

Michigan. It is called the Lincoln Lia- 
bility Insurance Corp., and will have a 
capitalization of $200,000. A stock auto- 
mobile company, its officers are under- 
stood to be now interested in the Lin- 
coln Mutual Casualty, indicating a pos- 
sible reinsurance program in the offing. 
_ Issuance of stock to the public 
's awaiting approval of the state security 
commission. Part of the stock, of course, 
will be subscribed by the company’s 
ackers, who are, for the most part, 
— in the labor circles of the 
ate, 

_List of officers submitted to the securi- 
i Eugene 
J. Brock, president; L. J. Resseguie, 
Vice- president; James J. Carroll, secre- 
tary-treasurer. Other _incorporators 
named are: William Snyder, Ernest B. 
Mills, James Gibbons, and Dennis E. 
satt. Mr. Brock, formerly a leader of 
organized labor and still known to be 
closely affiliated with the movement, is 
now chairman of the state department of 
labor and industry. 


Maryland’s Engineers 
Hold 10th Conference 


WELCOMED BY PRES. BURNS 





J. A. Pearce and Forrest Buckley Get 
Prize for Best Safety Ideas; De- 
Blois Banquet Speaker 
The tenth annual conference of safety 





engineers of the Maryland Casualty was 
held October 31, November 1 and 2, at 
the home office in Baltimore, several ses- 
sions including joint sessions with claim 
managers and payroll auditors who were 
also in Baltimore attending conference 
in their departments. The men came 
from ail parts of the country. Holger 
Jenson, manager of the engineering and 
rating division, was in charge. 

These conferences, which are doing 
much for the promotion of safety, were 
begun in 1919. President F. Highlands 
Burns, who opened the first conference 
then in his capacity as first vice-presi- 
dent, made the address of welcome at 
the tenth anniversary convention. 

Among the speakers and subjects were 
Dr. Frank S. Lynn, clinical professor of 
surgery, University of Maryland, who 
spoke on “Infections”; Dr. Warren 
Johnson of Boston, “Asphyxia and its 
Treatment by Oxygen and Carbon Di- 
oxide”; J. Carl Fisher, Consolidated Gas, 
Electric Light & Power Co., Baltimore, 
“Tilumination”; L. J. Bowker, Mine Safe- 
ty Appliances Co., “Proper Use of Gas 
Masks,” and Frank Hutchins, Richard- 
Wilcox Manufacturing Co., “Elevator In- 
terlocks.” Dr. A. D. Lazenby, chief 
surgeon of the company, was also one 
of the speakers. 

Bussing Donates Prizes 

The annual prize of $100 offered by 
President Burns for the best safety bul- 
letin idea submitted was awarded to 
James A. Pearce and Forrest Buckley, 
both of Philadelphia, who submitted their 
suggestions jointly. Thomas C. King, 
of Charlotte, N. C., and Miss Mae Weis- 
hampel of the home office received hon- 
orable mention for their suggestions. 

Charles L. Bussing of New York, not- 
ed for his safety work as Al B. Careful, 
gave five sets of silver. which were al- 
lotted by contests to members of the 
home office and field force in the engi- 
neering and rating division in recogni- 
tion of the service rendered to Mr. Buss- 
ing and his clientele. 

The visitors joined the Safety Engi- 
neering Club of Baltimore at a dinner 
at the Emerson Hotel where Lewis A. 
DeBlois, director of safety engineering 
division of the National Bureau of Cas- 
ualty & Surety Underwriters, spoke on 
the subject, “Production vs. Safety.” 





ALLIANCE CASUALTY OPENING 
The Alliance Casualty, new casualty 
mate of the Insurance Co. of North 
America, opened its Philadelphia depart- 
ment offices on Monday at 416 Walnut 
street under the leadership of Howard 
Hager, manager of the office. Mr. 
Hager’s staff is composed of C. T. 
Easterby as assistant manager; R. N. 
Brannon, casualty; Arthur F. Timmins, 
bonds; William j. Jacoby, accounts, and 
R. 5. "Schuenemann, claims. 





GIMBER VISITS HOME OFFICE 

Milton J. Gimber, the burglary and 
bank bond expert who joined the New- 
ark branch of the Fidelity & Deposit 
last spring and has been making a 
splendid production record since then, 
was a visitor at the home office of the 
company recently for the purpose of 
making the acquaintance of the various 
department heads. 





TO INSURE FIREMEN 


The Borough officials of Pompton 
Lakes, N. J., has passed a resolution call- 
ing for the draft of an ordinance which 
will offer accident insurance to members 
of the volunteer fire department. The 
cost of the protection will be about $6 a 
year for each member of the department. 


‘ 


Financial Liability 
For Another’s Auto 


COLLECTORS AND EMPLOYES 


Situation Discussed by “Credit Monthly” 
Which Tells of Cases Where 
Employers Are Not Safe 





An unusually interesting story of the 
financial hazard in automobiles of col- 
lectors of accounts appears in the cur- 
rent issue of “Credit Monthly.” The gen- 
eral opinion of the employer of the col- 
lector is that if the latter owns his own 
avtomobile the former is safe enough 
from liability in case the car gets into 
a bad accident where a heavy suit may 
follow, but the writer in the magazine 
ir: question, George Alan Strader, has a 
different viewpoint. He does not think 
the employer is going to escape the lia- 
bility and the chief argument he has is 
the case of the Little Miami Railroad 
Co. vs. Wetmore (19 Ohio, 110). 

From that rule this is an extract, “— 
whether the act of the servant be one 
of omission or commission, whether neg- 
ligent, fraudulent or deceitful, or even 
if it be an act of positive malfeasance or 
misconduct, if it be done in the course 
ef his employment, his master is respon- 
sible for it, civiliter to the third persons.” 
Responsibility Can’t Be Tossed Aside 

Continuing Mr. Strader says in part: 

“If the collector was upon his em- 
ployer’s business, then his employer can 
be held as fully responsible for the car’s 
negligent operation as though he him- 
self owned and drove it, the deduction 
being arrived at from application of the 
well-known legal principal, ‘principals 
are responsible for the acts of their 
agents.’ 

“In this day of crowded traffic and 
numerous possibilities for accident and 
in an era when jury verdicts of $25,000 
to $100,000 for the loss of a life, $10,000 
to $25,000 for permanent injuries, and 
$250 to $1,000 for even comparatively 
minor injuries, are very common, this 
matter of employer-responsibility is not 
to be lightly tossed aside with a self- 
satisfied ‘They can’t get us for any- 
thing—we don’t own the cars.’ 

“Even a large insurance company fell 
afoul of this legal point a short time ago. 
It planned a large get-together dinner 
for its agents and invited all its nearby 
salesmen to attend. One of these men, 
residing in an abutting state, asked a 
young lady to accompany him and they 
drove to the affair together. On the 
way he struck a pedestrian, who later 
sued his employer, the insurance com- 
pany. 

“The courts held that the man was 
going to the dinner at the request of 
his employer and because he figured that 
it probably would be good business to at- 
tend; that he was, in fact, on the com- 
pany’s business at the time and that the 
claimant, therefore, was within his rights 
in looking to the young man’s employer 
for damages for his injuries. 

“Since legal agency was found in a 
situation of this sort, where the man 
worked on a straight commission basis 
and just about when, where and how he 
pleased (as insurance agents are gener- 
ally permitted to do), is it any wonder 
that the courts seldom hesitate in finding 
legal agency between a company and a 
strictly supervised employe? 

The Employer’s Defense 


“The courts have so closely and 
clearly defined the responsibility of the 
employer in cases of this nature that 
there are really only two major lines 
of defence open to the employer en- 
tangled in legal proceedings—both of 
which are fundamentally weak and both 
of which involve, necessarily, the retain- 
ing of high-priced lawyers to present 
them with even the slightest hope for 
success. 

“The employer may contend (1) that 
the collector was not using the car in 
company service at the time of the ac- 
cident, and (2) that the collector was 


an ‘independent contractor’ and solely li- 
able for his own negligence. 

“The former of these makes a 
strong defence—if the 
make it stick. To do this, he must ef- 
fectively ‘pass the buck’ to his collector, 
who may or may not take kindly to the 
thought of having a $1,000 to $100,000 
lawsuit saddled on him, 

“If the collector does not take kindly 
to the thought, or if he deliberately 
chooses to pass the onus to one who has 
more money than he with which to pay 
a heavy judgment, then he may actually 
join hands with the claimant and tes- 
tify against his employer. 

“It is natural that suit will be brought 
against that defendant who is best off 
financially.” 


very 
employer can 


Second Major Defence 

“The second major defence that an em- 
ployer may offer, that the collector was 
an ‘independent contractor,’ is a very 
substantial one—provided it is true. It 
is seldom true, in the legal sense, that 
the average straight commission, draw- 
ing-account-and-commission or _ salary 
and commission collector is an inde- 
pendent contractor. The very nature of 
his work makes him, in fact, an em- 
ploye and a legal agent of his principal. 

“To be an independent contractor, a 
collector would have to be actually en- 
gaged in a collection business of his own, 
as the commercial collection agencies are 
so engaged. He would have to do his 
work wholly free of the supervision of 
his employer and, to this end, he would 
have to be given a freedom of thought 
and of movement wholly unlike that 
granted to the collectors of any average 
commercial organization,” says the 
writer in “Credit Monthly.” 

“Even were it shown, however, that 
he so operated, there are certain factors 
that might still make him a_ binding 
agent; shrewd lawyers would draw these 
into the case. For instance, if an em- 
ployer contributes to the operation or 
maintcnance of a collector-owned vehicle, 
he immediately places himself in a po- 
sition where it can be charged that he 
is, in fact, the responsible principal and 
that his independent contractor defence 
is a mere subterfuge. 

“Two common defences, both of them 
fallacious and worthless in court, are, 
‘The collector was operating the car con- 
trary to our orders,’ and, ‘We have an 
agreement with the collector whereby he 
assuines liability for accidents.’ ” 





SPECIAL HOME OFFICE ISSUE 

Who’s who in the Commonwealth 
Casualty, the oldest Philadelphia casualty 
company, is given in a special home of- 
fice number of “Commonwealth Service,” 
this month. This house organ is edited 
by G. R. Dette, assistant to E. W. Cook, 
vice-president of the company. 

Starting with an encouraging article 
from W. Freeland Kendrick, newly elect- 
ed president of the Commonwealth, in 
which he predicts continued growth, 
progress and success, the issue contains 
a message from each of the officers and 
heads of departments. The company’s 
new home offices are displayed with both 
exterior and interior views. 





NEW F. & D. INSPECTION BUREAU 

A nation-wide bureau has been or- 
ganized by the Fidelity & Deposit for 
the inspection of judicial and public of- 
ficial risks. It will operate under the 
supervision and control of the judicial 
and public official departments with 
George R. Babylon as its superintendent. 
The country has been divided into six- 
teen territories, each territory having 
one man assigned to it. 





WITHDRAWS FROM VIRGINIA 

The Employers Indemnity of Kansas 
City, which has been writing commercial 
health and accident as well as non-can- 
cellable health and accident in Virginia 
for the past four years, is withdrawing 
from the state, inasmuch as it has gone 
into the reinsurance business. Duke A. 
Putney was its general agent at Rich- 
mond. 
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THE PRODIGY 


: OWLING FOR MORE 


room, our new child, 
the Leyendecker Branch, 


three months old, has outgrown 
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its swaddling clothes to such uncomfortable 
proportions that we have been compelled to ad- 
minister a quick and effective remedy. #& #& & 
This was fortunately obtainable in new space 


immediately adjourning the present, and offspring 








No. 1 has again quieted down, satisfied and 


happy in its new quarters, having advanced into 


a size 133% larger than before. 


It is quite natural to assume 


that such unprecedented growth of parent and 


child has been due to 





—Organized Service— 


THE KEANE - PATTERSON AGENCY 
MASSACHUSETTS MUTUAL LIFE INSURANCE CO. 


225 WEST THIRTY-FOURTH STREET, NEW YORK CITY Telephone Chickering 2384 
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225 BROADWAY, NEW YORK CITY Telephone Barclay 3670 
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Reha Answers Queries 
About Commissions 


ANSWERS PROMINENT MANAGER 





Questions Have To Do With Expense 
Allowance, Renewals and Topics of 
Similar Nature 















Agitation over the size of commissions 
alleged to be paid for business by some 
ofices in New York is reaching the point 
where general agents are going to the 
New York department or writing to the 
department either in the way of making 
allegations or of soliciting information. 
The following is a type of letter one 
of the general agents sent to Superin- 
tendent Beha in which direct questions 
about agents’ and brokers’ compensation 
were asked, and there is adjoined the de- 
partment’s reply: 

Dear Mr. Superintendent: I first want 
to thank you for the very courteous in- 
terview which the department granted 
me today. The problems about which I 
desire to have you help me solve follow: 

First—I desire in the main to pay my 
agents a commission of 50% the first 
year. However, I find that the large 
writers of life insurance are offered by 
general agents of some other companies 
a larger commission than the average 
agent is paid. Often this larger commis- 
sion is based on volume. 

As an illustration: A soliciting agent is 
told that for $250,000 of business he will 
receive an extra commission of 5%, or 
an expense allowance of $1.50 per thou- 
sand; for one-half million dollars of busi- 
ness he is to receive a little larger com- 
mission or allowance, and for a million 
dollars, a still larger payment. Is an 
agreement of this kind in accord with 
the rules of the department? 

Second—Is it legal for a general agent 
to agree to allow an agent a monthly 
expense allowance in 1929, the amount 
of said allowance to be graded on the 
volume written by the agent in 1928? 

Third—Is an agent’s contract calling 
for 60% or 65% commission the first 
year and no renewals satisfactory to the 
department ? 

Fourth—Can a general agent contract 
to pay an agent 50% commission the first 
year, and nine renewals of 5% provided 
the agent writes $150,000 during the 
contract year? Failing to secure the 
$150,000, either no renewals or a smaller 


_— of renewals are to be paid to 
im. 













Fifth—Can a general agent contract to 
pay an agent 50% and nine renewals of 
% for a volume up to $200000 and 55% 
and nine renewals of 5% for any busi- 
ness in excess of that sum? 


Sixth—Can a general agent contract to 
pay an agent 50% and nine renewals of 
9% unless the agent’s production is $200,- 

V or over, in which event he is to re- 
celve 55% and nine five’s on the total 
business for the year? 

I would greatly appreciate your reply 
to the above questions and also any oth- 
€f information you could give along the 
same general line. 

sielerortere eas General Agent. 





Reply of Department 


The reply of the department follows: 
Dear Sir: This acknowledges receipt 
f you: letter of the 13th instant in re 
Auestion as to legal compensation which 


‘ou may allow your sub-agents on life 
Msurance, 
y nswer to your first, second, third 


sixth questions is “no.” For you 
therwise would be in violation of 
Pert of paragraph 4, Section 97 of 
qourance Law, reading as follows: 
‘<cept as hereinbefore provided, 


all bonuses and awards, and all in- 
= °d or additional commissions or 
on 


‘nsation of any sort based upon 
; olume of any new or renewed 
USiness or the aggregate of policies 
ten or paid for, are prohibited.” 
<uestions four and five are answered 
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AVOIDING SUCCESS 


is difficult for the insurance seller 
who possesses success qualities—and 
uses them. The “use” is what counts, 
we have noticed during the past eighty 


CONNECTICUT MUTUAL 


LIFE INSURANCE COMPANY 
Hartford 


Over 81 years in Business 


1928 




















STARTS EDUCATIONAL PROGRAM 





First Class of Penn Mutual’s New Plan 
Held at Stevenson’s Home Office 
Agency 

Its new program of agency instruction 
has been launched by the Penn Mutual 
of Philadelphia, with a class of thirty at 
the home office agency, under John A. 
Stevenson, manager. Mr. Stevenson and 
Vincent B. Coffin are the instructors in 
the salesmanship subjects, and Jesse H. 
Pratt, and Benjamin A. Brooks, and 
George T. Ashton are dealing with the 
technical aspects of life insurance. The 








“yes,” inasmuch as in paragraph 5 of 
Section 97 it provides that a company 


y 
“Condition the allowance or pay- 
ment in whole or in part of any of 
the renewal commissions allowed to 
be paid as aforesaid upon the effi- 
ciency of service of the agent receiv- 
ing the same or upon the amount and 
quality of the business renewed un- 
der his supervision.” 
Trusting this is giving you the infor- 
mation desired, I am, 
James A. Beha. 


course is divided into three parts. Vin- 
cent B. Coffin is expounding the “Back- 
ground of Selling.” It deals with the 
relation of life insurance to life’s needs, 
touches the human note, and discusses 
motives for buying. John A. Stevenson 
is dealing with the “Foreground of Sell- 
ing,’ and is making the practical ap- 
plication, through an exposition of the 
various phases of life insurance sales- 
manship. The technical instruction will 
cover sufficient ground to acquaint the 
students with so much of the underlying 
principles of the science of life insurance 
as may be useful in their work. 

This will be the procedure in the 
agency classes to be held throughout the 
country, with instructors working under 
the direction of Mr. Coffin. Oral in- 
struction is to be a permanent part of 
the Penn Mutual’s supervisory system. 





WENT TO TRAVELERS SCHOOL 

Herman Robinson, general agent of 
the Travelers in New York, and B. G. 
Jacobs and W. J. Ritchie, assistants in 
that office, attended the training school 
of the Travelers in Hartford last week. 














SECURITY— 


When the Mutual Benefit was organized in 
1845 there were only a few Life Insurance 
Companies in the United States. Through 
the Wars, Panics and Epidemics of all these 
years, it has always stood safe and secure as 
a foremost disciple of Pure Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, New Jersey 


Organized 1845 

















Special Appeal In 
“Life Income” Plan 


PACIFIC MUTUAL’S NEW FORM 





A Single Premium Policy, It Applies To 
Special Cases; Question of Tax 


Exemption 





The Pacific Mutual Life is the latest 
company to add to its line of policies one 
of those variously designated contracts 
that may be described as “life income 
with principal sum payable at death.” 
The Pacific Mutual describes the features 
of its contract as follows: 

A single premium of $1.050 is paid 
for a policy with a principal sum of 
$1,000. The age limits are ten to seven- 
ty-five, inclusive, and there is no vari- 
ation in premium on account of age, nor 
is any medical examination required. The 
minimum amount is $1,050 of single pre- 
mium ($1,000 principal sum) and_ the 
maximum $105,000 of single premium 
($100,000 principal sum) on any individu- 
al life. 

Throughout the life of the contract 
the policyholder receives an iricome re- 
turn on the principal sum, the guaran- 
teed minimum rate being 314%. The 
contract further provides for the pay- 
ment of such excess interest as may be 
determined by the company. 

As conflicting decisions have been 
made by the Internal Revenve Bureau 
as to the taxibility of income from simi- 
lar policies, it will not be advisable to 
claim tax exemption until this question 
has been cleared up. It is now receiv- 
ing the consideration of the Bureau. 

Its Various Advantages 

Cash and loan values are available in 
amount equal to the principal sum. 

The death benefit per unit is the prin- 
cipal sum of $1,000, but with the further 
provision that such death benefit, togeth- 
er with the sum of all annuity payments 
received to the date of death, shall not 
be less than $1,050, the single premium 
paid for the contract. 

One of the principal advantages of this 
contract, the company says, arises from 
the fact that the principal sum pavable 
at death may be disbursed in accordance 
with the company’s usual settlement op- 
tion provisions, which are contained in 
this contract. This enables the insured 
to direct precisely how the proceeds of 
the policy shall be paid to a designated 
beneficiary, secure in the knowledge that 
the company has no alternative but to 
carry out his wishes. Payment may be 
made in a lump sum or in instalments, or 
the principal may be left on deposit for 
later distribution. 

Consider, for a moment, the case of a 
man who wishes to leave a beauest of 
$10,000 to some individual or institution. 
Ordinarily, such a bequest would be han- 
dled through the somewhat uncertain and 
cumbersome administration of a will. 
Delay and expense incident to probating; 
legal cost and other attendant items 
would combine to complicate the matter 
for the beneficiary and reduce the ulti- 
mate value of the bequest to a figure 
below that intended by the benefactor. 

By taking out a life income policy with 
principal sum payable at death, in amount 
$10.000, the purchaser would assure him- 
self of an income for life and upon his 
death the person whom he wished to 
benefit would receive the principal sum; 
the transaction being handled with the 
promptness and simplicity characteristic 
of life insurance settlements. Further- 
more, the Pacific Mutual points out, he 
could feel secure in the knowledge that 
he held a permanent investment, backed 
by the resources of a great financial in- 
stitution and protected by the stringent 
safeguards thrown around a life insur- 
ance organization. The desirability of 
these features should appeal very strong- 
ly indeed to the well-to-do prospect. 





NEW ’PHONE NUMBER 


The new telephone number of the 
Harry Gardiner Agency of the John Han- 
cock Mutual Life, New York City, is 
Barclay 1070. 
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Worth $5,000.00—But She Threw 
It Away! 





One of the thousands of interesting stories which can be found 
in the files of the Life Department of The Travelers 


HILE sorting over her 
husband’s papers a 
widow found a $5,000 Trav- 
elers life insurance policy. 
She promptly tore it up 
and threw it away! 

Why? Because she was 
ignorant of the value of such 
things as life insurance pol- 
icies? 

No! Because she remem- 
bered that, ten years be- 
fore, her husband had 
stopped paying premiums 
on it and allowed it to lapse. 

But that isn’t the end of the story. 


When 
her husband stopped paying his premiums, 
he gave no instructions as to what he wished 


done with its cash value. The Travelers, 
following its customary procedure under such 
circumstances, carried it along on the ex- 
tended term feature. 

The extended term period on that par- 
ticular policy recently expired, and The 
Travelers, following its usual custom, started 
an investigation to find out whether or not 
the policyholder was still alive. A few days 
later a Travelers adjuster knocked on the 
door of a little home. 

“Did your husband at one time have life 
insurance in The Travelers?” he asked, after 
learning that the woman who came to the 
door was th~ erson he wanted. 





“Yes,” she replied, “but 
he stopped making pay- 
ments about ten years be- 
fore he died. I found the 
policy a year or two ago, 
but I thought it was worth- 
less, so I threw it away.” 


“That makes no differ- 
ence,” replied the adjuster. 
“That insurance was still 
in force at the time of his 
death. Here is a check for 
$5,000.” 

You can imagine her 
pleasure and surprise upon receiving this 
$5,000 check out of a clear sky. But what 
she found most difficult to understand was: 
why should The Travelers go to all the trouble 
of finding her and paying her that $5,000 
when no one outside of the Company knew 
that the money was owing her? 

Had she known The Travelers better, she 
would have known that this was not an 
exceptional case; that The Travelers spends 
thousands of dollars every year in investigat- 
ing just such cases as these to make certain 
that its policyholders or their beneficiaries 
shall receive every dollar which is rightly due 
them. 

It is instances of this kind that convert 
Travelers policyholders and agents into en- 
thusiastic boosters for the Company. 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY 


Oe 


THE TRAVELERS INDEMNITY COMPANY 


Tue TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, 


— Oe 


CONNECTICUT 


The largest multiple-line insurance organization in the world. 
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)eceased’s Creditors 
May Take Cash Values 


pECISION IN BANKRUPT CASE 





Policy Values Are “Property” Says U. 
S. Court, When Bankrupt Dies 
Before Discharged 





\ Laited States Court in the Mary- 
land |vistrict has just decided, on ap- 
yeal, a2 insurance case having some un- 
ysual ‘catures. In the case of a bank- 
rupt who dies before discharged from 
bankruptcy, the trustee in bankruptcy 
may claim for the benefit of creditors, 
the cash surrender value of any life in- 
surance in force at the time insured 
yas declared bankrupt, less any statu- 
tury exemption. The decision was made 
on the construction of the Maryland 
lav which included such moneys as 
“property” of the bankrupt. As_ the 
statutory exemption in the circumstances 
was only $100, there was a considerable 
sum in cash surrender value deducted 
from the proceeds of the insurance. 
The history of the case follows: Har- 
vey L. Cooper, resident of Maryland, 
was adjudicated an involuntery bank- 
rupt in January, 1927, and died in Oc- 
tober, 1927. Among his assets were four 
life insurance policies, with three cf 
which the suit was concerned. The total 
insurance under the three policies was 
$30,000. One of the policies had been 
assigned absolutely to the insured’s wife, 
which took it out of the scope of the 
case, leaving $28,000, The cash surren- 
der value at stake on the two policies 
amounted to $6,638, less partial deduc- 
tions for policy loans. 

The court said “that the trustee is en- 
tiled to the cash surrender value, but 
no more, that has become earned and 
determined at the date of the filing of 
the bankruptcy petition (whether then 





A. O. Swink President 
Of Atlantic Life 


SAUNDERS 





E. A. CHAIRMAN 





Prominent General Agent to Head Rich- 
mond Company; Formerly Agency 
Superintendent 





Angus O. Swink, for many years gen- 
eral agent for the Atlantic Life, of Rich- 
mond, Va., for Virginia and the District 
of Columbia, with headquarters at Rich- 
mond, and formerly for several years 
superintendent of agencies for the com- 
pany, is to succeed Edmund A. Saunders 
as president of the company, entering 
upon his duties about the first of the 
year. Mr. Saunders will be chairman of 
the board. : 

The A. O. Swink Agency was incor- 
porated last week under the name of the 
Atlantic Agency with maximum author- 
ized capital of $300,000. As president 
of the company, he could not under the 
law retain an interest in the agency. 
Members of the agency force were to be 
given the privilege of buying stock. 
Horace F. Sharp, associate general 
agent under Mr. Swink for several years, 
was to be elected president of the in- 
corporated agency, it was understood. 
For some years the agency has been av- 
eraging about a million dollars a month 
in paid business. Mr. Swink himself has 
been averaging around $1,000,000 a year 
in personal production. He has long 
been rated as one of the outstanding 
producers of personal business in the 








payable or payable at a later default or 
anniversary date) upon all insurance 
policies on the bankrupt’s life not ex- 
empt by state law, and payable to the 
bankrupt, his estate or personal repre- 
sentative, or in which the beneficiary 
may be changed at the bankrupt’s will.’ 








| of the new business paid 
52 .O 1 % so in The Northwest- 
ern Mutual Life Insurance Company of 


Milwaukee, Wisconsin, in 1927 was upon 
applications of members previously insured 


in the Company. 


Once a Policyholder— 


Always a Prospect | 
THE POLICYHOLDERS COMPANY 


ERN MUTUAL, 


MILWAUKEE: 
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the Northwestern Mutual Life Insurance Co. 


Milwaukee, Wisconsin 
W. D. Van Dyke, President 
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South. He organized the agency about 
eighteen years ago. Previously he was 
superintendent of agencies for several 
years for the company. For some time 
he has been a large stockholder of the 
Atlantic. It was understood that he 
would not enter actively upon his duties 
as president until the first of the year. 
Mr. Swink is a former president of the 
Richmond Association of Life Under- 
writers and has always taken a deep in- 
terest in its affairs. 

It was rumored recently that there 
was to be a ten-for-one split-up of At- 
lantic stock. Company officials, how- 
ever, deny that this is in contemplation. 
It was indicated that large holders of 
stock have disapproved of a split-up at 
any time within the next few years. The 
officials also deny reports that the com- 
pany is planning expanding into New 
York territory. 





23 CASES IN A MONTH 





Saul Perlman and Hyman Rogal of 
Pittsburgh Place $530,000 In Octo- 
ber For Reliance Life 
A high record for monthly production 
for 1928 in the Reliance Life of Pitts- 
burgh was established in October by Saul 
Perlman and Hyman Rogal, a Pittsburgh 
insurance partnership, who wrote twenty- 
three cases of life insurance amounting 
to $530,000. Before forming their part- 
nership, in 1921, Perlman was manager 
of a real estate company and Rogal was 
assistant cashier in a bank. They con- 
tracted with Reliance Life in 1924 and 
since that time have put into force ap- 
proximately $3,000,000 life insurance. 
They produced $1,124,733 in their con- 

tract. year ending June 26, 1928. 





MAJOR PATTERSON SAILS 
Major Alexander Patterson, who is to 
start “from scratch” a new agency here 
of the Penn Mutual Life, is en route to 
New York on the “Berengaria.” 


alemmccerer nse oy: 


Columbia Lectures On 
Insurance Investment 


E.W. KOPF IN CHARGE OF COURSE 








Topics Gathered From Large Number 
Of Sources; Fourteen Talks In All 
Being Given 





The course in investments of insurance 
companies now being given at Colum- 
bia University by E. W. Kopf, of the 
Metropolitan Life, is the first of its kind 
to be given in any university. The lec- 
ture material was gathered over a pe- 
riod of twenty years from an unusually 
large number of American, British and 
Canadian sources. The probabilities are 
that the lectures will be published at 
their conclusion, 

The lectures will number fourteen. The 
first consisted of definitions of insurance, 
insurance 


companies, and investments. 
The distinction between speculation, 
gambling and investments was made, 


based on interpretations of the judicial 
law of several countries. The history 
of fire, casualty, marine and life insur- 
ance investment trends was _ briefly 
sketched in this first lecture, which was 
on September 27. 

On October 4 the subject discussed was 
early investment practices of insurance 
institutions. This went back all the way 
to Babylon and Assyria, especially cov- 
ering the annuities in public finance 
which were current prior to 1751. The 
investments of guilds and friendly soci- 


eties. The third lecture had to do with 
investment history of the eighteenth 
century. The balance of the lectures 


with a description of their nature fol- 
lows: 

4. Nineteenth Century Investment His- 
tory of British Companies.—Napoleonic 
wars and the investments of insurance 
companies; the six eras of insurance his- 
tory; the Joint Stock Bank Act, 1825; 
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consisting of— 


1st--Specializing on the larger and more desirable 
risks through its Preferred Life Plan and offer- 
ing to this group the unusual savings to which 
this plan of operation entitles them. 


2nd—The building of a high type of sales organi- 
zation capable of dealing with the business and 
professional men who make up this Preferred 


group. 


3rd—The training through personal instruction and 
group conferences of its Managers and General 
Agents in the essentials of sales management so 
they may successfully recruit and train this 
better class of salesmen. 


Ethelbert Ide Low, Pres. 














| A PLAIN STATEMENT 


While gratified by the large increase in its new business, 
this Company is primarily interested in the carrying out 
of a well defined, long time program of development 


We believe this program will not only secure the con- 
tinued sound growth of the Company but will create 
a most unusual opportunity for those associated with it. 


HOME LIFE INSURANCE COMPANY 


James A. Fulton, Vice-Pres. 


256 Broadway, New York 
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the Joint Stock Companies Act of 1844 
and its results; specific investment his- 
tory of British companies founded after 
1815; Friendly Society investment prac- 
tice in the nineteenth century; the in- 
surance shareholder as an “investor” in 
Great Britain; Parliamentary inquiries; 
Arthur Scratchley, J. W. Gilbart and 
savings banking in England. Land, and 
liens on land and its appurtenances; 


broad outlines of the judicial law of real . 


property; definitions: land; tenements; 
hereditaments; limitations on ownership 
of realty; personalty; chattel interests, 
various incorporeal hereditaments as in- 
surance company investments. 


5. Landed Securities in British and 
Scottish Insurance Investment Practice. 
Anglo-Norman feudal law; law of en- 
tail; estates and estate interests; free- 
holds (a) of inheritance, (b) not of in- 
heritance; fees simple and limited fees; 
estates than freehold; leaseholds; 
copyholds; reversions and reversionary 
interests. Leading instances of landed 
security practice in England and Scot- 
land. William Thomas Thomson, Ar- 
thur Scratchley, E. J. Farren, Sir John 
Mowbray and other mid-nineteenth cen- 
tury writers on British investment prac- 
tices. 


less 


6. General and Especial Liens on 
RKealty.—Titles to realty; alienation of 
title; definitions of “improved” and of 
“unencumbered” real property; outline 
of history, purposes and deficiencies of 
title insurance; general and specific liens 
on real property; general liens (attach- 
ments, judgments, decedents’ debts 
transfer, inheritance or franchise taxes) ; 
specific liens (taxes and assessments, me- 
chanics’ liens, mortgages); deeds; prior- 
ity of liens; bond and mortgage, two in- 
struments, definition and structure of 
each instrument. 

Real estate mortgages in British and 


Scottish insurance inves'ment history; 
Sir John Mowbray and the Mowbray 
doctrine; Whittal on Mowbray; British 


companies’ investment history under the 
Acts of 1862, 1870 and 1909. Deposits 
and investments in the Insurance Under- 
takings Bill of 1927. Clausen, Marks, 
3urn, Whittal, Lewis and Richardson on 
recent British insurance investment his- 
tory. The Great War and British insur- 
ance practice. Digest of Board of Trade 
sources on British insurance investment 
data, 1870 to 1928 Available literature. 


7.—German, American, Scandanavian, 
Russian, Australian, Indian and South 
American investment laws and practices 
affecting insurance companies, with spe- 
cial emphasis on the old Prussian and 
Imperial Insurance Codes. (November 8, 
1928.) 


8. Insurance Investments in the United 
States, 1752 to 1871.—Obligations of Co- 
lonial governments; annuity proposals in 
the Constitutional Convention; early 
\merican corporations and corporate seé- 
curities; William Gordon's ideas on in- 
surance investments; stock of the Fed- 
eral and State governments; investment 
provisions of charters of early American 
insurance corporations, 1799 to 1840; 
Massachusetts and Pennsylvania charters 
prior to 1844; the life insurance and trust 
company era to 1845; investment history 
of the Presbyterian Ministers’ Fund, 
Philadelphia; experience of the Phila- 
delphia Contributionship; , Philadelphia 
real estate and leaseholds as insurance 
investments; Massachusetts and New 
York State investment supervision and 
regulation to 1870; “guarantee capital” 
problem of mutual insurance offices; 
British principles and practices exempli- 
fied in early American insurance invest- 

























several employers. 


mission for the business. 


——t 





ment life insurance failures 


practice; 

prior to 1870. 
9. Insurance Investment Practice in 

the United States During the Greenback 


Era—Social environment of life and 
other insurances during the Greenback 
Era; the rate of interest, investment out- 
lets, regulatory statutes and the life in- 
surance investment problem about 1875; 
Alexander Delmar, Jacob L. Greene, An- 
zi Dodd, David Parks Fackler, John A. 
McCall, Judge Henry S. Olcott and Wil- 
liam Barnes—their influence on life in- 
surance investment law and _ practice. 
John A. McCall’s review of the Green- 
back Era; his work as Deputy Superin- 
tendent and Superintendent of the New 
York Insurance Department; changes in 
insurance law respecting (a) insurance 
accounting, (b) valuation practice, (c) the 
assumed rate of interest. Work of the 
National Convention of Insurance Com- 
missioners, 1870 to 1880. History of the 
balance sheet in the convention blank. 
Olcott’s model Insurance Code of 1871. 
10. Insurance Investment Practice in 
the United States, 1875 to 1905.—Falling 
price levels, falling interest rates, 1873 to 
1896; falling real estate values, 1873 to 
1896; effect on valuation standards and 
practices; effect of former restrictions on 
mortgage practices of insurance com- 
panies in New York State; premium 
notes and loans; policy loans; cash sur- 
render practices; insurance as investment 
or deposit banking in 1893; inelasticity 
of insurance assets in 1893; experience 
of various companies during the 1893 de- 


JOHN HANCOCK SERIES 


KNOCKING at the 
AGENT'S DOOR 


Are You Missing Opportunities 
to Write Group Insurance? 


AN AGENT had written various lines of insurance for 


Each employer had in his employ a sufficent number 
of men to warrant an interest in Group Insurance. 


The Agent had never mentioned Group | 
to these Policyholders. 


He talked things over with our Group experts and 
made contracts for them with this list of prospects. 


We did the rest and the agent received full com- 


The clients were satisfied and so was the agent. 


Let us tell you how we can do it for you. 


LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 


SIXTY-FIVE YEARS IN BUSINESS 













pression; failures of life insurance com- 
panies, 1870 to 1880; failures after 1880; 
receivership and liquidation practices. 

11. Digest of New York and Wiscon- 
sin Legislative Investigations in Respect 
to Life Insurance Investment Practice — 
Brief review of testimony; Marvin Scud- 
der, M. M. Dawson, C. E. Hughes, prin- 
cipal company executives’ views on life 
insurance investment practice. Reper- 
cussions of New York State law. 

12. Insurance Investment History in 
the United States Since 1906.—Robertson 
law in Texas; subsequent experience in 
Texas; modification of life insurance in- 
vestment laws since 1906. Sectionalism 
in life insurance investment law and 
practice. Changes in New York state, 
1926 and 1928. Mutualization of larger 
life insurance companies. Statistical his- 
tory of life insurance investments in the 
United States and Canada, 1900 to 1927. 
The European war and insurance invest- 
ments in the United States. 

13. Special Subjects (a).—Policy loans 
(judicial and statute law; history since 
1786 in England; history since 1850 in 
the United States; policy loan practice 
and results; present attitudes toward pol- 
icy loans; policy loans as consumptive 
credit; policy loan demand as an index 
of employment and earnings; policy 
loans and the lapse problem. 

14. Special Subjects (b)—Insurance 
shares; policyholders as shareholders in 
property insurance; statistical review of 
casualty, fire and marine insurance com- 
pany results. 


GROUP SERVICE OFFICES 





Three Branches Opened by The ?ry- 
dential; One in N. Y., Detroit cad 
Cleveland 


For the purposes of assisting Pr: den- 


tial agents in developing group case:, the 
company has opened three group i:sur- 
ance service offices. Essential dats: and 
personal assistance in closing oup 
cases will be promptly given by those in 
charge. 

The New York City office is located at 
95 Liberty street and is in charge «i Jos- 
eph L. Decker and A. L. Brodie. The 
Detroit office is in the Barlum Vower 


building and is under the supervision of 
Warren C. Johnson. The Clevelan: ter- 
ritory is under the direction of John W. 
McCaslin, with headquarters in the 
Union Trust building. 





McCARROLL NOW “AD” MANAGER 





In Charge of Bankers Life Department 
With J. M. Grimes, Jr., 
Assistant Manager 

J. H. McCarroll, for the past four 
years with the advertising department 
of the Bankers Life of Des Moines, has 
been made advertising manager for the 
company. J. M. Grimes, Jr., who has 
been with the department two years, has 
been made assistant advertising man- 
ager. The advertising department of the 
company remains, as heretofore, under 
the direction of B. N. Mills, secretary 
of the Bankers Life. Both Mr. McCar- 
roll and Mr. Grimes had newspaper ex- 
perience before going with the Bankers 
Life. 





JOHN HANCOCK APPOINTS . 


Charles E. Tobin who has been assis- 
tant superintendent at Salem, Mass., for 
the John Hancock since 1926, has been 
appointed to the superintendency of the 
company’s new agency at Sioux City, la. 
Mr. Tobin joined the John Hancock in 
March, 1920, as an agent at Fitchburg, 
Mass., where he was until his appoint- 
ment to the Salem office. 

The appointment of Nathaniel C. Han- 
cock as superintendent of the newly 
created agency at Evansville, Ind., also 
was announced recently by the company. 
Mr. Hancock has been with the com- 
pany for ten years, occupying the posi 
tion of assistant superintendent at East 
St. Louis since 1920. 





Bureau Offers Advice 
(Continued from Page 1) 


bureau said that it was partly based upon 
scientific analysis, and research work 
dealing with vibration and natural law. 
The “vibration and natural law” state- 
ment has been something of a puzzler 
to the general agents, as they have been 
trying to figure out what it means. 


Letter From McLeland 


In a letter to agents, McLeland said 
in part: 

“Approximately 27% of the so-called 
‘impossible’ prospects relegated to the 
proverbial ‘dead file’ in your office, dur- 
ing the past three months, are positively 
alive and waiting to be sold. 

“In addition to these you probably 
have in mind, this very minute, severa 
current cases which seem difficult to hat- 
dle, in which event our method may save 
you considerable time, suspense and lost 
motion.” 
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GUARDIAN LIFE INSURANCE CO. | nc: 
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Prudential Wins Case 
Based On Snyder Crime 


INSURED WAS _ IN 
Know $50,000 Was Taken Out; 
Application Is Not a Policy, 
Says Court 


IGNORANCE 


Didn 





Po’ cies in The Prudential on the life 
of .'bert E. Snyder, art editor, of 
Quee s Village, who was murdered by 
his v.ife, Ruth, and her lover, Henry 
Judd Gray, were declared null and void 
ina  ecision handed down last week by 
Supreme Court Justice Mahoney. The 
face value of the two policies, one of 
which included double indemnity in case 
of accidental death, was $95,000. 

The actual loser of the suit is twelve- 
year-old Lorraine Snyder, to whom Ruth 
Snyder, her mother, assigned her rights 
to the policies before her execution in 
Sing Sing last Tanuary. It is said that 
the case will be appealed. 


The Decision 


The decision of Justice Mahoney in 
full follows: 

The plaintiff insurance company seeks 
to have declared null and void two in- 
surance policies issued by it upon Albert 
E. Snyder during his life time. The de- 
fendant Josephine Brown is named as 
administratrix, etc., of Albert E. Snyder. 
The defendant Ruth Snyder was the wife 
of Albert E. Snyder. Defendant Ruth 
L, Snyder is the assignee of the said 
Ruth B. Snyder of all the former’s right, 
tile and interest in and to the two 
policies of life insurance in question. It 
is the claim of the plaintiff that when 
the two policies in question were issued 
on the life of Albert E. Snyder, the in- 
sured, there was no meeting of the 
minds, and hence no contract of insur- 
ance. It is for. that reason that the 
plaintiff seeks to have the policies de- 
clared invalid and of no force and ef- 
fect. 

The evidence indicates that one Ash- 
field, who testified at the trial in favor 
of the plaintiff, was an agent of the 
plaintiff for the limited purpose of soli- 
citing applications for insurance. It was 
a part of his duties to collect premiums 
on industrial insurance in the territory 
assigned to him, which territory included 
the place of residence of Albert E. Sny- 
der and Ruth Snyder, at No. 93-27 Two 
Hundred and Twenty-second - street, 
Queens Village, Queens County. It was 
also part of his duties to solicit appli- 
cations for insurance, both on the indus- 
irial and on the ordinary insurance plan. 
He was compensated as such agent by 
the plaintiff bv a salary based upon the 
amount of industrial premiums he col- 
lected and by a commission on the first 
premium and on certain renewal pre- 
miums on policies issued by the plain- 
tiff from applications secured by him. It 
was expressly agreed in his contract of 
employment that he should have no au- 


thority on behalf of the plaintiff to make, 
alter or discharge any policy contract, 
to ex'ond the time for paying a premium, 


to waive forfeiture, to incur any liability 
on behalf of the plaintiff, or to allow 
the ‘livery of any policy unless the 
applicont was then in‘good health and 
the { st premium paid in full. 


The Agent’s Visit 


As! ‘eld had met the Snyders in con- 
necti with industrial insurance held 
family. In October, 1925, unon 
at the residence of the Snyders 
and ; ceting Ruth Snvder, the latter in- 
‘1 a desire to take out a large pol- 
Insurance upon her husband’s life 
and ie asked the agent to talk with 
sband to induce the latter to take 
cuts ch poliev. About Octoher 30, 1925. 
Ashf 1d, Snyder and Mrs. Snyder had 
" versation with respect to new in- 
e on Snyder’s life. The agent ex- 


‘i’ d to Snyder the various features 
of ' - different kinds of policies, par- 
>t ‘ly the features of the so-called 

or 


‘ied life policy and the provisions 


of a policy providing for accidental death 
benefits and total and permanent dis- 
ability benefits. He told Snyder of the 
benefits the policy would give in the 
event of the insured’s accidental death 
and of his permanent or total disability, 
and he quoted rates to Snyder. Appar- 
ently Snyder indicated at the time that 
he was not interested in any policy of 
any large size and that the most he 
wanted would be a. policy of $1,000 on 
the endowment plan. He said he would 
take the endowment policy and think 
about the question of larger insurance. 
As a result of this conversation, however, 
the agent took out of his pocket an ap- 
plication form and filled in the blanks 
with the information the blanks called 
for. and after filling it out for insurance 
on Snyder’s life for $1,000 on the twenty- 
vear endowment plan with accidental 
death benefits and total and permanent 
a‘sability benefits, he gave it to Mr. 
Snyder and told him to sign it, and at 
the same time presented to Snyder for 
his signature another application blank. 
Annarently Snyder imagined he was re- 
auired to sign the first application in 
duplicate. At any rate. he signed both 
applications,. one of which was blank 


The agent took away with him both ap- 
plications containing Snyder’s signatures. 


The $50,000 Application 

In a short time the agent called upon 
Mrs. Snyder and there apparently was 
a discussion between them as to whether 
or not the blank application should be 
filled in for $25,000 or for $50,000 insur- 
ance. The agent advised her to take 
$50,000. After this conversation the 
agent filled in the blank application on 
which Snyder had placed his signature, 
copying the data for that purpose from 
the application for the $1,000 endowment 
insurance, for which Snyder had actual- 
ly signed the application. The applica- 
tion as filled in by the agent was an ap- 
plication for $50,000 insurance on the 
modified life plan with disability income 
and accidental death benefits. This pa- 
per which the agent so filled out is in 
evidence as plaintiff’s exhibit 3. 

There is no evidence in the case that 
Snyder ever knew that such application 
was made. After proper medical exam- 
ination the application for $1,000 en- 
dowment insurance was approved and 
such policy issued. When the plaintiff 
acted on such application for $50,000 in- 


surance the evidence shows that it did 
not know the agent had filled it out as 
an application for insurance on Snyder’s 
life for $50,000 on the modified life plan 
with accidental death benefits and dis- 
ability income benefits at the request and 
suggestion of Mrs. Snyder and not at 
the request and suggestion of Mr. Sny- 
der, but apparently believed and acted 
on the belief that the application had 
been so filled out at the instance of Mr. 
Snyder. 

It was the plaintiff's rule and practice 
not to make out an insurance on any 
one life in excess of $50,000 which pro- 
vided for both accidental death benefits 
and disabiilty income benefits. If the 
plaintiff had accepted the application 
filled out by the agent, known as Exhibit 
3, and it had become a contract of in- 
surance, then Snyder would have been 
insured in the plaintiff for $50,000 insur- 
ance, all of which would have provided 
for accidental death benefits and disabil- 
ity income benefits, and the disability in- 
come under said policies would have been 
$520 monthly, whereas it was the plain- 
tiff’s rule to issue in no case policies 
providing for disability income more than 

(Continued on Page 17) 
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A *30,000 poliey— 
from a client who 


“couldn’t be approached” 











“Well, if you will call one of them up and 
tell him you want to talk to him about the 
insurance he already has, its a new point of 
view and he’ll be interested; I’ll be glad to 
go along with you to discuss the placing of 
his insurance in trust.” 

The underwriter agreed to try this out. 


Case No. 58—Our representative called on 
an insurance underwriter to discuss the sub- 
ject of insurance trusts in general. 

The underwriter agreed that for some 
people insurance trusts were advantageous 
and in certain cases indispensable. 

He said, however, that since his efforts 
were entirely directed toward selling insur- 
ance he had no time to advocate trusts. 

Our representative pointed out that per- 
haps he was missing a big sales approach by 
such an attitude. ‘““Haven’t you any clients 
whose insurance you know to be inadequate 
but whom you can’t hope to sell again for a 
number of years? Don’t you know of some 
who should have more protection but whom 
you can’t possibly approach again right now 
without antagonizing them?” 

The underwriter nodded. 








Our trust representative and the underwriter 
called on the insured. 

After some discussion the insured decided 
to trustee his insurance. He also realized he 
should have more insurance and took out 
an additional $30,000 policy to add to the 
principal amount of the trust. 





Specific instances from the day’s work show 
how life underwriters can use this trust de- 
partment to their advantage without obliga- 
tion. A practical, constructive presentation of 
the service we offer 1s contained in our book, 
“The Insurance Trust as a Business Propo- 
sition.”” You will welcome the specific infor- 
mation it contains. A copy will be sent to any 
life underwriter on request by the. Trust De- 
partment, National Bank of Commerce in 
New York, 31 Nassau Street, New York City. 
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Chrysanthemums And 
Eulogies For Hyde 


TEN YEARS WITH PENN MUTUAL 





W. H. Kingsley, Hugh D. Hart, E. G. 
McWilliam and Clinton F. McCord 
Praise General Agent 





Vice-President William H. Kingsley 
and Hugh D. Hart, of the Penn Mu- 
tual, and Vincent B. Coffin, director of 
education, are home office representatives 
who attended a luncheon of the McWil- 
liam & Hyde agency given in honor of 
the tenth anniversary of Ben Hyde’s 
connection with the Penn Mutual and his 
association with McWilliam. All general 
agents of the Penn Mutual Life in this 
territory were present with the exception 
of J. Elliott Hall, who could not come 
because of the wedding of his daughter. 
His office was represented, however, by 
Harry Morrow and Dave Adler. 

Warm tributes to Mr. Hyde’s abilities 
were not only paid by the speakers from 
the home office and by Mr. McWilliam, 
and one of the trustees, Clinton F. Mc- 
Cord, of Newark, but eulogistic letters 
were read from President William A. 
Law, Gustav Wuerth, head of the local 
life underwriters’ association, and others. 
Bunches of chrysanthemums came from 
the office force of McWilliam & Hyde 
and from the Hall agency. 

Mr. McWilliam traced the career of 
Mr. Hyde from the time when he was 
with one of the largest automobile dis- 
tributors in New York and he briefly 
sketched Mr. Hyde’s work in the agency, 
stressing his efficiency and organization 
ability. 

During the course of Mr. Hart’s talk 
he discussed the nation’s economic swing. 
He said that during the ten years Mr. 
Hyde has been with the Penn Mutual 
Life the insurance pendulum has been 
moving upward, but no one can tell when 
there will be a movement the other way. 
If such a swing should take place those 
who will meet the situation best are the 
agencies which are most capably organ- 
ized and those men best trained. 

During the luncheon it was announced 
that W. J. Blackwell was made an as- 
sociate general agent. Mr. Blackwell has 
made a reputation in New York, not 
only as an agent but as a speaker on 
inspirational topics. He was one of the 
hits of the recent convention of the 
Penn Mutual at Swampscott, the subject 
of his talk being “Work.” 





TRESCKOW RECOVERING 


W. Tresckow, insurance trust officer 
of the Central Union Trust Co., of New 
York, recently underwent an operation 
for appendicitis at the Jamaica Hospital, 
Jamaica, N. Y. Mr. Tresckow is reported 
to be well on the road to recovery. 








Your Group Business 


When placing group insurance make 
sure of three things— 


The contract—is it clear with every 
contingency automatically provided for? 


Is the claim service widely known for 


fairness and promptness? 


are frequent. 


Group cla ms 


What about plans for bringing new 
employees into the plan so that the group 
will continue to qualify without the 


necessity of reselling? 


In group insurance service means 


something. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 





T. J. MCREYNOLDS SURRENDERS 
T. J. McReynolds, vice-president of the 
International Life Insurance Company 
before it was forced into receivership, 
through the disappearance of $3,563,000 
of admitted assets, and reinsurance by 
the Missouri State Life on August 25, 
last, surrendered November 10 at the 
Federal building in St. Louis in answer 
to a fugitive warrant based on a Federal 
indictment charging conspiracy to use 


the mails in an alleged $2,000,000 Florida 


land swindle. 





RUMOR ABOUT COOLIDGE 


Gossip as to what Calvin Coolidge will 
do when he leaves the White House cov- 
ers a wide range. A Washington corre- 
spondent of the Newark “News” sent a 
despatch to his paper saying that he 
might head the National Life of Vermont. 
No confirmation of this could be obtained 
by this paper. 


BIG LOS ANGELES RALLY 





Life Underwriters Assoc‘ation There 
Honors George W. Ayars as Na- 
tional Association Officer 


The Life Underwriters Association of 
Los Angeles held one of the biggest 
meetings in its history on October 25, 
with over 360 in attendance. There were 
a number of “company” tables with 100% 
ettendance of its agents. Percy Mac- 
Nab, Phoenix Mutual, originated the 
idea of having a member of the presi- 
dent’s committee as host at each table. 
The membership drive for the month 
was in honor of George W. Ayars, vice- 
president of the National Association. 
There are now 394 members. President 
Fred C. Hathaway turned the meeting 
over to Mr. Ayars and among other 
speakers at the meeting were Will G. 
Farrell, Penn Mutual, and Charles M. 
Peters: 





riends of the Company everywhere. 


Massachusetts Mutual 


More Than a Billion and 








FRIENDS EVERYWHERE 


Long established and consistently progressive, providing perfect protection at a 
net cost which is notably low, and rendering prompt and efficient service, the 
Massachusetts Mutual stands out as an ideal company to represent. 
of square dealing are back of every one of our agents. 


Life Insurance Company 
Springfield, Massachusetts 
Organized 1851 


Half 


Many years 
They find enthusiastic 


f Insurance in Force 











’ Pennsylvania 











Provident. Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1 
1927, the average premium per policy has been 
increased owing to a larger average policy 


The new dividend scale, in effect January 1, 1928’ 
shows on the average a greatly reduced cost to the 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


—_ 


NEWARK SPEAKERS 





President Duffield of Prudential to Wel. 
come J. State Federation of 
Women’s Club at Life 
Underwriters’ Lunch 

Plans for the luncheon of the Li’s Un- 
derwriters Association of Newark which 


will be tendered to the New Jerse: Fed. 
eration of Womens’ Clubs, hav been 
perfected. The event will take place next 


Thursday at the Robert Treat Hotel in 
Newark and will be given for the purpose 


of educating the women of the s‘»te on 
the many uses of life insurance. Stuart 
B. Rote, president of. the life «nder- 


writers, will preside. The speakers and 
their subjects are as follows: 

Address of Welcome—Edward !). Duf- 
field, president, The Prudential; “Greet- 
ings from the New Jersey State l’edera- 
tion of Women’s Clubs,” Mrs. L. V. Hub- 
bard, president; “Standard of Ideals and 
Principles,” Roger B. Hull, managing 
director National Association Life Under- 
writers; “What Women Should Know 
About Life Insurance,” Griffin M. Love- 
lace, third vice-president New York Life; 
“My Reaction in Dealing With Women,” 
Miss Emme H. Ditzler, Connecticut Mu- 
tual; “Educational Insurance Campaign 
of the General Federation of Women’s 
Clubs,” Miss Alice Lakey, insurance 
specialist, General Federation. 


HOLDEN CONDUCTS COURSE 








Former Newspaper Man and Instructor 

In Rutgers University Lectures On 

Insurance At Paterson Y. M. C. A. 

George Holden, manager of the Life 
department of Lewis & Gender, New 
York, is in charge of a course of lec- 
tures on general insurance which is con- 
ducted under the joint auspices of the 
Paterson Insurance Agents’ Association 
and the Y. M. C. A. Schools at the 
Young Men’s Christian Association in 
Paterson, N. J. 

Mr. Holden will hold seventeen ses- 
sions of two hours each and will present 
the fundamentals of insurance. He was 
formerly an instructor in insurance at 
Rutgers University. While a text on 
General Insurance by Ackerman will be 
the basis of the course, the major part 
of the course will concern itself with 
practical problems and discussions. 





PRODUCTION GAIN 4.7% 

New paid-for life insurance production 
during October of this year was 4.7% 
greater than during October of last year. 
Such insurance during the first ten 
months of 1928 was 7.6% greater than 
during the corresponding period of last 
year. These facts are shown by a state- 
ment forwarded by the Association of 
Life Insurance Presidents to the United 
States Department of Commerce for pub- 
lication. The compilation aggregates the 
business records—exclusive of revivals, 
increases and dividend additions—of for- 
ty-four. member companies, which have 
82% of the total volume of life insurance 
outstanding in all United States legal re- 
serve companies. 
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Imagination Practical 
In Selling Insurance 


HART TALKS TO N. Y. ASS’N. 





Jar.es Elton Bragg Says Better Agent 
Is Probl of Busi ; Sales 


Should Be Specific 








—_ 


ugh D. Hart, vice-president, Penn 
Muiual, and James Elton Bragg, Union 
Central manager, Philadelphia, were the 
leading speakers at the November din- 
ner of the local life underwriters on 
Tucsday. These dinners are growing in 
size. One reason is 160 new members. 
Before the speaking Miss Emma Ditzler 
(Frazer agency, Connecticut Mutual) was 
introduced as she has produced consecu- 
tively for 200 weeks, writing more than 
600 apps in that time. 

Mr. Hart talked mostly about imagina- 
tion. He didn’t believe that the posses- 
sion of that quality meant that a person 
is impractical. The careers of Napoleon, 
Pizarro and many other figures in his- 
torv proved this. 

Then, as an example of what imagina- 
tion can do, Mr. Hart told about juggling 
some words while working on an “App- 
a-Week” plan. Those three words, 
spelled backwards, read “Kee-Wap-Pa.” 
The word caught his imagination. Into 
his office he called a scholarly agent and 
told him that the word Kee-Wap-Pa had 
been found in Indian tribal legends. 
Traces of business practice among the 
Indians had been discovered occasional- 
ly, and it was believed that this Kee- 
Wap-Pa meant insurance. The scholar 
was interested. For some time he search- 
ed through all the available material for 
a sign of the word. Finally a bank presi- 
dent with whom he was acquainted trans- 
lated the word as meaning “thou white 
man” in the Algonquin tongue. 

Mr. Hart pressed the matter no fur- 
ther there, but when he went to Chicago 
a short time later he told the story 
while endeavoring to interest the field 
force in the app-a-week idea. The hear- 
ers were so pleased with the tale that 
they formed the first Kee-Wap-Pa Club, 
which is now going strong. 

Electric Words 


Certain words that electrify the imagi- 
nation of men were recited by Mr. Hart. 
Million was one. A man who carried 
$900,000 was approached and_ asked, 
“Wouldn’t you like to carry a million?” 


That was all. The sale was made. Divi- 
dend was given as another miracle 
worker. 


James Elton Bragg, general agent for 
the Union Central at Philadelphia, dis- 
cussed the figures given by the Life In- 
surance Sales Research Bureau in its 
recent report on institutional advertising. 





REGIONAL MEETINGS 

President Paul F. Clark of the Na- 
tional Association of Life Underwriters 
announces a splendid speaking program 
to be followed during 1928 and 1929, and 
which embraces the entire country. It 
will be conducted by seven regional vice- 
presidents. Following are the territories 
with the officer in charge: New York, 
New Jersey and Pennsylvania, J. S. My- 
tick; the Atlantic coast states, E. S. 
Brachears; southern states, E. T. Mc- 
Cor tack; Ohio, Indiana and Michigan, 
E. \V. Owen; the middle west and west, 
a |. Whatley and C. C. Day; Pacific 
coat states, G. W. Ayars. New Eng- 
lan’, the eighth section will be handled 
by |'resident Clark himself. He has al- 
realy spoken before two of the Massa- 
chu-etts associations, the Western and 
Censral Massachusetts associations. The 
sub--ct to be considered in this year’s 
Prc ram include changes in the policies 
of ‘he National Association, increased 
membership, institutional advertising, 
vdards of the business and closer re- 
nship between the local associations 
anc the National Association. 





“he Southern Life of Los Angeles is 
a ew company which will have $1,000,- 
000 capital, eee 


Continental Life 
To Erect New Home 


TWENTY STORIES AND TOWER 








St. Louis Company’s Building Was to 
Have Been Built by Bank Which 
Leases Part 





The Continental Life of St. Louis has 
acquired title to the property 3611-3617 
Oliver street, formerly owned by the 
Grand‘ National Bank, and it will build a 
new home office structure of twenty sto- 
ries and tower. The bank will occupy 
part of the new building. 

It was originally intended the building 
would be erected by the bank, which sev- 
eral months ago purchased the site for 
$240,000 while the Continental was to 
lease home office space in the upper 
floors. However, there was some objec- 
tion to the plan by the national bank 
authorities, so it was decided ‘to have 
the insurance company take over the 
project. The bank will use the first and 
second floors and part of the basement, 
while the Continental Life will use the 
next five floors. The remainder of the 
building will be available for rental to 
office tenants. 

The new Continental Life building will 


be 250 feet high with twenty full stories 
and a tower that will accentuate its 
height. Complete it will cost approx- 
imately $1,500,000. It will embody all 
the modern facilities of the setback type 
of skyscraper construction. The front 
will be faced with white terra cotta of 
ornamental type that will give the exte- 
rior a lacework rather than a flat or 
massive appearance. 

Above the second floor there will be 
a slight recession of the front wall to 
relieve the perpendicular lines and at the 
fifteenth floor there will be a second set- 
back that will include the front and side 
walls. There will be further setbacks at 
the twentieth floor and the cornice, the 
whole culminating in the central tower 
effect at the top of the building. 





NEW YORK STATE MEETING 

A meeting of the New York State 
Underwriters’ Association took place 
Wednesday at the Hotel Syracuse, Sy- 
racuse, N. Y. The following insurance 
executives from New York City at- 
tended: Julian S. Myrick, president; 
George Kederich, New York Life; James 
Flanagan, Bankers Life; Gustay Wuerth, 
president of the Life Underwriters’ As- 
sociation of New York and Arthur 
Woodward. 











LIMITS INCREASED 


In keeping with its plans of 
expansion, the Manhattan Life 
announces the following im- 
portant changes in under- 
writing practices: 


1. Limit on one life, $100,000 
2 Disability Benefits on $25,000, 
3. $50,000 on one examination 


The Manhattan Life Ins. Co. 
Madison Ave. at 60th Street 
New York City 

Organized 1850 


THOMAS E. LOVEJOY 


President | 


























RIEHLE APP. CAMPAIGN 


A dinner at the Hotel Astor, on No- 
vember 8th launched the Riehle agency 
of the Equitable Life Assurance Society 
on a Testimonial Application Campaign 
in honor of Isadore Riehle, associate 
manager. 








Men of 


- Minagement. 


Capitalist 


Company 





JAMES E. CALDWELL 
NASHVILLE, TENNESSEE 
President Fourth & First National Bank 
President Nashville Trust Company 
Chairman of Board Southern Bell Telephone Company 
Chairman of Board Missouri State Life Insurance 


HARVEY C. COUCH 
PINE BLUFF, ARKANSAS 
President Arkansas Power & Light Company 


THEOBALD FELSS 
CINCINNATI, OHIO 
President Felss Flour Milling Company 


NORMAN R. MORAY 
DES MOINES, IOWA 
President Southern Surety Company of New York 


Wide Experience 
Direct Missouri State Life 


: iw spirit of progress which characterizes the Missouri State Life and which is 
responsible for its remarkable growth is the result of broad vision and wise 
The men who contro! the Company are men of wide experience, men 
who are accustomed to big-scale business. 


BOARD OF DIRECTORS 


W. S. BRANSFORD 
NASHVILLE, TENNESSEE 


ROGERS CALDWELL 
NASHVILLE, TENNESSEE 
President Caldwell & Company 
President Bank of Tennessee 


Over $1, 140,000,000 of Insurance in Force 
Over $125,000,000 of Admitted Assetts 


Missouri State Life Insurance Company 


Hillsman Taylor, President 


LIFE - - ACCIDENT - - HEALTH 


E. D. NIMS 
ST. LOUIS, MISSOURI 
President Southwestern Bell Telephone Company 


DR. BRUCE RYBURN PAYNE 
NASHVILLE, TENNESSEE 
President George Peabody College 


THOMAS M. PIERCE 
ST. LOUIS, MISSOURI 
Vice-President and General Counsel 
Terminal R. R. Association of St. Louis 


CHARLES S. SARGENT 
NEW YORK and BOSTON 
Kidder, Peabody and Company 


J. SHEPPARD SMITH 
ST. LOUIS, MISSOURI 
President Mississippi Valley Trust Company 


HILLSMAN TAYLOR 
ST. LOUIS, MISSOURI 
President Missouri State Life Insurance Company 


F. O. WATTS 


ST. LOUIS, MISSOURI 
Chairman of Board First National Bank 


Home Office, St. Louis 


GROUP 
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[IVEHINTS FOR BUSINESS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 





The Kansas City 

Single Life in its agency 
Premium publication discusses 
Life the merits of Single 


Premium Life. 
Among other things it says: 

“Comparing a Single Premium life in- 
surance policy with a $2,500 7% farm 
mortgage, one of our representatives re- 
cently brought out the following facts 
ior a man aged 40: 

“$2,500 will, within $9, buy you a paid 
up life inSurance policy of $6,000. Were 
you to die next week, leaving your mon- 
ey in the farm mortgage, you would 
merely lay upon your family the respon- 
sibility of collecting the mortgage and 
recovering the $2,500. Placing it on a 
Single Premium policy, were you to die 
it would immediately pay to your fam- 
ily $6,000, more than two for one. 

“No 7% farm mortgage is absolutely 
safe. We mean by that that you cannot 
collect your money at any time you de- 
sire. Depositing your money in a Single 
Premium policy, it is absolutely safe and 
may be recovered at any time. 

“All farm mortgages are taxable. The 
Single Premium policy is non-taxable. 

“Deducting the rate of taxes and ex- 
penses of investment incident to placing 
your money and replacing it, your in- 
terest rate is reduced below the interest 
rate that you would experience by leav- 
ing your money in a Single Premium pol- 
icy. Therefore, the Single Premium pol- 
Icy, aS an investment, is safer, is more 
liquid, and yields you as high, if not a 
higher rate of interest, than does the 
farm mortgage.” 


* * * 


T. C. Rice-Wray of 


Bequests Detroit recently made 

and Life an informal talk to 
Insurance a group of Newark 
agents which con- 
taincl some good points. He said in part: 


“There are two ways to be permanent- 
ly independent: one is to buy life insur- 
ance, the other is to sell it. 


“\ost of us agents get tired of our 
best ‘stuff.’ We forget that while it is 
no |onger new to us, it is new to the 
Pros-ect. In an endeavor to get some- 
thin. new, we discard that which has 
becc ne perfectéd through use for some- 
thin new, though inferior. Many men 
have discarded their best stuff mainly 
becarse they thought it was ‘old stuff.’ 
It is only old to you—not to your pros- 
pect 


‘“T-ne buildings such as the Book 


| Buil ing or the Woolworth Building are 


simj'y ‘tombstones,’ situated where the 
trafic is heavier. Bequests aré another 
forn of ‘tombstone’ which are worth 
whil remembrances of a man’s activi- 
tes. Bequests to charitable organiza- 
tion and educational institutions can 
best be handled through the medium of 
life insurance. In this insurance way, 
aman sets up a ‘tombstone’ in advance, 


énd gets satisfaction from it while he is 
living.” 


The current num- 


Four ber of the “Pelican” 
Reasons publishes four funda- 

For Buying mental reasons for 
buying life insurance 

as presented by J. S. Drewry with 


the comment that they are considered of 
fundamental importance. Here they are: 

“1, Underwriting a life value by pro- 
viding for income from property to re- 
place income from personal labor. 

“2. Acquisition of good property. Every 
man desires to attain financial independ- 
ence and no man ever fails who uses 
life insurance as the backbone of his 
program. 

“3. Ease of transfer of property. A 
large part of the estate of a successful 
man is acquired for others; he does not 
need the income for himself. Julins 
Fleischmann is credited with having said 
that if just before he should die he could 
transfer all of his estate into the form 
of life insurance, he would leave an ideal 
estate. This idea was dealt with from 
the viewpoint of ease and efficiency in 
the transfer of the estate, and in the 
conservation and management thereafter. 
No one can foretell how much or at what 
time general property will reach the 
beneficiaries. 

“4. Trusteeship or management of es- 
tates. Money, as well as property, re- 
quires management. 





A SURPRISE LUNCHEON 
General Agent D. M. Skinner of the 
Aetna Life, Kansas City, was recently 
the guest of honor at a surprise luncheon 

given by the Kansas City Agency. 





HAlcHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
% AND IANAPOLIS 


Omaha Kansas City 
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PARTICIPATING INSURANCE 
ON ALL FORMS 


First year dividends (con- 
tingent on payment of second 
year premium.) 


Low Net Cost 
For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mgr. 
110 William Street 
New York City 
Beekman 5058—6691 
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Seven Years Of Iowa Leadership 


AGAIN IN 1927, THE BANKERS LIFE COMPANY 
led all companies in the writing of new, paid-for life insurance 
in Iowa, itshome state. The total for 1927 was $20,193,476. 


LAST YEAR WAS THE SEVENTH CONSECUTIVE 
year in which the Bankers Life has achieved Iowa leadership 


co ce a 


BANKERS LIFE COMPANY 


THE ONWARD MARCH COMPANY 
Gerard S. Nollen, President DES MOINES, IOWA 























A POLICY YOU CAN SELL! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 


PS ape) 0 Ce 1 ie $5,000 
PANY SCCIIONIEMD GOAN s 5 5 oc nc cc ckceceseccncsecessens 10,000 
Certain accidental deaths.............cccccccccscees 15,000 


Accident Benefits $50. per WEEK for fifty- two weeks 
$25. per WEEK thereafter 


JNon-cancellable) 
Disability Income, Waiver of Premiums, etc. 


Also $5,000 ‘‘Preferred Risk’’ Policy—high value— low premiums; age 35, $19.91 


per $1,000. Endowment age 85—Juveniles age 10 years and upward—Monthly 
Income—Non-Medical. 


Insures and assures your client’s future and yours 


Are you Interested in an agency? Our Vice-President, Eugene E. Reed, will tell 
you all about it. Write him direct—and directly. 


UNITED LIFE 
and ACCIDENT INSURANCE COMPANY 
Concord, New Hampshire INQUIRE 
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Years of Life Insur- 
ance Ideals and Service e 


N IDEAL became a reality when, on February lst, 1843, 
A “The Mutual Life of New York” issued its first policy. 
The business of life insurance on the mutual plan started 

in America then and there. 





Priority in its field is not the Company’s claim to greatness 
—age in itself is no great distinction. The Mutual Life began 
with high ideals of business conduct, which still prevail. It aims 
at quality and to be highly honorable in all its dealings. 


In its relations with policyholders and their representatives 
The Mutual Life has an outstanding record. 


Those who contemplate life insurance soliciting as a career 
are invited to apply to 


The Mutual Life Insurance Company 
of New York 


GEORGE K. SARGENT 
2nd Vice President and M of A i 


New York, N. Y. 


DAVID F. HOUSTON 
President 





34 Nassau Street 








Page 11 











were Tren 





Page 12 











November 16, 1°28 





Beha Cites Abuses 
In Answering Agents 


GIVES SOME SPECIFIC CASES 


Says He ‘ ‘Reluctantly” Airs Instances Of 
Extravagant Tendencies Now 
Practiced 
Superintendent James A. Beha has is- 
sued a reply to the open letter of the 
special committee of the Life Underwrit- 
ers Association of New York State, of 
which Julian S. Myrick is chairman, 
which letter criticised the proposed 
amendments to Section 97 and related 
sections of the New York State insur- 
ance law. Superintendent Beha takes up 
the association’s argument point by point 
to the extent of about thirty typewritten 

pages. 
He goes further than in any previous 
public comment on the subject by giving 


specific instances of “abuses and improp- 
er tendencies towards york agance in 
the life insurance field,” eliminating the 
names. 


In his argument in refutation of some 
of the statements in the underwriters as- 
sociation letter, Superintendent 3echa 
says he advocates no reduction in com- 
missions and that the proposed changes 
will not disturb existing agency contracts. 
Neither does he advocate reductions in 
premium, as under the changes, the mat- 
ter would be left to the companies. He 
says there is no effective way of correct- 
ing the evils of the situation except by 
such amendments to the law. 

What The Abuses Are 

On the subject of present abuses Su- 
perintendent Beha’s statement follows: 

“Superintendent Beha has been reluct- 
ant to publish specific instances of abuses 
and improper tendencies towards pc ave 
agance in the life insurance field. How- 
ever, no choice in the matter now ap- 
pears to be left open to him. He had 
hoped that the citing of specific instances 
of abuses and improper tendencies to Mr. 
Myrick’s committee in the confidential 
conferences would make the publication 
of such instances unnecessary. This hope 
has proved to be futile. The names of 
companies, agents and other persons will 
be omitted from the public: cy 

“The abuses and improper tendencies 
towards extravagance in the life insur- 
ance field today may be roughly divided 
into the following four classes, although 
there will be a certain amount of over- 
lapping: 

1. Payment of Salaries for Supervision 
of Old Business which Salaries in 
fact Constitute Compensation for 
Writing New Business. 

Salaries for supervision of old business 
are not limited or controlled by the 
ent law. It is usually a matter of 
faith as to whether or not such 
are actually paid for supervision of old 
business or for writing new business. It 
is manifestly impossible for this Depart- 
ment to examine all the salary contracts 
of the authorized life companies. Even 
if it were possible or feasible to examine 
such contracts, it would still be a most 
difficult matter to decide questions of 
good faith. Such a responsibility, in any 
event, should not be placed upon super- 
visory officials. 

Some specific instances covering the 
above class of expenses are shown in 
Exhibit A hereto attached. 

2. Expense Allowances which are in fact 
Compensation for Securing New 
Business. 


pres- 
LOC dl 
salaries 


Some specific instances of this class of 
expenses are shown in Exhibit B hereto 
attached. 

3. Commissions and Other Compensation 
(for Securing New Business) in 
Excess of 55% of First Year Pre- 
miums. 

In his letter of July 12, 1928, Mr. My- 
rick stated his committee believed that 
first year commissions should be limited 
to a maximum of 55%. The present law 
does not contain any such limitation. 

Some specific instances of first year 
compensation in excess of 55% of first 
year premiums are shown in Exhibit C 
hereto attached. 

4. Shifting of First Year Expenses to 
Total Expenses; also Instances of 
Modern Developments that Tend 
to Make Present Expense Limita- 
tions Inapplicable and Meaningless. 

Some illustrations covering the above 
points are shown in Exhibit D hereto at- 
tached. 

“In considering the specific instances 
of abuses and improper tendencies as set 
forth in the attached exhibits, sight 
should not be lost of the objects to be 
accomplished by the proposed amend- 
ments as outlined in Superintendent 
Beha’s printed memorandum of August 
14, 1928. The abuses to be corrected con- 
stitute only one phase of the problem. 

A General Agent Sums Up Situation 

The exhibits referred to are drawn 
from examination reports, letters to the 
superintendent from companies and even 
general agents. A letter from a general 
agent in New York City says: 

“Every one conversant with conditions 
as they exist in the life insurance busi- 
ness in New York today, knows that not 
a few companies and life insurance agen- 
cies to secure business are offering agents 
inducements in the form of extra com- 
pensation above the customary commis- 
sion schedules in the guise of expense 
allowances and that frequently these in- 
ducements take the form of expensive 
office accommodations, which frequently 
are not used solely for the business of 
the companies and the agencies offering 
these inducements. 

“The growth of this practice has made 
the services of many life insurance agents 
and particularly brokers, a commodity 
purchasable by the highest _ bidder. 
Agency offices are in open competition 
for the services of field representatives, 
whose allegiance frequently cannot be 
counted upon so that there is a constant 
shifting from agency to agency as the 
price goes up or down. 

“The majority of -e companies operat- 
ing in New York, I believe, do not en- 
dorse this practice of bidding for busi- 
ness but I think the general agencies of 
these companies have not been sufficient- 
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Underwriting Methods 
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Sound—Liberal— Mode:n 


New England Mutual Life Insurance {o. 


87 Milk Street, Boston 








ly alert to safeguarding their own best 
interests which, it cannot be denied, suf- 
fer on account of their inability to offer 
compensatory inducements. In some 
cases, general agents representing the 
same company are at variance as to the 
compensation allowed, obviously to the 
detriment of the general agent who is 
unwilling or unable because of the con- 
dition of his business, the age and size 
of his agency, to offer extra inducements 
for business. 

“The existence of agencies operating 
with allowances sufficiently liberal to 
permit them to offer extra inducements 
for business, I believe to be harmful to 
the best interests of the companies and 
the public. Inability to meet their com- 
petition is disheartening to general agents 
engaged in building stable organizations 
of loyal and efficient field representatives. 
If a general agent cannot look forward 
to a reasonable period of service from 
the agent he trains in the business, it 
logicaily follows that he cannot afford 
to make this training as thorough as he 
would like. The effect is to increase the 
number of improperly trained agents, 
who admittedly sow the seeds of discon- 
tent and lapsation and contribute an ad- 
ditional quota of expense to the policy- 
holders whose affairs have been improp- 
erly handled. 
eee 


“Che tendency away from company 
allegiance in New York has brought 
about a condition which does not exist 
elsewhere in the country in the same de- 
gree and is practically non-existent in the 
smaller centers of population. Companies 
and even general agencies find it difficult 
to control the activities of agents and 
particularly brokers, not a few of whom 
are alert to find loopholes in the medical 
safeguards of individual companies, which 
enable them to secure policies for doubt- 
ful applicants to the detriment of other 
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policyholders. The constant shifting 
about of agents has sown the seeds of 
twisting and the companies are finding it 
increasingly difficult in New York to pro- 
tect their business. In no small measure 
these abuses have resulted from the 
breakdown of company control and alle- 
giance, which in turn to some degree at 
least may be laid at the threshold of the 
compensatory inducements under discus- 
sion. 

“In the light of the foregoing, I would 
welcome any course of action that would 
result in the standardization of commis- 
sions and compensation for life insurance 
agents. It is understood, of course, that 
the opinions I have expressed represent 
only my personal views.” 
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1851 1928 Fe elie | 
BERKSHIRE LIFE INSURANCE COMPANY The Colonial Life ‘fusurance Company of America 
In establishing connections with a life insurance company, the personal Insurance in Force 
reg - eerie family is of paramount importance to the prospective ONE HUNDRED MILLION DOLLARS 
agent. e Berkshire Life Insurance Company of Pittsfield, Massachusetts, ee: ° | 
has a well-earned reputation for a co-operative spirit between the Home 1927 Showed Greatest Gains in History of Compe y 
Office and the Field Force that is of inestimable value to the success and Wide Variety of Ordinary and Industrial Policies 
happiness of its representativ es. Give Agents Unusual Money Making Opportunities. | 
“Ask any Berkshire Agent’ OFFICERS | 
BERKSHIRE LIFE INSURANCE COMPANY George T. Smith, Vice — seseeais E. C. Wise, Treasurer | 
Incorporated 1851 ? 4 i" " "Re : 
PittsGeld, Massachusetts FRED. H. RHODES, President aii el Cece ncrnninins 
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Personalities in New 
Baker-Shaw Agency 


REPRESENTS NATIONAL LIFE 








Office Has 20 Full Time Men Whose 
Prcduction in October Won Third 
Place on Company Records 





With the recent formation of Baker- 
Shaw, Inc., as general agents of the Na- 
tional Life of Vermont in New York 
City succeeding Edward M. McMahon & 
Asso iates, Inc., two new personalities 
have come into the general agency ranks 
here who have already made names for 
themselves as personal producers. 

Ff. Ellsworth Baker, president of the 
organization, is a Harvard man who has 
had considerable experience in the sell- 
ing field. A substantial writer of busi- 
ness in the old McMahon agency, he 
has pitched into the managerial end of 
liie isurance with lots of enthusiasm. 
In spite of increased duties Mr. Baker 
has been able to keep up his personal 
production and this year expects to pay 
for more than $500,000. He has a like- 
able personality and goes about his work 
with a spirit of helpfulness that wins 
appreciation from both agents and pol- 
icvholder. With the background of a 
prominent New York family, he brings 
into the Baker-Shaw Agency strength 
that will play an important part in its 
development. 


Shaw Active in Civic Affairs 


William B. Shaw, vice-president of the 
agency, received his education at Wake 
Forest College, North Carolina, and was 
in the tobacco business before coming 
into life insurance. He occupied mana- 
gerial positions in this field for a num- 
ber of years. His trips around the 
country brought him into such wide con- 
tacts with all types of men that when 
he decided to enter the life insurance 
field with the McMahon Agency it was 
with a strong selling background. It 
was not long before he was one of the 
leaders of the agency. Mr. Shaw is the 
energetic type whose mind runs along 
organization channels. He is handling 
the brokerage end of the Baker-Shaw 
Agency. 

Mr. Shaw is active in civic affairs in 
Pelham, N. Y., his home town, and, as 
chairman of the administrative commit- 
tee of the local school board, has had 
a big part in bringing the Pelham 
schools to the foreground both from the 
standpoint of education and health. The 
reforms which have been inaugurated 
under his direction have received state 
wide recognition, 

The agency has also an advisory staff 
composed of such men as Howard 
Clarke, one of the big producers of the 
National Life, and R. W. Dodson, who 
has a country-wide experience in selling 
life insurance. It now has twenty full 
time producers whose selling ability was 
indicated in October when the Baker- 
Shaw Agency stood third among Na- 
tional Life offices throughout the coun- 
try, being surpassed only by the ‘Chicago 
and Cleveland agencies. 

As the agency gathers momentum it is 
planuing to open branch offices at stra- 
tegic out-of-town points for the conve- 
nience of its underwriters in local terri- 
tory 





GUARDIAN’S PRESIDENT MONTH 


Tie business written during October 
which was designated as “president’s 
month,” in honor of Carl Heye of the 
Guardian Life, reached a total of $11,- 
68930, which sets a new high record 
lor any single month’s business in the 
com any’s history, and represents an in- 
crease of more than a million dollars 
over the president’s month of 1927. The 
campaign resulted in the qualification of 
136 members of the company’s 8-A- 
Month 100-A-Year Club. Their aver- 
age production was ten applications for 
a total of $37,729. For the entire field 
ce, the average was four and one- 
half applications, totaling $22,863. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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Pioneering 


Progress always requires pioneering. Some- 
one must take the first steps, must lead in 
the exploring of new fields, must “go before 
and remove obstacles for those who follow.” 


& 


gq In order to fulfil its obligation to humanity, 
life insurance must seek new ways of service, 
in addition to extending the old. Andsoit 
must have pioneers. The New York Life 
has always recognized this obligation. 





q Many years ago this Company undertook to 
pioneer in the field of sub-standard risks. 


gq After a long and intensive study of declined 
cases, it found that special rates could be 
calculated, permitting, with safety, the ac- 


ceptance of many risks which previously had 
been rejected. 


qg On July 1, 1896, the Company issued its 
first sub-standard policy. Since then, the 
writing of insurance on impaired lives has 
been a part of the New York Life's regular 
service to the public, and has gradually been 
adopted by a majority of the larger companies. 








To-day, Nylic Agents are en- 
abled to obtain insurance 
for approximately three 
out of every five clients 


who otherwise would 


be declined. 








NEW YORK 
LIFE INSURANCE 
COMPANY 


346 BROADWAY, NEW YORK 
DARWIN P. KINGSLEY New Home Office Building now being 


i erected on the site of the famous 
President old Madison Square Garden 

















International Failure 
Hurt Circuit Attorney 


BEAT SIDENER IN ST. LOUIS 





Judge Miller, Successful Candidate, Willi 
Prosecute Vigorously; Hyde Wins 
In Caulfield Victory 
———e 

The defeat of Circuit Attorney How- 
ard Sidener by Former Circuit Judge 
Miller is certain to have great bearing 
on the prosecution of those responsible 
= the wrecking of the International 

ife. 

The eleventh hour return of Roy C. 
Toombs to St. Louis on the very eve 
of the election apparently had little ef- 
fect on the balloting as Sidener was given 
the worst beating ever received by a Re- 
publican candidate in the history of St. 
Louis, trailing Judge Miller by more 
than 60,000 votes. His failure to take 
vigorous steps in the International Life 
case was used in the campaign against 
Sidener. 

It is generally believed that Miller will 
go to the very bottom of the Interna- 
tional Life case and will not confine 
himself entirely to the administration of 
President Roy C. Toombs. 

The overwhelming victory of Judge 
Henry S. Caulfield, the Republican can- 
didate for governor of Missouri, has been 
interpreted in some political circles as 
an endorsement of Ben C. Hyde as su- 
perintendent of the Missouri insurance 
department. 

Former Governor Arthur M. Hyde was 
one of the original boosters for Judge 
Caulfield’s candidacy and was very active 
in the campaign for his election. On the 
speaker’s platform Hyde defended his 
brother’s work as superintendent of in- 
surance. Judge Caulfield, in his plat- 
form and advertising pledged himself to 
support Hyde’s effort to collect the $12,- 
000,000 due under the Missouri Supreme 
Court decision sustaining Ben C. Hyde’s 
10% reduction order of November, 1922. 





CRITICIZES AGENTS’ METHODS 





Speaker Before Philadelphia Underwrit- 
ers Says They All Stress 
Haste and Gloom 

In a talk before the Philadelphia As- 
sociation of Life Underwriters last week, 
Arthur H. Motley, advertising man with 
the Crowell Publishing Co., criticized the 
methods of the average life insurance 
agent. He kept a record of the sales 
talks of every agent who solicited him 
over a period of years. There were 433 
of them and all but one used the same 
general methods. They put pressure on 
him and kept it there; predicted all man- 
ner of calamities and kept a pessimistic 
picture of life constantly before him; 
which, he said, made no appeal. He felt 
they knew nothing about him and his 
problems; they tied up insurance with 
such men as President Coolidge, Car- 
negie and Charles Evans Hughes; men 
clear out of his sight as far as personal 
contact was concerned. He sensed that 
every agent was competing with every 
other agent for his business, for they all 
urged haste, “act before it is too late,” 
without giving any reason that he could 
see; except that that particular agent 
wanted his business before another 
could get it. 

The one exception, who gct his busi- 
ness, Mr. Motley said, made it a point 
not to discuss insurance until he had fa- 
miliarized himself with Mr. Motley and 
his problems. He made himself inter- 
esting because he centered his interest 
on his prospect and when he finally 
raised the insurance question, Mr. Mot- 
ley felt the agent was a friend and knew 
his situation. 





King Alfonso of Spain is assured of a 
pension in old age. He is a member of 
a Spanish organization, “Foresighters of 
the Future” to which he pays a dollar 
premium monthly and from which he 
will some day receive a pension—whether 
he needs it or not. 
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Research Man Pians 
Book on Reinsurance 


BOOKS LACKING ON SUBJECT 





Jacob Baar, Metropolitan Life Employe, 
Now Preparing Thesis; To Travel 
in Europe For Data 





The insurance fraternity will be inter- 
ested to learn that a book on reinsurance 
is now in preparation and that its author 
is a young man twenty-four years of age 
employed in the statistical department of 
the Metropolitan Life. He is Jacob Baar, 
who holds the degree of master of arts 
from Columbia University, 1927; also a 
B. S. degree from New York University. 
He has studied economics under Profes- 
sor E. R. A. Seligman at Columbia and 
insurance under Prof. Ralph H. Blanch- 
ard, head of the department of insurance 
at the same institution. In preparing his 
treatise, Baar has had access to the in- 
surance collection of Dr. Ralph H. 


Blanchard and to the various insurance 
and law libraries in the New York area. 


To Write Thesis 


It is intended to offer this work as a 
thesis in partial requirement for the de- 
gree of doctor of philosophy at Colum- 
bia University. In order that the final 
text of the work may contain the latest 
description of reinsurance practices 
abroad, Mr. Baar plans to look into all 
the available data on the subject that are 
to be found in the archives of the larger 
cities, such as Berlin, Hamburg, Paris 
and London. He believes there are rich 
sources of historical information on the 
subject of reinsurance in such places as 
the British Museum, the library of the 
Sorbonne at Paris, the famous Bodleian 
library at Oxford, as well as in the in- 
surance library of the Supervisory office 
of the German Republic. 

The plan of Baar’s book will be as 
follows: The introduction will be devoted 
to a discussion of the various definitions 
of the term “reinsurance” which Baar 
thinks has been’ misused a lot. There 
will also be chapters on the history of 
reinsurance and the technique of rein- 
surance and a chapter will also be de- 
voted to the legal aspects of the subject, 
reinsurance in international law, ete. 
Baar plans to make a detailed, genetic 
study of casualty reinsurance, which he 
says has lagged behind other branches 
of reinsurance practice. The treatise 
will be concluded with recommendations 
by the author from his comparative study 
of the reinsurance business in its various 
branches. 

Some Obstacles 


One of the great difficulties in writing 
a book about reinsurance, according to 
Baar, is the meagreness of the statistics 
and otker information on the subject. 
The required statistics for the various 
companies are not on_ public record, 
which further complicates the student’s 
research problems. Most of the general 
information on the subject of reinsur- 
ance, he says, must be taken from peri- 
odicals and annual statements of the 
companies. He thought the Library of 
Congress at Washington might contain 
a lot of interesting historical material on 
the subject.,, Another drawback to the 
proper study of the subject is the fact 
that most of the disputes which arise 
from reinsurance treaties are settled by 
arbitration'so that many of the essentials 
of practice are never written down. 

If a traveling fellowship can be pro- 
vided, Baar may be able to visit Europe 
and dig into the archives of the various 
companies’ libraries, consult reinsurance 
experts, and examine the available com- 
pany records and other sources on the 
subject of reinsurance. Baar would do 
much of his work in Germany because 
of its importance in the field of _rein- 
surance. Professors Manes of Berlin 
and Dorn of Munich are interested in 
Baar’s research. France also has quite 
an elaborate reinsurance history, not con- 








“IT’S A GOOD POLICY” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 


LOW COST PREFERRED RISK POLICY 
NEW OWNERSHIP, BENEFICIARY and 
ASSIGNMENT PROVISIONS 


clearly define contractual rights of all parties interested 


COMPLETELY REVISED PLAIN ENGLISH POLICY FORMS 
that will particularly appeal to the conscientious life underwriter. 
p WRITE FOR INFORMATION 


Philadelphia Life Insurance Co. 
111 North Broad Street, Philadelphia 








veniently available at the present time. 
The Italian experience would be of in- 
terest and value also. 

It has been suggested to Baar that he 
deal with the possibilities of reinsurance 
in the field of commercial aviation. Avi- 
ation insurance is bound to assume 
greater and greater importance in the 
near future, as was exemplified in the 
recent flight of the “Graf Zeppelin.” 
Baar may also study abroad the prob- 
lems in reinsurance which grew out of 
the recent World War. 

Young Baar has a good working 
knowledge of the insurance business. He 
has been in the atmosphere of insurance 
ever since he was a mere lad since his 
father was for many years an agent of 
the Metropolitan Life, having retired a 
few years ago. Baar also had some field 
experience in one of the company’s New 
York City districts. 

This research project is only one of 
many attractive and productive inquiries 
which could be made by graduate stu- 
dents in the economics departments of 
our universities. It is hoped that facili- 
ties can be provided for continuing the 
reinsurance study in European centers, 
and that other young people will choose 
insurance subjects for development as 
doctors’ theses. Insurance is a virgin 
field for the graduate student. 


JOHN HANCOCK INVESTMENTS 


City Loans Over $20,000,000; Farm Loans 
Over $14,000,000; City Rate 5.73%; 
Farm 5.24% 

The John Hancock Mutual Life has 
invested since January 1, over $50,000,000 
of new funds. The company reports that 
October showed a slight increase in the 
interest rate on farm loans and a slight 
decrease on city mortgages. Nearly 
$35,000,000 was in mortgage loans on 
farm and city property. The total 
amount accepted on farms since Janu- 
ary 1 being $14,062,287. The city loans 
covering both dwelling houses and apart- 
ment buildings, totaled $20,855,533. The 
balance was invested mainly in public 
utility, railroad, state, county, and. city 
bonds. The actual total investments 

amounted to $51,733,320. 

An interesting factor as to interest 
rates of mortgage loans is that the total 
investments on 2,043 farms for the first 
ten months of 1928 were placed to yield 
an interest return averaging 5.24%, 
while the loans on city property hous- 
ing 5,117 separate families were placed 
to yield an interest return of 5.73%. 





freakish “throw” of Life’s dice. 


time of its settlement? 


50 UNION SQUARE 





L= INsuRANCE is no place to gamble. 
oftentimes are left thoughtlessly at the mercy of a 


Are disability and old age provided for, as well as 
death? — Are all these advantages accruing to a named 
beneficiary extended to a secondary or “contingent” 
beneficiary? — Will surviving partners draw the full 
benefits contemplated, from the “business” policy at the 


Guardian representatives are well-trained, 
thorough, and'sincere,— fully equipped to 
keep all possible “gambles” out of the 


contracts they place. 


THe GUARDIAN LifE INSURANCE COMPANY 
of AMERICA 
“The Company that Guards and Serves” 









No Place 
for 


Gambling 


Yet its contracts 


NEW YORK CITY 





Penn Mutual To Hay: 
Supervisors’ Sc 


LIMIT ENROLLED 


ALR: | 





Company Stars as Instructors; ater. 
views with John A. Stevenson |{ 
Home Office Agency 





A training school for agency 


iper- 
visors will be conducted by the Penn 
Mutual Life, of Philadelphia, for ‘hree 
weeks during December at the ho: e of. 
fice, under the direction of Vince at B 
Coffin, director of education for th: com. 
pany. This is the first school «/ the 
kind conducted by the Penn Mutu.) and 
is one of the first conducted b. any 
company. The classes will be limiied to 
twenty-five to promote facility in han- 
dling, and the enrollment limit was 
reached almost as soon as the announce- 
ment was made. 

Management problems rather _ than 
those of salesmanship will be the chief 


study, although much will be said about 
salesmanship. The three weeks from De- 
cember 3 to December 22 will be civen 
to the course. Three major functions of 
a general agent or a supervisor will be 
considered, and approximately one week 
will be given to each—recruiting, train- 
ing, supervision. Each forenoon the 
faculty will guide a group discussion of 
these problems. Each afternoon there 
will be practical field application. The 
laboratory portion of the work, in Mr. 
Coffin’s opinion, is the most important 
and will be strongly emphasized. 


To Carry on Actual Operations 


During the week when the class is 
studying the recruiting of new men, and 
selling them the business, each after- 
noon there will be a search for actual 
agents in the Philadelphia field, bringing 
them in for interview with John A. Ste- 
venson, manager of the home office 
agency, and selling them the business 
under his direction. 

During the period devoted to training, 
there will be both training in the ab- 
stract, and, for demonstration purposes, 
an actual class in salesmanship, com- 
posed of regular agents of the company, 
conducted by Mr. Coffin and Mr. Ste- 
venson, Visiting supervisors will assist 
in the teaching of this group. More 
important, they will be charged with the 
personal coaching of such recruits as 
they gather in, and will be responsible 
to the faculty for the progress they 
make in mastering the fundamentals and, 
more particularly, in their beginning 
field work. 6 

During the supervision portion of the 
course, each member of the group will, 
in addition to his class study, have under 
his own supervision one or more new 
agents. These new agents will be re- 
sponsible to such supervisor during the 
time of his stay. 

In the classroom work, Mr. Coffin will 
have the aid of Hugh D. Hart, John A. 
Stevenson, E. Paul Huttinger, and other 
members of the home office pers« nel. 
The field work of the group will be con- 
ducted under the immediate supervision 
of other members of the educationa! de- 
partment, James A. Preston, Willias A. 
Conway, James L. Taylor. 





OCTOBER RECORD BROKE 


October sales records of the We tern 
Pennsylvania department of the Re! ince 
Life of Pittsburgh were broken wii the 
production of 578 sales for $2,232,0\» life 
insurance written by agents comp ting 
in the 1928 salesmen’s contest i: the 
Pittsburgh district. This was a ga : Of 
$562,000 over the same period in the -on- 
test last year. The 164 agents ir the 
department are divided into five i ams 
captained by Hyman Rogal, Saul ~ ‘ex- 
andre, James A. Quinn and A. T. \in- 
ness of Pittsburgh and Wilson Slic : of 
Johnstown. The goal of the cor est, 


which ends December 27, is the pro uc: 
tion of $5,000,000 insurance for the last 
quarter of 1928. 
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A Survey of Why 
Policyholders Lapse 


STUDENTS ASK PUBLIC DIRECT 
For y-nine Out of 641 Said They Bought 
Wrong Policy; Forty-five 
Were Oversold 





\. interesting document is the report 
of 11e advertising committee of the Life 
Insurance Sales Research Bureau, some 
mg ence to which has already been made 
in he Eastern Underwriter and which 
oi rt was adopted by the Life Agency 
Off-ers and the Bureau in Chicago re- 
ceniivy ata joint meeting. 

Tie Bureau was aided in its work of 
vetting facts for the report by the Na- 
tional Association of Teachers of Mar- 
keting and Advertising, which has 300 
members in 112 universities. The stu- 
dents went right to the public and asked 
them a great many questions. The life 
companies themselves furnished a lot of 
information to the committee, which con- 
sisted of W. W. Jaeger, Bankers Life; 
M. A. Linton, Provident Mutual, and K. 
A. Luther, Aetna Life. 

Why Policies Lapse 

Among other things, holders of 641 
policies were asked reasons for drop- 
ping policies, and these reasons are princ- 
ed herewith. It will be seen that con- 
siderably less than 300 dropped for finan- 
cial reasons. The fact that 46 out of 
641 policies were twisted is also cause 


for thought. The reasons follow: No. 
aCk (OF THM foc ticcccienéscves cusccenads 145 
“Too GXPENBIWE 6.65.4 ce scavndrensaccrence 43 
Going to school, needed money........... - 12 
Wales (Gr BRE ioe chet nckweeeReee cadetes 20 
Wanted surrender value ........-+eeeeeees 17 


Oversold—“Couldn’t afford it on my in- 





GEE Cuiciutacameesceeenes aunt secceees 45 
Undersold—“Not interested” ........cceee 56 
Dissatished: with POlCY 2... ccccccescvcocccs 22 
Wrong kind Of policy 2. cccccccccscccccese 49 
Dissatisfied .....cceescscccccscsessosccccs 13 
Dissatisfied with company—thought it un- E 

CUNE kkoecse ce decadiccedsncsesceascess 25 
Misunderstanding with agent ............. 5 
Misrepresentation by agent .........-+.06- 16 
Misrepresentation .....ccccccsccccccccccese 5 
CORT TTT Cee ere Te. 46 
Disagreement with company ........-..+++ 2 
Needs changed .....ccsccccsccccccccvesece 16 
WEEE cca vceptieks ces veseuswenenebeses 15 
TO PEt War GEE ccc cekccbscwecndeos enone 3 
i Serr rrr ter re er 11 
Government insurance not liked ix. ee 
PICT ook bnccties ans s chee << 28 
Premium rates increased .......seeeececees 13 
Industrial policy .....-.cccccccoscccccces 7 
MOCO. kno ic dametake aw ote Ceeneneder acne 4 
To wet rid OF GQEME 20. ccccccccccccecscce 3 


Insurance investigation 
Company went bankrupt or out of business 3 


Cost policyholder nothing—agent wanted 
ORR ia ins bs ees d ad oa eee So das wre ee 1 
Rated up then standard . ......2.6sccceccs 1 
To increase husband’s insurance........... 1 
Taken in payment of debt ............... 1 
TOE sc ctinsccuwaser cc ressdes aw cuaee ee 641 

Why Agents Were Sent For by 


Prospects 
Another interesting part of the report 
was the fact that 518 persons seen had 
seni for an agent in taking out insur- 
ance. Their reasons for doing so follow : 


oO. 
AGent Wise THONG) «.cchic cc Sewanee eas sens 175 
Because of company represented 
Good reputation, reliable, heard of it 
Delmer weces oweetcaaecekewas co mccned 118 
Becanse of agent: 
Confidence in him, reliable, good repu- 
i AMEG EN agai ote cas ea neemact esas wha cn ae 88 
Vike’ particular kind of MMOD cs icces sects 41 
© cect additional insurance: 
No mention of former case with partic- 
: ar agent OF COMPANY... .. cs cscccves 23 
lo ¢ mpare rates and kinds of policies.... 21 
Had ‘ought from him or his company before 19 
Reca.se of company and agent............ 13 
Ager had been promised the policy...... 6 
BUSINESS KEESOME 2 <-./a'c sccc.cadiencines woes 5 
~~ had tried to see him several times 
TOPE cere icav rae thew anaemaecee canes 
Because of direct mail advertising......... 4 
LE) ee eT Te ce 518 


Favorite Forms of Investment 

> investigators saw 2,743 persons 
were asked what form of savings or 
Investment they preferred. Three hun- 
dre’ and eight men and_ ninety-four 
men picked life insurance. Some other 


forms of investment were these: 

: Men Women 
a 299 109 
Savings Banks ........... 289 =. 238 
Building Loan ........e0- 234 103 
gs a 483 198 
Ort as ocaceseor snes 49 19 


With the— 


conservation. 





—STEADINESS and STURDINESS 
of New England, coupled with age and 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 





Such is the 











JOIN KEANE-PATTERSON 


Walter S. Johnson Organization to 
Operate in Transportation Building; 
Agency Showing Steady Growth 
The Walter S. Johnson Organization, 
formerly known as Hooper & Johnson, 
and which has been active here since 
1916, has been taken over by Keane- 
Patterson, general agents of the Massa- 
chusetts Mutual Life, and will be part 
of the general agency’s offices in the 
Transportation building, lower Broad- 
way. It has been found necessary to 
take an additional floor space there. Mr. 
Johnson has been a successful life in- 

surance man for some years. 

The Keane-Patterson agency has 
made steady progress since it started 
in 1925 in the Pennsylvania building, 225 
West Thirty-fourth street, where it has 
main offices. The Transportation build- 
ing branch office was opened only re- 
cently. 








“PIE” WAY WITH CANADA LIFE 


“Pie” Way, famous New York athlete 
who has been an insurance agent for 
some time, has joined the Canada Life 
with the Herbert W. Jones agency, 110 
William street, New York. 





WOMAN LEADER’S FINE RECORD 





Mrs. Ruth B. Mitchell of St. Paul 
Started Without Experience in 1925 
but Now Is Leader 


The leading woman producer of the 
Aetna Life organization and who also 
stands number three among the field of 
the company is Mrs. Ruth B. Mitchell of 
St. Paul. Mrs. Mitchell entered the 
business in 1925 with no previous ex- 
perience. Her husband had been presi- 
dent of a bank, which failed and took 
with it the family resources. The cou- 
ple had three small children. Mrs. 
Mitchell joined the C. M. Brown Agency 
at St. Paul and in these three years has 
written more than $2,000,000 of business. 





LOUIS FINK PROMOTED 


Louis Fink, crack agent of the Harry 
Gray Agency, Connecticut Mutual Life, 
has just been appointed associate gen- 
eral agent. Mr. Fink is one of the out- 
standing insurance salesmen of the coun- 
try and has never written less than a 
million a year since he started in the 
business five years ago. He was the 
company’s leader in the United States 
last year. 











Founded: 1867 








GOOD MANAGEMENT 


is of vital importance in the con- 
duct of any life insurance company. 


The |management of the 
Equitable Life Insurance Company 
of Iowa has been good because the executive officers 
feel a deep responsibility for the excellent reputation 
-of the Company, its financial stability, service to its 
policyholders and assistance to agents. 


The broad, understanding spirit of cooperation 
with the field force in the Home Office is outstanding. 





Home Office: Des Moines 














Non-Medical Savings 
Pay Mortality Cost 


KANSAS CITY LIFE EXPERIENCE 





Most Unfavorable Feature of Non-Medi- 
cal Its High:Lapse Ratio, Says 
Dr. H. A. Baker 





In a frank discussion of the experience 
of the Kansas City Life with non-medi- 
cal business Dr. H. A. Baker, medical 
director of the company, says that while 
there are some unfavorable aspects of the 
non-medical business, the company is 
well pleased with the results up to the 
present time. The most outstanding re- 
sult is that the company saved in medi- 
cal fees more than enough to pay the 
entire mortality cost since non-medical 
was first written in 1925. The most 
unfavorable feature is the lapse ratio. 
The company experience on this business 
being at least 15% higher than that on 
the medically examined business. 

Dr. Baker discussed in detail the meth- 
ods of the Kansas City Life in handling 
this business, in a paper presented at 
the medical section meeting of the Am- 
erican Life Convention. The same rules 
as observed by nearly all the Canadian 
companies are used: ages fifteen to forty- 
five inclusive; amounts. $2,500 and less 
on all forms, including term; policies 
written with waiver of premium and 
double indemnity but not with the an- 
nuity disability feature; married women 
not accepted on non-medical; the com- 
pany reserving the right to order medi- 
cal examination in any case. Further- 
more, the company made no restrictions 
as to the agents who were permitted 
to write non-medical, but gave it to the 
entire field force. There are now only 
two states that prohibit the writing of 
life insurance without medical examina- 
tion, Arizona and Iowa. 

Experience Up To October 1 

Up to October 1, 1928, the company 
had received a total ‘of 58, 957 applications 
for an amount of about $85,000,000. The 


disposition of this business has been as 
follows: 


Percentage 
WSSUCEU CAGES S66 5. 655 54,004 91.8 
Declined cases ....... 920 1.58 
Withdrawn cases ..... 1,187 2.0 
Ordered examined .... 2,741 46 
Of the number ordered examined, 


about 50% were eventually issued as the 
result of medical examination. The to- 
tal amount issued has been $77,933,077, 
and there were 142 death claims for the 
amount of $266,000. 

On the 58,957 cases submitted to the 
company, and making an allowance for 
extra policies, etc., which would not have 
required medical examination, the com- 
pany made a pons in medical fees of 
approximately $290,000 

“The mortality has not been greatly 
different from the mortality on our best 
class of medically examined business,” 
said Dr. Baker. “In fact, for a time it 
was lower but the business with which 
we compared it was that including the 
larger policies and the older ages. What 
the company really did was to select out 
the very best section of our entire busi- 
ness, namely: that on male lives up to 
age forty-five and amounts up to $2,500 
and place this on a non-medical basis. 
If this same business had been medically 
examined, we should undoubtedly have 
obtained a still lower mortality thereon. 
This very factor has increased the gen- 
eral mortality of our company several 
points. However, the increased business 
given us under non-medical has more 
than offset the slightly increased mor- 
tality of the company.” 





J. & H. CLIMB HIGH 

Latest figures show that Johnson & 
Higgins stood second in The Prudential 
in the item of increases for the year 
among Ordinary agencies. With the 
Home Life Johnson & Higgins stood first 
in the amount of new premiums for Oc- 
tober among the twenty-five leading gen- 
eral agencies. 
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“He’s a Great Boss!” 


AD) cco you hear a man refer to 


METROPOLITAN LIFE INSURANCE COMPANY .- 


Biggest in the World, More Assets, More Policyholders, More Insurance in force, More new Insurance each yeat 


- you to be protected in case anything 





“He’s been planning for you and the 
children as well as for me. He wants 


happens to me. He’s a great boss!” 


his employer as “the boss,” or “the 
chief,” study the expression of the 
speaker's face. If the corners of his 
mouth turn up a bit and a happier 
expression comes into his eyes, you 
may be sure that his boss is kind 
and considerate. 


In some businesses it is the boss's 
privilege and personal pleasure to 
know by sight, and usually by 
name or nickname, everyone who 
works for him. And some of the 
great bosses in America, although 
they do not have the satisfaction of 
personal acquaintance, have earned 
the trust and affection of thousands 
of workers who have never seen 
them. 








© 1928 M.L, I. Co. 








Perhaps there are still some employers who study ways 
and means to squeeze payrolls to the limit and who 


consider individuals on the pay-rolls merely as money- 


making units. But they will be replaced, sooner or 


later, by bosses who have a better understand- 
ing of changing industrial conditions today. 


Men cannot work collectively without leader- 
ship. They expect it and want it, but it must be 
intelligent and above all—fair. Then follows a 
mutual interest in the job to be done. When 
you hear a man in the ranks say “we sold more 
goods last month than in any previous one” he 
counts himself not as an individual but part of 
his organization. 


Wise leaders, realizing that men cannot do their 








The efforts of employers to provide protection for the 
families of their employees are bringing a new spirit of 
good will into industrial relations. 

Ten thousand employers of labor in the United States and 
Canada have set up programs whereby their employees 
may secure insurance under most favorable terms. The 
necessity of medical examination is eliminated; family his- 
tory becomes immaterial; so also the occupation of the in- 
dividual; and cost to employees in each group is equalized. 


best if they are worried about family affairs, are glad to 
plan with them for the comfort and safety of their homes. 


Cooperation of leaders and workers stretches the buying 


power of their joint dollars. In many cases it enables em- 





Published by 


ployees of an organization to get life insurance 
protection at much less than it would cost to buy 
the same protection individually. Employees 
who have learned that the boss, buying for their 
entire group, can get better rates are glad to let 
him do their buying. He saves them time, worry 
and money. 


In this way, hundreds of thousands of families 
have already secured protection against possible 
financial disaster—at low cost. There will be 
more next year and more the year after. 








Not only that, but when these Group Insurance programs 
are set up, employees are able to get their insurance at prices 
much below those available to individuals in the open 
market. 
Employers and employees interested in Group protection 
plans are invited to send for free information on Group 
contracts to Metropolitan Life Insurance Company, Dept. 
10 E U 8, No. 1 Madison Avenue, New York City. 
HALEY FISKE, President. 


November 16, 192s 
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Prudential Wins Snyder Case 


(Continued from Page 7) 


The plain- 
iff. therefore, wrote up the two policies 
which are in controversv in this suit, one 
of chem numbered 5237784 for $5,000 in- 
surance on the modified life plan with- 
out accidental death benefits or disabil- 
ity income benefits, and the other num- 
bered 5237785 for $45,000 insurance on 


the modified life plan with accidental 
death benefits and disability income ben- 
efits. These two policies are in evidence 
as plaintiff's Exhibit 16 and_ plaintiff's 
Exhibit 17, respectively. At the same 
time the plaintiff wrote up policy num- 
bered 5237786 insuring Snyder’s life for 
$1,000 on the twenty-year endowment 
plan with accidental death benefits and 
double indemnity benefits, which is in 
evidence as plaintiff's Exhibit 2. At- 
tached to each of said policies numbered 
5237784 and 5237785, the policies in suit, 
was plaintiff's form numbered 10164, said 
form as so attached being in duplicate 
and constituting in each policy one pa- 
per, but perforated so that one dupli- 
cate could be detached and returned to 
the home office. It will be noted that 
the policies for $45,000 and $5, 000 respec- 
tively, as made out, were in form dif- 
ferent from that applied for, for the rea- 
son that the $5,000 insurance on the 
modified plan was without accidental 
death benefits or disability income 
benefits. In other words, these two poli- 
cies differ in some material respects from 
the insurance applied for in the applica- 
tion written up by the agent. Form num- 
bered 10164 reads as follows: “Request 
for Amendment to Application for In- 
surance in The Prudential Insurance 
Company of America, incorporated un- 
der the Laws of the State of New Jer- 
sey. Edwin D. Duffield, President. 
Home Office, Newark, N. J. I hereby 
request The Prudential Insurance Com- 
nany of America to amend my applica- 
tion for insurance, so that the Policy 
applied for may be issued in the amount 
of $5,000, and without accidental death 
benefit or disability income, and I agree 
that this amendment shall form part of 
said application and that a copy hereof 
shall be attached to the Policy when is- 
sued, and further, that my acceptance of 
the Policy as issued shall constitute a 
ratification of the change hereby author- 
ized. ———_————-._ Applicant.” 


Object of the Form 


The object of form numbered 10164 
was to amend an applicant’s application 
for insurance so as to make his appli- 
cation, when so amended, call for the 
form and kind of policy that the plain- 
tiff was willing to give him in cases 
where the company could not accept the 
application as made, but was willing to 
make an insurance contract with the ap- 
Dlicant on some other basis. The Super- 
mtendent of Insurance of the State of 
New York required the plaintiff to adopt 
and use such form numbered 10164 for 
such purpose and the plaintiff had filed 
such form with the superintendent of in- 
sirance, who had approved the same. 
Under date of November 16 the plaintiff 
Sent the policies in suit to its local of- 
fice, at Tamaica, and sent with them, 
addressed to the stnerintendent of that 
office. one H. R. Hyde, a letter of in- 
Struc'ions, concluding the letter of in- 
structions by saying: “Please see that 
amerIment forms 10164 enclosed in the 
nolic'es are signed in duplicate and dup- 
licates returned to the Ordinarv Issue 
Department.” The Jamaica office re- 
ceive’ said policies in suit with the $1.000 
endowment policy, showed the letter to 
the axent. who read it, and delivered the 
thre: policies to him to be handled bv 
him pursuant to the plaintiff’s rules and 
'Nstriictions in such cases. The agent, 
however, did not submit either policies 


¢-() a month on any one life. 


in suit to Snyder. He never discussed 
further the subject of insurance with 
Snyder in any way after the conversa- 
tion with Snyder at his house on the 
evening of October 30, 1925. The agent, 
however, did detach from each policy in 
suit the duplicate of form 10164 and sub- 
scribe the name Albert E. Snyder there- 
to by tracing the name from the photo- 
static copy of Snyder’s name as it ap- 
peared on the photostatic copy of his 
declarations made to the medical exam- 
iner, which was attached to each policy. 
The defendants produced on the trial the 
originals of said policies numbered 
5237784-5. The duplicate of form 10164 
attached to the policies has no sort of 
signature thereto, but is in blank. After 
tracing the name of Albert E. Snyder 
on form 10164 which the agent detached 
from the policies, he then took said poli- 
cies to Mrs. Snyder at her residence 
on or about November 24, 1925. He did 
not take them to Mr. Snyder because 
he was afraid Mr. Snyder would not ac- 
cept the policies. He explained to Mrs. 
Snyder why there were two policies, ag- 
gregating $50,000, instead of one policy 
for $50,000, and he told her that the 
$45,000 policy provided for accidental 
death benefits and disability income 
benefits and that the $5,000 policy did 
not. Mrs. Snyder was satisfied with the 
policies, paid the premiums thereon, and 
the agent left them with her. After 
Mrs. Snyder gave the agent her check 
for the premiums on the policies the 
agent turned the check into the Jamaica 
office in the regular course of business 
and the check was duly paid when pre- 
sented for payment. At the time at Mrs. 
Snyder’s house that the agent gave her 
the policies, she asked the agent to send 
all the premium notices to her. The evi- 
dence shows that about nine or ten 
months before the death of Snyder, Mrs. 
Snyder asked the postman to deliver all 
Prudential mail to her and he complied 
with her request. In July, 1926, Mrs. 
Snyder rented a safe deposit box in the 
name of Ruth Brown, which was her 
maiden name. to which box she alone 
had access. She kept the policies in suit 
and the premium receipts in this box. 
Mrs. Snyder paid all the premiums on 
the policies in dispute, by checks drawn 
bv her on the joint bank account of her- 
self and her husband. She paid them 
all to the agent except one, which was 
paid at the Jamaica office. 


The Murder 


On the night of March 20, 1927, Mrs. 
Snyder and her paramour, one Judd 
Gray, killed Albert E. Snyder. For this 
crime they were duly indicted, tried, con- 
victed and sentenced to death. I am 
satisfied from the evidence that plaintiff 
did not have anv notice or knowledge of 
the fact that Snvder did not sign form 
10164, plaintiff’s Exhibit 12 and 13, until 
April 9. 1927, nor until such date did the 
plaintiff have anv notice or knowledge 
of the fact that the agent had never had 
any talk about insurance with Snyder 
after the talk on the evening of October 
30, 1925; I am satisfied that the plaintiff 
never had any notice or knowledge that 
the agent gave the policies to Mrs. Sny- 
der until April 9, 1927, and until such 
date plaintiff never had any notice or 
knowledge that form 10164 attached to 
each of the policies in suit had not heen 
presented to or signed bv Snyder. Ruth 
Snvder, the wife of Albert E. Snvder, 
was named as beneficiary in each of the 
policies in suit. On Tune 6, 1927. plain- 
tiff duly notified Ruth Snyder that said 
policies and each of them never had anv 
existence as contracts of instrrance and 
that the plaintiff repudiated the same. It 
then and there tendered to her the re- 
turn of all sums received bv the plaintiff 
in connection with such poliices, with 6% 
interest, aggregating $1,652.28, but she 


. 


refused to receive such sum. At the trial 
such sum was tendered again and paid 
into court. On October 17, 1927, Ruth 
Snyder assigned to the defendant Ruth 
L. Snyder, her daughter, all her right, 
title and interest in and to said policies. 
It is therefore the main claim of the 
plaintiff in this case that there was no 
meeting of the minds between the plain- 
tiff and Albert E. Snyder with respect 
to the policies in controversy in this 
suit. The defendants, on the other hand, 
claim that there was a full meeting of 
the minds and that contracts of insur- 
ance were duly entered into and tlrat the 
policies in question are now valid and 
binding contracts. The defendants also 
claim that if the agent acted without the 
apparent scope of his authority, at any 
rate that there was a sufficient ratifica- 
tion by plaintiff of his acts as evidenced 
by issuance of policies, acceptance of 
premiums, the mailing of notices to the 
insured, and other acts on the part of 
the plaintiff. Although the court under- 
stands that at the murder trial the prose- 
cution sought to show that the policies 
in controversy constituted a motive for 
the murder, IT am required to find that 
there is no evidence that Ruth Snyder 
had any improper motive in her en- 
deavor to secure larger insurance upon 
her husband’s life. Furthermore, the 
plaintiff in no way attempted to estab- 
lish at the trial that the policies were 
fraudulently obtained in that the defend- 
ant, Ruth Snyder, had in mind an im- 
proper motive. 


Sole Intention Is of Validity 


Practically the sole question to be de- 
cided in this case is whether or not there 
was a meeting of the minds, and if so, 
was a valid contract of insurance entered 
into which binds the plaintiff insurance 
company. There is no evidence in the 
case as to what talk there might have 
been between the defendant Snyder and 
her husband with respect to insurance at 
any time after Snyder signed in blank 
the application for insurance at the re- 
guest of the agent. There is no evidence 
that Snyder authorized his wife or failed 
to authorize his wife to proceed further 
in obtaining larger insurance upon his 
life. Snyder is dead, defendant Snyder 
is dead, and apparently there was no 
examination before trial of defendant 
Ruth Snyder before she paid the penalty 
imposed by law. It is apparent, how- 
ever, that the agent had no discussion 
with Snyder of any kind with respect to 
insurance after Snyder’s signature had 
been obtained on the blank application 
of insurance. The evidence indicates 
clearly that the exact kind of insurance 
called for in that application as filled 
in by the agent, and for the amount 
therein specified, was not granted by the 
company as heretofore noted. The poli- 
cies in controversy included one for 
$45,000 providing for accidental death 
benefits and disability income benefits 
and one for $5,000 not providing such 
benefits. There is no evidence that Sny- 
der ever saw the policies which are the 
subject matter of this suit. The evi- 
dence indicates that the necessity for 
amendment to the application was never 
called to his attention by the agent. I 
am required to find that the agent signed 
Snyder’s name to the request for amend- 
ment: to application without in any way 
calling Snyder’s attention to the fact that 
his signature to the amendment was nec- 
essary. It is clear that the agent forged 
Snyder’s name and committed an im- 
proper and illegal act in so doing. In 
view of all these circumstances, can it 
be said that there was such a meeting 
of the minds from which there can now 
he spelled out a valid contract of insur- 
ance binding upon the plaintiff com- 
pany ? 

I am constrained to reach the conclu- 
sion that there was not, and in reaching 
such a conclusion I am assuming the 
validity of Snvder’s application for the 
said $50,000 of insurance. An application 
for insurance is not a contract. It is at 
most only a proposal to contract on cer- 
tain terms which the insurance company 


is at perfect liberty to accept or reject. 
In this case, apparently, the insurance 
company rejected the application as 
made, and submitted a counter proposal 
which required acceptance by the in- 
sured. “An application for insurance is 
not a contract. It is only a proposal to 
contract on certain terms, which the 
company to which it is presented is at 
perfect liberty to accept or reject. It 
does not in any way bind the company to 
accept the risk proposed, to make the 
contract requested, or to issue a policy.” 
(Travis v. Inc. Co., 104 Fed., 486.) “The 
application for insurance is a mere pro- 
posal on the part of the applicant. When 
the insurer signifies his acceptance of it 
to the proposed, and not before, the minds 
of the parties meet and the contract is 
made.” (Heiman v. Ins. Co., 17 Minn., 
153.) To similar effect see Mutual Life 
Ins. Co. v. Young (23 Wall., 85). The 
form 10164, being the request for amend- 
ment to application, is in the form ap- 
proved by the State Insurance Depart- 
ment. Apparently such a form was also 
required by the State Insurance Depart- 
ment in order that the policies when is- 
sued shall constitute the entire contract 
of insurance between the parties. Fur- 
thermore, in this case, the polcies, with 
the application, would constitute the en- 
tire contract between the parties, if valid. 
It is clear that each policy as issued was 
inconsistent with the application, and 
that there could possibly be no contract 
unless the assured, that is, Snyder him- 
self, accepted the amended form of in- 
surance. In view of the evidence be- 
fore me it seems clear that if Snyder 
lived he could have, with good reason, 
had it declared that the policies were 
not binding upon him, for non-accept- 
ance by him of the amended forms of 
insurance. Plaintiff company now has a 
similar and mutual right. The defend- 
ants, however, claim that there was at 
least ratification of the issuance of the 
policies. Such a point was indicated 
during the trial and particularly at the 
close of the trial. It is difficult, however, 
to establish ratification without showing 
full knowledge of the facts on the part 
of the plaintiff, and there is no evidence 
in the case that the plaintiff knew of all 
the facts until after Snyder’s death, 
when it almost immediately made a ten- 
der of premiums paid to defendant Ruth 
Snyder. “It is well settled that in order 
to ratify an unauthorized act of an agent, 
the principal must have full knowledge 
of all the circumstances, and that unless 
this full knowledge exists mere acquies- 
cence will not constitute ratification of 
the agent’s conduct.” (Hallow v. Hal- 
low, 200 App. Div., 642.) “The principal 
may ratify the unauthorized act of an 
assumed agent only with full knowledge 
of the material facts, so that it cannot 
be said he intended to ratify the act.” 
(Farmers Fund, Inc., v. Tucker, 207 App. 
Div., 37.) If the ratification took place 
it must have taken place before Snyder’s 
death, because it is clear that there could 
be no ratification after death. In other 
words, if the minds of the parties did 
not meet in Snyder’s lifetime, they could 
not meet after his death. I am satisfied, 
further, that there was no estoppel of 
any kind, and the evidence firmly es- 
tablishes that when plaintiff discovered 
the unlawful acts of his agent and real- 
ized that there had never been any meet- 
ing of the minds between it and Snyder, 
it offered to give up all it got in connec- 
tion with the transaction, with legal in- 
terest from the date it received it. A 
case verv similar to the case at bar is 
that of New York Life Insurance Co. v. 
Manning (156 App. Div., 818, aff’d with- 
out opinion, 213 N. Y., 665). In that 
case the New York Life Insurance Com- 
pany brought suit to annul an outstand- 
ing alleged policy, claiming that such 
policy never became a contract and 
never had anv force and effect as insur- 
ance on the life of one Charles Nicchia 
in that case Nicchia actually signed and 
made application for $5,000 insurance on 
his life. The New York Life approved 
the application, forwarded the policy as 


(Continued on Page 35) 
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FIREMEN’S PENSION FUNDS 

The question whether reciprocal and 
mutual fire insurance companies operat- 
ing within Oklahoma should pay the ap- 
proximate 1% of gross premiums on an- 
nual business for the benefit of the fire- 
men’s pension funds in cities of the 
state, will be considered at the 
meeting of the state insurance board, ac- 
cording to A. L. Roark, secretary. This 
tax has never applied to reciprocals or 
mutuals in Oklahoma in the past. The 
insurance commissioner collects the fire- 
men’s pension fund from all stock fire 
insurance companies operating in the 
state. The secretary said that there is 
nothing in the insurance board law re- 
garding the pension fund taxation for 
the two kinds of companies considered. 
In any case the companies will not pay 
a greater tax. If the point in favor of 
the pension fund is decided, it will mean 
that approximately 1% of the insurance 
tax of 2% on gross premiums of these 
firms will go to the fund. Under the 
present arrangement the entire tax paid 
by these two forms of companies goes 
into the regular insurance tax fund. 


next 





LEGAL POWER OF A STATE 
INDUSTRIAL COMMISSION 


The state industrial com- 
mission has no legal power to interpret 
a contract of insurance the state supreme 


Wisconsin 


court has just ruled, a decision that may 
be viewed as a considerable victory for 
insurance companies. 

In the case of the Maryland Casualty 
against the industrial commission and 
Clara Hoffmann the court decided the 
commission has no jurisdiction to pass 
on the question as to whether a con- 
tract of insurance exists. In this case 
it was claimed a contractor prior to the 
time his insurance expired told the in- 
surance agent to renew his policy for 
the protection of his compensation lia- 
bility to employes. He did not, however, 
pay the premium, although there was 
some testimony that the insurance 
agent owed him for work he had done 
for the agent. The agent, however, 
never reported the policy to the com- 
pany. 

The industrial commission held the 
policy in force and gave an award for 
a death of an employe caused by an ac- 
cident, when the employe was working 
for the contractor. The lower court 
affirmed the award. 


The decision was overturned by the 
Supreme Court, which holds the com- 
mission has no power to pass on the 
question as to whether the facts are 
such as to constitute an msurance con- 


tract. 





BOARDS OF DIRECTORS 


As scon as a new insurance company 
is organized nowadays insurance men 
scan the directors’ list carerully because 
that tells what interests are behind the 
company and the type of business which 
can be controlled at the start. Some- 
times directors are put on because of 
the amount of money tney have in- 
vested; more often because of their in- 
fluence; and occasionally because their 
names carry weight. The best of the 
boards are those composed of prominent 
figures in finance and business who are 
willing to attend meetings and actually 
give advice. The mere fact that a promi- 
nent man is on a board does not neces- 
sarily mean that he has much money in- 
vested. There is one newly organized 
company with a flock of celebrities, each 
of which has only $2,500 worth of stock. 
But the fact that they have become di- 
rectors is of real importance because all 
of their good wishes will go with the 
company while their extensive business 
or political connections is bound to 
swing premium volume. 

In the old days there were a flock of 
companies organized for geographical 
reasons and some of the new companies 
have that advantage, but companies 
which appeal to special groups in the 
community or the country are also mak- 
ing their appearance in considerable 
numbers. There is no let-up in sight 
in the matter of new company organiza- 
tion. Each thinks it has a chance or 
promotion would fall flat. If the stock 
market takes a permanently bad turn, 
or there is a radical change in the taxa- 
tion situation or the country encounters 
a period of business depression it will 
be a case of survival of the fittest. At 
present optimism reigns supreme and 
money continues to flow freely into these 
new avenues. 





Prentice Reed, general adjuster of the 
Phoenix Assurance, is writing a book on 
the adjustment of fire insurance losses 
which will be a practical manual telling 
adjusters what to do under all circum- 
stances. It will be published by the Mc- 
Graw-Hill people. 




















The Beeawn Side of Insurance | 








Underwood & Underwood 
WALTER F. BEYER 








Walter F. Beyer, assistant manager of 
the automobile department of the Home 
group of fire companies, was this week 
elected assistant secretary of the Home. 
He has been with the company since 
1919 and is regarded as a brilliant under- 
writer of automobile insurance. Mr. 
Beyer is a graduate of the University 
of Minnesota, class of 1912, and prior to 
coming with the Home was associated 
with the automobile department of the 
St. Paul Fire & Marine. 

ee 


Franklin W. Fort, manager and sec- 
retary of the Eagle Fire of Newark and 
secretary of the Republican National 
Committee, was last week re-elected to 
Congress for his fourth term from Es- 
sex County, N. J. He is a resident of 
East Orange, N. J. In, the House otf 
Representatives at Washington, Mr. Fort 
is one of the strongest men in his party 
from the eastern states. 

+ *« * 


Jesse Jones, of Houston, Tex., who 
brought the Democratic National con- 
vention to Texas, will welcome the Texas 
Fraternal Congress when it meets in 
Houston on November 20. 

* * * 


Col. James L. Howard, vice-president 
of the Travelers, was host to John W. 
Davis, Democratic nominee for president 


in 1924, when the latter spoke in Hart-’ 


ford in the political campaign. 
* * x 


John D. Peake, district manager at 
Richmond, for the Life and Casualty 
Co. of Tennessee, who ran second in a 
three-cornered congressional race in the 
Third Virginia district, is still thanking 
his friends who rallied to his support 
to the tune of 4,000 ballots. In a post- 
election statement, he disclosed that his 
main purpose in running was to help 
elect Hoover as President. “That was 
accomplished,” he added, “and I am very 
happy indeed.” Both he and J. E. May- 
nard, another member of the Richmond 
insurance fraternity, who emerged from 
the contest in third place, ran as in- 
dependents. 

+ oe 


Franklin W. Fort, U. S. manager of 
the Baltica of Denmark, with head- 
quarters in Newark, accompanied by 
Mrs. Fort, left on Saturday for a brief 
visit in New Orleans. Their plans for 
their return are indefinite, but they will 
probably remain in the South until the 
opening of Congress at Washington. 


David C. Beebe, president of the Usted 
States Aviation Underwriters, Inc., the 
aircraft insurance pool which has {our 
fire and four casualty companies it 
has been made a director of the Ajr 
Investors, Inc., a new investment o7-an- 
ization which proposes to invest in \ari- 
ous established companies engaged i: the 
manufacture of aircraft. 


* * * 


A. W. G. Dewar of Holmwoods & Sack 
& Manson, Ltd., London, is visiting the 
United States and Canada. He is on this 
side in the interest of School Fee jip- 
surance, which has been in successfui op- 
eration in the United Kingdom for sey- 
eral years, and is operating in six hun- 
dred schools there. The School scheme 
is designed to provide for a return of 
fees for absence of school children due 
to illness and other reasons. Mr. lcwa; 
started his tour in Quebec and _ planned 
to visit the larger Canadian cities, and 
from Vancouver his schedule included 
San Francisco and other places. 


* * x 


Joseph E. Lockwood, formerly man- 
ager for the’ Guardian Life in Boston, 
has been brought to the home office of 
the company as assistant superintendent 
of agencies and in coming to New York 
Mr. Lockwood rejoins two friends with 
whom he was formerly associated. The 
two other Guardian Life men are also 
connected with the agency department 
they being Superintendent of Agencies 
James A. McLain and Assistant Super- 
intendent of Agencies Frank F. Weiden- 
berner, Jr. These “Three Musketeers” 
of the Guardian agency department 
started in life insurance business doing 
field work for the same company ever 
since, 

* * x 


Frank J. O’Neill, president, Royal In- 
demnity, and Robert W. Watt, supcrin- 
tendent of agents, are now on a trip 
of two months’ duration to the Pacific 
Coast. 

= & 


William T. Johnson, of the Willis, 
Johnson & Co. agency, of Richmond, 
Va., is a member of the board of direc- 
tors of the Virginia Better Trade Asso- 
ciation, a newly chartered organization 
formed to combat dishonesty in trade 
and advertising. Mr. Johnson, who is a 
former president of the Insurance Ex- 
change of Richmond, was selected as a 
director to represent the business of in- 
surance in the organization. 


* * * 


Harry E. Reisch, assistant secretary 
of the Franklin Life, and Miss Esther 
German of the renewal department of 
that company were married recently, and 
kept the news of the marriage secret for 
a week or until time for their vacations 
to begin. When they returned from 
their honeymoon they were met at the 
station by representatives of the com- 
pany and taken to Mr. Reisch’s cfiice, 
which was elaborately decorated for the 
occasion. 

* * * 


General Manager Scheltema o/ the 
Netherlands Insurance Co. arrive: in 
New York City recently for a vis't to 
the United States. 


* * * 


William A. Law, president o/ the 
Penn Mutual Life, entertained past »res 
idents of the American. Bankers \ss0- 
ciation at a lunch in Philadelphis re 
cently while the bankers’ conventio:: was 
being held there. Mr. Law was /resi- 
dent of the association in 1914-1915. 


* * * 


Louis F. Butler, president of the ‘rav- 
elers, has returned from Europe. 
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J. A. Griffin With Roosevelt When 
Returns Came In 


John A, Griffin, vice-president of the 
Fidelity & Deposit in charge of New 
York City, heard the election returns in 
the private suite of Franklin Roosevelt. 
At 2:30 o’clock on the morning after the 
election Judge Olvany of Tammany Hall, 
Mayor Walker and other Tammany 
leaders came silently in and visited Mr. 
Roosevelt for several minutes. The only 
note of cheerfulness in their visit was 
the thought that Mr. Roosevelt had been 
elected Governor as they had all been 
terribly depressed during the evening by 
the early knowledge of the defeat of 
Smith, but it was not known positively 
until a couple of days after election that 
Roosevelt had been elected Governor. 
The uncertainty was caused by the fact 
that more than 200 election districts up- 
state were missing in the returns. 

* * 


Hoey’s Comment on Election 


James J. Hoey, of Hoey & Ellison, 
insurance agents, William street, New 
York, returned to his insurance desk the 
day following election. He had been 
working day and night at Democratic 
headquarters in the General Motors 
Building where he had charge of several 
divisions of the Democratic campaign. 
Asked by The Eastern Underwriter his 
— feelings about the election, he 
said : 

“| would rather go down to defeat 
under Alfred E. Smith than win with 
any other man. My admiration for him 

| at the present minute is greater than 
it ever has been.” 
* * 

Society Notes 


Officers of the Home Insurance Co. 
entertained officers of the National Lib- 
etty one afternoon a couple of days 

' alter the Home and National Liberty 
groups assetted themselves to the ex- 
tent of $173,000,000 by getting together. 
Visiting the building of the Home fleet 
I noticed in each room of chief officers 
an officer of the National Liberty. Nor- 
man T. Robertson was chatting with 
Wilfred Kurth; Charles H. Coates with 
Clarence A. Ludlum. “Some building,” 
was the comment of Vice-President 
| Coates as he scanned the fourteen floors 
of the Home’s big structure. 

Since the getting together of the 
Home and National Liberty outfits some 


| of the officers of the National Liberty 


| have met many of the executives of the 
Honic who are prominent in their fields, 


‘ but not well-known so generally in the 


usiness. On nearly every floor of the 


| Hon there are officers or division chiefs 


or «ther executives who are first rank 
experts and whose names hardly ever 
Crees into the newspapers. For instance, 

tarely see printed the name of John 
Campbell, and yet throughout the West 


























he has an enormous acquaintance with 
agents, and even once went all the way 
to Nebraska from New York just to at- 


tend an agents’ dinner. He has prob- 
ably taken more insurance agents to the 
theatre than has any other insurance 
man of his rank. Campbell is the execu- 
tive who saw one of the Ziegfeld’s 
“Follies,” that historic company with 
“Bill” Rogers, Gallagher & Shean and 
Gilda Gray, and each time he had one 
or more than a aaa as a guest. 
* 


Told Taxi Man Where To Go 


During one stage of the Home-Na- 
tional Liberty negotiations Wilfred 
Kurth, en route to an uptown hotel, 
absent-mindedly directed the taxi driver 
to take him to No. 10 East Seventy- 
ninth street. That is Sumner Ballard’s 
house where the negotiations had been 
under way and Mr. Kurth had been go- 
ing there so frequently that he gave 
the number automatically while thinking 
of something else. 


One Man Who Was Unconvinced 


Among those who took absolutely no 
stock in the campaign speeches of some 
Democratic orators based on the fact 
that Prosperity is not here but is a 
myth was Sumner _Ballard. 


F. W. Fort Prediction 


Franklin W. Fort, U. S. Manager of 
the Baltica and vice-president of the 
New Jersey Fire, was re-elected to Con- 
gress in the recent campaign. On Sun- 
day the New York “Times” carried a 
story intimating that Congressman Fort 
will have an important position in the 
Hoover Administration. Mr. Fort was 
one of the most active and successful 


workers for Hoover. 
x * * 


A Busy Evening 


On the night of the dinner recently 
given to Willis O. Robb, upon the occa- 
sion of his retirement as manager of 
the New York Fire Insurance Exchange, 
Miss Maude Inch of the Insurance So- 
ciety of New York and Miss Helen Gar- 
van of the loss division of the North 
British & Mercantile had what might 
be called a crowded evening. They not 
only attended the dinner but also the 
opening of the Four Marx Brothers in 
“Animal Crackers.” 

* * * 
A Young Man With a Brilliant Future 


Griffith Fulton, a young man just out 
of Yale, and having what is known as 
a knock-out personality, is on the street 
in New York selling insurance. He is 
the son of George Fulton of the United 
States Casualty, who at one time was 
an officer of the Automobile Insurance 
Co. Young Fulton proved himself a 
business genius at Yale. He organized 
there the Fulton Enterprises, which sold 
to students a variety of things, and it 
is reported that this young man not 


only worked his way through the uni- 
versity but when he was graduated his 
bank account was $4,000 to the good. 
His next step was to go to France for 
a visit. He could not resist taking a 
dive into business over there; tied him- 
self up with a tourist agency; and soon 
was personally escorting persons to the 
Riviera and the Chauteau district at so 
much an escort. P 


Three Line Stars 


The two men in the insurance news- 
paper business who can do most with a 
three line personality paragraph are 
Walter Schram of “The Weekly Under- 
writer,” and Shirley Moissant of Kan- 
kakee, IIl., who is also an agent. Schram 
might be called a Blue Pencil King. 
After he has told his story in three lines 
he looks for the next head to crack or 
the next person to polish off. He is one 
of .-the few men who can successfully 
transfer a natural funny streak from the 
point of a pencil to a plain piece of 
white paper. As for Moissant how, sit- 
ting in his office in Kankakee, the per- 
sonal doings of a thousand men come to 
him for review, is a mystery, but they 
do. 

* * 
Await “Ding’s” Talk 

George T. Wight, manager of the As- 
sociation of Life Insurance Presidents, 
never did anything in the way of pro- 
gram building which attracted more at- 
tention than has followed the announce- 
ment that “Ding,” the cartoonist, who 
eats luncheon every day with the in- 
surance executives of Des Moines, will 
be one of the speakers at the Life 
Presidents’ convention at the Astor in 
December. Whether “Ding,” whose real 
name is Darling, will bring along his 
drawing pad and pencil is not yet known. 

* *k x 


Don Keane’s Office 


Not the most expensive but the best 
looking office furniture I have seen in 
New York insurance offices recently is 
that of Donald Keane, Keane-Patterson, 
general agents of the Massachusetts 
Mutual. A big red leather chair is the 
piece de resistance. Keane and his part- 
ner, Lloyd Patterson, are two of the 
hustlingest young men in the business 
and have maintained the successful pace 
of their agency, which got away to a fly- 
ing start, writing many millions during 
the first year. 

* * 
A Report On Public Relations 


James L. Madden, third vice-president 
of the Metropolitan Life, and head of 
the policyholders’ service bureau of that 
company, has gotten out a report on 
Public Relations at the request of a 
policyholder of the company. Most of 
the information was gathered from the 
offices of the two chief public relations 
experts of the country—Ivy Lee and Ed- 
ward L. Bernays—and from books writ- 
ten on the subject by Lee, Bernays, Wal- 
ter Lippman and others. The report is 
a long one and interesting. 

*x 


His Height and Brains 


Sidney Holt, who has just joined the 
Aetna (Fire) as advertising manager, is 
one of the biggest publicity men in the 
country in stature, as well as being lib- 
erally endowed with grey matter. 

~ & 4 


Will Rogers Introduces W. H. Edwards 


And talking of giants I was present at 
a performance of “Three Cheers” the 
other night when Will Rogers intro- 
duced W. H. (“Big Bill”) Edwards to 
the audience. ‘We have with us in the 
fifth row a man who is occupying three 
seats,” said the comedian. I couldn't 
tell from the face of the former Prince- 
ton football star, who is now a New 
York insurance broker, whether he was 
peeved at the introduction or not. As 
he has been called “Big Bill” for years 
my guess is that he took the dig good- 
naturedly. 


as 


Couldn’t Get Dictaphone Rights 


Thomas C. Moffatt of Newark, N. J., 
ate luncheon the other day at the Drug 
& Chemical Club with R. P. DeVan, 
president; Clyde B. Smith, chairman of 
the executive committee, and Walter H. 
Bennett, secretary of the National As- 
seciation of Insurance Agents. This lit- 
tle social episode attracted attention as 
Tom Moffatt, once president of the Na- 
tional Association, and for years one of 
its chief advisers, did not attend the 
New Orleans convention or the West 
Baden one either. Reporters were bid- 
ding for the Dictaphone rights of the 
luncheon conversation, but none was 


successful. 
* * x 


Raves Keeled Smith Over 


Clyde Smith is still showing pleasure 
over the “return home” affair given to 
him by all the agents in Lansing after 
the agents’ convention. He was greatly 
pleased that every competitor of his in 
town showed up and he was completely 
overcome by the raves they threw. 

* 


W. B. Joyce in California 


William B. Joyce, chairman of the Na- 
tional Surety, is back in Beverly Hills, 
Cal., after a sojourn in New York. The 
biggest kick he got while in New York 
was in reading what Francis Stoddard, 
Jr., acquisition cost arbitrator, had to 
say about the acquisition cost situation 
in Chicago where companies are not 
minding their ethical p’s and q’s. The 
report corroborated what Joyce has been 
saying all along about the activities of 
some of his competitors. 

* * * 


Goes With Globe Indemnity 


Stewart Barbour, son of R. P. Barbour, 
Uniféd States manager of the Northern 
Assurance, has joined the Globe Indem- 
nity, A. Duncan Reid having given him 
the job. 

* * * 


Two Hunters 


E. J. Sisley of Sisley & Brinckerhoff, 
gencral agents of the Travelers, 80 Mai- 
den Lane, and Frank Chinnock, also of 
Sisley & Brinckerhoff, took part in a 
hunting trip in New England last week. 

e = 


Mixed Party, But a Good One 


Claris Adams, the brilliant young man- 
ager of the American Life Convention 
(an organization of nearly 150 life com- 
panies), and whose headquarters are in 
St. Louis, came to New York Wednes- 
day to attend an unusually interesting 
theatre party and dinner, the guests in- 
cluding Paul W. Garrett, financial editor 
of the New York “Evening Post”; 
Thompson Buchanan, the playwright; 
Spencer Welton, president of the New 
York Indemnity; E. M. Allen, executive 
vice-president of the National Surety; 
Peter M. Fraser, general agent of the 
Connecticut Mutual. 

x * 


Mailing Physician’s Prescriptions 


Some postmasters are accepting for 
mailing physicians’ prescription blank 
books filled out in writing and returned 
to the Federal prohibition officers pre- 
paid at the third or fourth class rate, 
whereas the filled out portions showing 
to whom and for what purpose, by whom 
and on what dates such certificates were 
issued, subject the matter to the first- 
class rate of postage. 

Such books are refused by the Federal 
prohibition officers because of being 
rated with postage due at the first-class 
rate, and are then returned to the office 
of mailing to be delivered to the sender 
on payment of postage due chargeable 
thereon. This causes confusion and de- 
lay. 

“Postmasters at offices of mailing 
should take proper action to see that 
physicians’ prescription blank books 
filled out in writing are properly pre- 
paid with postage at the first-class rate 
before being dispatched,” says the Post 
Office Department. 
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Von Tyszka Sails; 
Had Great Reception 


ENTERTAIN’D OFTEN WHEN HERE 





Bankers and Insurance Men at Carl 
Schreiner’s Dinner; Guest Also of 
Marine Insurance Men 





Heinrich von Tyszka, head of the Ger- 
man aviation insurance pool and one of 
the best known insurance men of the 
continent, sailed for Europe on Saturday. 
He had come over on the Graf Zeppelin. 
A former naval officer, it is said he had 
his hand on the wheel part of the jour- 
ney. While here he visited Detroit and 
environs, where he went through the 
Ford factories, including the motor car 
and airplane plants in Dearborn. Healso 
was in Chicago and some other cities. 

One day last week he was guest of 





HEINRICH VON TYSZKA 


honor of people in the New York marine 
insurance district. On Thursday night of 
last week Carl Schreiner, president of 
the Pilot Reinsurance Co., was his host 
at a small dinner party attended by some 
bankers, some insurance men and by Su- 
perintendent of Insurance James A. Be- 
ha. At the dinner Mr. Schreiner made 
the following talk: 

“Mr. von Tyszka came over on the 
‘Graf Zeppelin’—he came in the best of 
company, and has, as a friend of Dr. 
Eckener (commander of the ‘Graf Zep- 
pelin’), whom we all admire, been present 
at many a function where the Zeppelin 
men have been honored. It was Mr. von 
Tyszka’s good fortune to enter the 
United States in company with Dr. 
Eckener, and to witness the acclamation 
of its citizens—an experience of which 
he may be proud. No wonder that he 
tells you that the reception deeply moved 
him. The reception was overwhelming 
in its cordiality. 

“When Dr. Eckener tells us that the 
visit of the Zeppelin is another link in 
the chain which will ever tie two great 
nations together he expresses the hope 
and wish of all of us. 

Objects of Trip 


“Mr. von Tyszka was not  sceking 
pleasure. He intends to establish, as a 
director of the Allianz Insurance Co. of 
Berlin, closer business relations with 
American underwriters. 

“Mr. von Tyszka also came to study 
as insurance expert the development of 
aviation in the United States. He is to- 
day at the head of the air pool of the 
German underwriters. Did he succeed 

(Continued on Page 32) 


F. Sidney Holt Succeeds 
G. E. Crosby With Aetna 


HEADS PUBLICITY DEPARTMENT 





Well Known Newspaper Man Was For- 
merly With Associated Press; J. R. 
Stewart’s Crosby Editorial 





F. Sidney Holt, one of the best newspa- 
per men in the insurance business, and 
for some years handling for the Aetna 
Life news developments of that organi- 
zation which would interest daily news- 
paper city editors, has been appointed 
superintendent of publicity of the Aetna 
(Fire) and its running mates. He suc- 
ceeds the late George E. Crosby, Jr., 
who became ill while attending the In- 
surance Advertising Conference in Wash- 
ington recently and later died. 

In his new position Mr. Holt will han- 





F. SIDNEY HOLT 


dle advertising as well as company agen- 
cy publications and other publicity. He 
first attracted attention while being a 
member of the staff of the Associated 
Press in New York City. He is an able 
writer, has a keen knowledge of public 
relations and a likeable personality. 

Mr. Holt was born in San Francisco; 
spent four years at the California Mili- 
tary Academy and during the World 
War served in the Coast Artillery Corps. 
His first newspaper work was in Cali- 
fornia. Coming East he was on the staff 
of the Brooklyn “Daily Eagle,” the New 
York “Sun” before going with the Asso- 
ciated Press where he was a city, tele- 
graph and a foreign department editor. 

Writes Crosby Eulogy 


The unfortunate passing of George E. 





Crosby, Jr., continues, to attract atten- 
tion as he had a wide popularity and 
acquaintance. In the current issue of 
“The Messenger,” published by the Aetna, 
World Fire and Marine and Century 
Indemnity, J. R. Stewart, secretary of 
the companies, paid this tribute: 

When with tragic suddenness, death 
called George Crosby, it took from our 
midst an exceptional man. We are not 
sure that his real worth was ever truly 
appreciated, for he did so much that no 
one success seems to stand above all the 
rest. 

He had what so many lack—vision and 
imagination to a marked degree. 

The routine of fire insurance did not 
give full scope to his talents, and we find 
him in his spare hours, at different stages 
of his life, organizing a chamber of com- 
merce, an historical society that pre- 
served the many landmarks of the old 
town of Windsor, Connecticut, in which 
he lived; we find him running a news- 
paper where he gave vent to his excep- 
tional literary talent, and many other 
activities. When work was to be done, 
he was always found on the spot ready 
to do it. 

But when in 1924 he was selected to 
head the publicity department of the 
Aetna and the World he seemed to real- 
ize that here was the work for which he 
had long been waiting and to which his 
full energy could be given. He made a 
success of the publicity work of both 
companies, and later when the Century 
was organized, handled their publicity 
work as well. The company advertise- 
ments he prepared received favorable 
comment from all quarters, and in a short 
time he was recognized as one of the 
leading insurance advertising men of the 
continent. 

To those who knew him best, as did 
the writer, he was a gentleman—a man 
of culture, with a heart full of sympathy 
and regard for others. So much a part 
of the life of the company did he oc- 
cupy, so deeply imbued was he with its 
aims and ideals that his passing leaves 
a place very hard to fill, and he will 
always be remembered with admiration 
and affection. 

Some months ago George Crosby was 
given a cash prize for his advertisements, 
which he immediately donated to the 
purchase of a clock for the publicity de- 
partment. He caused to be inscribed 
thereon words that may well be used 
for his epitaph: 

We live in deeds—not years; 

In thoughts—not breaths; 

In feelings—not in figures on a dial. 

So passes another man of whom the 
Aetna was proud to claim her own. 





STILL ANOTHER COMPANY 

Another fire insurance company is in 
process. of organization in Newark, 
N. J. The capital will be $1,000,000 and 
the surplus will be $1,000,000. Bankers 
and real estate men are back of it. 





G. & R. DIVIDEND APPROVED 

Stockholders of the Globe & Rutgers 
have approved the recommendations of 
the board of directors that the capital 
stock of the company be increased from 
$3,500,000 to $7,000,000 by a 100% stock 


dividend, 








Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. KELSEY, General Agent 


GEORGE Z. DAY, Ass’t General Agent 





U. S.—Statement December 31, 1927 


ASSETS 


OTHER LIABILITIES 
NET SURPLUS 


PREMIUM RESERVE ............. 


$9,771,118.88 
2,238,740.65 
875,414.78 
6,656,963.45 























¥ The ‘F irst Subway in 
New York City—1903 


TEAM in a tunnel! 

Awlul. Yet that was 
the first subway, back in 
1853, in London. After 
that came the electric 
train, which made _ sub- 
ways a practical mode 
of city transportation. 

Budapest has the honor 
of producing the proto- 
type of the present sub- 
way...in 1893. 

The need for under- 
ground travel in New 
York was felt in the 
latter nineteenth century, 
but it was not until 1900 
that the first subway was 
begun. On October 27, 
1904, it was opened for 
passengers. 

The Home, organized 
when that first subway 
was built in London, in 
1853, has its home olfice 
today among a veritable 
network of tubes and 
tunnels. 


THE HOME 


INSURANCE COMPANY 
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Finds 10% Brokerage 
Not Adequate Return 


INSURANCE DEP’T INQUIRY 





Billingham Examination Shows Average 
Expense Ratio 11% And Net In- 
come of Principals 2.19% 





As a result of the examination con- 
ducted by the New York State Insur- 
ance Department, through W. A. Bil- 
lingham, into the operating costs of New 
York City brokerage offices the con- 
clu sion is the brokers are justified 
in their declaration that 10% brokerage 
does not afford adequate compensation 
for the services they render. The in- 
quiry into a limited number of large 
offices showed that the operating cost 
ratio on fire and allied lines was close 
to 11% while the average rate of com- 
mission on the same lines was 13.34%. 

This examination was made earlier 
this year upon the request of the com- 
mittee on operating costs of the Fire, 
Marine & Liability Brokers’ Association. 
Insurance Superintendent Beha acceded 
to the wish of the brokers, saying he de- 
sired to determine the facilities estab- 
lished for service to the public, the costs 
thereof and the necessity of the expenses 
incurred in the conduct of the business. 


Wide Range of Costs 


Mr. Billingham, a competent examiner, 
secured replies from 106 brokerage of- 
fices, which showed a ratio of operating 
costs to fire premiums received ranging 
from 61%4% to over 14%. In New York 
St-te three different rates of brokerage 
are paid, 10, 15 and 20%. The brokers 
mintain that where the brokerage rate 
is less than 15% they are not adequately 
compensated for services given. 

Basing his conclusions upon the figures 
of five important offices Mr. Billingham 
included these tables in his report, which 


has just been released for publication: 
Net Premiums, After Deductions for Cancella- 
tions and Return Premiums 





Office Fire and All Other All 

Number Allied Lines Lines Lines 
1 $997,770 $ 806,514 $1,804,284 
Z 872,292 1,461,324 2,333,616 
3 765,000 1,035,000 1,800,000 
4 SOG = S sbvwwses) -  HememEoE 
S “aAteein ~~ mkeeerue 619,351 
$3,403,883 $3,302,838 $6,557,251 


Net Commissions, Without Deduction for 
Sub-Brokers and Solicitors 








Office Fire and All Other All 
Number Allied Lines Lines Lines 
1 $147,244 $125,424 $271,668 
2 123,009 238,822 361,831 
3 78,060 145,660 223,720 
4 105,945 189,850 295,795 
5 ‘eee cee eneels 95,517 
$454,258 $698,756 $1,248,531 
Expenses, Excluding Commissions to Sub- 
Brokers and Solicitors and Salaries 
Of Principals 
Office Fire and All Other All 
Number Allied Lines Lines Lines 
1 $117,000 $72,724 $189,724 
4 102,998 90,267 193,265 
3 55,434 79,712 135,146 
4 58,500 65,205 123,705 
Merwe Lewewence 55,300 
$333,932 $307,908 $697,140 
Expenses, Including Commissions to Sub- 


Brokers and Solicitors, But Excluding 


Salaries of Principals 














Office Fire and All Other All 
Number Allied Lines Lines Lines 
1 $132,090 $105,362 $237,452 
‘itmeete  “estlemnes 334,712 
: 55,434 79,712 135,146 
4 88,256 129,143 217,399 
5! OSeeeeeee senses 68,159 
$275,780 $314,217 $992,868 
‘ Net Income to Principals 
O'tice Fire and All Other Lines 
Number Allied Lines Lines All 
l $15,154 $19,062 $34,216 
tabees  . stapes 27,119 
22,626 65,948 88,574 
17,689 60,707 78,396 
Weuanewm ©. wetateae 27,358 
$55,469 $145,717 $255,663 
: Average Rates of Commission 
Office Fire and All All 
Number Allied Lines Other Lines Lines 
‘0 0 % 
1 14.76 15.43 15.06 
2 14.10 16.34 15.50 
3 10.20 14.07 12.43 
4 13.78 weane ey 
5 sia 15.42 
13.34 15.41 14,53 


Average Expense Ratios Excluding Commis- 
sions to Sub-Brokers and Solicitors and 
Salaries of Principals 








Office Fire and All 
Number Allied Lines Other Lines Lines 
% To Jo 
1 11.73 9.02 10.52 
2 11.81 6.18 8.28 
3 y fr - 7.70 7.51 
4 7.61 anes faa 
5 aude 8.93 
9.81 a00 8.74 
Average Expense Ratios, Including Commis- 


sions to Sub-Brokers and Solicitors, But 
Excluding Salaries of Principals 








Office Fire and All All 
Number Allied Lines Other Lines Lines 
% ‘0 % 
1 13.24 13.07 13.16 
2 eens Perr 14.34 
5 7.25 7.4% 75 
4 11.48 ait Peer 
5 neue 11.00 
10.89 10.05 11.83 


Ratio of Net Income to Principals to 
Net Premiums 








Office Fire and All All 
Number Allied Lines Other Lines Lines 
© % % 
] 1.52 2.36 1.90 
2 <oune “ee 1.16 
3 2.96 6.36 4.92 
4 2.30 Sears aaata 
5 tun; 4.42 
2.19 4.62 2.70 
Mr. Billingham in his report says in 


part: 

“Tt will be seen from the foregoing 
that the average rates of commission for 
four offices for the fire and allied lines 
is 13.34%. For only three of these of- 
fices, however, are the expense ratios for 
said lines available, and their average is 
10.89%. The average rate of commis- 
sions for the same three offices is 13.08%, 
leaving an average margin of profit of 
2.19%. It is not possible to compute this 
percentage of profit for the other two 
offices, because in one case premiums 
are not separable by lines and in both 
cases commissions to sub-brokers are 
not separable by lines. 

“It would seem from the foregoing 
that the assertion of the brokers’ com- 
mittee that the average operating cost 
ratio on their fire business is in excess 
of 10% is probably justified. 

“Tt is claimed by the brokers that the 
nature and extent of their services ren- 
dered in connection with the 10% brok- 
erage class are practically the same as in 
the case of the 15% and 20% classes. If 
that is so, it would seem, in view of the 
indicated expense ratio of 10.89% above 
shown, that there can be little or no 
margin of profit on the 10% brokerage 
class. 

Services Brokers Claim They Render 

“Among the services performed by the 
more efficient brokerage offices for their 
clients are the following: 

“Determine and advise as to kinds of 
coverage necessary for adequate protec- 
tion. 

“Correlate policies so as to avoid con- 
flict. 

“Prepare forms to afford best protec- 
tion. 

“See that all necessary permits are 
given. 

“Procure estimates for fire protection 
and sprinkler equipment.. 

“Determine and advise amount of in- 
surance necessary under co-insurance 
clauses. 

“Advise architects and builders in the 
preparation of building plans and speci- 
fications so as to comply with require- 
ments for most favorable rates. 

“Select companies with good loss ad- 
justment records. 

“Procure and check rating schedules 
and make inspections; also advise clients 
as what action to take to procure most 
favorable rates. 

“Ascertain promptly wherever possible 
all rate changes which affect any of his 
clients. If there has been an increase, 
to ascertain the cause or causes and ad- 
vise client so that faulty conditions may 
be remedied and rates reduced. If there 
has been a rate reduction, to procure its 
benefits for clients through appropriate 
policy endorsement. 

“Examine and check all policies before 
forwarding to client. 

“Assist in procuring proper adjustments, 

(Continued on Page 24) 
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Virginia Fire Rate 
Inquiry Is Started 


NEXT HEARING IS ON DEC. 3 





Commission Orders Companies to Show 
Cause Why Rates Should Not Be 
Reduced Substantially 





The Virginia fire rate inquiry will get 
under way in earnest December 3. Con- 
tinuance of the hearing until that date 
was ordered by the state corporation 
commission after two days had been de- 
voted last week to laying the ground- 
work for it. This was rendered neces- 


sary by the fact that work of‘ tabulat- 
ing the figures was still in progress and 
it was impossible to get down to brass 
tacks, as it were, until it was completed. 
The tabulation work is being done by 
auditors employed by the companies, At 
the outset of the preliminary hearing, 
the commission ruled that the burden of 
proof as to the reasonableness of fire 
rates proposed for Virginia rested upon 
the companies and not the state. 

“The insurance companies have filed 
rates which they asked the commission 
to approve,” said Lester Hooker, chair- 
man of the commission, after the point 
had been argued. “The old fire insur- 
ance rates would have expired on June 
19 and no regular schedules have been 
fixed. The burden of proof is upon the 
companies to sustain the reasonableness 
of rates proposed.” 

Ten days was allowed the companies 
to file individual answers to the commis- 
sion’s order directing that they show 
cause why the rates should not be sub- 
stantially reduced. This also made it 
necessary for the hearing to go over for 
a period. A series of statements filed 
by the companies in response to the re- 
cent request for rate and operation data 
were then submitted in evidence. Com- 
panies which had not finished their com- 
pilations were directed to explain why 
their reports were tardy. Those men- 
tioned as being delinquent in this re- 
spect were the Potomac and the Hamp- 
ton Roads Fire & Marine. 

Wants Companies’ Evidence First 


In arguing the point as to whether 
the burden of proof as to the reason- 
ableness of rates rested with the com- 
panies or the state, Braden Vandeventer, 
Norfolk attorney, associate counsel for 
the state, suggested that the companies 
be required to submit their evidence be- 
fore the state began its case. 

“The commission’s order directs that 
the companies appear and show cause 
why the rates should not be substantially 
reduced,” he said. ‘“We shall want to 
cross-examine some of their witnesses. 
We maintain that the burden of proof 
is upon the companies.” 


Jordan Leake, Richmond attorney, ap- 
pearing for the companies, argued to 
the contrary. “The burden of proof is 
upon the commonwealth to show that 
they are unreasonable,” he insisted. “Un- 
til at least a prima facie case is made 
out by the state, the presumption should 
be that they are fair and reasonable. 
The rates are under attack by the state 
and ti is not proper that the companiés 
should sustain the burden.” He cited a 
number of higher court decisions in sup- 
port of the point. The commission an- 
nounced its decision without return ar- 
gument by counsel for the state and 
without leaving the bench. 


After the decision was announced, 
Colonel Joseph Button, Virginia commis- 
sioner of insurance and banking, who 
was chairman of the committee of the 
National Convention of Insurance Com- 
missioners which fixed the method of 
computing underwriting. profit, took the 
stand. He explained that his commit- 


tee decided on a profit of 5% on under- 
writing business and 3% additional for 
conflagration allowance, 


instead of 5% 


RELIABILITY 


based on a record of 
satisfactory service 
to agents 
and policyholders 


NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 
75 Maiden Lane, New York 


HART DARLINGTON, Manager 


EAGLE FIRE COMPANY 


of New York 


Incorporated 1806 
HART DARLINGTON, President 


75 Maiden Lane, New York 
The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 
H. P. JACKSON, President 


In NORWICH UNION there is strength 

















COMPANIES 


as requested by the companies for :) 
item. 
O. E. Lane Testifies ; 

O. E. Lane, president of the Niag. 4 
testified at length as to the intricacie. of 
the insurance business. Under cr: .s- 
examination he declared that the c- 
panies were much alarmed at one as). ct 
of the so-called underwriting pr fit 
method which would give policyhol. rs 
a continuing interest in the accretion. of 
unearned premiums. “I take the p: si- 
tion that they do not have such an :n- 
terest,” he added. Attorney Vandey n- 
ter examined him at length as to what 
he deemed a fair return on the c m- 
pany’s business to be. He had no ‘e- 
sire to avoid the question, he explain. d, 
but he could not answer it definitely je- 
cause of many factors involved. 

Other witnesses were Myles Walsh, 
secretary of the Niagara, and Hunting- 
ton P. Meech, an accountant for the 
National of Hartford. They contended 
that all expenses of both ends of the 
business, except four-tenths of 1%, 
should be charged against the operating 
end. Moreover, the operating end 
should not be credited with interest 
which the companies earn on their un- 
earned premium accounts. 

In cross-examination, Attorney Van- 
deventer brought out that the unearned 
premium accounts in Virginia amount 
to approximately $10,000,000 a year and 
that the annual income from them is 
between $400,000 and $500,000. He con- 
tended in behalf of the state that the 
formula for arriving at the profits of 
the companies is entirely fallacious. 

George L. Doscher, New York ac- 
countant connected with Joseph Frog- 
gatt & Co., testified with regard to ex- 
perience of companies with conflagra- 
tions, submitting figures showing prop- 
erty and insurance losses in big con- 
flagrations including those in Boston, 
Chicago, Baltimore and San Francisco. 

Besides Mr. Leake, other attorneys 
appearing for the companies at the hear- 
ing were Samuel L. Kelley, Richmond 
lawyer, counsel for the mutuals, and 
Samuel W. Zimmer, president and coun- 
sel of the Petersburg. Cassius M. Chi- 
chester, counsel for the commission, and 
R. W. Peatross, city attorney of Nor- 
folk, appeared for the state along with 
Mr. Vandeventer. 





TALK OF A RUSSIAN DEFICIT 





European Newspaper Says Activities of 


Gosstrach in Moscow Section Have 
Been Unprofitable 

According to the Krasnaja “Gazeta,” 
the Russian Government’s insurance ac- 
tivities in the Moscow district have re- 
sulted in a deficit of more than 4% mil- 
lion roubles. Up to the present all losses 
have been duly paid without delay, but it 
is questionable whether this state of 
things can continue if conditions remain 
as they are, or, as is quite possible, be- 
come worse. This unfortunate position 
of the finances, which appears to prevail 
in other districts as well, is attributed 
to the general reduction of rates and to 
the special concessions granted to scv- 
eral societies (the co-operative societies). 
The management of the Russian Gov- 
ernment State Insurance Institution has 
addressed a very clear and emphatic rc- 
quest to the Government to make an al- 
teration in the existing conditions — 
Deutsche Versicherungs Presse. 





COMMONWEALTH CAPITAL 
Stockholders of the Commonwealth »f 
the North British & Mercantile gro'p 
last week approved the recommendati 
of the directors that the capital of i ¢ 
company be increased from $500,000 © 
$1,000,000 by the declaration of a st«.k 
dividend of $500,000. Following ‘°c 
transfer of that amount from surplus © 
capital account the surplus will still 
more than $2,400,000. 





IN THREE MORE STATES 
The Bronx Fire of New York has beon 
admitted to Connecticut, Kentucky avd 
Louisiana. to write fire insurance lines 


Z, 


tl 














November 16, 1928 







































































Page 23 
LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
NEAL BASSETT, President JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice- President 
JANUARY IST, 1928, STATEMENTS 
ORGANIZED 1855 
FIREMEN’S INSURANCE COMPANY | 
OF NEWARK, NEW JERSEY | 
ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS | 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 
ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY. 
OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 $3,070,371.44 
; | ORGANIZED 1854 
: MECHANICS INSURANCE CO. 
1 OF PHILADELPHIA, PA. 
. $4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 
ORGANIZED 1866 
5 NATIONAL-BEN FRANKLIN FIRE INS. CO. 
ys OF PITTSBURGH, PA. 
‘d $4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 
i ORGANIZED 1871 
th SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 
$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 
of | 
, | ORGANIZED 1876 
od CONCORDIA FIRE INSURANCE CO. 
‘il- OF MILWAUKEE, WIS. 
- $5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 
f 
= ORGANIZED 1886 
ne CAPITAL FIRE INSURANCE CO. 
c OF CONCORD, 
ss). $760,298.04 $375.00 $300, 000. = , $459,923.04 $759,923.04 
n TOTAL PREMIUM RESERVE TOTAL NET PREMIUMS 
7 $27,594,166.15  EASTERNDEPARTMENT = $95 ,684,495,78 
‘ WESTERN DEPARTMENT ego 7eicoaiay PACIFIC DEPARTMENT 
ot Slides nn a CANADIAN DEPARTMENT 60 Seinnenn Saleen 
e 5 461-467 Bay Street * ° ° 
| HAGIRE Mowew Tony Cama, Sat Franny Calflora 
<i anagers MASSIE & RENWICK, Limited, ° ° » ’ 
JAMES SMITH JOHN R. COONEY Managers Managers ° 
LOYAL TO PRINCIPLE—TO LOYAL AGENTS, LOYAL 
a 
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National Liberty To 
Quit Western Bureau 





NO OTHER RESIGNATIONS 





Executive Committee Says Bureau Will 
Carry On As Before And Not 
Merge With Union 





When the executive committee of the 
Western Insurance Bureau met in Chi- 
cago Wednesday it considered the af- 
filiation of the National Liberty with the 
Home, a member of the Union, as tanta- 
mount to a resignation from the Bureau 
and so it accepted such resignation. At 
the same time denials were made that 


any other companies would leave the 
Bureau or that the Bureau and Union 
would merge into one large organization 
for the West. 

The executive committee 
statement: 

“The affiliation of the Home and Na- 
tional Liberty group brings afresh the 
intimation heretofore ofttimes repeated 
that there may be only one organization 
in the Middle West. This is clearly 
propaganda, and equally as clearly im- 
plies that the Western Insurance Bureau 
will cease to function and that the com- 
panies affiliated with it thereafter be af- 
filiated with the Union. Such statements 
are entirely unwarranted and without 
foundation. 

“Tt is the unanimous opinion and sin- 
cere conviction of this committee that no 
other company will change its affiliation. 
However, should any company see fit to 
do so, those remaining pledge themselves 
to take the percentage participation in 
bureau activities of any company that 
might leave. 

“The Western Insurance Bureau holds 
an essential position in Middle West un- 
derwriting circles, and it is a vital ele- 
ment in the various matters relating to 
the busness in this territory. Its disso- 
lution is unthinkable. We definitely and 
unqualifiedly state that there is not the 
slightest thought or possibility of discon- 
tinuing the bureau, but to the contrary, 
it will continue to function as heretofore 
as a highly important factor in the Mid- 
dle West, and will go forward with full 
and unabated vigor.” 


issued this 





REPORT PLEASES BROKERS 





Fire, Marine & Liability Brokers Issue 
Explanatory Statement of Table 
On Premiums 

The brokers of New York are well 
pleased with the report of W. A. Billing- 
ham of the New York Insurance Depart- 
ment on brokerage operating costs. The 
Fire, Marine & Liability Brokers Asso- 
ciation have issued an explanatory state- 
ment on the first table published on 
page 21 of this issue. 

The explanatory note of the commit- 
tee, based upon information submitted by 
W. A. Billingham, follows: 

“Tt will be noted that the premium 
figures for ‘All Other Lines’ of Office 
Number 4 are not stated in the column 
captioned ‘All Other Lines.’ This is due 
to the fact that Office Number 4 was 
unable to furnish these figures. Because 
of this, the ratios for that office, shown 
in the tables of percentage ratios, are 
confined to ‘Fire and Allied Lines.’ It 
will be noted also that the column ‘All 
Lines’ contains none of the premium in- 
come of Office Number 4, although the 
following tables include the expense and 
net income figures made available to Mr. 
Billingham by Office Number 4. Based 
upog its commission earnings, it is a 
fair assumption that the annual premi- 
ums of that office are about $2,000,000. 
The aggregate premium income of the 
five offices examined would, therefore, 
exceed $8,500,000. It is on this larger 
amount of premiums, rather than the 
$6,557,251, that the expenses and net in- 
come to principals are computed.” 


BAY STATE AUTO HEARING 

The Boston public hearing on rates 
governing compulsory automobile liability 
business in 1929 was attended on Wed- 
nesday by some 300 people, most of 
whom expressed the opinion that unless 
the rates were lowered, there would be 
a strong disposition to favor a state 
fund. 

William J. Constable, secretary, Massa- 
chusetts Automobile Rating & Accident 
Prevention Bureau, presented a long 
statement giving the position of the com- 
panies. 





The Sylvania Fire has been admitted 
to New Jersey and will write allied lines 
in addition to automobile. 





Brokerage Rates 


(Continued from Page 21) 


“The collection of premiums. Pre- 
miums are collected from clients and re- 
mitted in bulk to companies and agents 
at regular prescribed periods. This serv- 
ice is of distinct value to the companies, 
and while its cost to brokers cannot be 
ascertained, it undoubtedly tends to re- 
duce the ultimate profit on their opera- 
tions. 

“It should be noted that many brokers, 
in co-operation with architects, builders 
and assureds, have been instrumental in 
introducing fire-resistive and fire-pre- 
vention conditions in newly constructed 
buildings as well as in existing struc- 
tures. Every potential fire hazard thus 
minimized or eliminated tends to reduce 
fire waste, loss ratios and insurance 
rates. But work of this kind serves an 
even more important purpose. It pro- 
tects the lives of workers in factories 
and mills as well as dwellers in congested 
centers against the ravages of fire. This 
is very much in the public interest, and 
it is noteworthy that many brokers per- 
form this work regardless of the fact 
that their efforts lead to reduced insur- 
ance rates and consequently reduced 
commissions for themselves. 

“An examination of numerous files of 
the larger brokerage offices shows that 
such offices do render services which 
are very valuable to their clients. They 
are thoroughly organized, employing 
skilled engineers and inspectors who 
spare no effort to provide most efficient 
services. Such services frequently result 


———e, 











CAPITAL 
PREMIUM RESERVE 


LIABILITIES 
NET SURPLUS 


Mail. 


NATIONAL LIBERTY INSURANCE 


COMPANY OF AMERICA 
HOME OFFICE: 709-6th AVE. 
NEW YORK CITY 


Summary of Semi-Annual Statement, July 1, 1928 


Seca $9,826,847.02 
RESERVE FOR ALL OTHER 

sdeindeudtaepesel $1,825,129.00 
iparennnalien: $18,758, 100.02 


eho ete teil $32,410,076.04 
SURPLUS TO POLICYHOLDERS. ..... $20,758, 100.02 


Fire, Automobile, Windstorm, Tornado, Sprinkler Leakage, Rent and Rental 
Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
by Aircraft, Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 


ea) 


$2,000,000.00 
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in substantial rate reductions and large 
return premiums. 


Congested District 


“The brokers ask that the minimum 
brokerage rate throughout the state be 
increased to 15%. This includes the so- 
called congested district in New York 
City, which extends from Chambers 
street to Fourteenth street and from 
river to river. 

“In 1906, shortly after the San Fran- 
cisco conflagration, the rate of brokerage 
in this area, except for what are termed 
‘branch office’ risks, was reduced from 
15% to 10%. At the same time rate in- 
creases were made for several classes of 
risks, 

“It is alleged by the brokers that 
whereas formerly the area referred to 
might be properly described as a con- 
gested district on account of the con- 
centration of large values, especially of 
silks and dry-goods, that that condition 
no longer exists and that the character 
of the district is now no worse as re- 
spects the fire hazard than numerous 
other areas elsewhere in New York City 
where a 15% brokerage applies; that the 
avowed reason for the reduction of the 
brokerage rate, namely, the strengthen- 
ing of the insurance companies, no long- 


er exists; and furthermore that, while 
there was no express agreement, it was 
understood that if insurance rates were 
reduced in this area, brokerage rates 
would be restored to 15%. 

“T have been unable to find any good 
reason for a differentiation in brokerage 
in this area from that which obtains else- 
where in New York City. 


Erroneous Policies 


“It is the general practice of brokers 
to check all policies received before for- 
warding to insureds, and it is claimed 
that a considerable expense is incurred 
by them in returning for correction fire 
insurance policies erroneously written by 
the companies and their agents. In or- 
der to verify this an examination was 
made in five offices of policies as they 
were received. The total number ex- 
amined was 258 of which eighty-five 
were found to contain errors by compa- 
nies or agents, or about 33%. The errors 
consisted mainly of incorrect names, in- 
correct rates, incorrect premiums, incor- 
rect forms, and in some cases absence 
of signatures. This would seem to indi- 
cate a lack of due care on the part of 
the offices of the companies which re- 
sults in unfairly burdening brokers with 
an added expense.” 








175 West Jackson Blvd. 
Chicago 
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Cagle 
Hritish Dominions 
Insurance Company Limited 


149 William Street 


Underwriting Service Throughout The United States 
WESTERN DEPARTMENT 





of Bondon, Craland 


And it practices what it believes in. 


FRED S. JAMES & CO. 


United States Managers 


Star 


It believes in maintaining the splendid traditions of the old English fire insurance 
companies in this country for the prompt payment of losses, be they small or large. 


It believes in modern present day underwriting methods and ideas. 


It believes in the local agent and considers him the bulwark of the business. 


New York, N. Y. 


PACIFIC COAST DEPARTMENT 


108 Sansome Street 
San Francisco 
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"AMERICA FORE” 











Holiday packages—millions of 
them—wvill soon crowd the mails. 


Now, before this heavy mailing 
starts, is the time to sell Parcel Post 
Insurance. 


Are there merchants or manufac- 
turers in your town who will need it 
and not have it? 


It may pay you to find out. 


FIRST AMERICAN 
FIRE INSURANCE COMPANY 
EIGHTY MAIDEN LANE, NEW YORK, N. Y¥. 


CRMEST STURM Cxmamas or rer Benen, 
MAIO, Passoenn. 


‘CASH CAPITAL — ONE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO. 
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E. J. Cole On Agents’ 
Executive Committee 


SMITH APPOINTS PERSONNEL 





Fall River Agent and Fred M. Burton 
of Galveston, Tex., Are the 
New Members 





President R. P. DeVan of the National 
Association of Insurance Agents and 
Clyde B. Smith, chairman of the execu- 
tive committee, this week announced the 
complete personnel of the executive com- 
mittee which will form part of the 1928- 
1929 administration of the association. 
There have been three changes in the 
committee, two agents prominent in their 
respective sections being promoted to 
membership, and Former President W. 
Eugene Harrington being elected a mem- 
ber so that the association will continue 
to have the benefit of his experience 
while he was the chief executive. The 
new members are E. J. Cole of Fall 
River, Mass., and Fred M. Burton of 
Galveston, Tex. 

Members of the committee remaining 
over from the previous administration 
are Charles L. Gandy of Birmingham, 
Ala.; Percy H. Goodwin of San Diego, 
Cal.; Frank T. Priest of Wichita, Kan., 
and J. W. Rose of Buffalo, N. Y. The 
chairman of the committee, Clyde B. 
Smith, of Lansing, Mich., was selected 
at the National Association convention 
at West Baden in September. President 
DeVan and Secretary-Counsel Walter H. 
Bennett are ex-officio members of the 
executive committee. 

Mr. Cole is well-known to local agents 
in New England especially and likewise 
is a familiar figure at agency conven- 
tions in other Eastern states. He has 
held practically every office in the Mas- 
sachusetts Association and the New Eng- 
land Advisory Board. Last year he 
served as chairman of the National As- 
sociation’s fire prevention committee and 
prior to that time was regional vice- 
president. In Fall River he is regarded 
as a capable business man and one who 
has the interest of local agents constant- 
ly at heart. 

Mr. Burton is known more by repu- 
tation in the East than by personal con- 
tact. He is a commanding figure, stand- 
ing more than six feet in height and 
possessing a fine speaking voice. A na- 
tive of England, he has changed to a 
typical Texan, wearing even the two gal- 
lon hat. During the last year he was 
president of the Texas Association. 

Mr. Rose, who is a holdover member 
of the executive committee, was for two 
years president of the New York State 
Association and for several years before 
that secretary of the state body. He 
is a resident of Buffalo and enjoys wide 
popularity among Eastern agents. 





LIFE TERM FOR ARSONIST 

Morris Coleman, convicted arsonist, 
who is held responsible by Michigan 
state law enforcement officers for some 
200 fires during an incendiary career ex- 
tending over a period of many years, be- 
came the first “fire bug” life termer 
under the habitual criminal act of the 
state when he was sentenced in Wayne 
county circuit court last week by Judge 
Donald Van Zile. Information was of- 
fered by the Wayne prosecutor, follow- 
ing Coleman’s speedy conviction of re- 
sponsibility for a fire which damaged a 
lingerie shop, proving that he had been 
convicted of felonies on three previous 
occasions. 





BROWNSVILLE BROKERS ELECT 


The nominating committee of the 
Brownsville and East New York Insur- 
ance Brokers Association presented to 
the membership Monday night at its reg- 
ular meeting the following slate, which 
was elected: President, A. S. Fink; 
vice-presidents, Abe Mishkin and Reubin 
Horowitz; treasurer, B. Oginz; secretary, 
Louie Silver; executive secretary, Philip 
Allen, and chairman of the executive 
committee, S. Samuel Wolfson. 























, an time a client having Parcel Post Insur- 
ance sees a line waiting at the Post Office, 
he is reminded of the complete insurance service 
rendered by his Agent. Now, when the mails are 
heaviest, Agents of this Company are spreading 
these “reminders” broadcast among their clients 
in the form of Parcels Post Insurance Certificates. 


Parcels Post Insurance is unique. It not only 
provides reimbursement for loss but actually 
saves time and money whether or not the 
package arrives safely. 


Inaddition tocreating prestige and confidence 
for the Agent, it makes money for him as well, 
for once a concern uses this protection, it is 
automatically continued as a part of the office 
routine. By making the first sale, Agents are 
building up a profitable source of income for 


all times. 


~ JEVEREOOL, 


80th 
Year in the 
United States 


~ wo J ONDON 
“0 GLOBE, 


Insurance Co ro 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y 


Pacific Coast Dept., San Francisco, Calif. 





THE NATIONAL INSTITUTION WITH A WORLD WIDE BACKGROUWD 
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Warns Companies Of 
Giving Free Binder: 


MASSACHUSETTS DEP’T. ACT7S5 





Acting Commissioner Says License Re- 
ocation Will Follow Conviction for 
This Form of Rebating 





Fire insurance companies and_ lo; 
agents in Massachusetts have b<¢ 
warned by Acting Insurance Comm:.- 
sioner Arthur E. Linnell to disconti: 
any rebating in the form of giving bi: 
ers on risks prior to the issue of p. 
cies and then not charging any premii:n 
for the periods the binders are in force. 
Commissioner Linnell says the Insuraic¢ 
Department has information that the 
practice may exist of granting free ii 
surance under binders for competitive 
purposes and in the event any comp:- 
nies or agents are found indulging in 
this the Department will take action to 
cancel their licenses, for this method of 
doing business violates Sections 99 and 
182 of Chapter 175 of the Massachuseits 
general laws. 

Section 99 requires that fire insur- 
ance companies insuring property or in- 
terests in that state shall use the stand- 
ard fire policy in the form prescribed by 
said section. Under the decisions in 
Massachusetts, fire companies may make 
temporary contracts of fire insurance 
pending the issue of a policy in the form 
required, but such temporary contracts 
may be made only for a reasonable pe- 
riod, that is, for such a period as is 
necessary under the circumstances for 
the exccution of the policy. What is a 
reasonable time is a question of fact to 
be determined in the light of the cir- 
cumstances of each particular case, but 
the policy must be issued as soon as is 
practicable. 

“Tt is indisputable that the postpone- 
ment of the execution and delivery of a 
policy in the form demanded by the 
statute solely for the purpose of carry- 
ing the risk on a binder without cost 
to the insured constitutes insuring prop- 
erty against fire contrary to the requi- 
sitions of this section,” says Commis- 
sioner Linnell. 


Considerations Not in Policy 


“Section 182 of said chapter forbids 
an insurance company or any officer or 
agent thereof to pay or allow, as an in- 
ducement to insurance, any valuable 
consideration or benefit not specified in 
the policy and to pay or allow, at any 
time, any rebate of any premium paid 
or payable on a policy. 

“It requires no extended discussion to 
demonstrate that the granting of fire in- 
surance coverage under a binder as an 
inducement to the recipient to accept a 
policy running from a date subsequent 
to that of the binder constitutes giving 
or allowing a “valuable consideration.” 
Insurance for several months under a 
binder may constitute a very valuable 
benefit if the rate and the amount of 
insurance is high. 

“There is some reason to believe that 
some fire companies may not be par- 
ticularly insistent upon collecting a pre- 
mium for the period of time covered 
by a binder, even though they know 
that a policy has been issued as 0! a 
date later than the binder previously re- 
ported on the risk covered by the pol'cy. 

“The purpose of this circular is to 1:0- 
tify all companies to desist from 111s 
practice. The department contempl« ‘¢s 
examining the records of different age''ts 
from time to time and if it appears tat 
their companies have connived at “ils 
practice and violated these statutes, t! cy 
may anticipate action against their |i 
censes and those of their agents. © he 
fact that a company without protest of 
inquiry accepts a risk covered unde: 4 
policy issued as of a date later tan 
a previously reported binder is, to ay 
the least, somewhat suspicious and - 's- 
tifies the inference that it is not aci 1g 
entirely in good faith.” 
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~ “AMERICAN EQUITABLE ASSURANCE COMPANY OF NEW YORK 
July 1, 1928 statement 
POLICY- 
VOLUNTARY HOLDERS 
| ASSETS LIABILITIES CAPITAL RESERVE SURPLUS 
$8,506,689.00 $3,980,598.46 $2,000,000.00 $1,000,000.00 $4,526,090.54 
BRONX FIRE INSURANCE COMPANY OF THE CITY OF NEW YORK 
' July 6, 1928 statement 
: $4,278,800.00 $1,778,800.00 $1,000,000.00 $1,227,500.00 $2,500,000.00 
: BROOKLYN FIRE INSURANCE COMPANY 
a . June 30, 1928 statement 
‘ $4,813,680.24 $2,313,680.24 $1,000,000.00 $ 946,275.96 $2,500,000.00 
d 
‘ GLOBE INSURANCE COMPANY OF AMERICA 
: PITTSBURGH, PA. 
\- (INCORPORATED 1862) 
a July 1, 1928 statement 
e $1,404,028.52 $ 683,072.90 GS Bee ES ca ecee es $720,955.62 
. KNICKERBOCKER INSURANCE COMPANY OF NEW YORK 
“i 4 TT RE TTY VR July 1, 1928 statement 
he $3,656,053.13 $1,670,514.41 $1,000,000.00 $ 150,000.00 $1,985,538.72 
is MERCHANTS AND MANUFACTURERS FIRE INSURANCE COMPANY | 
e- NEWARK, N. J. 
he (CHARTERED 1849) 
"4 June 30, 1928 statement 
: $4,783,781.48 $2,283,781.48 $1,000,000.00 $. 914,170.20 $2,500,000.00 
. NEW YORK FIRE INSURANCE COMPANY 
(INCORPORATED 1832) 
ids June 30, 1928 statement 
a $1,997,043.45 $ 217,135.13 $1,000,000.00  —..... see $1,779,908.32 
ble 
a REPUBLIC FIRE INSURANCE COMPANY 
‘ PITTSBURGH, PA. 
A (INCORPORATED 1871) 
“a June 30, 1928 statement 
fe | |) $2,489,293.27 $ 963,897.61 $ 610,000.00 $ 100,000.00 $1,525,395.66 
ing 
a | SYLVANIA INSURANCE COMPANY OF PHILADELPHIA, PA. 
be BE July 1, 1928 statement 
' | $4,788,572.60 $1,788,572.60 $1,500,000.00 $1,199,877.04 $3,009,000.00 
it 
cd Gf 3 Classes of Insurance Written 
= 4 FIRE, AUTOMOBILE, EXPLOSION, RIOT, CIVIL COMMOTION, TORNADO AND WINDSTORM, SPRINKLER E 
cy. LEAKAGE, USE AND OCCUPANCY, PROFITS, LEASEHOLD AND GENERAL MERCHANDIZE FLOATERS 
| " , SOUND —PROGRESSIVE—EQUITABLE 
sis These Are Our Keynotes 
se We welcome and invite this class of agency representation. 
“. CORROON & REYNOLDS, Inc. 
: 1] Manager 
tee _ 92 William Street New York City, N. Y. 
| 
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Beha Goes With Big Bank 


(Continued from Page 1) 
Gerard family, one of the members of 
which was former ambassador to Ger- 
many. 

The company was organized about a 
year ago. Among those on the board 
of directors are James A. Beha, super- 
intendent of insurance; and Julian B. 
Beaty, who is also a director of the 
United States Merchants & Shippers. 
The chairman of the board is Harold G. 
Aron, who is president of the Interna- 
tional Germanic Co., Ltd. Other direc- 
tors follow: . 

C. E. Albright, director, Allis Chalmers Co. 

C. Prevost Boyce, Stein Bros. & Boyce, Bal- 

timore. 

George W. Carpenter, Jesup & Lamont. 

Marcus Daly, director, Montana Power Co. 





JAMES A. BEHA 


Louis Gold, president, Realty Foundation Co. 

Frank Hedley, president, Interborough Rapid 
Transit Co. 

Harry Henemier, vice-president. 

Robert F. Herrick, Jr., director, American 
Trust Co., Boston. 

Cc. H. Huston, chairman of the board, Trans- 
continental Oil Corp. 

William O. C. Kiene, retired. 

J. D. Maguire, director, Maguire Rubber Co.; 
director, Garfield National Bank. 

Herman A. Metz, president, H. A. Metz & 
Co.; director, Fulton Savings Bank; direc- 
tor, Interborough Rapid Transit Co. 

Kenneth O’Brien, director, Postal Telegraph 
Cable Co.; director, Commercial Cable Co.; 
director, Morris Plan Co. 

Rudolf Pagenstecher, president, Central Paper 

Co.; director, International Paper Co. 

Fred C. Pritzlaff, president, John C. Pritzlaff 
Hardware Co., Milwaukee; director, First 
Wisconsin National Bank, Milwaukee. 

Woolsey A. Shepard, Ferris, Shepard, Joyce 
& McCoy, attorneys. 


Max W. Stoehr, president, Botany Consoli- 
dated Mills. 
Ww 


. E. von Marx, vice-president. 
William L. Wirbelauer, president, Associated 
Dyeing and Printing Corp. i 
President Robertson’s Career 


Mr. Robertson, the president of the 
Germanic, is a man who has had an un- 
usually thorough fire insurance training; 
and is one, of the country’s best under- 
writers. He has already. been president 
of two insurance companies, the Conti- 
nental and the American Eagle. Born in 
Texas, he attended the university of that 
state two years. His first insurance ex- 
perience was in Houston with Cravens, 
Dargan & Co. He went with the Con- 





Blank & Stoller 
NORMAN T. ROBERTSON 


tinental as special agent in Texas and 
was transferred to the home office where 
he spent six years in the southern de- 
partment. In 1912 there was added to 
his duties the management of the south- 
ern department of the Fidelity-Phenix, 
and in 1919 he went to Chicago as as- 
sistant manager of the western depart- 
ment. In 1921 he was elected to the 
presidency of the American Eagle and 
in 1924 he joined the National Liberty 
group as vice-president in charge of un- 
derwriting. 

The Germanic Fire has a capital of 
$1,000,000 and a surplus of $1,500,000. 








STEWART BRANCH MANAGER 





Made Branch Manager for Canada for 
Niagara Fire; Has Had Long 
Experience in That Country 
Alex. M. Stewart on December 1 will 
become branch manager in the Domin- 
ion of Canada for the Hanover Fire. He 
comes to his new position well quali- 
fied by reason of his previous experi- 
ence and knowledge. He has spent 
about seventeen years in insurance work 
in Canada, his last position being that 
of fire superintendent of a large group 
of companies, in which capacity he has 
demonstrated his ability and built up a 

large following of friends. 

Mr. Stewart also becomes chief agent 
of the Hanover in Canada and his of- 
fice will be in Montreal. 





LONG SENTENCE FOR ARSON 


Costas Petrulakes, alias “Gus the Fire 
Bug,” 28 years old, was on Tuesday found 
guilty of arson in the second degree and 
sentenced to not less than 124 years nor 
more than 25 vears in Sing Sing by 
Judge William Allen in General Sessions 
Court in New York City. It was further 
ordered by the court that Petrulakes be 
deported at the expiration of his sen- 
tence. He has been a professional fire 
bug, setting fires in a number of cities. 


_ander & Co., Inc., of Chicago. 


JERSEY SPECIALS TO MEET 


The next dinner-meeting of the New 
Jersey Special Agents Association will 
be held next Monday evening at the 
Elks’ club house, Newark, at which time 
J. Stanley Sheppard, Salvation Army 
chief parole officer will give a talk on 
“After Prison, What?” Previous to the 
talk a meeting of the tenth anniversary 
committee who are making plans for the 
coming celebration of the organization 
next May, will take place. The dinner- 
meeting was scheduled to take place last 
Monday but owing to Armistice Day, 
which is a legal holiday in New Jersey, 
was postponed until next Monday. The 
members of the South Jersey Special 
Agents Association will be the guests of 
the evening. 





S. M. BUCK’S NEW POST 

S. M. Buek, manager in Chicago for 
the Transcontinental, has resigned as of 
the end of this year to become secretary 
of the newly organized Fire Insurance 
Co. of Chicago, of which Harold W. 
Letton is president. Mr. Buck went to 
Chicago in 1925 from the home office 
of the National of Hartford, when in- 
terests affiliated with that company or- 
ganized the Transcontinental and placed 
it under the management of H. G. Alex- 
Several 


months ago he was appointed manager 
for the western states. 





Royal and Queen Unite 
In the South and West 


MILTON DARGAN WILL RETIRE 





S. Y. Tupper Becomes Manager at 
Atlanta of Both Companies; Law and 
Hamilton Combine in Chicago 





S. Y. Tupper, Southern manager of 
the Queen, on January 1 will become also 
menager of the Royal as the two de- 
partmental offices will then be consoli- 
doted at Atlanta, Ga. At the same time 
Milton Dargan, manager of the Royal’s 
Southern department, for many years, 
and one of the leading fire insurance 
figures in the South, will retire from 
active duty. Under the new arrange- 
ment Mr. Tupper will have the manage- 
ment of the Royal, Queen, Newark Fire 
and the Georgia Fire Underwriters, and 
the Queen’s offices will be moved over 
to where the Royal’s offices are now 
located. 

The Roval group is likewise arranging 
for a consolidation of its offices in the 
Western department as of January 1 so 
that the Royal, Queen and the Newark 
in Chicago will be under the joint man- 
svement of Messrs. Law and Hamilton. 
The companies point out to their agents 
the economic and administrative advan- 
tyges of consolidation. No changes will 
be made, it is believed, among the ju- 
nior officials or in agency arrangements. 

Milton Dargan, member of a famous 
Southern insurance family, has been with 
the Royal group for forty years, and 
for the last twenty-six acted as manager 
of the Southern department at Atlanta. 
His influence throughout the South has 
been wide and his long experience of 
marked benefit to his companies. 

Mr. Tupper rises to a commanding po- 
sition in fire insurance by virtue of his 
promotion to manager of the Royal. He 
succeeded his father in 1925 as head of 
the Queen’s Southern department and is 
recognized as a leading underwriter. 





A. E. PERRY PROMOTED 


A. E. Perry, Ohio special agent for 
the Commercial Union fleet, has been 
appointed general agent at the home of- 
fice in New York for Ohio, Michigan, 
Kentucky, Tennessee and Arkansas. He 
has spent several years in the field in 
the middle West. 





J. Campbell Haywood 
ADJUSTER 
for STATE of CONNECTICUT 


Wide Experience Prompt Service 
Moderate Charges 

Tel. 221-4 Washington 

Warren, Conn. Cornwall Bridge P. O. 
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218TH YEAR 


SUN 


INSURANCE OFFICE, LIMITED 
FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Avs. 
hicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Si>, 
an Francisco, 
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INSURANCE 
HARRY C. FRY, Jr., President 





307 FOURTH AVENUE PITTSBURGH 
LOGUE BROS. & CO., Inc. 
a 














| INSURANCE STOCKS 


FRANK L. BROKAW & CO. 


Incorporated 


Frank L. Brokaw Walter J. Nichols 
Howard C. Hill Stockton Cranmer 


149 BROADWAY, NEW YORK 
Hanover 1176 

















THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1652 


Charles W. Higley, President 


HOME OFFICE 
Hanover Building, 
34 Pine St., 
New York City 


Howie, Jarvis & Wright, Inc, 





General Agents 
Metropolitan District 
99 John Street, New York 



































O. J. PRIOR, President 











INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, Secretary 























Royal Exchange Assurance 
THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 


‘New Hampshire Corporation) 
CAR & GENERAL INS. CORP., Ltd. 
The First Company Organized to Insure Automobiles 
95 Maiden Lane, New ‘York 
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“UNCANNY” 


_| “It’s uncanny,” 


said one of our successful agents, “Show, just when I am rack- 
ing my brain to uncork a good idea for starting a drive on some seasonable 
line of insurance, the Company’s monthly magazine, The ACCELERATOR, 
drops right into my hands, and I find the plan all worked out!” 

Like most uncanny things, the reason for what might seem to be a weird 
coincidence is easily explained. The ACCELERATOR is edited by a staff thor- 
oughly acquainted with the problems that confront the local agent, and it 
is their business to give our agents what they need when they need it. 


Each month The ACCELERATOR — crammed with highly interesting and 


profitable information on selling and advertising the many lines of insurance 


it 


we write— goes to our agents, and from the ever-increasing volume of un- 
solicited letters that we are receiving we know that these business-building 


ideas are appreciated. If you would like a sample copy of The ACCELERATOR 





to prove to yourself that it helps local agents make money, write, now, to our 





Advertising Department. . 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 
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— pete — Massachusetts Ruling | 
reble Box Toe Fire On Cancellatio » 
as REINSURAN CE eh : 
PYROXYLIN HAZARD WAS BAD ORDINARY MAIL IS_ ENOU:.H 


Some Believe Cigarette Stub Ignited 
Vapors Leading to the Death 
of 17 Persons in Lynn, Mass. 





Inspectors representing insurance in- 
terests last Friday completed their pre- 
liminary investigation of the fire in the 
plant of the Preble Box Toe Co., Lynn, 
Mass., causing seventeen deaths and are 
now inclined to accept the theory that 
the blaze was caused by a lighted cig- 
arette stub. First reports sent by in- 
spectors to their companies stated that 
in all probability the fire originated 
from a mechanical or electrical spark in 
the presence of flammable vapors. They 
say further that the large quantity of 
pyroxylin in the form of scraps, in so- 
lution and in finished impregnated stock 
undoubtedly added to the vapors by de- 
composition after the fire started. 

According to the inspectors the public 
fire protection functioned as well as 
could be expected under such unfavor- 
able conditions. The general alarms 
summoned all the available apparatus, 
they say, together with assistance from 
neighboring towns, with the result the 
fire was extinguished in about two hours. 

The big hazard according to the in- 
surance men was the occupancy hazard, 
which they characterize as severe and 
poorly guarded. Inspectors say that it is 
known that large rolls of cotton were 
being impregnated in a pyroxylin solu- 
tion and being dried in an open room, 
the process liberating much inflammable 
vapor from the solvents. They also ex- 
pressed the opinion that ‘py roxylin scrap 
was being dissolved in acetone and al- 
cohol, in six 285-gallon, and one 175-gal- 
lon mixing tanks. 


Description of the Plant 


From the fire insurance standpoint, 
the building was a one-story, fire-re- 
sistive, solid concrete block walls, with 
concrete on exposed steel roof. 

The work in the plant was what is 
known as agitating rubber gum and ben- 
zol; dissolving pyroxylin scrap, spread- 
ing on cotton felt, drying at the room 
temperature, and cutting box toes. The 
goods manufactured were rubber cement. 
pyroxylin impregnated cotton felt and 
compounded solvents. The building was 
one large room without partitions. The 
plant is located in the residential sec- 
tion of the city of Lynn and is prac- 
tically surrounded by frame dwellings. 
All of the windows were wired glass in 
metal frames. 

In the section of the building where 
the fire is supposed to have originated 
were a number of wooden cases contain- 
ing scrap celluloid, it is said. So quick 
and intense was the flame that the con- 
tents of the cases were burned out with- 
out even the inside of the cases being 
charred. 

It is believed by inspectors that the 
window at this end of the building had 
been opened by the employes to allow 
the fumes that had collected over night 
to clear out, and when the flash oc- 
curred it had the same effect as a shot 
out of a gun—the flames were forced 
through the window with lightning-like 
rapidity into the dwelling eight feet 
away, with the result that the lives of 
the people in that building were snuffed 
ut instantly. 

The interesting statement is made by 
the insurance men that in view of the 
peculiar ga of this fire, there would 
probably have been no loss of life had 
the building been of wooden construc- 
tion. 


C. H. DOSCHER LOSES FATHER 

Friends of Charles H. Doscher, field 
secretary of the National Association of 
Insurance Agents, are extending him 
deep sympathies upon the loss of his 
father who died suddenly last Saturday 
morning at his home in Forest Hills, L. I. 


of 


115 Broad Street 








FIRE AND CASUALTY, 


ROSSIA INSURANCE COMPANY 
Ame 


rica 


THE FIRE REASSURANCE COMPANY 
of New York 


| AMERICAN RESERVE INSURANCE COMPANY 
| of New York 


LINCOLN: FIRE INSURANCE COMPANY 
of New York 








THE FIRST REINSURANCE COMPANY 
of Hartford 


Hartford, Cenn. 








CONNECTICUT AGENTS MEET 

The Connecticut Association of Insur- 
ance Agents held its annual meeting on 
Wednesday at New Haven. Among 
the speakers at the convention were 
Secretary Walter H. Bennett of the Na- 


tional Association of Insurance Agents, 
T. A. Fleming of the conservation de- 
partment of the National Board of Fire 
Underwriters and Insurance Commis- 
sioner Howard P. Dunham of Connecti- 
cut. 


An Open Letter to 


Harmonia 


Digging Up Leads for 
Winter Sales 





to the laundry. 
Winter is just ahead 


Fire Insurance 
Windstorm Insurance. 


Damage Insurance. 


winter months. 


ness prospects should 









other 
start. 





In territories where 


is alwavs a need. 


These are just a few of the opportune insur- 
ance covers that may be 
Your prospects will be found 
among your present clients for other lines. 
They may be increased in numbers by includ- 
ing all home owners in your town. Your busi- 


solicited for business forms. 


And for assistance in soliciting, Harmonia 
agents can secure upon request literature and 
advertising helps. 


surance Company is not already represented, 
applications from reputable agents for repre- 
sentation will be considered. 


HARMONIA 


Fire Insurance Company 
NEW YORK OFFICE 
59 MAIDEN LANE 


Right now is the time for selling almost 
every kind of Insurance. 
Baggage Jnsurance, for a year ’round policy 
is the ideal protection for the man who travels, 
or even on the clothes that are sent regularly 


Yes, even Tourist 


And there is Sorinkler Leakage Insurance. 


with its freezing tem- 


peratures when pipes may burst. 


So is 
And do not forget that 


more recent but very much needed protection 
against aircraft damage—Airplane Property 


solicited during the 


be a separate list to be 


Now’s the time to 





the Harmonia Fire In- 





_ tered mail. 
‘by ordinary mail, properly addresse. js 





Not Necessary that Registered Mail 2c 
Employed or That Return Receip 
Be Given 





Under the laws of Massachusetts a » 
tice mailed by an insurance company to 
cancel an automobile fire and theft © |I- 
icy does not have to be sent by re. s- 
The forwarding of a no ice 


sufficient by virtue of the agreement c¢ n- 
tained in the cancellation provision of 
the policy according to Counsel Ha- ld 
J. Taylor of the Massachusetts Insir- 
ance Department. The policy stated ‘iat 

“Notice of cancellation mailed to the ad- 
dress of the assured stated in this iol- 
icy shall be a sufficient notice.” 

Field & Cowles, agents in Boston 
asked the Insurance Department whether 
if registered mail is used it is neces- 
sary that the return receipt be signed by 
the assured personally or if it is suffi- 
cient that a resident at the address of 
the assured other than the assured sign 
the return receipt. 

In reply to this point Mr. Taylor said: 

“The provision in the policy that no- 
tice of cancellation mailed to the ad- 
dress of the assured stated in the pol- 
icy shall be a sufficient notice does not 
require that the notice be sent by reg- 
istered mail. The. forwarding of a no- 
tice bv ordinary mail, properly addressed, 
is sufficient by virtue of the agreement 
contained in this provision. 

“This provision does not prohibit the 
transmission of a notice bv registered 
mail but the resistering of the notice 
does not under this provision impose an 
obligation upon the company to procure 
a return receipt card signed by the in- 
sured or his representative. 

“The answer to your question is that, 
while the procurement of a return re- 
ceipt card may be expedient, the com- 
pany under this provision is not re- 
quired as a matter of law to secure a 
return receipt card, if it elects to regis- 
ter the cancellation notice.” 





RED CROSS COMMITTEE 





Brokers Organize to Obtain Funds From 
Insurance Sources in New 
York City 

A committee of New York insurance 
brokers consisting of Stuart W. Jackson, 
chairman; Francis C. Carr, Floyd R. Du- 
Rois, John A. Eckert, Julian Lucas and 
Edgerton Parsons has been formed to 
request subscriptions from all of the in- 
surance brokers of New York City for 
the 1928 Red Cross Roll Call of the New 
York County Chapter and the Bronx. 
The demands upon the Red Cross are 
increasing, and the nature and extent of 
its assistance are in direct proportion to 
its resources. 

In addition to their firm subscription, 
the brokers are also asked to appoint 
some member of their office staff to act 
as house captain to secure the individual 
$1 memberships. Subscriptions may be 
sent to Stuart W. Jackson, chairman, 110 
William Street, New York City, tcle- 
phone Beekman 3045, or to any mem ber 
of the committee. 


SHERWOOD SUCCEEDS CAIRNS 

The Palatine, California and Union (As- 
surance of the Commercial Union group 
announce the appointment of Donal: B. 
Sherwood to supervise their busines; in 
Massachusetts, outside of the Bo ton 
metropolitan district. Mr. Sherwood ‘1as 
been special agent for the Comme “ial 
Union group in New Hampshire and ‘ er- 
mont. He took over his new post ¢s- 
terday, succeeding A. A. Cairns, whe ‘14s 
resigned. 

SUPERINTENDENT DROPPEI 

J. P. Daugherty, superintendent of in- 
surance of the Canadian Province of 
British Columbia, has gone out of o.'1ce 
following a change in the governmen’ of 
the province. 
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| Recent Fire Insurance Decisions 








In the event an owner of property 
le:ses a building later damaged by fire 
ard the lease-holder restores the build- 
ins at no expense to the property owner 
the latter can collect no insurance even 
though he has a policy and an insurable 
in.erest. This is the decision of the 
\Wisconsin Supreme Court which found 
thit the building owner had suffered no 
lo:s after the lessee paid for the repairs 
an collected insurance himself thereon. 

imma C. Ramsdell and Edgar S. 
Bailey owned a building which. they 
leased to Peterson’s Incorporated. Under 
the lease, the lessee was permitted to 
repair or remodel the building at his 
own expense, and had the option to pur- 
chase the premises at the expiration of 
the lease for $9,000. The lessee remod- 
eled the building and made betterments 
thereto at the expense of $7,800. He 
thereupon insured his interest in the 
building for $7,500. The plaintiffs also 
insured their interest in the property 
for $3,000. In case of fire, neither the 
lessors nor the lessee were required to 
restore the building, although either 
might do so. This being the admitted 
situation, a fire occurred in the building, 
resulting in a loss to the extent of 
$4,264. The lessee restored the building 
and brought suit on its insurance pol- 
icy to recover its loss. The lessors also 
brought suit on their policies to recover 
the amount stipulated therein. 

The trial court gave judgment in both 
actions in favor of the plaintiffs: to the 
lessors $1,000 against each defendant, 
and to the lessee the full amount of the 
fire loss, $4,264. It was admitted on the 
argument that the insurance company in 
the Peterson case paid the judgment 
covering full loss. The defendants in the 
lessors’ action appeal, and these appeals 
were heard here as one appeal, Com- 
panies which appealed were the Insur- 
ance Company of North America, Fidel- 
ity-Phenix of New York, and the Aetna. 
They assigned as errors, in substances, 
that the trial court erred in holding that 
the plaintiffs suffered a loss, and that it 
erred in holding that the defendants 
were stopped to set up a defense. that 
no proof of loss was made as required 
by the policy. 


Two Claims on One Loss 


“There was one building insured; 
there was one fire, there was one loss,” 
declared Justice Crownhart. “There 
were two separate insurable interests in 
the building, and all policies issued were 
valid policies. These facts are admitted. 
The policies were all standard, policies 
under the Wisconsin statutes. Each 


contained the provision that the insurer 
might at its option rebuild or restore 
the property instead of paying the loss 
in cash. None of the companies exer- 
cised that right. The lessee also had the 
right under the lease to restore the 
building, which it did. It is conceded 
that the lessee has been paid in full for 
its loss, which exceeded the insurance 
carried by the lessors. The lessors, by 
reason of the restoration of the build- 
ing by the lessee, have suffered no actual 
loss, and they recovered only for a theo- 
retical or potential loss. 


“We are cited to no case directly in 
point as to the situation here. We pre- 
fer to treat the case as one of first im- 
pression. There is no dispute that each 
policy was an indemnity contract pro- 
viding for payment only in case of loss 
and only to the extent of that loss. 
While at one time gambling contracts in 
insurance were permitted, the modern 
view is to the contrary. Now it is prac- 
tically the uniform rule that one must 
have an insurable interest and a loss be- 
fore one can collect on a policy of in- 
surance. This rule is based on public 
policy. Did plaintiffs below bring them- 
selves within this rule? 


Right of Lessee to Restore Property 


“We agree that the damage is to be 
determined as of the time of the fire. 
But recovery is contingent on the right 
of the insurer to restore the building 
to its former usefulness. When there 
are other related parties by contract, 
may not the building be restored by 
others who have the right to do so, and 
thus defeat the right of recovery by one 
who has no loss in fact? The court 
looks to the substance of the whole 
transaction rather than to seek a meta- 
physical hypothesis upon which to jus- 
tify a loss that is no loss. This is not 
a case where a stranger to the transac- 
tion, out of charity, or for other rea- 
sons, might make good the loss of the 
lessors. The loss has been made good 
out of a related transaction where the 
insurance companies might lawfully pool 
their losses and restore the building at 
the cost of the damage to the building. 
They did not do this, but the lessee did 
restore the building and he has been 
paid by the insurer the full cost thereof. 
In equity and good conscience the in- 
surance companies may yet pro-rate the 
loss, but we cannot see how it can be 
held that plaintiffs below had any actual 
loss. This results in a reversal of the 
judgment, and the question of estoppel 
need not be considered.” 





FIRE PREVENTION LEAGUE 


Organized in New York to Promulgate 

Knowledge of Combating Waste; 

L. E. Brown Head 

\nnouncementhas been made of the or- 
ganizing of the Fire Prevention League 
of \merica with headquarters at 1674 
Broxdway, New York. The new organi- 
zation will operate through state com- 
mis‘ioners and deputies organized to pro- 
mu!-ate a popular knowledge of fire pre- 
venion, protection and combating meth- 
ods. and overcoming fire waste. It is also 
Planned to make suitable awards to those 
whe perform heroic deeds at fires. 
‘embership is to include individuals, 
cor; orations, societies and public officials 
intc-ested in fire prevention. The league 
will have international affiliations. The 
ma: agement will be vested in a board of 
Commissioners functioning through an 
executive committee, with Lloyd E. 
Brown as executive commissioner. Cap- 
tain Brown, formerly a general staff offi- 
cer with the Army Intelligence Service, 
was manager of the home protection di- 
Vision of the National Surety, following 
ten years’ experience in fire prevention 

rk, 


ONTARIO GENERAL AGENTS 

Smith & Walsh, Ltd, of Toronto, 
Ont., have been appointed general 
agents for the Province of Ontario for 
the Fire Association of Philadelphia. 
This agency has been in operation for 
the last ten years and controls a large 
volume of business. The members are: 
Peter Walsh, president and _ general 
manager; Edward A. Houston, secre- 
tary-treasurer, and Fred Midgley, man- 
ager of the general agency department. 


H. MACNABB IN NEW YORK 

H. Macnabb, fire manager of the 
Eagle, Star & British Dominions, ar- 
rived in New York last Friday on the 
“Aquitania” for a visit to the United 
States branch. Fred S. James & Co. are 
the managers here. 


R. H. STEELE IN NEWARK 

R. H. Steele, for the last eight years 
in charge of the sprinkler leakage busi- 
ness of the America Fore Companies at 
the home office in New York yesterday 
became division engineer, with. head- 
quarters at 31 Clinton street, Newark, 
supervising engineering work for the 
state of New Jersey. 
































Specialists in the Securities of the 


FIRE INSURANCE COMPANIES 


under the management of 


CORROON & REYNOLDS, INC. 


We recommend for investment and price 
enhancement the stocks of this progressive 
group of companies at present market levels: 


American Equitable Assurance Company 
of NEW YORK 
Capital - $2,000,000 


Brooklyn Fire Insurance Company 
Capital — $1,000,000 


Bronx Fire Insurance Company 
of the CITY OF NEW YORK 
Capital - $1,000,000 


Knickerbocker Insurance Company 
of NEW YORK 
Capital - $1,000,000 


Merchants & Manufacturers Fire Insurance Company 
of NEWARK (1849) 
Capital - $1,000,000 


New York Fire Insurance Company (1832) 
Capital - $1,000,000 


Sylvania Insurance Company, 
PHILADELPHIA, PA. 
Capital - $1,500,000 


Republic Fire Insurance Company, 
PITTSBURGH, PA. (1871) 
Capital - $600,000 


BOUGHT—SOLD—QUOTED 


Information and Circulars Upon Request 


AMERICAN INSURANSTOCKS CORPORATION 
W. WALLACE LYON, President — 
51 East 42d Street 


New York 
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Early Peace Seen On 
Phila. Commissions 


AGENTS’ MEETING NEXT WEEK 





Both E. U. A. Committee and Agents 
Have Scrapped Some Demands In 
Interest of Harmony 





At a meeting of Philadelphia agents to 
be held the latter part of next week, the 
committee of seven, which has been rep- 
resenting the agents in the agency con- 
tract negotiations with the E. U. A. ter- 
ritorial committee, will make a report on 
just what has happened at the series of 
meetings and will offer recommendations 
to the agents. 

The recommendations, if they are 
adopted, will mean, it is believed, that an 
early peace settlement will be made be- 
tween the agents and the E. U. A. Ac- 
cording to spoksmen of both the agents 
and the companies, much progress has 
been made at the meetings already held 
and the agents declare that they have 
found the companies meeting them in a 
spirit of compromise, anxious to see the 
viewpoint of the agents. 

Aiming for harmony and an adjustment 
of differences tending toward an early 
signing of a new agency agreement, mem- 
bers of the Philadelphia agents’ commit- 
tee and the E. U. A. territorial committee 
have each made concessions at the sev- 
eral meetings held thus far. 

The agents have dropped their fight 
for restoration of the two agency-plan 
in Philadelphia but have won two im- 
portant points. 

One of the chief points on which the 
agents based their opposition to signing 
a new agency agreement was the fact 
that several company branch offices were 
said to be doing all the policy writing 
for the sub agents. The agents contend- 
ed that this clerical work cost them eight 
percent and meant that sub-agents were 
really getting an additional eight per- 
cent brokerage from the branch offices. 
They contended that it was impossible 
for them to compete for the brokerage 
business as to offer the same inducements 
as the branch offices would mean that 
they would make nothing on the busi- 
ness. What they wanted, they said was 
not an increased commission but simply 
to have the branch offices placed on the 
same basis with themselves. And one 
of the points they have won is just that— 
the companies agreeing to discontinue 
policy writing for sub-agents. 


Regular Brokerage To Sub-Agents 


The agents have also been complaining 
for more than a year that certain com- 
panies were paying brokers 20% instead 
of the regulation 15 and had sub-agents 
all over the city and suburbs who were 
receiving 5% above fhe regular broker- 
age commissions. While these accusa- 
tions were denied, the agents won a 
moral victory in that the companies 
agreed to strenuously oppose the paying 
of more than the regular brokerage to 
sub-agents. 

The executive committee of the Phila- 
delphia Fire Underwriters’ Association 
has taken a hand in seeking to settle the 
differences existing between the agents 
and the companies. Its first move was 
the appointment of a special committee 
composed of four company members and 
four agency representatives. <A. B. 
Roome, vice-president of the Independ- 
ence Fire, was elected chairman of this 
committee. 

The members of the committee are 


John H. Eddy Heads 
Boston Fire Board 


LOSSES 





1927 


Changes in Fire Department Have 
Brought Improvements According 
To Wm. H. Winkley 


WERE REDUCED 








The forty-sixth annual meeting of the 
Boston Board.of Fire Underwriters, held 
in Boston on Monday, resulted in the 
election of the following officers and 
committees: President, John H. Eddy; 
vice-president, Samuel B. Reed; secre- 
tary-treasurer, James Davis; manager, 
William H. Winkley; assistanf manager, 
Isaac Osgood. Advisory committee—3 
years—Royal Insurance Co., N. Y., Hol- 
yoke Mutual Fire Ins. Co., Salem, Arthur 
K. Pope, Boston. Executive committee— 
William H. Rogers, F. M. Johnson, 
James H. Carney, Henry T. Hugard, H. 
F. Jordan. Brokers committee—J. W. 
Gahan, C. L. Powers, S. T. Emery. Hand 
Book committee—W. H. Hilling. 

Retiring President William Gilmour, 
in his annual address, emphasized the 
fact that the move made last Spring, 
whereby the New England Insurance 
Exchange, and the Eastern Underwriters 
Inspection Bureau took up quarters on 
the same floor with the Board, had 
proved to be advantageous to all parties, 
and warranted the expense and incon- 
venience caused at the time. 

William H. Winkley, manager, pointed 
out that the fire loss in Boston in 1927 
showed quite a material decrease from 
that of the year before, which was coin- 
cident with the experience all over the 
country. He told the members that the 
decrease in Boston had not come about 
through any material reduction in the 
number of fires but rather was due to 
the fact that there had been a decrease 
in the number and amount of large in- 
dividual losses. 

Lower Losses In 1927 


The actual number of fires with loss, 
he said, was 2,495, only 154, or about 
5% less than last year. But while the 
number and amount of loss from fires 
under $500 increased, the larger group, 
$500 to $1,000, and up to $15,000 show a 
steadily greater percentage of reduction, 
until in the group of losses of $15,000 and 
over, the number decreased from 63 to 
44. Mr. Winkley said he believed that 
constructive changes made by the fire 
department, such as more effective “run- 
ning cards” and better disposition of ap- 
paratus, the immediate massing of men 
and equipment by quickly sending in sec- 
ond and third alarms when response to 
first alarms reveals conditions that might 
result in a bad fire, had a very positive 
and important part in producing the 
favorable results this past year. 

Assistant Manager Isaac Osgood said 
that the record of fires in sprinklered 
risks includes only one instance during 
the year in which the sprinklers failed, 
the reason being the shutting off of the 
water pending the restoration of air in a 
dry pipe system. He said that a com- 
parison of the fire loss figures on sprink- 








Mr. Roome, John Glendenning, secretary 
of the Franklin Fire; John Kremer, sec- 
retary of the Insurance Company of 
North America; T. Magill Patterson, sec- 
retary of the Pennsylvania Fire; W. J. 
Snyder, of W. J. Snyder & Co.; R. S. 
Cross, of Leonard M. Addis & Co.; Wal- 
ter J. Chase, of Henry W. Brown & Co., 
and George V. Smith, of Stokes, Packard, 
Haughton & Smith. 


lered risks with those of 1927 shows a 
marked reduction in the number of fires 
and total loss, the average total loss per 
fire being slightly less than for last year. 

There were 166 fires in property pro- 
tected by sprinklers last year, according 
to Mr. Osgood’s figures. The total loss 
on the buildings and contents reported 
for these fires was $369,225; the average 
loss per fire, building and _ contents, 
$2,223; average loss per fire on building, 
$499; average loss per fire on contents, 
$1,724. 





E. U. A. SEPARATION REPORTS 


The Eastern Underwriters Association 
is still receiving unsolicited reports upon 
the progress of the separation movement 
in clear agencies in ordinary territory 
initiated after the Firemen’s of Newark 
group of companies resigned from the 
Association. These reports have been 
coming in so rapidly that the Association 
has not had to ask for a statement from 
each company. Of the more than 400 
reports received up to early this week, 
less than a dozen had taken the position 
of rejecting the E. U. A. companies in 
favor of the Firemen’s. Later reports 
are expected to show a greater propor- 
tion, however, in favor of the Firemen’s 
companies as the present ratio is far too 
one-sided to continue. 





RAMSEY ACT CASE UP SOON 


The test case being brought by the 
Newark agency of O’Gorman & Young 
against the Hartford Fire and the Phoe- 
nix Assurance to test the constitutional- 
ity of the uniform fire insurance commis- 
sion provision of the Ramsey Act in New 
Jersey is likely to be heard at any time 
now in the Circuit Court of Essex Coun- 
ty. It would not be surprising, in view 
of the circumstance that the decision 
hinges on a question of law and not of 
fact, if the lower court ruled in favor of 
the defendant companies, sustaining the 
constitutionality of the act and leaving 
it to a court of higher jurisdiction to go 
thoroughly into the question of whether 
the legislature has the right to limit and 
define contracts made between an em- 
ployer and a large number of employes. 





FORM SEABOARD F. & M. 


The Seaboard Fire & Marine is being 
organized in New York City to do a 
fire, marine and allied business with a 
capital of $1,000,000. The incorporators 
include Ernest B. Boyd, Malcolm B. 
Dutcher, Floyd R. DuBois, Frank B. 
Martin, Stewart H. Davey, August A. 
Knoepfle, John R. Logie, Henry F. Burns, 
Louis C. Schimoler, Alan O. Robinson, 
Edward A. Clark, Herman Mutschler and 
Harold W. Rudolph. Mr. DuBois is 
chairman of the board of the Seaboard 
Surety and also head of the firm of 
Frank & DuBois, United States mana- 
gers of the Yorkshire. Mr. Martin is 
assistant manager of that company. 





CORROON & REYNOLDS EXPAND 


Charles F. Noyes Co., Inc., has leased 
to Corroon & Reynolds, Inc., the eight 
story office building at 90 William street 
on a plot of 2,800 square feet, adjoining 
the main building of the organization. 
Extensive improvements will be made and 
the tenant will occupy the ground floor 
and additions] space on the upper floors. 
Corroon & Reynolds have also moved 
into the new quarters acquired recently 
along Platt street back of 92 William 
street. 


DUNHAM TALKS TO AGENTS 





Proper Methods of Sales More Essenti«| 
Than Volume, Connecticut Com- 
missioner Says 


Pointing out serious difficulties which 
arise from ignorance of the provisions 
an insurance policy, Insurance Comm:-- 
sioner Howard P. Dunham urged insur- 
ance agents, in addressing the Connecii- 
cut Association of Insurance Agents :t 
the Hotel Taft, New Haven, on Wedne;- 
day night, to study their business thcr- 
oughly to the end that they may be in a 
better position to advise their clients. 

“The way insurance policies are sol,’ 
he declared, “has a vital bearing on many 
claims which arise later. Fewer claiins 
would result if less ado were made about 
volume and more about the proper meth- 
ods and ethics of insurance salesmanship. 
_ “Several months ago we issued a warn- 
ing for more careful reading of policies 
by the insured, pointing out that fully 
90% of the complaints with regard to 
policy claims which come to our atten- 
tion might be traced to this kind of care- 
lessness. A large part of the responsi- 
bility for such ignorance on the insured’s 
part rests with the agent. An insurance 
policy has been improperly sold if, along 
with the policy, there is not also sold a 
thorough understanding of its coverage. 
Insurance policies are, of necessity, 
couched in highly technical legal phrase- 
ology. Insurance experts and even the 
courts often differ as to the construction 
of certain words and phrases in an in- 
surance policy. What chance, therefore, 
has the average layman to read and un- 
derstand his policy unaided? 

“It follows that the agent should be 
thoroughly versed in insurance, so as to 
be able to interpret policies correctly and 
to render sound advice whenever neces- 
sary.” 


me 





Von Tyszka Sails 


(Continued from Page 20) 


here? I can only say he found hands 
outstretched to him and hearts opening 
to him. He has indeed been favored by 
his friends. 

“Looking back to the years in which 
his life’s object was to serve his country, 
as an officer of the German Navy, he is 
justified to pronounce that he depends 
on Divine guidance. The World War 
found him as commander of a torpedo 
fleet. He lost three ships. Three times 
mine and torpedo blew up his ship and 
he was thrown into the icy waters of 
the Baltic and North Sea. And yet he 
is with us today! 

“It would require the powers of a 
Demosthenes to draw a picture of Mr. 
von Tyszka’s experience. Let me say only 
this: He is a fortunate and proud sur- 
vivor who has given the best which 1s 
in him. 

“Mr. von Tyszka’s departure from our 
shores is near, a few days more ‘and he 
sails for his country. We are glad that 
from new-gained friends he takes back 
to his country the best wishes for its 
welfare.” 


Pleased by Reception 


In response, Mr. von Tyszka—who, by 
the way, is a Baron—said that every- 
where in America he had been warily 
welcomed. Not only insurance men but 
American naval officers had been espe- 
cially courteous. The more he saw of 
this country the more he was impressed 
by its people and by its wealth. He 
hoped to return again and the next {me 
would visit the Pacific Coast. 
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Conference Held On 
Airport Fire Risks 


NATIONAL BOARD FORMS PLAN 





Draws Up Regulations to Aid Aircraft 
industry and Eliminate Avoidable 
Fire Losses 





\With the main purpose of guiding the 
aviation industry in the building of air- 
poris so as to reduce the fire hazard to 
qa ninimum, a meeting, under the aus- 
pics of the United States Department 
of Commerce, was held in Washington 
last week. Among those attending the 
session were representatives of the avia- 
tion industry, officers of the army and 
the navy in charge of aeronautics, and 
members of the Bureau of Standards. 

At this meeting “regulations for the 
construction and protection of airports,” 
were discussed. 

Prior to the conference, members of 
the aviation industry had written the 
Department of Commerce protesting 
against, in their opinion, the Depart- 
ment’s siding with the insurance com- 
panies. However, once the meeting got 
under way and they discovered that the 
object was entirely to aid the industry— 
to reduce fire losses and to prevent the 
industry starting off with a handicap of 
avoidable losses which their insurance 
premiums would have to cover, their ob- 
jections quickly vanished. 

It was in December, 1927, at a meet- 
ing sponsored by the Department of 
Commerce, that the Aeronautics Confer- 
ence gave consideration to the subject 
of aviation insurance. Airports were 
discussed from the standpoint of the in- 
dustry. It was pointed out that poor 
construction and fire fighting facilities 
were characteristic of most of the air- 
ports. Insurance companies, who were 
represented at the meeting, felt that 
some regulations on the part of the 
National Board would be desirable. 

With the approval of W. P. McCrack- 
en, Jr., assistant secretary of commerce 
for aeronautics, the National Board un- 
dertook to prepare the regulations for 
the construction and protection of air- 
ports. : 

The first draft of the regulations was 
submitted to the conference last week 
in Washington and those present com- 


| mended the National Board on under- 


taking the work. Assistant Secretary of 
Commerce McCracken opened thé’ con- 
ference. He was followed by A. B. 
Roome, vice-president of the Independ- 
ence Fire, and H. E. Newell, engineer 
of the National Board. The balance of 
the day was then devoted to discussing 
the prcposed regulations section by sec- 
tion, much valuable information being 
derived from the conference. 

The plan now is for the National 
Board to revise the tentative regulations 
discussed in order to make them more 
nearly meet the wishes of the industry. 
The revised draft will be submitted to 
the \eronautical Chamber of Commerce 
at its meeting to be held. in Chicago on 
Deccmber 7. It is anticipated that a 
nal conference may be necessary at a 
later date in Washington. 

_ The proposed regulations are not be- 
ing made public now, this action being 


take: because it was deemed best to 
withhold their publication until they 
were finally approved. The regulations 
Set rp standards for the construction of 


airp rts, the guarding of hazard and the 
Insti ‘lation of sprinkler* equipment and 
othe: private fire protection. 


MA»®E ASS’'T. GENERAL AGENT 

H»rold L. MacLean has been pro- 
mot:d to the position of assistant gen- 
eral agent for the New England depart- 
men‘ of the Commercial Union group at 
the home office in New York. His ex- 
Periince and familiarity with this terri- 
tory as engineer, special agent and un- 
derwriter fit him for his new position. 
Mr. MacLean will be associated with 
General Agent W. B. Burchell in New 


ork. 





AETNA CAPITAL INCREASED 





Stockholders Vote To Add $2,500,000 To 

Present Capital of $5,000,000; New 

- Shares Sold At $100 Each 

Stockholders of the Aetna (Fire) of 
Hartford on Monday approved the rec- 
ommendation of the board of directors 
to increase the capital from $5,000,000 to 
$7,500,000. Shareholders of record as of 
October 8 have the right to subscribe 
for one new share for each two held 
on that date, the subscription price be- 
ing $100 a share. The new dividend rate 
will be $20 a share, so that those exercis- 
ing rights will net 12% on the new money 
invested. The stock is now selling for 
about $630 a share and the rights are 
worth about $265 additional. 

President Ralph B. Ives, who presided 
at the stockholders’ meeting, made a brief 
address in which he said: 

“After careful consideration, the direc- 
tors have decided that, in view of the 
very large business being transacted by 
the company; of the extension of opera- 
tions into new fields as represented by 
the World Fire & Marine and the Cen- 
tury Indemnity; and in order to enable 
the company better to carry out plans 
for future development, a substantial in- 
crease in the capitalization of the com- 
pany should be made. 

“Also, in view of the capacity of the 
company to do a much greater volume 
of business in the development of its 
subsidiaries, the officers of the company 
feel that the present capitalization should 
be increased to an amount comparable 
with that of other leading fire insurance 
companies.” 





FINANCE COMPANIES MEETING 





Convention in New York to Seek Exten- 
sion of Instalment Selling Into 
Further Fields 

Continuing and stabilizing the prosper- 
ity of the automobile industry through 
sound instalment selling and the exten- 
sion of the instalment plan into new 
fields and the problems arising therefrom 
will be the theme of the two days’ ses- 
sion of the National Association of Fi- 
nance Companies to be held at the Hotel 
Roosevelt, New York, November 20 and 


Bankers, automobile manufacturers and 
financial analysts will lead the discus- 
sions, which will cover the relationships 
between manufacturers, merchants, banks 
and the companies which finance instal- 
ment sales. More than $400,000,000 is 
invested in the business of financing in- 
stalment sales of automobiles and other 
merchandise in the United States alone, 
according to C. C. Hanch of Chicago, 
general manager of the association, who 
maintains that the present banner year 
in motor car production is made possible 
by the wide distribution resulting from 
the consumer credit supplied by the 
finance companies. More than 60% of 
the automobiles sold last year were mar- 
keted through extended payment plans, 
according to his estimate. 

“Foundations for present motor stock 


WEAVER VICE-PRESIDENT 


Succeeds Robertson in the National 
Liberty; Gained Experience in 
the South 

Benjamin B. Weaver, who has been 
secretary of the National Liberty, was 
on Monday of this week elected vice- 
president of the company to succeed 
Norman T. Robertson, who has _ re- 
signed to become president of the new 
Germanic Fire. Mr. Weaver has been 
a director of the National Liberty for 
some time. 

Gaining his early fire insurance expe- 
rience in the South Mr. Weaver is well- 
qualified to take over the duties of the 
vice-presidency of his company. He en- 
tered insurance at Wilson, N. C., and 
later joined the general agency of 
Hughes & Yates at Atlanta, Ga. He 
afterwards spent several years with the 
National Union in various capacities, in- 
cluding that of assistant secretary. En- 
tering the general agency business at 
Atlanta as a member of the firm of 
Rhett, Weaver & Ellis, he handled 
southeastern territory. He retired from 
this firm to become assistant secretary 
of the National Liberty, from which po- 


sition he was later promoted to secre- 
tary. 








values were laid fourteen years ago,” said 
Mr. Hanch. “Automobile production had 
reached its cash sales ‘saturation point’ 
in this country. Consumer credit was 
introduced and sales increased to a vol- 
ume previously deemed impossible. The 
banks of the country wanted some evi- 
dence that this comparatively new 
scheme was sound and could be kept 
within bounds. The answer of the finance 
companies was the adoption of standard 
terms. These terms have nothing to do 
with rates charged but with the condi- 
tions under which the purchase money 
is advanced. 

“Experience showed that the purchaser 
must have a substantial equity before 
the deal was safe. This led to the re- 
quirement that one-third of the purchase 
price of all new cars must be paid in 
cash. The only other requirement was 
that the balance be taken up within a 
year in equal monthly payments. These 
terms reduced losses to a point which 
entirely satisied the bankers, and put 
the finance companies on the preferred 
list among the banks’ best customers.” 


ENTERS MASSACHUSETTS 

The Associated Reinsurance Co. of 
New York has been licensed to write 
fire, marine and sprinkler leakage insur- 
ance in Massachusetts and has appointed 
George M. Lovey of Boston as agent. 
The company has assets of $1,000,000 and 
no liabilities. 








AGENTS’ ASS’N. SECRETARY 

A full-time secretary is to be obtained 
for the Michigan Association of Insur- 
ance Agents, it was definitely decided 
recently at a session in Lansing of the 
governing and conference committees of 
the state association. 
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FRIENDSHIP 


(from another Agent) 


“We now consider our 
Agricultural connection 
as one of the most valu- 
able to this office, and we 
take pleasure in reco- 
mending this Company 
to any agent who would 
value not only the busi- 


ness relation with, but 
the friendship of such a 
Company.” 

















LAKE CANAL CLOSES DEC. 15 

With the decision of the Canadien ma- 
rine authorities to keep the Welland 
Canal open until December 15 there will 
be a heavy underwriting of steamship 
insurance on the Great Lakes at Decem- 
ber premiums, which range up to 14% 
of hull values. A plan to close the Ca- 
nadian waterways on December 7 has 
been abandoned on account of the large 
inquiry for tonnage to load and move 
grain as long as channels of the Great 
Lakes are not frozen. Ordinarily this 
would not be until the middle of De- 
cember although last year many boats 
were frozen in and damaged in the early 
part of the month. This is the reason 
for the higher rates now quoted. 





GUARDIAN CAPITAL INCREASE 


Stockholders of the Guardian Fire this 
week approved the recommendations of 
the board of directors that the shares, 
now cf a par value of $25 each, be 
split into shares of a par value of $10 
each and that the company’s capital be 
increased from $1,000,000 to $1,500,000 by 
the issue of 50,000 additional $10 shares, 
to be subscribed for at $20 each. Rights 
expire December 15. 





VIRGINIA GOLF MEET 


Members of the Richmond, Va., local 
board are planning to stage a golf tour- 
nament November 22 on the Laurel 
Links. It will be the first event of its 
kind ever held under the auspices of 
the board. Only board members will be 
eligible to compete in the event. 





BUFFALO ADJUSTMENT OFFICE 


John W. Frey has been made superin- 
tendent of the automobile department of 
the General Adjustment Bureau’s new 
office at Buffalo which will be opened 
about December 1. Mr. Frey is known 
as an experienced adjuster in the Buffalo 
area. He will have as his assistant Glenn 
C. Hopkins, who has been associated 
with him as an automobile adjuster for 
several years, 
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Warns General Agents not to 
Compete with Local Agencies 


Herbert C. Stebbins, Prominent Denver General 
Agent, Says Local Agency System Depends 
For Continuance on Security From 
Unfair Competition 


By HERBERT COBB STEBBINS, 
Of Cobb, Miller & Stebbins, General Agents, Denver, Colo. 


The eternal struggle for business, in 
which companies and agents are forever 
engaged, has been accelerated tremen- 
dously in the past two years by the en- 
trance of numerous new companies into 
the field and a decidedly chaotic condi- 
tion has resulted in many sections of the 
country. Many local agents, with real 
cause, feel that the future of their busi- 
ness is at stake and are fearful of the 
encroachment of local writing branch 
offices and local writing general. agencies 
in their communities. 

As a result, it is evident that there has 
never been a time in the history of the 
business when the non-local writing gen- 
eral agency had so great an opportunity 
to demonstrate its value to the local 
agent as today, for his every problem is 
the problem of the real general agent, 
and the local agent finds such general 
agents throughout the country standing 
squarely beside him to fight for the 
maintenance of those principles which are 
the very foundation of the local agent’s 
business. 

The time is rapidly approaching, in fact 
is already here, when the general agency, 
which enjoys the full confidence of the 
local agents throughout the field in 
which it operates and the full co-opera- 
tion of the companies which it repre- 
sents, will be in the general agency busi- 
ness only and will not operate a local 
agency in conjunction with its general 
agency business nor own any stock in 
any local agency nor be in any way in- 
terested directly or indirectly in any 
local business. 

In this way only will the general 
agency and its companies keep free from 
the accusations which are now made that 
a company, represented by a _ general 
agency which also does a local business, 
occupies a preferential position as com- 
pared with the companies not so repre- 
sented, and that the general agent, so 
operating, enjoys a preferential position 
in contrast with the local agents in his 
community. 


Let Local Agent Control Own Business 


It is equally true that it is the only 
way whereby a local agent controlling a 
desirable local business can feel abso- 
lutely secure in reporting all of the de- 
tails pertaining to his personal business 
to such an office as it is easy to under- 
stand why so many local agents are op- 
posed to a system which requires them 
to report in detail all of the essential 
information in connection with their bus- 
iness to an office which is in competition 
with them in the writing of local busi- 
ness whether it be a general agency of- 
fice or a branch office of some company. 

A general agency, which is in no way 
competing with the local agents in the 
community, offers so many advantages to 
local agents compared with a general 
agency which does compete with them or 
a company branch office writing local 
business over the country through a 
small army of solicitors that we will not 
here take time to discuss the matter in 
detail. 

Many earnest students of the business 
are convinced that the future of the 
American local agency system hangs in 
the balance and as the general agents are 
necessarily absolutely dependent upon 
the continuance of the American local 
agency system for their own existence 
and future development, then automat- 
ically the problems of the local agent 


and the general agent, who is not in the 
local business, are inseparably entwined. 
For this reason local agents throughout 
the United States are, as never before, 
co-operating with non-local writing gen- 
eral agents and both local and general 
agents have found the utmost satisfac- 
tion in the results obtained through their 
united efforts. 

There has never been a time in the 
history of the insurance business when 
so much new capital was invested in the 
business and so many new companies 
formed. This is equally true of both fire 
companies and casualty companies, and 
as’ many of these new companies are 
seeking to operate as independent or- 
ganizations unaffiliated with the recog- 
nized insurance bodies and many with 
branch offices soliciting a local business 
and still others offering special induce- 
ments to insurers, a situation has been 
created which cal's for the best thought 
on the part of all insurance men to work 
out a plan which will prevent the de- 
moralization of established local agents, 
general agents and companies’ businesses. 


Branch Office Menace Serious 


The menace of the branch office is se- 
rious, and certainly both local agents 
and non-local writing general agents 
should and are uniting in the effort to 
discourage such methods of operation. 

A local agent is certainly justified in 
resenting the fact that some other large 
local writing office in his community is 
reimbursed more liberally for the writing 
of local business than he is whether it 
be done directly or indirectly and wheth- 
er his competitor be styled a general 
agent or not. Local agents in such cases 
certainly have a just cause for grievance 
and the result has been that they have 
found their favored competitors waxing 
stronger day by day with a consequent 
anaemic condition in their own business. 
Is it any wonder, therefore, that certain 
agents lend an attentive ear to the bland- 
ish proposals of certain companies, and 
in their anxiety to receive increased com- 
pensation fail to picture the ultimate re- 
sult of placing their business under the 
control of someone else who may some 
time “take, from them even that which 
they have.” 

It is most essential, therefore, for all 
general agents to so represent their com- 
panies and conduct their agencies as to 
obtain and retain the complete support 
and sympathy of the local agents 
throughout the country. 

The National Association of General 
Agents has, within the past year, adopt- 
ed beneficial legislation which is expect- 
ed to effect a new era of progress, as 
future membership in the national or- 
ganization is now dependent upon the 
general agent not being engaged directly 
or indirectly in the local business. 

In this regard the following resolution 
was adopted in connection with “double 
herder” agencies: 

“Whereas, the function of a general 
agent is to supervise and develop such 
territory as he is capable of serving, and 
his overriding commission should in no 
sense be a reward for volume of busi- 
ness owned or controlled by him in a 
local community; therefore be it 

“Resolved, that this association con- 
demns the practice of general agency 
contracts béing given local agents for the 
obvious purpose: ‘df* acquiring the local 
business of such agents.” 


Rising Acquisition Costs 

All right thinking insurance men are 
agreed that the acquisition cost cannot 
possibly be increased and that with the 
gradual reduction of rates every possi- 
ble conservative measure must be taken 
in both the cost of acquisition and the 
underwriting of business when received, 
and to bring about this condition cer- 
tain companies, certain agents and cer- 
tain brokers must all face the facts and 
submit to whatever is necessary for the 
good of the business as a whole. 

After all, the cure for the ills con- 
fronting us is dependent upon unpreju- 
diced action and genuine co-operation be- 
tween the local agents, the general agents 
and the companies, with the final anti- 
dote in the hands of the body politic. 

In conclusion, we wonder how it is 
possible for a general agent to justify 
himself in writing direct local business 
thereby taking it away from local agents 
in his community when he, as a general 
agent, is absolutely dependent upon the 
good will and prosperity of local agents 
for the operation and development of his 
own general agency business. 


LONDON LOSS $165,000,000 








That Amount of Fire Claims Paid by 
Leading Companies There to 
‘All World 

London insurance companies pay a fire 
loss of $165,000,000 to their policyholders 
all over the world every year, according 
to the London “Evening News.” British 
domestic losses included in this figure 
were over $32,000,000. Four years ago 
this domestic loss ran to $65,000,000 per 
year. 

Sixty offices receive a total of $250,- 
000,000 a year in premiums. The largest 
loss there in the past few years was the 
tobacco fire on the Victoria Wharfs, 
London. The total was $6,500,000. 

The effect of the weather has been 
felt by the fire companies over there. 
Already sunny 1928 has cost them more 
than moist and miserable 1927. 





D. M. TANNER DEAD 
D. M. Tanner of Columbus, special 
agent of the Niagara Fire in Ohio, 
dropped dead recently while he was 
in Middletown attending to his regular 
work. He was seventy years old. The 
funeral was held last Tuesday at Rich- 
wood, Ohio, his birthplace. Mr. Tanner 
had been in the Ohio field for many 
years and stood high as a man of in- 
tegrity, ability, sound judgment and in- 
dustry. For a long time he was special 
agent of the British America and West- 
ern in Ohio. When the Cleveland Na- 
tional was organized he became its state 
agent, and when the Niagara Fire re- 
insured the business of that company it 

took Mr. Tanner into its service. 


HEAVY BUFFALO LOSSES 

Exact losses in Buffalo’s election day 
fire along the waterfront and lower 
Main street section are being figured 
with great difficulty, on account of the 
complete destruction of the two large 
warehouses in which the principal dam- 
age was done. Only piles of rubbish re- 
main where the huge warehouses once 
stood, with occasionally a charred record 
to be found. The loss of the conflagra- 
tion has been estimated at $1,500,000 to 
$2,000,000. An election bonfire is 
thought to have started the conflagra- 
tion, which was fanned by a 50-mile gale 
and spread through the old buildings and 
then into lower Main street where 15 
business buildings were damaged, two of 
them collapsing. Only one Buffalo fire 
company was permitted to remain at its 
station, all others being called to battle 
the flames amidst terrific heat and heavy 
smoke. 
FREEMAN ELECTED SECRETARY 

The tentative appointment of Charles 
E. Freeman, advertising manager of the 
America Fore Companies, as secretary of 
the Insurance Advertising Conference 








has been ratified formally and approved : 
by the executive committee of the Con-* 
He has been with the Amer- 


ference: 


ica Fore Group since 1922. 


Fire Agents Taking 
On Life Insuran:e 


MULTIPLE LINE PLAN GRO‘/5s 





Vice-President Williams of Trave »rs 
Fire Urges Agents to Write 
Every Type of Risk 





_ Vice-President Robert H. William: of 
the Travelers Fire believes the day as 
come when fire agents and life ag: its 
can drop the curtain which gene: lly 
separates the writing of these two « is- 
tinctly different types of insurance. ‘! he 
multiple line agency is the agency of 
the future he contends. Fire and <:s- 
ualty writers should undertake the han- 
dling of life insurance risks and \ ice 
versa a life agent is not accepting his 
full responsibility unless he can handle 
all fire and casualty lines. 

Writing in the current issue of the 
Travelers “‘Protection” Vice-President 
Williams calls upon local agents to 
awake to the change taking place in the 
constant creation of multiple line off- 
ces handling every form of coverage: 

“And it’s a change that no Travelers 
agent can afford to ignore. Perhaps in 
the past you have not greatly interested 
yourself in fire insurance. Probably 
quite a number of your clients carried 
their fire insurance with other agencies, 
but this did not disturb you because 
these fire insurance agents showed no 
disposition to extend their activities be- 
yond the confines of fire insurance. 
Quite possibly you may have been lulled 
into a feeling of security by their lack 
of aggressiveness even in the solicita- 
tion of fire insurance; their willingness 
to continue to renew a policy time after 
time without making any effort to dis- 
cover whether or not the amount of fire 
insurance which was adequate three, six 
or nine years ago was still adequate 


today 
"Gold Fields for Other Lines 

“But you cannot afford to bank on 
the continued apathy of your competi- 
tor. He is being aroused into greater 
activity by the inroads of the multiple- 
line agent. He is waking up to the fact 
that the: insurable life values of this 
country greatly exceed the insurable fire 
values and have not begun to be cov- 
ered to the same extent. He is tasting 
the liberal commissions which can be 
earned through the writing of Business 
Life, Group and Casualty lines on his 


“fire insurance clients, and is beginning 


to appreciate what a potential gold mine 
his fire insurance clientele represents as 
prospects for numerous other lines. 

“This means that if you have a client 
who carries only part of his insurance 
through your office, you can no longer 
depend on your competitor to ignore the 
solicitation of your lines. Already, per- 
haps, that competing agency is survey- 
ing these other profitable lines and work- 
ing out plans for getting them. Com- 
petition for the business of the ‘client 
who carries his insurance ‘through two 
or more agencies is likely’ to be much 
keener in the future.” 


RETURNS FROM PORTO RICO 

After-an extended stay at Porto |tico 
where he engaged in adjusting storm 
losses as the result of the recent hurti- 
cant which visited the island, Ben R. 
Franklin, vice-president of the New Or- 
leans Adjustment Co., has returne: to 
New Orléans. Mr. Franklin states hat 
the insurance ‘loss is approxim: ‘ely 
$7,000,000. The heaviest loss was on the 
coffee crop which was insured in the 
London Lloyd’s for $3,000,000. 








MRS. J. X. WEGMANN DEAD 

Mrs. Wegmann, wife of John X. V\ eg- 
mann, president of the Lafayette — iré, 
New Orleans, frequently referred t 4s 
the “model mother,” died last wee at 
her home in New Orleans. Mrs. V eg- 
mann‘-was. ill but a-few days. She vas 
prominent: in religious and civic cir ‘es. 
Besides her husband she is survive: by 
eleven sons. 
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MARINE & AUTOMOBILE DEPARTMENT 








Vestris Sinking Is 
Still Unexplained 


SH FTING OF CARGO DENIED 





Sorie Put Blame On Heavy Waves Open- 
ing Seams 24 Hours Before Help 
Was Asked; Cargo Covered Here 





Up to the time this issue went to press 
thee had been no satisfactory explana- 
tion. given for the sinking of the Lamport 
& ‘folt liner Vestris with an apparent 
loss of life to more than 110 persons. 
Stories to the effect that the captain had 
wired of a shifting of the cargo were 
denied. Marine underwriters are won- 
dering why this vessel, which left New 
York on Saturday and which developed 
such a list by Sunday that she hove to, 
did not wireless for assistance until late 
Monday morning. 

Heavy seas are blamed by some for 
the opening of the seams of the Vestris. 
She was struck by several big waves on 
Sunday and thereafter developed a list. 
With reference to the story of the shift- 
ing of cargo Director David H. Cook of 
the Lamport & Holt Co. on Tuesday 
night issued this statement: 

“We have not received a single mes- 
sage of any kind from Captain Carey 
since the accident to the Vestris. The 
statement that the ship turned over on 
her beam ends to starboard through the 
shifting of the cargo is absolutely false. 
It would have been impossible for the 
cargo to shift, as it was jammed down 
and choked off by experienced longshore- 
men under the direction of foremen who 
have been many years with the company 
in Hoboken and Brooklyn stowing car- 
goes for South America.” 

The Vestris carried 1,097 sacks of let- 
ters and parcel post matter, including 
3,000 registered letters and ten pouches 
of diplomatic mail. 

The Lamport & Holt vessel, the Ves- 
tris, which sank Monday afternoon more 
than 200 miles off the Virginia Capes, 
was not insured in the New York mar- 
ket but entirely in England, the liner 
being under the British flag. American 
underwriters, however, will sustain losses 
on the cargo, the value of which was 
estimated shortly after the disaster at 
about $1,500,000. The exact figures will 
not be known until the various underwrit- 
ers have a chance to check up upon the 
cargo declarations. 

The Vestris, a steamer of 10,494 tons 

gross register, was built by Workman, 
Clark & Co., of Belfast, in 1912. She 
was 495.5 feet long, 60.8 feet beam and 31.6 
feet molded depth. Because of the num- 
ber of gold shipments she had carried 
on her frequent trips to South America 
she was known in shipping circles as the 
go'l ship.” The mere fact that she 
carried gold was an indication of sturdi- 
ness and good seaworthiness. On her 
last voyage from the River Plate she 
had carried $1,000,000 in gold in her 
Stroig room. 
C\ this voyage out of New York to 
n American ports the Vestris carried 
a ergo of 6,000 tons of miscellaneous 
mer handise, including a large number of 
crated automobiles and accessories, agri- 
cult ral machinery, silk and cotton goods, 
hor chold furnishings and 250 barrels of 
lub: cating oil. 





VEITH MARINE MANAGER 


orge L. Veith has become manager 
of (:e marine — of W. L. Per- 
tin & Son. had former experience 
wit! the p Prenat of Hartford, Wm. 
H. McGee & Cox and the Thames & 
‘sey, and is qualified to carry on this 
tk for the Perrin agency, which writes 
for the Agricultural of Watertown, N. Y. 


N. Y. City Loses To 
P. & I. Underwriters 


CITY ORDINANCE IS_ INVALID 





Federal Court of Appeals Holds Mari- 
time Law Gives Owners Rights To 
Abandon Wrecks 





It remains for the City of New York 
to find the final burial place for the old 
“Grand Republic,” Hudson River excur- 


- sion side-wheeler of by-gone days, and 


the “Nassau,” both of which vessels were 
owned by the Highlands Navigation Cor- 
poration. The United States Circuit 
Court of Appeals this week rendered 
a verdict to the effect that the City of 
New York, rather than the Highlands 
Navigation Corporation, must pay to re- 
move the wrecks of these two boats 
which have been lying in the Hudson 
River off 155th Street, next to one of the 
city’s piers, since April 26, 1924. 

This decision is of special interest to 
marine underwriters because it holds in- 
valid an ordinance of the New York City 
government, Section 120, Article 8 Chap- 
ter 8, which gave the City the right to 
compel a shipowner to move at the lat- 
ter’s expense any wreck within the City 
limits. In this instance the defense of 
the P. & I. underwriters, who had un- 
derwritten the legal liability of the ves- 
sel owners, was that the city ordinance 
was in conflict with the general mari- 
time law giving shipowners the right to 
abandon wrecks anywhere. 

These two steamers caught fire in 1924, 
burned to the water’s edge and sank in 
such a position as to obstruct a pier 
owned by the City. The Highlands Nav- 
igation Co. decided that the cost, esti- 
mated at $45,000, of raising the wrecks 
was not worth while so it abandoned the 
hulls. The City brought suit in the Fed- 
eral District Court to compel the defen- 
dants to remove the ships and to pay for 
the loss of revenue sustained by inability 
to make use of the 155th street pier. 

The War Department at Washington 
declined to remove the wrecks because 
they lay to the shoreward of the pier- 
end line. The opinion of the appeal 
court, written by Judge Manton, affirmed 
the decision rendered by Judge Bondy 
in the District Court against the City. 

The lawyers for the Highlands Naviga- 
tion Corporation, Barry, Wainwright, 
Thacher & Symmers, say that the City 
has the right to apply to the United 
States Supreme Court for a writ of cer- 
tiorari, but that the probabilities are al- 
ways against a litigant’s obtaining a re- 
view by that court. 

In affirming the decree the 
Court of Appeals says in part: 

“The Rivers and Harbors Act of March 


Circuit 


3, 1899, recognized the right of abandon- 
ment given by the general maritime law 
and points out an intention of. Congress 
to preserve that right. The appellee, as 
the owner of the vessels, not intending 
to raise them but to abandon them, after 
notice as required by this act, would not 
be responsible for damages caused by 
other vessels running into such wrecks. 
And this statute applies to vessels in 
navigable waters, even though outside 
deep channels. Nor.can the appellee be 
held for the cost of raising after aban- 
donment. In the absence of an agree- 
ment to pay the city ordinance may not 
impose such a liability where Congress 
grants exemption. Such imposed liability 
by the municipality would be taking 
away the exemption thus granted. 
“Liability may not be imposed. upon 
the theory that the relation of landlord 
and tenant existed between the parties, 
and it was the duty of the appellee to 
restore the premises in good condition, 
reasonable wear and tear expected. In 
the absence of negligence or intentional 
destruction of property the tenant could 
not be held on the theory of an implied 
agreement to repair damage to property. 
We have held that under such circum- 
stances the appellee is a licensee and 
not a tenant. A waiver of the right of 
abandonment of a vessel under the Fed- 
eral statute may not be implied merely 
because the vessels were berthed while 
out of service during the wintr lay-up 
under the permit granted to the appellee. 
The liability of the appellee is not de- 
termined by the question whether the 
vessel was in service or out of service. 
The limitation was properly granted.” 





FIRE CHIEFS VISIT EDISON 


About 150 factory fire chiefs from Fs- 
sex and Hudson counties, New Jersey, 
met last week at the Edison Lighting 
Institute at Harrison, N. J., and after 
hearing a lecture by Dr. Andrew F. Mc- 
Bride, commissioner of labor of New 
Jersey on the duties of a factory fire 
chief, badges were distributed and the 
newly made chiefs inspected the plant. 





GREAT LAKES RATES 


Marine insurance underwriters have 
announced their schedule of rates for late 
season navigation on the Great Lakes, 
from November 30, when ordinary rates 
are terminated, to December 12, inclu- 
sive. The charges range from %% a 
day, which is the rate of the British com- 
panies, to a sliding scale of %4 to 142% 
fixed by American underwriters, based 
on the number of days after November 
30 steamers are operated. The losses re- 
sulting from steamers being caught in 
the ice in the upper lake region last De- 
cember were heavy, and this year’s 
charges for December hull insurance are 
200% higher than those then in effect. 
Steamship operators have lined up a 
large amount of December business at 
high rates, and there is believed to be 
a record amount of premiums in view 
for the Great Lakes marine companies. 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admited Assets, $6,034,982.98 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $9,771,118.88 


_ Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted Assets, $1,363,929.39 
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May Cover Breakage 
Of Glass in Autos 


MASSACHUSETTS DEP’T RULING 





Counsel Says Fire Companies May In- 
sure All Fittings; Windshields 
Are Classed as Such 





The Massachusetts Insurance Depart- 
ment has ruled through its counsel, Har- 
old J. Taylor, that a fire insurance com- 
pany writing automobile risks may insure 
against loss or damage caused by the ac- 
cidental breakage of glass in motor ve- 
hicles. Inquiry as to the legality of such 
insurance was made by the Springfield 
Fire & Marine last week, and in his re- 
ply Counsel Taylor gave his interpreta- 
tion of the sections of the Massachusetts 
law bearing on his question as follows: 

“You inquire whether it is permissible 
for an insurance company authorized to 
transact business under the second clause 
of section 47 of chapter 175 of the Gen- 
eral Laws to insure against loss or dam- 
age caused by the accidental breakage of 
glass in motor vehicles. 

“Said clause second, and likewise 
clause third of said section, authorizes 
insurance against loss or damage to, and 
loss of use of, motor vehicles and air- 
craft, their fittings and contents, result- 
ing from accident, collision, fire and other 
causes. 

“The glass contained in the windshield 
and windows of a motor vehicle is plain- 
ly a part of its fittings. The statute 
plainly permits insurance against damage 
to the fittings of a motor vehicle caused 
by any accident. 

“The ruling to which you refer was ap- 
parently rendered without advertence to 
the provision of these clauses which per- 
mits insurance against loss or damage as 
aforesaid resulting from ‘accident.’ 

“The department accordingly answers 
your inquiry that any insurance company 
which is authorized to transact business 
under the second or third clause of sec- 
tion 47 of chapter 175 of the General 
Laws may insure against loss or damage 
resulting from the accidental breakage of 


glass which is a part of the fittings of a 
motor vehicle.” 


Prudential Wins 
Snyder Case 


(Continued from Page 17) 
applied for on August 26, 1925, and the 
agent left it with Nicchia, who had it in 
his possession for five weeks, but did not 
as yet make up his mind whether he 
would accept and pay the premium. 


Policies Never Took Effect 


There is no evidence that the insured 
Snyder ever had the policies issued on 
his life in his possession, and the evi- 
dence would seem to indicate that Sny- 
der died without knowing of their exist- 
ence. Nicchia never accepted the policy 
until more than two and one-half years 
after he applied for it and until after the 
company had treated the policy as valid 
and as in force. The premiums had been 
paid by the agent Moore without any 
authorization from anybody. The agent 
in that case admitted to the plaintiff's 
attorney therein that the premium was 
never paid by Nicchia and that Nicchia 
had never promised to pay the premium 
or to accept the policy. The case of 
Nicchia was tried before Mr. Justice 
Lehman. The plaintiff insurance com- 
pany was successful, and the policy upon 
the life of Nicchia was declared null and 
void.. The decision of Mr. Justice Leh- 
man was affirmed upon his opinion (156 
App. -Div., 818; Court of Apjpeals (213 
N. Y., 665). I therefore reach the con- 
clusion that the policies in controversy 
never took effect as a matter of law 
and that the same are now null and void. 
Findings as submitted have been passed 
upon. Submit decision and judgment. 
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Surety Companies Want 
More Rothstein Facts 


ONE SEES AN ARNSTEIN LINK 





Doubt Expressed Whether Slain Gam- 
bler-Insurance Agent Left a For- 
tune; Criticism of Police 





Ever since the murder of Arnold 
Rothstein, the New York gambler who 
was also an insurance agent in West 


Fifty-seventh street, his office being 
Rothstein-Simon Co., the papers have 
been filled with an amazing number of 
long and contradictory stories about his 
colorful career, his estate, his will and 
his alleged dealings with the under 
world. Soon after the shooting it was 
stated in one paper that he was worth 
millions and that he had left $1,000,000 
to a former Follies girl who was also a 
movie actress. Then this week began a 
series of stories declaring that he died 
broke. His lawyer brought his last will 
to the hospital where Rothstein signed 
it with an “X”. The family employed 
another lawyer who declared that an at- 
tempt will be made to break the will. 
An evening paper carried a story telling 
of the large number of real estate prop- 
erties he owned. This story ran about 
half a column. The real estate opera- 
tions were carried out under the name 
of the Redstone Holding Corp. 


Surety Companies Curious 


The surety companies entered the sit- 
uation late last week when a lawyer 
for one of the companies, told reporters 
that he would intervene on behalf of his 
clients and ask to be represented at the 
opening of the safe deposit boxes of 
Rethstein. 

This lawyer was quoted as saying he 
believed that Rothstein had some con- 
nection with “Nicky” Arnstein, who 
served time in a Kansas penitentiarv 
following the theft of $2.000,000 of Wall 
Street securities. He said he would not 
be surprised if it were proven that Roth- 
stein had used some of the bonds as 
collateral for loans. He added that it 
had been traced to close pals of Roth- 
stein but never to Rothstein himself. 

Other newspaper stories printed in the 
p2st week are based on the criticism of 
the manner in which the police have han- 
Aled the case since the murder. It is al- 
leged in some quarters that they have 
not heen active enough because of fear 
of diggino up facts which will reflect 
upon politicians of prominence. 





CALLS BURGLARY CONFERENCE 
Charles J. Dodd. district attorney of 
Brooklyn, has called a conference of 
burglary company representatives for 
next week in an attempt to determine 
whv burglary rates in Brooklyn are the 
highest of any borough in the city. 





MRS. CULLEN BREAKS HIP 
Mrs. Caroline Cullen. mother of Vin- 
cent L. Cullen, New York manager of 
the National Surety. broke her hip while 
in Baltimore recently. She is seventy- 
three years old. 





The Great American Indemnity passed 
the $5.000.000 premium volume mark on 
November 9. The company is about two 
years old. 


Discuss Remedies For 
Coding Of Auto Risks 


AIM OF NEW AUTOMOBILE ASS’N 





Need Shown for More Legible Code 
Books and Better Clerks; Fleet and 
Garage Risks Next Problem 





Once again the new Automobile Cas- 
ualty Underwriters’ Association, headed 
by Ambrose Ryder, assistant vice-presi- 
dent, Great American Indemnity, has 
taken the lead in suggesting remedies for 
automobile insurance ills. This time it 
is the coding of automobile business. It 
will be remembered that the new asso- 
ciation spent its first few meetings last 
spring in working out a simplification 
of the rules applying to contingent risks, 
which plan has been submitted to the 
National Bureau of Casualty & Surety 
Underwriters. 

At its October conference the coding 
of automobile risks was discussed joint- 
ly with a body of statistical experts. It 
was pointed out that the greatest need 
was for more accuracy. Clerks who han- 
dle this work make frequent mistakes 
with the result that some companies 
have found it necessary to recode all 
their risks for the past two or three 
years. When mistakes creep in they 
effect not only the company itself but 
the various state insurance departments 
which depend upon the accuracy of the 
figures of the National Bureau of Cas- 
ualty & Surety Underwriters for rating 
purposes. The bureau, in turn, depends 
upon the accuracy of the figures submit- 
ted by the companies. 


Remedies Suggested 


One remedy suggested was to have 
code books printed in large legible type 
so that clerks can do their work with a 
minimum amount of eye strain. Another 
suggestion was to have all coding 
checked by some competent clerk in an- 
other department so that one depart- 
ment would have a check upon another. 
It was also thought that only high grade 
clerks should be employed with special 
adaptation for this type of work. 

The next meeting of the Automobile 
Casualty Underwriters’ Association will 
be held on November 27 at which time 
the association will discuss various un- 
derwriting rules that have to do with 


fleet and garage risks. 





TWAMLEY SUCCEEDS STRAUSS 
William A. Twamley has been made 
blanket bond manager in the Greater 
New York department of the National 
Surety, succeeding Franklin J. Strauss, 
resigned. Mr. Twamley is being trans- 
ferred from the Brooklyn office of the 
National where he was fidelity and 
surety manager. Up until a year ago 
he held a similar post with the Fidelity 
& Deposit in Brooklyn. 





SHALE’S RESIGNATION RUMORED 


As The Eastern Underwriter goes to 
press it is rumored that J. Horace Shale, 
vice-president and general manager of 
the Commercial Casualty, has resigned. 
Mr. Shale has been away sick from the 
office since August and the company had 
granted him a leave of absence until 
January 1, 1929. 
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Issue New Forgery 
And Alteration Bond 


APPROVED BY SURETY ASS’N. 





Supplements and Broadens Forgery Cov- 
erage Under Revised Form 8; Its 
Conditions 

A new bond form, called the forgery 
and alteration bond, has been approved 
by the Surety Association of America 
and is now on the market. It supple- 
ments and rounds out the forgery cover- 
age under the bankers’ blanket bond 
Form 8 revised and in so doing gives 
the insured bank a broader protection. 
Surety underwriters this week said that 
there would be a brisk demand for the 
new form. 

Under the conditions of the policy the 
surety companies agree to indemnify in- 
sured banks against loss of (a) any prom- 
issory note, domestic trade acceptance 
or bank acceptance which shall be pay- 
able at the bank and which shall be ac- 
tually paid by the bank out of funds on 
deposit to the credit of the principal 
debtor thereof, the signature of a de- 
positor or that of any person whose sig- 
nature such depositor has instructed the 
bank to recognize as that of such de- 
positor. 

(b) Of any bank acceptance made by 
the insured bank which shall have been 
raised or altered in any respect or upon 
which the signature of any endorser shall 
have been forged. 


Further indemnification will be made 
against direct loss of (c) any promis- 
sory note, domestic trade acceptance or 
bank acceptance which shall be payable 
at the bank and which shall be actually 
paid by the bank out of funds on deposit 
to the credit of the principal debtor 
thereon, and which shall have been raised 
or altered or the signature of any en- 
dorser forged. (d) of any bank accep- 
tance purporting to have been made by 
the bank, upon which there shall have 
been forged the signature of any per- 
son authorized to make acceptances for 
the bank and/or through the payment 
on or after the date hereof by any of 
the bank’s depositories within the United 
States or its possessions, the District of 
Columbia, Alaska, Cuba, Canada, New- 
foundland or Mexico. 

The new form still further provides 
coverage against the direct loss of any 
check or draft drawn by the insured bank 
upon any such depository which shall 
have been raised or altered in any re- 





A. T. TOMPKINS GEN’L. ATTORNEY 





Prominent Lawyer To Join Standard 
Surety & Casualty In Charge Of Its 
Legal And Claims Departments 

The latest appointment made by Presi- 
dent Frank G. Morris, of the Standard 
Surety & Casualty, is Alfred T. Tomp- 
kins, to be general attorney of the com- 
pany in charge of its legal and claims 
departments. Mr. Tompkins starts on 
January 1, 1929, being now a member 
of the firm of Hilton & Tompkins, 140 
Nassau street, New York City. 

After receiving his academic training 
at Trinity School and New York Uni- 
versity, he took up law at New York 
University Law School and was admitted 
to the bar in June, 1912. He gained 
his early general experience in the offices 
of the late John G. Tomlinson, Wellman, 
Gooch & Smyth, and John E. Ruston, 
former district attorney of Kings County. 

In 1915 he became associated with J. 
Arthur Hilton, who is one of the most 
prominent lawyers in New York for the 
handling of negligence litigation and who 
is engaged by many of the insurance 
companies as counsel in trial of their 
important negligence suits. Mr. Tomp- 
kins’ long and intimate association with 
Mr. Hilton well fits him for the leader- 
ship of the Standard’s legal and claims 
departments. 





NEW POST FOR F. J. STRAUSS 


The Alliance Casualty, which has just 
received its license from the New York 
insurance department, has appointed 
Franklin J. Strauss as assistant manager 
of its New York office to be opened 
shortly. Mr. Strauss leaves the Greater 
New York department of the National 
Surety to accept this post. He will have 
entire charge of the bonding department. 





FEDERATION MEETING DEC. 10 


The Insurance Federation of America, 
Inc., will hold its annual meeting and 
banauet at the Hotel Astor, New York, 
on December 10. One of the banquet 
entertainers will be “Senator” Edward 
Ford, far famed as one of the most 
brilliant jesters and humorists be ‘ore 
the public. 
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spect or upon which the signature o! any 
endorser shall have been forged c* 0 
any check or draft purporting to ‘ave 
been so drawn by the insured bank «pon 
which there shall have been forged the 
signature of its drawer or maker. 
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J. F. Gilchrist Heads 
Consolidated Indemnity 


B. K. MARCUS BOARD CHAIRMAN 





Stock Rights of New $20,000,000 Com- 
pany Given to Shareholders of City 
Financial Corp.; Strong Directorate 





The Consolidated Indemnity & Insur- 
aice Co., the $20,000,000 casualty carrier 
being formed in New York City, as- 
simed definite shape last week when 
John F. Gilchrist tendered his resigna- 
tion as New York State Transit Com- 
nissioner to Governor Smith to take the 
presidency of the company. Mr. Gil- 
christ will take up his new duties on 





Marceau Studios 


JOHN F. GILCHRIST 


November 15 and will be located at 475 
Fifth Avenue, the home offices of the 
new company. 

In his letter of resignation to Governor 
Smith, Mr. Gilchrist said that he had 
given to public life as many years of 
service as the Governor himself. He 
felt that he could look back upon it with 
pride and satisfaction because he had 
always enjoyed the inspiration of Gov- 
ernor Smith’s leadership. Then he said: 
“Desiring further to follow it, I shall 
never lose my interest in public affairs.” 

A Close Persona! Friendship 

Governor Smith replied: “I can read- 
ily understand that you are at the point 
in your life when you should make pro- 
vision for the rainy day. I am sure that 
I speak for the people of New York 
when I compliment you on the great 
work that you performed as chairman of 
the Department of Public Service. I 
am satisfied that all our people join 
with me in best wishes for you for all 
success in your business career. Your 
friendship—and I know. I always shall 
have it—I regard as one of my great 
assets,” 

The letter from Mr. Gilchrist was 
signed merely, “Jack,” and the Gover- 
nor’s acceptance closed with no more 
dis inguished signature than simply 


“A\”” This intimacy is easily under- 
(d when it is noted that Mr. Gil- 
ch 


st is one of the Governor’s closest 
Personal friends and has taken an active 
Part in all of his state campaigns, as 
we. as his recent national campaign for 
the Presidency of the United States. 
Once An Insurance Broker 
resident Gilchrist is a native New 
ker and spent his boyhood days in 
‘er New York, a neighbor and com- 
Tace of Governor Smith. He was edu- 
cated in the public schools and a busi- 
ness college. He worked first for the 
Th mas J. Pope Sons Company, metal 
de:jers, until 1897, and then became gen- 
eral manager for the Vincent R. 
Sc! ‘nck Co., insurance brokers, where 
he -emained until he was appointed Un- 


loy 


der Sheriff of New York County in 1908 
by Sheriff Julius Harburger. 

Like Governor Smith, Mr. Gilchrist 
was a protege and friend of the late 
Thomas F. Foley, Tammany leader, and 
for many years was secretary of Mr. 
Foley’s district organization, the Down- 
town Tammany Club. When Mr. Smith 
was elected Sheriff, he retained Mr. Gil- 
christ as Under Sheriff, and the latter 
served another term in that office under 
Governor Smith’s successor. 

At the beginning of the Hylan Ad- 
ministration Mr. Gilchrist was appointed 
Commissioner of Licenses, a_ position 
which he held until January 3, 1923, 
when Governor Smith appointed him a 
member of the State Tax Commission 
and a few weeks later promoted him to 
president of that commission to succeed 
Walter W. Law, who was removed on 
charges. 

Mr. Gilchrist has been chairman of the 
Transit Commission since April 20, 1926. 


Backed by Marcus and Singer 


The Consolidated Indemnity, under 
Mr. Gilchrist’s leadership, will start 
under the most favorable of financial 
auspices. Its backers are Bernard K. 
Marcus, president of the Bank of the 
United States, and Saul Singer, its ex- 
ecutive vice-president and president of 
the City Financial Corporation which 
has now been merged with the bank. 
The Consolidated’s original authorized 
capital has been increased to ‘800,000 
shares and when the entire authorized 
capital stock has been taken up the com- 
pany will have a capital, surplus and re- 
serves of $20,000,000. : 

Holders of City Financial Corporation 
stock have been given rights to sub- 
scribe to the stock of Consolidated In- 
demnity at $28.50 per share, this stock 
to be paid for on November 15. Each 
share of stock now issued will have at- 
tached to it a warrant giving the holder 
the privilege of purchasing in one year 
an additional one-half share at the rate 
of $30 per share. 


Officers and Directors 


Official appointments made so far be- 
sides Mr. Gilchrist, include Mr. Marcus 
as chairman of the board and A. S. 
White as secretary and treasurer. Ap- 
pointments to active underwriting posi- 
tions are being awaited by the casualty 
fraternity with the keenest of interest. 

The directorate, as follows, represents 
a great number of important financial 
and business interests: 

George J. Atwell, president George J. Atwell 
Co.; J. C. Brownstone, president J. C. Brown- 
stone Co.; William Fox, president Fox Films 
Corporation; Samuel H. Golding, real estate 
operator; Jacob L. Hoffman, director Bank of 
the United States; William F. Kenny, president 
W. F. Kenny Co., contractors; William Klein, 
attorney; Gerhard Kuehne, vice-president New 
York Title & Mortgage Co.; A. E. Lefcourt, 
president A. E. Lefcourt Realty Holdings. 

Also Mr. Marcus, who is president of the 
Bank of the United States and chairman of the 
board of City Financial Corporation; C. Stanley 
Mitchell, chairman of the board Bank of the 
United States James J. Riordan, president 
County Trust Co.; H. H. Rosenthal, president 
Franckville Manufacturing Co, Inc.; Reuben 
Sadowsky, president R. Sadowsky, Inc.; Saul 
Singer, president City Financial Corporation and 
executive vice-president Bank of the United 
States; A. S. White, vice-president City Finan- 
cial Corporation, and Mr. Gilchrist. 





TO MOVE TO ST. LOUIS 





Southern Surety To Be In New Home 
Offices Early in December; Signs 
Long Term Lease 
The Southern Surety will move its 
home offices from Des Moines to St. 
Louis shortly after December 1 and has 
leased the twelfth floor of the Paul 
Brown building at Ninth and Olive 
streets for a long term of years. The 
lease provides for an eventual expansion 
to 35,000 sauare feet of office space. 
Norman R. Moray, president of the 
company, explained this week that the 
move to St. Louis came with the recog- 
nition that this city is the center of 
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Tribute Paid To The 
Late H. G. B. Alexander 


RESOLUTION OF CONT’L. BOARDS 








Eulogize His Idealism and Lovable Qual- 
ities; Was Head of Continental 
Casualty Since 1906 
_A splendid tribute to the late H. G. B. 
Alexander, chairman of the Continental 
Casualty and president of the Continen- 
tal Assurance, was paid by the directors 
of these companies in a recent joint 
meeting. The resolution read in part: 
The outstanding element of Mr. Alex- 
ander’s character as most frequently 
shown in our business relations was the 
union of idealism with practicability. As 
he dreamt, so he built; as he built, he 
reflected his ideals. These were of no 
stunted character. He aimed high and 
by the exercise of business sagacity and 
untiring industry realized his ideals in 
a manner permitted to but few. He was 
a most keen judge of the character and 
ability of others and, coupled with this, 
had the ability to produce harmony of 
effort in carrying his ideals into effect. 
He was most generous in his recognition 
of others and very solicitous as to the 
welfare and happiness of those asso- 
ciated with him, infusing all with the 
enthusiasm born of the assurance that 
their efforts and achievements unfailing- 
ly would be recognized with unvarying 

justice. 
Built Everlasting Friend-hips 


Mr. Alexander was first associated 
with the Continental Casualty Co. in 
1900 and possessing:as he did attributes 
of leadership, he soon made his impress 
upon its affairs and in 1906 he was 
elected president of the company, then 
a small and struggling one. His char- 
acteristic energy was devoted to the 
company and it stands today in its pres- 
ent position as a monument to his ability 
and efforts, for he continued as its presi- 
dent and chief actuating force until a 
few months before his death, when he 
declined re-election and accepted the less 
strenuous position of chairman of its 
board of directors. 

Wholly aside from business ability, 
Mr. Alexander possessed those lovable 
qualities of mind and manner which en- 
deared him personally to us all as well 
as to an exceedingly large circle of 
friends. He was ever most kind and 
courteous, ever generous, ever solicitous 
of the welfare of others, ever charitable, 
ever ready with word of commendation, 
ever inspiring new hope and effort, and 
ever drawing all his associates into 
friendship. 

Therefore, Be it Resolved: 

That the secretary of these companies 
be directed to convey to his wife, Mrs. 
Edna B. Alexander, and to his daugh- 
ters our most sincere and loving sym- 
pathy upon the death of a husband and 
father who wes our well beloved friend; 

That a copy of this resolution be 
spread upon the corporate records both 
of the Continental Casualty Co. and of 
the Continental Assurance Co.; and, 

That copies of this resolution suitably 
engrossed and signed by each of us be 
sent to Mrs. Alexander and to _ his 
daughters as an evidence of the love and 
esteem in which the husband and the 
father, H. G. B. Alexender, was held 
bv his fellow directors of the Continental 
Companies. 








the Southern Surety’s middle west ter- 
ritory. At the same time it brings it 
into closer contact with the Missouri 
State Life. another company in _ the 
Rogers Caldwell group, whose home of- 
fices are also in St. Louis. 

The plans of the Caldwell interests for 
the formation of a fire company are fast 
materializing. the latest information be- 
ing that it will be launched in December. 





DECIDE ON N. Y. OFFICES 
The New York office of the Alliance 
Casualty is to be located at 87 Maiden 
Lane, in the heart of the insurance dis- 
trict. : 











WHEN THE BEST COSTS NO 
MORE WHY NOT HAVE IT? 


* * * 


Head of Large Chicago Agency 
Puts a Pointed Question to 
the Agents of the, Country 


By 
CHAS. BURRAS, 
President, Joyce & Co., Chicago 


* * * 


If I could buy and operate the finest, highest 
priced automobile for the same initial cost and 
operating expense as the cheapest or any of the 
intermediary grade automobiles, which car would 
I own and operate? 


National Surety Company is the largest and 
strongest surety company in the world. People 
like to do business with the “largest and strong- 
est” in any line of business. 


National Surety Company has been in suc- 
cessful business for more than thirty years. 
This is evidence of stability and permanency. 

The National Surety Company has originated 
more new forms of bond coverage than any 
other Surety Company in the business. This 
evidences an initiative and resource which opens 
up new avenues of income to the Agent. 

National Surety Company is willing to con- 
sider and often writes unusual forms of surety 
bond coverage which would not be considered 
by other Companies in the business. This atti- 
tude of underwriting open-mindedness often af- 
fords to the Agent a profitable commission upon 
business which other Companies would not con- 
sider. 


National Surety Company has established a 
world-wide service. I recently was called upon 
to furnish a release of attachment bond releasing 
a ship load of perishable merchandise in Piraeus, 
Greece. ‘The bond was furnished in Piraeus the 
day following the request at my office. 


National Surety Company maintains an atti 
tude of exact fairness in the adjustment of 
losses, not resorting to technicalities or the 
delay of legal procedure. This enables the 
Agent to maintain the good will established to 
such an extent that business once placed on the 
books remains there. 


National Surety Company executives from Mr. 
Wm. B. Joyce, Chairman, Mr. E. A. St. John, 
President, down thru the heads of most of the 
Departments are ex-agents with a broad under- 
standing of and sympathy with the agents’ prob- 
lems. This is of tremendous advantage to the 
agent in getting his business written and ser- 
viced. 

National Surety Company has always operated 
on a General Agency system. This guarantees 
intelligent handling of the agent’s business and 
insures the permanency of his property rights 
in his business. 


* © @ 6 * * 


If you’d like to know more about National 
Surety Company service and would like to find 
out if we have an opening in your town, clip 
this ad, attach it to your letterhead and send to 


NATIONAL SURETY 
COMPANY 


World’s Largest Surety 
Company 
115 Broadway 
New York 
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May Print Suretyship 
Lectures in “Bulletin” 


NAT'L. ASSOCIATION’S PLAN 





Wants Reaction From Its Members Be- 
fore Completing Details With 
Insurance Institute 





The “American Agency Bulletin,” offi- 
cial organ of the National Association 
of Insurance Agents, is now in position 
to offer to its readers the full surety- 
ship course of the Insurance Institute of 
America through an arrangement with 
that institution. This course consists of 
a weekly series of lectures through the 
winter season and members of the Na- 
tional Association may be given the op- 
portunity to register for these lectures, 
take the examinations, and receive their 
diplomas. 

The “American Agency Bulletin” be- 
lieves there are three reasons why the 
suretyship course should be selected for 
a trial of this plan: 

First, it is conceded to be the least 
understood branch of the business and 
one of the most profitable. 

Second, while the institute has 
branches in most of the large cities 
where courses in fire and casualty are 
obtainable, the’ course in suretyship is 
conducted in New York City alone. 

Third, through generosity of George 
FE. Hayes, vice-president of the Union 
Indemnity, chairman of the executive 
committee of the institute, and chairman 
of the committee on suretyship of the 
Insurance Society of New York, the 
“Bulletin” will be enabled to conduct an 
open forum, or question box, on the lec- 
tures and on general questions as well. 

The “Bulletin” in its issue this week 


is asking the reaction of National As- ° 


sociation members before embarking on 
this venture. Its opinion is that it is 
entirely in line with the work of the 


Sullivan’s Authority 
Upheld in N. Hampshire 


ON AUTO RATES 





IN DISPUTE 





Supreme Court Decision Dissolves In- 
junction of 35 Carriers For Relicense 
In State 





Chief Justice Robert J. Peaslee, of the 
Supreme Coutt of New Hampshire, has 
upheld John FE. Sullivan. insurance com- 
missioner of the state, in his refusal to 
put through the automobile liability rate 
increases recommended by the National 
Bureau of Casualty & Surety Underwrit- 
ers last April. Justice Peaslee in his de- 
cision said that an increase in rates which 
does not appear warranted in the mind 
of the commissioner is sufficient grounds 
for him to consider companies making 
such increases unsafe, unreliable and not 
entitled to confidence. 

Bv virtue of this decision Commission- 
er Sullivan may continue in his refusal 
to renew the licenses of the Aetna Cas- 
ualty & Surety, which conducted the 
test case, and thirty-four other companies 
association with the Aetna in the action. 
In the opinion of one casualty executive 
it vests Sullivan with almost autocratic 
power. 


Thought Increase Unwarranted 


The commissioner’s chief bone of con- 
tention was that the companies had 
jumped their automobile liability rates 
some 24% in New Hampshire last De- 
cember, which increase he deemed un- 
warranted. He further contended that 
the carriers had not furnished him with 
information regarding the experience in 
New Hampshire on this line of business 
as requested. 








committee on public relations and educa- 
tion as outlined for the second year of 
the five year development program. 


The companies secured a mandatory 
interlocutory injunction to compel the is- 
sue of licenses which Commissioner Sul- 
livan had steadfastly refused to do. These 
licenses were granted from April 1, 1928, 
to April 1, 1929, on condition that the 
companies would deposit with the com- 
missioner sums of money representing 
the difference between the new and old 
rates. It was agreed that if the Supreme 
Court decided in Sullivan’s favor refunds 
would be made to policyholders. 

Of course, the injunction is now dis- 
solved and along with its dissolution the 
companies not relicensed have no further 
right to do business in New Hampshire. 


The court concludes with this comment: 


“Whether restoration of the old rate will so 
far remove the stigma of past conduct and pur- 
poses that the plaintiffs will be deemed worthy 
of confidence is to be decided by the insurance 
commissioner and not by the courts.” 

The petition of the plaintiffs is dismissed 
“unless an order is requested for the distribu- 
tion of the fund held by the commissioner.” 

Commissioner Sullivan of New Hampshire 
states that he has not as yet decided what ac- 
tion he will take. “I wish to talk with the 
attorney general,’’ said Mr. Sullivan, ‘“fand the 
injunction issued by the superior court will have 
to be dissolved. It also will be necessary to 
distribute among holders of automobile liability 
insurance policies in New Hampshire about $60,- 
000 deposited with me by the insurance com- 
panies. This sum represents the difference he- 
tween rates charged in this state before De- 
cember, 1927, and those put in effect by the 
companies since then.” 


Viewing the situation editorially, the 
“Standard,” of Boston, comments in part 
as follows: “It is a somewhat astound- 
ing finding. In substance the verdict of 
the court seems to establish the legal 
right of the New Hampshire commis- 
sioner to refuse to renew the license of 
a company whenever such company in- 
creases its rates. This is tantamount, 
by indirection, to giving the commission- 
er power over the fixing of rates . 
The very existence of the companies, as 
a result of this finding, seems to hang 
upon the personal opinion of the commis- 
sioner as to the propriety of insurance 
rates charged.” 





| LEGAL NOTICE | 


LEGAL NOTICE 
STATE OF NEW YORK 
INSURANCE DEPARTMENT 
ALBANY 

I, James A. Beha, Superintendent of In:>r. 
ance of the State of New York, hereby cer ‘ty 
pursuant to law that the PACIFIC MUTI .L 
a, 

to 

& 





LIFE INSURANCE COMPANY of Califor 
Los Angeles, California, is duly licensed 
transact business in this state and in its st: 
ment filed for the year ended December 31, 1! '7 
shows the following condition: 


Aggregate amount of admitted 


ee er ree $133,226,32° 81 
Aggregate amount of liabilities 

(except capital and surplus) in- 

cluding reinsurance ........... 123,048,415.70 
Amount of actual paid-up capital. 4,000,00°.90 
Surplus over all liabilities....... 6,177,91° il 
Amount of Income for the year... 6,871,49° 01 
Amount of disbursements for the 

WOE: soscnkecicakesera seunuece -  5,284,964.89 








BUGBEE MAY BE IN N. J. QUIZ 


It was announced last week at Trenton 
that when the probing committee inves- 
tigating the banking and surety bond sit- 
uation in New Jersey meets, Newton A. 
K. Bugbee, president of the Liberty Sure- 
ty Bonding Co. of Trenton, will be called 
before the committee to tell what con- 
tractors were bonded by that company 
and what rates were charged by the com- 
pany for surety bonds. There are a num- 
ber of politicians connected with the 
company. Mr. Bugbee’s term as state 
comptroller expires soon. His salary is 
$6,000 a year. 





ADMITTED TO NAT’L. BUREAU 


The Standard Surety & Casualty of 
New York, which expects to start active 
business about December 1, has admitted 
to the National Bureau of Casualty & 
Surety Underwriters for the compensa- 
tion, liability, automobile, burglary and 
plate glass departments. 
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An Ideal Company To Represent 














Administration Building 





Power Plant 


Agents—have you the Sixth Sense? 


It is frequently said that some Agents possess a ‘“‘sixth sense’’ enabling 
to get and give exactly what is wanted for their clients, to steal 


a march on their competitors, etc. 


Actually there is nothing mysterious about it. 
merely the knowledge that the public recognizes, prefers and 


promptly buys the Bonds and Policies of the 





The ‘“‘sixth sense’’ is 















Print Shop Garage 





Maryland Casualty Company 


Baltimore The Agents’ Troubles Are Our Own 








TH. > 


> 


S 





Cy oe seas es eI OC OO CO 


DD) et et 8) 


Sond 


reOoOOoO =o 2 


eowvrnr a 














November 16, 1928 











Page 39 








Silver Service For 
McGinley, 5 Years Here 


AFFAIR AT BILTMORE HOTEL 
Scme Come From Hartford to Join In 
Velicitous Anniversary of New York 
Casualty Line Manager 








thn McGinley has been general man- 
ager of the Travelers in this city for 
casualty lines five years. During that 
time the administration has been un- 
usally successful and Mr. McGinley 
ha. also built up some very substantial 
fricndships—inside and outside the or- 
ga.ization. These friends and associates 
decided not to let the anniversary go by 
without recognition which took the form 





JOHN McGINLEY 


of a dinner at the Biltmore Hotel attend- 
ed by about sixty Travelers people, in- 
cluding some from the home office. 
There were various addresses, all of 
which were of the “You are all right” 
kind; and at a fitting point in the din- 
ner, while Mr. McGinley was ducking a 
flood of encomiums some one pulled out 
from behind the table what looked like 
a small trunk, but which turned out to 
be a large silver service set. 

The toastmaster was Major George V. 
Catuna, manager, casualty lines, Brook- 
lyn branch. The speakers were Major 
H. A. Giddings, vice-president of the 
Travelers and under whom Mr. McGin- 
ley traveled for some years; Robert H. 
Williams, vice-president of the Travelers 
Fire; William J. Moran, attorney of the 
Travelers, 55 John street; Louis G. Lang, 
assistant manager, casualty lines, 55 John 
street; John E. Gossett, manager, com- 
pensation, liability and automobile de- 
partments, 55 John street; James H. Co- 
burn, secretary, Travelers Indemnity, 
Hartford. 

Judge Moran’s Talk ; 
lere is what Judge Moran had to say 
we the guest of honor: 

“Five years ago a distinguished mem- 
ber of our fraternity set the precedent 
that the tail-ender at a meeting pro- 
nonce the benediction. Formal benedic- 
tions are pronounced by ministers, but 
ministers nowadays are a suspect class. 
You cannot tell whether some of them 
ar> wolves in sheep’s clothing, or just 
gouts in the clothing of political leagues. 
This tail-ender will not pronounce a for- 
m:| benediction. 

‘But there is an aspiration, not too 
Pius, but one that has the real quality 
of a . blessing. It’s a precious thing; it 
liv-s in small groups, and it cannot be 
crished even in the din of modern ma- 
chinery or of modern hook-ups. It’s a 
thing that makes men godlike. It’s, in a 
word, friendship. None of us knows of 
a creater quality than friendship. It 
Pu‘s upon a high pedestal the man who 
evokes it, and it enobles the man who 
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yields to it. It is an essential virtue in 
a company of men. Its constituent vir- 
tues are human love, and patience and 
loyalty. Without these three 
there can be no friendship. 

“Is it not a perfect benediction to call 
upon the Almighty to witness the friend- 
ship that exists in this group who feel 
it to be an honor to be known as Trav- 
elers men? Our beloved guest is the 
personification of friendship. He evokes 
it and he yields to it. His dynamic force 
is modified by it. His achievement is 
promoted by the friendship he receives 
in return. 


virtues 


“Ll want to leave but one thought, for 
it is the blessing upon this meeting, 
nemely, that we all thank God for the 
fricndship in this group, and that we 
praise Him that our honored guest is its 
best exemplar.” 

Mr. McGinley expressed his apprecia- 
tion of all the nice things which had 
been said about him; and told of the 
pleasure that had been his in being as- 
sociated here with so many attractive 
people as are his associates and other 
people with whom he does business. He 
hired a truck and took the silver service 
set to his home. 


NEW INDIANA COMPANY 





American Auto Indemnity, Old Line 
Stock Carrier, Being Formed by 
Reciprocal Interests 
The American Auto Indemnity now 
being formed in Indianapolis is consid- 
ered to be the first old line company to 
be incorporated in Indiana for the ex- 
clusive writing of automobile insurance. 
Its president is Dudley Gallahue, who is 
also president of the American Auto In- 
demnity Association, a reciprocal. Other 
officers and directors are: Edward Gal- 
lahue, brother of the president, who will 
be secretary; William O. Sullivan, capi- 
talist; Walter J. Hubbard, Jr., Fletcher 
American National Bank; John Ruckel- 
shaus, attorney, and Fae Patrick, attor- 

ney. 

The company proposes to begin busi- 
ness about January 1 with a paid-up 
capital stock and surplus of $150,000. Re- 
serves required in Indiana and other 
states by law will be established. The 
majority of the capital stock will be held 
by directors and officers but some, it is 
said, will be offered to the public. It is 
proposed that the capital stock shall be 
increased after the first year of opera- 
tuion to $300,000. 








You have to sell insurance... . 
and that takes good insurance to 
sell. ...and more! Prompt set- 
tlement of claims, efficient under- 
writing, sound financing, liberal poli- 
cies, and resources adequate to han- 
dle the largest contracts are not 
enough. You need the tools that 
will make selling easy. 
The Union Indemnity Company 
owes its outstanding position in the 
casualty and surety world to its wil- 
lingness to give extra service. Speciai 
agents ready and willing to lend you 
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their years of experience gained in 
the field; skilled underwriters ex- 
perienced in all classes of contracts, 
with a thorough knowledge of the 
conditions of their territory; an Ad- 
vertising Department ever ready to 
co-operate closely with you in the 
oreparation of advertising based on 
your ideas .... extra services, all 
offered by the Union Indemnity 
Company to help you sell. 

If you have been looking forward 
to such a connection we will be glad 
to go into details. 


Eastern Dept:100 Maiden Lane, N. Y. 
La Salle Fire Insurance 
Company 
Union Title Guarantee 








POSTAL EMPLOYE 
BOND COMPANIES 
The following is a revised list of Am- 
erican companies writing surety insur- 
ance whose bonds are acceptable for 
postal employes, the list being taken 
trom the current number of the U. S. 
Postal Guide: * 
International Re-Insurance Corpora- 
National Automobile Insurance Co. 
tion. 
Occidental Indemnity Co. 
Pacific Indemnity Co. 
The Aetna Casualty & Surety Co. 
Century Indemnity Co. 
Hartford Accident & Indemnity Co. 
Continental Casualty Co. 
Inland Bonding Co. 
Federal Surety Co. 
Southern Surety Co. 
Union Indemnity Co. 
American Bonding Co. 
Fidelity & Deposit Co. 
Maryland Casualty Co. 
United States Fidelity & Guaranty Co. 
American Employers Insurance Co. 
Massachusetts Bonding & Insurance 
Central West Casualty Co. 
Detroit lidelity & Surety Co 
General Casualty & Surety Co. 
National Casualty Co. 
Standard Accident Insurance Co. 
Central Surety & Insurance Corpora- 
io0Mn. 
Employers Indemnity Corporation. 
Commercial Casualty Insurance Co. 
Excess Insurance Co. of America. 
International Fidelity Insurance. 
Liberty Surety Bond Insurance Co. 
New Jersey Fidelity & Plate Glass In- 
surance Co. 
Reliance Casualty Insurance Co. 
American Surety Co. 
Capital City Surety Co. 
Columbia Casualty Co. 
The Fidelity & Casualty Co. 
Eagle Indemnity Co. 
Equitable Casualty & Surety Co. 
Franklin Surety Co. 
General Reinsurance Corporation. 
Glens Falls Indemnity Co. 
Globe Indemnity Co. 
Great American Indemnity Co. 
The Greater City Surety & Indemnity 
Corporation. 
Guardian Casualty Co. 
London & Lancashire Indemnity Co. 
of America. 
Metropolitan Casualty Insurance Co. 
National Surety Co. 
New Amsterdam Casualty Co. 
New York Casualty Co. 
New York Indemnity Co. 
Northeastern Surety Co. 
The Preferred Accident. 
Seaboard Surety Co. 
Southern Surety Co. 
Royal Indemnity Co. 
Sun Indemnity Co. 
United States Casualty Co. 
United States Guarantee Co. 
Ohio Casualty Insurance Co. 
American Reinsurance Co. 
Constitution Indemnity Co. 
Eureka Casualty Co. 
Indemnity Insurance Co. 
Independence Indemnity Co. 
National Union Indemnity Co. 
Pennsylvania Surety Corporation. 
Western Surety Co. 
American Indemnity Co. 
Northwestern Casualty & Surety Co 


TALK ON SAFETY PRACTICE 


At the monthly dinner of the Eliza- 
beth, N. J., Foremen’s Club held in 
the Masonic Temple, Elizabeth, John 
Roach, deputy commissioner of Labor for 
New Jersey, spoke briefly of the progress 
made in New Jersey in the present safe- 
ty practice contest among industries, 
which has enrolled 570 plants, with ap- 
proximately 210,000 employes. He point- 
ed out that accidents in industries cost 
one man in twenty-four the loss of a 
week or more of earning time last year, 
and that 12,000 cases passed through the 
workmen’s compensation courts. If only 
for economic reasons, he declared, every 
effort toward safety measures and safe- 
ty consciousness is justifiable. 
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Counsel Taylor’s Ruling 
On Auto Fleet Rates 


HIS REFERENCE TO SECTION 182 





Massachusetts Dep’t. Lawyer Says Pref- 
erential Rate May Be Charged If 


Based on Hazards Involved 





Harold J. Taylor, counsel of the Mas- 
sachusetts Insurance Department, has 
rendered a _ decision on_ preferential 
automobile fleet rates in response to an 
inquiry from Gilmour, Rothery Co., of 
Boston. Declaring that it is permissible 
for an insurance company to establish 
and employ preferential rates for insur- 
ance against liability for damage to prop- 
erty in favor of persons owning or oper- 
ating several motor vehicles, provided 
that such rates are predicated upon the 
actual hazards involved, Counsel Taylor 
has the following to say: 

“The attorney general has held that it 
is a violation of Section 182 of Chapter 
175 of the General Laws for an insur- 
ance company to issue liability policies 
at ‘fleet rates’ if such rates are granted 
solely because of the number of the 
motor vehicles covered. (Op. A. G. 
June 7, 1926.) 

“The bald fact that one person owns 
or operates several motor vehicles does 
not of itself make that person a less 
hazardous risk than a person who owns 
or operates only one motor vehicle. If 
the mere number of motor vehicles in- 
sured has any bearing on the nature or 
degree of the hazard it would seem that 
the person owning or operating the larg- 
er number of motor vehicles might fairly 
be treated as a more hazardous risk. 

“The evil aimed at by Section 182 is 
discrimination between insureds who are 
properly members of the same class. The 
statute does not forbid a company to 
make reasonable classifications of risks 


which in fact reflect actual differences of 
hazard as evidenced by claim experience. 


Number of Cars Insured a Factor 


“The determination of the question of 
the relative hazard involved depends 
upon all the facts and circumstances, but 
any classification which is made must 
in fact be grounded on the probability of 
the occurrence of losses as indicated by 
actual experience. The number of motor 
vehicles insyred is a factor which may 
be taken into consideration in deter- 
mining the nature or degree of the haz- 
ard involved but, as stated, it is not and 
can not of and by itself be legally ac- 
cepted as conclusive in allocating a risk 
or risks to a classification carrying a 
preferential rate. 


“The foregoing statements do not ap- 
ply to the rates fixed by the Commis- 
sioner for liability insurance under the 
compulsory motor vehicle liability insur- 
ance act. Those rates must be used 
without any variation. (General Laws, 
chapter 175, section 182.) The com- 
missioner would have no power (Op. 
A. G. June 7, 1926) to establish ‘tleet 
rates’ under that act based on the num- 
ber of cars owned or operated by an 
insured. He has the power (Op. A. G. 
June 7, 1926) under certain circum- 
stances to erect a ‘merit rating plan’ ap- 
plicable to such rates but has not done 
so. A ‘merit rating plan’ grounded 
solely on the number of machines cov- 
ered would not be allowed. 

“The ruling made by Former Com- 
missioner Monk under date of July 12, 
1928, in no way conflicts with these 
principles. That ruling does not declare 
that ‘fleet rates’ are. per se and in all 
circumstances unlawful. It simply holds 
that it is unlawful for an insurance com- 
pany to grant a nreferential rate for 
property damage liability insurance 
solely as an inducement to the recipient 
to accept a ‘motor vehicle liability pol- 
icy’ under the compulsory motor vehicle 




















definite result. 


























A BOOK ABOUT OURSELVES 





Leadership Earned 


Leadership is usually not easily won. Many 
years of specialization in writing personal 
Accident and Health Insurance has had a very 


It is not by chance that agents of the 
Continental Companies lead in personal Acci- 
dent and Health insurance volume in many 











liability insurance act. The mere fact 
that a person accepts such a policy from 
a company does not warrant the com- 
pany in classifying him as a less haz- 
ardous risk in respect to property dam- 
age hability coverage. 

“The answer to your inquiry is that 
it is permissible for an insurance com- 
pany to establish and employ preferen- 
tial rates for insurance against liability 
for damage te property in favor of per- 
sons Owning or operating several motor 
vehicles provided that such rates are 
predicated upon the actual hazards in- 
volved and are fairly commensurate with 
the probable loss experience, that they 
are not made purely on conjecture, that 
they are not based solely and exclusively 
on the mere number of motor vehicles 
covered, that they are applied fairly and 
without discrimination to all persons fall- 
ing within a given classification and that 
they are not granted solely as an induce- 
ment to secure other lines of coverage 
from the recipient.” 





THREE NEW APPOINTMENTS 

Several general agency appointments 
have been made within the past few 
weeks by the National Surety. Robert 
T. Ravenel becomes general agent at 
Charleston, S. C., returning to the com- 
pany which he served for years in charge 
of South Carolina development. 

Rk. P. Spencer has been appointed for 
Columbus, Ga., and vicinity. He is con- 
sidered one of the most successful and 
best posted insurance men in that local- 
ity. In Springfield, Mass., the company 
has named Oppenheimer & Robinson as 
general agents. 





CARR ELECTED PRESIDENT 


Samuel J. Carr of the American Em- 
ployers’ in Philadelphia has been elected 
president of the Surety Underwriters 
Association of that city. 


STANDARD ACCIDENT CHANGES 





C. L. Platts Goes to Home Office Agen: , 
Department; G. I. McCredie Made 
Detroit Branch Manager 
The Standard Accident has broug 

into the home office Charles L. Plat 
who has been manager of its Detr 
branch office for the past few years, a 
has appointed G. I. McCredie to si 
ceed him in that post. Mr. Platts w | 
be located in the company’s agency ( 
partment, devoting his entire time to t) 
extension of the Standard’s business a: | 
interests in the field. His broad trai 
ing includes local agency experience 
an individual producer of business, gain: 
during his connection with McNaughtc:; 
Livingston, Reineke & Griffin, Inc., gen- 
eral agents for the Standard in Detro:, 
Mr. McCredie, the new Detroit branc!: 
office manager, has for the past year 


‘ been manager of the branch at Cleve- 


land. He started as an office boy in 19/4 
in the company’s Chicago branch, being 
transferred later to the adjusting depart- 
ment of that office. When the war broke 
out he was holding the position of chict 
liability underwriter. Returning to the 
Standard’s home office in 1920, he was 
given special training and then went into 
the Detroit branch office as a special 
agent. He then joined Fitzhugh & Burns, 
general agent for the Standard in St. 
Paul, where he spent five years as its 
liability manager. Back to Detroit again 
in 1927, he served respectively as special 
agent and then supervising special agent, 
and a year later won his first managerial 
post in Cleveland. 





STOCKWELL EXECUTIVE SPECIAL 

The Alliance Casualty has named 
Charles W. Stockwell, formerly secre- 
tary of the Pennsylvania Indemnity, as 
its executive special agent. Mr. Stock- 
well has had a long career in the busi- 
ness, being for fourteen years in vari- 
ous capacities with the Aetna Life & 
Affiliated Companies. 





WRITTEN FOR YOU 


cities and communities. 


The character of the 


contracts they offer and a well-devised selling 


plan is responsible. 


Perhaps you are not getting the profit you 
should from the sale of this line 
the Agency Department, complete details of 


the Continental Plan will be sent to you at once 


3 
. If you write 
| 
| 
Continental Casualty Company | 


Continental Assurance Company | 


| 4 
910 South Michigan Avenue ; 
Chicago, Illinois | 


The Affiliated Continental Companies write 
practically all forms of Insurance and Surety Bonds 














November 16, 1928 ~ 













PTR 


Sant 4 a Lt ae 


AS ERA OR EES Se 








THE EASTERN 
UNDERWRITER 











Page 41 








Says Safety Work Is 
Already A Science 


w. L. CLINTON’S CONGRESS TALK 


Staff Engineer, Metropolitan Life, 
Shows How Engineering Methods Are 
Helping to Reduce Number Accidents 





\\, N. Clinton, staff engineer of the 
polcyholders service bureau, Metropoli- 
tan Life, recently made an informative 
adi ress before the cement section of the 
Saicty Congress in New York on the 
subject of “Accident Prevention and In- 
surince.” His remarks in part follow: 
“Recent years have developed a decided 
interest on the part of various insurance 
carriers in accident prevention. It has 
bee found that a very close relation ex- 
ists between insurance and_ preventive 
measures. As asserted by Professor Al- 
ber’ W. Whitney of the National Bu- 
rea. of Casualty and Surety Under- 
writers, it is recognized that the func- 
tion of insurance as a preventer of loss 
is equally important with the function of 
insurance as a distribution of loss, or in 
other words, as a great conservatorial 
medium. The reactions and tendencies 
of our insurance carriers notwithstand- 
ing, it is believed the role of conserva- 
tor has rightly been undertaken by them. 
The nature of the business followed, 
predicated by the operation of economic 
laws, has borne an influence on such 
carriers towards assuming this role. 

“It ig not believed that all of us realize 
the enormity of industrial accidents until 
figures from some authentic source are 
presented. It has been cstimated by the 
statistics committee of the National 
Safety Council that the number of fa- 
talities for 1927 is approximately 24,000— 
about 300 more than 1926, and that non- 
fatal lost time accidents will approach 
three and one-quarter millions in num- 
ber, or an increase over 1926 of almost 
800,000. 


Companies Interested 


“With these estimates in mind, is it 
any wonder that insurance companies 
are vitally interested in accident pre- 
vention and are continually striving to 
curtail this extravagant waste of man 
power ? 

“Competition among insurance organi- 
zations has played an important part in 
the reduction of industrial accidents. 
Casualty insurance rates may be said to 
be practically identical for exp<rience 
indicates. that should competition be 
based on rates, these may become so low 
as to jeopardize the solvency of the car- 
rier, The matter of policy would also 
be involved for the insured for it might 
be possible for some organizations to 
employ methods to secure their insur- 
ance at a lower rate while others paid 
more. Insurance carriers are also pro- 
hibited from competing on the basis of 
commissions paid to representatives be- 
cause this would bring the rates too 
high. Competition, therefore, has been 
limited practically to the field of serv- 
ice, which has introduced our merit-rat- 
ing system, that is—the establishment of 
rates on the determination of the physi- 
cal merit of the risk after certain debits 


and credits have been allowed according 
to tie schedule rate. This is a desir- 
able form of competition and assists the 


insted to obtain the best possible rate, 


reduce his accident costs and to maintain 
his lant in an efficient manner. 

“Safety work has become a science 
and it would be pleasant to anticipate 
a ¢ 


‘e-fourth reduction of the present 
accicent rate. Insurance may offer a 
com, ensation for accidents and their di- 


rect cost but it is impossible to insure 
agai st accidents, their indirect costs to 
indu-iry and the suffering involved. Our 
hope lies then in stimulating a real in- 
teres’ in accident prevention in all in- 
dust\ies but meanwhile we must find 
se and means to minimize the cas- 
talt 


s subject to our ‘peace time’ in- 
dust:ial life. 


“Many of you will remember the prac- 
tice of the old time insurance inspector 
who would enter the plant from the back 
door, make his inspection of safeguards 
and depart with but few people know- 
ing who he was or what he was doing. 
This brings to mind the case of a large 
lumber company in Louisiana which car- 
ried insurance for accidents. 

Present Day Methods 


“Contrast that procedure with the 
methods employed to reduce accidents 
by insurance organizations today. First, 
upon entering a plant, contact is made 
by the insurance representative with the 
highcst operating official. It is highly 
important that this official be sold on 
accident prevention, his responsibility 
made known to him and his active sup- 
port secured. Many an official entertains 
the thought that the fact his company 
is insured for accidents, the burden of 
prevention rests with the carrier and its 
engineers. This is a fallacy for no in- 
surance company nor form of insurance 
can directly prevent an accident. It is 
true the insurance company through its 
engineers can offer suggestions and rec- 
ommendations which assist a plant’s ex- 
perience, but the responsibility and ap- 
plication of these recommendations rests 
with the operating official who places the 
recommendations into effect through the 
superintendents and foremen down to 
the operatives who actually experience 
the accidents. 

“Second, an analysis of accident rec- 
ords is begun, tabulating and charting 
the records to determine the cause and 
trend of the accident experience. This 
study is very important for the solution 
of any problem demands fact-finding and 
a knowledge of circumstances surround- 
ing accidents is most essential. 

“Third, the engineer interviews the su- 
pervisory force and foremen to deter- 
mine their safety attitude and secure 
their co-operation for without their con- 
stant and active co-operation, no safety 
program can hope to gain proper results. 


“Fourth, is the study of company or- 
ganization and policy. This is necessary 
to determine that type of safety work 
which would be most effective. It is 
obvious that a program designed for a 
meat packing plant would not be appli- 
cable to a railroad company, even though 
the principles of safety in both instances 
are fundamentally alike. 

“The fifth factor of the engineer’s sur- 
vey is a study of the existing safety 
educational work, its effectiveness and 
possible means for improvement. This 
study includes safety organization, 
friendly competitions, advertising safety, 
first aid instruction and other plans to 
maintain interest. 

“The sixth step is a survey of physi- 
cal conditions and mechanical guarding 
to remove as many ‘bugs’ as_ possible 
from the plant’s layout. The seventh 
and last part of the survey is a con- 
ference with the officials to discuss the 
findings and to submit a plan adaptable 
to local conditions and policy.” 


INDUSTRIAL EXECUTIVES DINE 

Industrial executives of Essex and 
Hudson County, as well as a number of 
casualty officials of New Jersey, attended 
a luncheon which was given under the 
auspices of the Jersey City section of 
the industrial safety committee of the 
Hudson County Safety Council on 
Wednesday of last week at Hotel Plaza, 
Jersey City. “Cloud and Sunshine,” a 
combination playlet and movie, which 
deals with safety in industrial plants, 
was a feature of the luncheon. W. 
Morris, vice-president, 
trial safety, presided. 


Reed 
in charge indus- 





NEW P. L. BOOKLET 
The Great American Indemnity is 
sending out a new booklet, called 
the “Property Owner's Responsibility,” 


which gives a simple explanation of the 


law of negligence and why public lia- 
bility insurance is so necessary for the 
property owner. 
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Copics of preceding ads will be 
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Under Careful Eyes 


SraNDARD does not dump a bulk package of advertis- 
ing on an agent’s desk and wish him “luck” and advertis- 
Instead, a complete plan or schedule is 
worked out to fit his own particular needs. 
O.K.’d the plan he can forget all the work and dis- 
azreeabie features. 

Standard’s Advertising 
as a big advertising agency serves its clients—but at no 


Every type of sales and advertising help is available 
newspaper ads, 
lantern slides, 
sealing and mailing of complete and individual direct mail 


This is one of a serics of ads demonstrating the facilities of Standard’s big 
Advertising Department. 

sent upon request. Write to the 

DEPARTMENT of _ the 


STANDARD 


ACCIDENT INSURANCE CO. 
DETROIT, MICHIGAN 


Once he has 


Department serves its agents just 


letterheads, window posters, 
and the printing, 


blotters, 
addressing, inserting, 


























KOLB’S VARIED CAREER 

E. E. Kolb, newly appointed super- 
vising underwriter of the fidelity and 
contract departments in the home office 
of the Maryland Casualty, had a career 
in several lines of business far removed 
from insurance before he joined the 
company. He was first in the oyster 
industry, then ‘taught school for four 
years, studying law at the same time. 
Later he served as purser, quartermas- 
ter and mate on Chesapeake Bay steam- 
ers. 





INVESTIGATE THOMA & SON 


Insurance Department of Michigan 
Looks Into Activities of lowa Firm 
Selling Replacement Glass Service 

Through Garages 

Investigation has been launched for 
the second time by the insurance depart- 
ment of the state of Michigan into the 
activities in this state of Thoma & Son, 
Inc., Fairfield, lowa, which sells, through 
garages, the Thoma Replacement Glass 
Service. It is now reported to the de- 
partment that the company is offering 
through these garage proprietors, few if 
any of whom are licensed insurance 
agents, plate glass coverage written with 
the New York Indemnity. The glass 
breakage contracts cover automobile, 
windshield and general glass breakage in 
conjunction with the Thoma concern 
which supplies the glass. 

If the complaints so far lodged with 
the department are verified, action will 
be taken looking toward the suppression 
of this practice and . is possible that if 
it is found the law has been brazenly 
flouted that prosecutions may follow on 
charges of selling insurance without 
proper license. 

Previous complaints were made to the 
department charging the Thoma com- 
pany was virtually doing an insurance 
business of its own, offering a contract, 
sold at a nominal cost, agreeing to re- 
place broken automobile glass. Investi- 
gation by the department at that time 
failed to disclose that the contract con- 
stituted insurance but utilization of an 
insurance carrier at this time, without es- 
tablishment of an agency system, is ob- 
viously overstepping the statutory boun- 
daries, it is conceded. 


NAME MASTER FOR CAR OWNERS’ 


W. H. Hitchcock to Report to Boston 
Supreme Court on Solvency of 
Mutual Company 
The petition brought in the Boston 
Supreme Court by Attorney General 
Warner on behalf of Acting Insurance 
Commissioner Arthur E. Linnell, against 
the Car Owners’ Mutual Insurance Co., 
came before Judge Pierce of the Su- 
preme Court last week for action, on the 
request of the insurance commissioner 
that the company be enjoined from fur- 
ther transaction of business and that a 

receiver be appointed. 

Counsel for the company did not agree 
with Assistant Attorney General Roger 
Clapp that the company was insolvent 
and desired to present evidence on that 
point. 

After a conference between counsel it 
was agreed that William Harold Hitch- 
cock might be appointed as master, and 
Judge Pierce appointed him. The court 
instructed Mr. Hitchcock that his re- 
port must be submitted at once and upon 
that report Judge Pierce will determine 
if an injunction shall be issued and a re- 
ceiver appointed. In the meantime the 
company has stipulated that it will not 
further do business until the court has 
taken final action. 


TO WRITE CAR INSURANCE 

Henrv J. Goldberg and M. Sanford 
Weil, Inc., who have been prominent 
in the real estate investment field at 152 
West Forty-second street, New York, 
are to specialize on automobile insur- 
ance. 
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Britishers Alarmed At 
Rising Sickness Claims 


STUDYING TREATMENT BENEFITS 








590,000 Insured Workers Lost Last Year 
30,500,000 Weeks Due to In- 
capacity for Work 





In his presidential address to the Na- 
tional Association of Insurance Commit- 
tees held in 


recently London Henry 


Lesser declared that last year the loss 


of time due to incapacity for work 
among insured persons alone reached 
the appalling dimensions of 30,500,000 
weeks, or the equivalent of twelve 


months’ work of nearly 590,000 persons. 

“National health insurance is passing 
through a critical phase,” said Mr. Les- 
ser. “The increase vear after year in 
sickness and disablement benefits is 
causing anxiety among approved socie- 
ties. The heavy rise in the sickness 
claims during 1926 was ascribed largely 
to the stoppage of work in the minine 
industry, but the experience of 1927, 
after allowing for the severe influenza 
epidemic during the early part of the 
year, was even worse. 

“The explanation of this serious in- 
crease in sickness benefit is baffling. 
Doctors are said to be lax in granting 
certificates of incapacity for work. Ap- 
proved societies are urged to exercise 
greater care in the supervision of sick- 
ness claims. But I think the fact must 
be faced that, despite the inevitable 
fractional percentage of fraud, any idea 
of serious imposition on the fund must, 
in fairness to 15,000,000 workers, be 
ruled out. 


Medical Service Inadequate 


“The evidence shows that panel prac- 
titioners on the whole are doing their 
best; and it is no adverse criticism to 
say that the best they can do is not 
good enough. The trouble is that the in- 
surance medical service itself is inade- 
quate. It places too great a burden of 
responsibility on the general medical 
practitioner. 

“The Government, it would appear, 
were now satisfied that insurance com- 
mittees need not languish for want of 
sustaining activity, but in collaboration 
with their brethren of the approved so- 
cieties were to be given wider powers 
and better opportunities for useful serv- 
ice to the state. Nothing had given 
greater satisfaction to insurance commit- 
tees than the provision in the new act 
which enabled them to make contribu- 
tions to a central superannuation fund 
for the benefit of their emploves. Apart 
from its being a mesure of simple jus- 
tice to a body of able and devoted pub- 
lic servants, the establishment of this 
fund brought to the whole service an 
element of stability which had long been 
denied to it. 

“But the matter of chief concern to 
insurance committees at the present time 
was the part, if any, which they were 
to take in the administration of what 
had come to be known as ‘treatment 
benefits. It was now proposed to give 
statutory authority to the Dental Benefit 
Joint Committee, though its constitution 
would, it was understood, be modified to 
include representatives of the Ministry 
of Health. Thus insurance committees 
had, by sheer force of circumstances, 
been superseded: the provision in the 
act of 1924 which gave them the right 
to administer these treatment benefits 
became a dead letter, and had been re- 
pealed by the new act. But an assur- 
ance had been given that insurance com- 
mittees were to have the reversionary 
interest in the administration of treat- 
ment benefits. 

“But,” Mr. Lesser asked, “would it not 
be well that insurance committees should 
participate in the administration of 
treatment benefits under the new ar- 
rangements, as, for example, by exer- 
cising disciplinary powers similar to 
those which obtained in the administra- 
tion of the medical and pharmaceutical 


services? Their great experience in such 
matters and their knowledge of local 
conditions would, he suggested, prove in- 
valuable in the settlement of disputes 
between insured persons and the doctor, 
dentist, or optician, as the case might 
be, by whom treatment was administered. 
At present the insured person himself 
had no direct right of appeal to the [en- 
tal Benefit Joint Committee, but could 
only refer his grievance to his society. 
If the society did not choose to pro- 
ceed with the matter he had no further 
redress, except at common law. 

“In the best interests of insured per- 
sons. these treatment benefits should be 
made statutory at the earliest opportu- 
nity, for they were essential to the 
preservation of health and the preven- 
tion of disease. If then insurance com- 
mittees were to be responsible for their 
administration, surely no opportunity 
should be lost to enable them in the 
meantime to co-operate with the central 
body in any manner that would ensure 
an efficient and satisfactory service. The 
creation of these ad hoc statutory bod- 
ies was in itself a curious development 
in the system of health insurance ad- 
ministration. They were to have sepa- 
rate statutory bodies to administer each 
additional treatment, benefit — dental, 
ophthalmic, nursing, and so on. If each 
of these authorities began to make rules 
of its own, in addition to the stream of 
regulations and circulars issuing from 
the department, it would be difficult to 
conceive any limit to the multitudinous 
perplexities which beset the administra- 
tors of national health insurance. For 
the present, therefore, the new arrange- 
ment must in charity be regarded as ex- 
perimental only, and insurance commit- 
ices must see to it in due time that they 
were not again deprived of their prom- 
ised inheritance.” 





LICENSED IN NEW YORK 
The Standard Surety & Casualty has 
been licensed in New York state and has 
made its statutory deposit of $250,000 in 
Government bonds. 


BRITISH INDUSTRIAL GROWTH 





Industrial ~ Assurance Commissioner’s 
Figures Show that 9,900,826 Policies 
Were Issued Last Year 
Statistics of industrial assurance in 
Great Britain, which have just been is- 
sued for 1927, by the Industrial Assur- 
ance Commissioner, show that industrial 
assurance companies and collecting so- 
cieties issued 9,900,826 policies and at the 
end of the year the number of policies 
in force was 73,159,703. The fund at the 
beginning of the year was £200,868,420, 
and at the end of the year £217,106,539. 
Income during the year included £48,- 
050,747 from premiums, £11,175,973 from 
interest, and £81,148 from miscellaneous 
sources. . Expenditure comprised £14,- 
454,027 for claims on death, £5,928,949 
for claims on maturity, £1,969,120 in re- 
spect of surrenders, £9,685,560 for com- 
mission, £6,866,847 for other expenses of 
management, and £4,165,246 for miscel- 
laneous expenditure. In the case of in- 
dustrial assurance companies only, the 
number of new policies in 1927 was 7,- 
471,415 and the sum assured £145,419,953. 


$14,000 COMPENSATION AWARD 

An award of approximately $14,000 was 
made last week by the Workmen’s Com- 
pensation Board in Jersey City, in favor 
of Mrs. Stella Hart of Jersey City and 
her four orphaned children, against the 
Central Railroad of New Jersey. Her 
husband was killed when two cars on a 
siding, between which he was working, 
were moved by a drill engine. The award 
is one of the largest ever given in the 
State of New Jersey. 








LICENSED IN NEW JERSEY 

The New Century Casualty of Chicago 
has been licensed to do business in New 
Jersey, according to an announcement 
made by the New Jersey Insurance De- 
partment. The company will operate on 
a general agency basis, and has ap- 
pointed C. D. Hipp & Co. of Newark 
as general agents for northern New 
Jersey. 














Capital - - 
Surplus - - 





THE 


EXCESS 


INSURANCE COMPANY 


OF AMERICA 
JAMES GIBBS, President 


CASUALTY AND SURETY 
REINSURANCE AND 
EXCESS COVERS 


Executive Offices: 
84 William Street, New York City 


Telephone: Beekman 0890 


- $600,020 
- $1,112,511 




















INDUSTRIAL ACCIDENT PLEAS 





Co-operation Necessary Between En-- 
ployers and Employes to Avoid 
Casualties, London Safety 
Council Told 
At a recent convention of the Nation 
Industrial Alliance and the Londo 
Safety First Council held in Londo. 
where co-operation to industrial accide: 
prevention was the keynote, Sir Edwar’! 
Manville said that the latest figur 
available were for the period end 
1925. For the years 1919-1925 20,2. 
persons were killed, and 285,800 injure: 
H. Lesser, president of the Nation 
Association of Insurance Committees, 
presented the case for co-operation from 
the employers’ point of view. Co-opera- 
tion to be effective must be organized, 
It was not enough to leave it to thie 
moral sense and abstract goodwill of the 
workers in their attitude towards the cf- 
forts of their employers. To realize 
their mutual responsibilities, masters and 
men must find expression for their views 
through suitable administrative ma- 

chinery established for the purpose. 

A. Russell Jones, solicitor to the Iron 
and Steel Trades Confederation, speak- 
ing from the workmen’s point a. »iew, 
said that theoretically all accidents 
might be said to be preventible, but that 
postulated a perfection in human factors 
which was unattainable. Prevention in 
industrial accidents was possible, and it 
should be the aim of employers and em- 
ployed to co-operate in achieving the 
prevention of preventible accidents. 
There was, unfortunately, an atmosphere 
of suspicion which had to be changed 
to one of understanding. 





CONVICTS ARE EXEMPT 

Michigan’s compensation law does not 
extend to convicts employed by the state 
outside prison walls on various construc- 
tion projects it was held recently in 
an opinion of Wilbur M. Brunker, at- 
torney general. The opinion was asked 
by Warden Harry Jackson of Jackson 
state penitentiary as the outcome of a 
claim pressed by relatives of Leon Pifer, 
a prisoner committed to the prison but 
engaged as a truck-driver on a state road 
project when his truck was struck by a 
train and he was instantly killed. Mr. 
Brucker pointed out that the contractual 
relationship between employer and em- 
ployed must exist to make the compen- 
sation law operative. As a convict’s la- 
bor is enforced and no contract exists 
it is obvious that the act does not apply, 
he held. 





NEW GENERAL AGENTS DINED 


P. J. Burke & Sons, Inc., of Albany 
have been appointed general agents for 
casualty and surety by the New York 
Indemnity. To give the agency a run- 
ning start in its new connection a din- 
ner was given last week at the Ten 
Eyck Hotel at which the entire produc- 
tion staff and leading executives of the 
New York Indemnity were in attend- 
ance. President Spencer Welton deliv- 
ered the principal address and Clyde V. 
Gossage gave a talk on “America’s Fast- 
est Growing Crime.” Vice-Presidents 
W. C. Billings and Bartlett Greene also 
were present. 





JAMES J. LUCY’S NEW POST 

James J. Lucy has been appointed by 
the Maryland Casualty in New York 
City to assist in underwriting and dev-l- 
oping surety business. He will be con- 
nected with the company’s bondin 
branch office at 92 William street. 
Lucy was formerly for sixteen ye:r 
with the American Surety’s metrop: li 
tan branch. 
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Greater Agency 
Brooklyn, has been chartered at Albany 
with capital of 200 shares non par va'i¢ 


stock to conduct an insurance and «(-) 


justment agency. Gerald J. McGinniss, 


Brooklyn; Mildred H. Keenan, Zvic |I. 
Danziger, Ethel W. Berkwit, New Y rk 
City, are directors and subscribers. 
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